"3000" 
SERIES 





"600" 
SERIES 











"400" 
SERIES 





"200" 
SERIES 











IRWIN 
"NU-SERIES" 


DRIVERS 


The IRWIN "NU-SERIES" SCREW DRIVER line was designed to fill the needs 
of smart buyers who want a compiete line of quality drivers to sell at prices that 
will provide quick turnover and good profits. , 

The “NU-SERIES" line consists only of the better selling types and sizes, You 
will find no unnecessary duplications to clutter up your stock and there is a price 


to meet the needs of every customer. 


A few of the “NU-SERIES" are shown on this page—LOOK THEM OVER— 


ORDER FROM YOUR JOBBER TODAY. 


"300" SERIES —Large handle — smooth 
satin black lacquer finish—full polished blade. 
Made in all popular sizes, including the Stubby 


"3000" SERIES —fFull polished Phillips 
point biade—full grip handle with smooth black 
lacquer finish. Three point sizes including the 
Stubby. 


"300-C™ SERIES —thin-biade type, full 
polished for electrical and radio work. Com- 
fortable black finish handle. 


"600" SERIES —Drop forged and full 
polished blade. Perfect grip handle with hard- 
wood inserts, sizes 4''—6''—8'' and 10''. Also 
5'' square blade with wheelabrated finish. 


"400" SERIES —trwinoid amber plastic— 
unbreakable—shock-proof. Full polished blades 
All good sizes. Also furnished in thin-blade 
and Stubby. 


"200" SERIES —Red lacquer finish with 
natural wood flutes. Blades bright tumble fin- 
ish. A real competitive driver. 


"500" SERIES—Irwinite green transparent plastic— 
MOLDED TO FIT THE HAND—Exclusive with Irwin. It is 
new and different from other piastic handle drivers. Fur- 
nished in 3''—4''—5'' and 6" sizes. Also in the thin-blade 


models. 


ASK YOUR JOBBER FOR THE IRWIN "“NU-SERIES"! 
THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO 
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I'll settle for the 


difference /” 
Wooster Foss-Set 


nylons Every 











N MAKING Wooster Foss-Set 

nylons, Wooster Craftsmen do 

put a difference in these brushes. 

They are bristled with duPont 

nylon tapered monofilaments — but 

these nylon monofilaments are specially 
processed by Wooster for better holding and 
spreading qualities. They are tipped and ground 
by men experienced in making only the finest painting 
Nevarally, ic will take time tools —then blended into a tested and proved formula of 
to completely satisfy the huge graduated lengths in accordance with Wooster’s high stand- 
demand for these fine new ards, set and maintained in almost a century of brush making. 


nylon brushes. So if you 
should not obtain immedi- 
ately all you would like to 
have, please remember— 


As a result, Wooster Foss-Set nylon Brushes are 
uniform. They hold paint and let it flow on evenly—smoothly. 
They wear 3 to 5 times longer than hog-bristled brushes. They 


WOOSTER FOSS-SET can be washed in practically all types of paint thinners. The 
NYLON BRUSHES are longer they are used, the better they get. And they’re made 
worth waiting for! by the famous Foss-Set process. 


OOSTE 
WOOSTER N332:R BRUSHES 
THE WOOSTER BRUSH CO. e@ WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE !1851 — THRU 4 WARS 

































THE “BIG 3” ARE READY 


.. to help you make 1946 a great year! 


















This is the year for making 
good on promises. So the 
Yale Moving Men are bringing QUALITY REPUTATION PROMOTION 
back to you the quality, reputation 


and promotion that have always 


made Yale & Towne products top ions A | E — 
profit-makers for you. 


There are still reconversion problems to YALE PUTS 3 BIG SALES MOVERS 


’ be ironed out but just as soon aS we Can INTO YOUR BUSINESS 


set delivery dates with absolute certainty, complete 
THE NAME YALE HELPS MAKE THE SALE 


information will be made public. The Yale & Towne 
Manufacturing Company, Stamford, Conn., U. S. A. 


Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as secon!-class matter March 24, 1933, at the Post Office at Philadelphia under the Aet of 
Warch 3, 1879 ( Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 157, No. 4 
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HERES THe 
FIGURES ANYONE 


CAN APPRECIATE ! 
CGT 
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FIGURES DON’T LIE! And these figures mean plenty of 
Old English No-Rubbing Wax sales for every dealer who 
stocks and displays this fast-moving item. 


Old English is “sold” 5 times a week over CBS on the 
popular ROMANCE of HELEN TRENT program. This 
great show is broadcast over a nation-wide list of 140 
favorite local stations which can reach about 24 million 
families daily. 

Old English is “sold” twice a week over NBC on 
JUST PLAIN BILL and once a week on FRONT PAGE 
FARRELL. These two popular programs are heard coast- 
to-coast through 68 powerful local outlets and can reach 
about 25 million homes daily. Yes, sir! Any wide awake 
dealer can appreciate figures like these! 











There’s somethin 
9g NEW 
Old English oe 






STOCK and DISPLAY 


O-RUBBING- LIQUID POLISHING: Paste 
BOYLE-MIDWAY INC. AMERICA 






S BIGGEST HOUSEHOLD LINE 
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IN THE HEARTS OF AMERICAN HOUSEWIVES 
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csi any” PEDAL-CAR 


For Children 1% to 4 


A Beautiful Velocipede — A Beautiful Seller 


Sold only through 
Toy and Hardware 
Jobbers! 


THREE TONE 
COLOR JOB 


RUBBER 


ALL METAL FULL CIRCLE PEDALS 
CONSTRUCTION MOLDED 
RUBBER TIRES 





It’s in tremendous demand! During the 1945 season we produced 1000 units 
a day. That wasn’t nearly enough! Now we have increased our capacity for a 
greatly improved model Pedal-Car to 2500 a day. You should be able to get 
your share of profits from this strong favorite! 


Retailers Contact your jobber Jobbers Write us at once 


at once and order for full particulars. 
a stock. We can ship immediately. Full manufacturer's guarantee. 


of the famous —_— 


Boy” scooters an 


jobbers, ““" "481 - 25th Street-—OAKLAND 12, CALIFORNIA 
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Taylor the nationally advertised name 


in [Thermometers and Barometers. . . 


Th heskecei 


a oe 





i a ma BU WARNE 
\ ' 


brings you the first instruments since 1942! 


Get your share of these Taylor Thermometers and 
Barometers—the first in four years! More than 50 in- 


supply catches up with demand. So place your order 
NOW with your wholesaler. Write for complete cata- 





struments are being made available including the 
items shown here, BUT—it will be months before 


log supplement showing whole line. Taylor Instrument 
Companies, Rochester, N. Y., and Toronto, Canada. 
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5316 Temprite Window Thermom- 
eter Standard of value in the po- 
pular price range. Scale is 81" x 2”, 
white vitreous enameled. Flange and 
guard protect tube and bulb. Ad- 


justable bracket. $13.20 doz. 


ee 





2510 Berkeley Beroguide This 
hanging model in 544” mahogany 
finished frame is ideal for camp, 
lodge or den. Good grade barometer 
movement with simplified forecast 


dial. $5.50 each. 


ts825 


g 
a ——— 


8% 
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5610 Baby's Bath Thermometer A 
floating thermometer. Is also a toy 
that makes baby's bath more fun. 
Its wooden frame finished in both 
pink and blue makes it a popular 
and “safe” pre-natal gift. $10 doz. 











5126 Wall Thermometer An at- 
tractive indoor thermometer with 
6” satin-finished brass scale and 
black figures. Magnifying lens tube 
with non-fading red liquid. Walnut 
finished wood back. $13.20 doz. 





5908 Candy and Jelly Thermometer 
With easy-to-read Binoc tubing. Ac- 
id-resistant stainless steel scale. Clip 
on back adjustable for any depth 
dish. Uniform with Ne. 5910 Deep 
Frying Thermometer—also a fast 
seller. $27 doz. 


5928 Deluxe Oven Thermometer 
Binoc tube makes mercury stand 
out in dimly lit oven. Flanged vit- 
reous enameled scale protects tube. 
Ventilated glazed pottery base. $27 
doz. No. 5927 Oven Guide, similar 
but lower priced, also available. 











IN HOME AND 
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Back soon—the famous NEVER-LIFT 
with exclusive features—proven 
popularity— national promotion. 


Now in production, the famous Proctor Never- 
Lift will soon be on the way to you. It’s the 
iron with the most exclusive features —‘‘ Push 
Button Ironing”—‘‘Even Heat” p/us these 
other Proctor Firsts...Fabric Dial, Speed Selec- 


tor and all-around Dreadnaught Heating Unit. 


The Never-Lift is outstandingly distinctive 
on your shelves— easily recognized —a top 
quality, top profit iron. It’s coming soon with 
a powerful coordinated program of national 


advertising and promotion. 


It's new... it's exclusive... it 
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AUTOMATIC ELECTRIC APPLIANCES 





PROCTOR ELECTRIC COMPANY, 
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A TOUCH HERE AND 
IT’S READY TO IRON 


vW 










STANDS ON ITS OWN LEGS 


PHILADELPHIA 40, 





PENNSYLVANIA 
9 
















ze IT'S A PROVEN 
R-- MERCHANDISING PRINCIPLE... 


ROBABLY you have been in business too long to make it 
necessary for us to dwell on the merchandising value of a name. 


8 You know it for its full worth—in customer satisfaction, and 
the way it makes your public look to you as a source for all their 

















hardware needs. 


There is no better way to take advantage of this value than to stock 
and feature abrasive products by' CARBORUNDUM. It is the name 
of a manufacturer whose products are favorably known in every 
neighborhood you sell. Featuring products by CARBORUNDUM is 
a short cut to making your trade know you believe in stocking lines 
of known value and outstanding quality. 


What’s more, there are few items you carry which command more 


Products by CAR 
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interest on the part of your trade. Almost every person who walks into 
your store has a need for abrasive products by CARBORUNDUM. 
Sand paper, for instance...or sharpening stones for home, farm and 
outdoor use...or grinding wheels for garages and home workshops. 


If you totalled the unfilled potential in your market, you would be 
pleasantly surprised at the amount of business you could do. And 
there’s nothing seasonal about it. It’s business for you around the 
calendar. 

You’re overlooking a good bet for business if you’re not featuring prod- 
ucts by CARBORUNDUM. It takes little space for feature 
display and you'll find the effort pays a handsome profit. Try 
it in 46. The Carborundum Company, Niagara Falls, N. Y. 


TRADE MARK 





“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company. 
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....- Get Twin Profits 
from Bug-a-boo 
with and without D. D.T. 








—_ 

ATISFY ALL your customers with Bug-a-boo killing ingredients, but all the D.D.T. that’s 
because now you can offer Bug-a-boo with required for effective residual deposit and the 
D.D.T. and without D.D.T. Both types are lab- full amount considered justified for home uses. 
oratory proved and dependable—nationally ad- Spring’s coming! Contact your Bug-a-boo 
vertised— priced the same! salesman now or send in your order to the near- 
People have learned they can trust Bug-a- —_ est Socony-Vacuum office, or to 26 Broadway, 


boo. It’s a scientific development of Socony- New York 4, N.Y. In the Southwest, order from 
Vacuum Research Laboratories that far exceeds _—_ the Magnolia Petroleum Company, and on the 





Government requirements for a Grade AA in- West Coast from the General Petroleum Cor- 
secticide—kills all 9 troublesome insect pests. poration of California. 
The new product, Bug-a-boo with 3% D.D.T., 
contains not only Bug-a-boo’s time-tested insect pat 
cs 
33: sect | ee 
~~ = § THE super mgect SPM 
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Vants and man Kills Sjes mosquit9S 
“household inse® moths ants and ie 
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THE Weide S tery 


OF THE SAMSON AUTOMATIC IRON 





1000-WATT STEEL-ROCK HEAT UNIT: SAMSON 


Embedded ... safe from air and moisture, quick- 
heating, current-conserving, long-lasting. 


MAGIC EYE: Lights up when current is on and 
blacks out when off ... showing economy in current 
due to ironing much of time on stored heot. 
PRECISION THERMOSTAT: Dependable 
automatic control of iron temperatures 

actually right at ironing surface. 

DUO-DIAL HEAT CONTROL: 

Measures the heat to suit a par- 

ticular fabric when ironed 

at a particular speed... the 

selective-speed feature that 

makes this the supremely safe 

iron in anybody's hands. 

AIR-COOLED 

PLASTIC HANDLE: Fashioned 

for a comfortable grip ...cool 

to the hand, easy on the wrist. 

BUILT-IN CORD: With Rubber Guard. 
Approved 10,000-cycle. 

LIGHT WEIGHT (4 Ibs.)...Perfectly balanced 
for arm and wrist ease. 

TAPERED. POINT... BEVEL EDGE: Easy ironing 
into pleats and folds, as well as around buttons. 


NEVER-CATCH HEEL for unimpeded back-strokes in ironing. 
SAFETY-TILT... ROCK-TO-REST: An effortless rocking 


motion stands the iron on its handle, with ALL hot metal off 
the board ... and at just the right tilt and firm rest for safety. 


STREAMLINE BEAUTY in gleaming chromium plate 
ond black plastics. 





WE HAVE one big reason for presenting this cutaway view of the 
SAMSON Automatic Iron... namely so that you can see for yourself the high quality 
construction that makes possible the long list of sales-making 
SAMSON features. And for plus value, every SAMSON iron 
comes in a colorful, eye-catching package 


that serves as a self-selling display. 


7 





SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 


Samson United of Canada, Limited, Toronto 
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Beginning with March and every month, every week, every-day 
thereafter, a new, sales impelling story will tell the lady of the 
house, and the lad who pays the bills as well, of Silex contri- 


butions to a modern, easier, happier way for gracious living. 


Pages and haif pages in beautiful duotone will reproduce homely, 


authentic scenes, that will stress the merit of Silex products. 


Exciting, fully illustrated instruction booklets on subjects 
dear to the heart of every homebody, written by rec- 
ognized authorities on domestic science and sent free on 


request, will focus interest on Silex home appliances. 


Carefully planned publicity of interest to the home will 
be directed through the columns of leading national 
magazines and nationwide newspaper syndicates... 
popular radio commentators will further amplify the 


leadership of Silex to every corner of the land. 


Reconversion has been taken in stride and 1946 
promises a happy opportunity for your business 
and ours at the head of the profit parade 
... See your local Silex representative or 
contact your jobber salesman immediately 


for the complete story, or write us direct. 





THE FINEST APPLIANCES IN THE WORLD 


THE SILEX COMPANY + HARTFORD 2, CONN.+ ST. JOHNS, P.Q., CANADA 
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Doo Kips 


...ARE HERE! 


Doo-Klip Garden tools are back again, building 
more protected profits for independent dealers! 
The spectacular D6OO-Klip long handle Grass 
Shear and long handle Weeder . . . are slated even 
to surpass their great prewar selling performance 
. and that goes for the whole outstanding 
D60-Klip line! 
These unbeatable quality features are found in 
every D60-Klip product... 
Blades of high-carbon cold-rolled steel —abso- 
lutely rust proof and acid proof. 
Pinch proof grip—rigid reinforced non-tiring 
“balanced” action—patented self-adjusting shear. 
And remember—D606-Klips are backed by con- 


sistent advertising in the magazines 





your customers read! 


Place Your Orders NOW! 


LEWIS ENGINEERING AND MANUFACTURING CO. 


ALLIANCE, OHIO 
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Here’s the Product They’re 
All Talking About —Here’s 
the New OPPORTUNITY in 
the Household Cleaner 
Field for FULL-PROFIT, Que 

All-Year SALES! the only household 


cleaner with 


 TRIPLE-SOLVENT 


: i action! 


@ Solventol is different! Solventol is the result of modern research in the 





realm of synthetic-organic chemistry . . . it cleans by loosening, lifting, 
DISSOLVING dirt and grease away ... it LEAVES NO FILM or so- 
called “protective coat” to catch new dirt and hide beauty! 


And Solventol is different in that it is GOING NATIONAL in a big way! 
There'll be plenty of advertising, sampling, sales helps and literature to 
put Solventol over, from coast to coast! 


In principle, in content, in effectiveness and in sales potential, there’s 
nothing even remotely similar to Solventol. It is packaged in attractive 
containers which retail at 25c, 60c, $1.00 and $1.75. 


This is the opportunity you’ve been waiting for... and there are 
special reasons why you should stock Solventol and push it! 


™ 





NATIONAL 


ADVERTISING! Sol 
Good Housekeeping, Ladies’ 5 V | 0 
Home Journal, Woman’s Home s 


Companion, Better Homes & 


Sunset will carry powerful selling SOLVENTOL CHEMICAL PRODUCTS, INC. 


copy on Solventol this spring. 


ge hn os A wend 15841 SECOND BLVD., DETROIT 3, MICHIGAN 


x advertising schedule! 
e 
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SKILLET 
GRILL 


PATENT 
PENDING 


For finer broiled hamburgers, 
sausages, eggs, pancakes, and 
toasted cheese sandwiches. 


STEAK 
GRILL 


PATENT 
PENDING 


Pronged section tenderizes 


steaks, chops, chicken, ham, liver, 
fish. Makes perfect waffles. 
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Every family wants TWO! 
Theyre NEW! Theyre HOT! 


SPEED 


STEAK and SKILLET 


AL 


Ideal for outdoor suppers, motor 
trips, and picnics — camping, 
rathskeller, and kitchen use. 





4 ; 
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These SPEE-D Grills have to be seen—and used —to be properly 
appreciated. Then, when you compare them with others, and note their 
lower price, you'll understand why jobbers from coast to coast are eager 
to get SPEE-D Grills for dealers who want to supply the needs of their 
customers. 

SPEE-D Grills are made of non-marring cast aluminum, with sturdy, heat- 
resisting handles. Women find them indispensable for use in the kitchen, 
the rathskeller, and for outdoor parties. They're easy to clean — quickly 
detachable. 

Either type can be used as two separate griddles or hot plates. Descrip- 
tive leaflet and menu list with tempting cooking suggestions help speed 
sales . . . make these two SPEE-D Grills the outstanding sellers of the 
year. Right now, SPEE-D Steak *and Skillet Grills are being manufactured 
and distributed as fast as our present manufacturing facilities can produce 
them. But — we're moving into a bigger factory — hiring more men — 
and we can take care of your order, too. 

If you're a jobber, you'll want to know more about these two fast-selling 
items — SPEE-D Steak Grills and SPEE-D Skillet Grills. We're getting 
inquiries from all parts of the country — so why not write or wire at once 
letting us know the territory in which you are interested. 


We'll be glad to send you the SPEE-D proposition, or call on you to 
explain the further merits of SPEE-D Grills, and to demonstrate why they 
are proving to be the selling sensation of 1946. 


JOART 
, Z Uponiyfie luring lonpuny 


829 CHAMBER OF COMMERCE BLDG., CINCINNATI, O. 
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PROFITS NOW—IMMEDIATE DELIVERY 
O'Malley 2X Faucet Repair Sets come packed 12 units to ™ mer [UCC 
a carton, in a colorful, attention-creating carton dispenser, et be 
ready to display and go to work making profits for you. : Tis ‘ 
This impulse item has won the praise and confidence of 
thousands, because it is easy to use—precision-made to fit 
without trouble, and low in price. It’s an excellent year- 
‘round seller—a fast-moving Spring, Fall, and Winter item 
for keeping faucets in repair by preventing fuel and water- 
wasting leaks. , _ 
This O'Malley 2X Faucet Repair Set repairs faucets of 4%”, 
14", 544", and 34” sizes. These four sizes can be taken care of HARDWARE CO. 












with two cutters... small cutter for the average size faucet 
up to 5%", and the larger cutter for 34” faucets. Each set 
complete on self-selling display card with five high grade 
bibb washers. 








Sold by leading jobbers in the United States and Canada. Order from 
them direct... if your jobber does not carry the O’Malley line, send us 
his name and address. Jobbers write, wire or phone for details. 





EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Midwestern Rep. Northwestern Rep. New York Office California Rep. 

IRVING S. KEMP CO. PACKERS SALES CO. 1133 Broadway E. M. ROBITSCHER DORKEN BROS. 4CO.~7 
218 N. Jeflerson St. 304 Hughes Bidg. Eastern Sales Mgr. 290 7th St. 408 McGill Sr. 
Chicago, Mm, Portiand, Ore. HARRY M. PETERSON San Francisco, Cal. Montreal, Can. 


Canadian Rep. 
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TO COMPENSATE FOR 


It's a well known fact that metal bolts and screws stretch, under constant 
service and temperature changes. If they didn't, lock washers, lock nuts 


and lock fastenings of any kind would be unnecessary. 


Diamond G Spring Lock Washers . . . scientifically designed with CON- 
TROLLED TENSION .. . assure unfailing spring tension PLUS thrust washer 
action. They permit full tightening of bolts and screws, and lock themselves 


against vibration, shock and excessive wear. 


Specify Diamond G's today! Samples on request. Write for illustrated folder 
including new ASA and SAE specifications on Spring Lock Washers. Prompt 


delivery assured on all orders. 


GEORGE K. GARRETT CO., INC. 


1114 MORRIS BLOG., 1421 CHESTNUT ST., PHILADELPHIA 2, PA. 
MANUFACTURERS OF 





OTHER DIAMOND G PRODUCTS: Flat Wash- 
ers, Stampings, Springs, Snap and Retainer 
Rings, and Hose Clamps. 


DIAMOND <> PRODUCTS 


“ 
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TRADE MARK 
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7... Men. 


catching G-E Lamp display. Build store ing support. Over 700,000,000 sales mes- 
traffic and more sales with a mass display Sages to your customers this year will 
of G-E lamps—and watch sales sky- push G-E Lamps! Better keep plenty 
rocket higher than ever before. of the popular sizes in stock! 





LISTEN 


to the bell on your cash register for your 
customers’ high regard for G-E Lamp 
quality. They know the famous G-E 
monogram gives them full assurance of 
lamps that are made to Stay Brighter 
Longer. And with increased traffic and 
profits you’ll know that G-E lamps are the 
lamps that bring ’em in and bring ’em back! 





G-E LAM 


GENERAL @ ELECTRIC 
the Lamps that Bring ‘em In... and Bring ‘em Back ! 
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Millions of Americans used Millers Falls 
Tools on the production front and the 
battle front. Many thus made their first 
acquaintance with these fine tools. 


Others confirmed an acceptance which , 


they had long known. 
New users and old alike learned the 


meaning of the Millers Falls slogan — 


the Meaning of This 
During the War Years 





“One Thing in Common — Quality!” 
Which means something important to 
you, the retailer. 

It means that when you stock the 
Millers Falls line, you SELL a line with 
acceptance. Plan now to offer the line 
that is made up of fast-moving items 
only, to fill every tool need. 





Millers Falls Company - Greenfield, Massachusetts 
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PRIZES 


Ist prize . . . . $500. Bond 
2nd prize . . . . $200. Bond 
3rd prize . . . . $100. Bond 


4 prizes, 
each a $50 Bond $200.00 


10 prizes, 
each a $25 Bond $250.00 


TOTAL $1250.00 
WEEE 
RULES OF THE CONTEST 


1. Contest begins January 1, 1946, and ends at 
midnight, March 31, 1946. 


2. Contest is open to all hardware and building 
supply jobbers, their employees, and their cus- 
tomers. New York Wire Cloth Company em- 
ployees and their families not eligible. 


3. No is obligated to purchase prod- 
ucts of New York Wire Cloth Company in order 
fo compete. 





4. In case of a tie, duplicate prizes will be 
awarded to each of the tying contestants. 


5. Entries will be judged by a committee of 
three: Kenneth A. Heale, Managing Editor of 
“Hardware Age’; John L. du Fief, Civilian Pro- 
duction Administration, Washington, D. C.; M. J. 
Hoover, Eastern General Manager of the Sun 
Chemical C y- Their decisi shall be final. 








6. All names submitted become the property of 
the New York Wire Cloth Company. 


7. Results of the contest will be announced in an 
advertisement in the June issue of this magazine. 
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Tuis 1s the second announcement about our big Prize Contest. Have 


you sent your suggestions in yet? Better get going! 


There’s a $500 Victory Bond waiting for you if you submit the best 
name for Multi-Strand Selvage Edge! And if you should miss that 


Ist prize—a chance at 16 other prizes! 


Up at the top of this page you'll see a reproduction of our famous Opal, 


Liberty Bronze and Aldura Wire Scteening. Look at that special edg. 


‘ woven in for extra strength where needed most. We call this feature— 


Multi-Strand Selvage Edge. 


We want a shorter name for this “edge’—a good, descriptive name. 
That's all you have to do—think of a good name. Jot it down. Send it in. 
Win a prize! All prizes will be paid even if we decide not to change 


the name! 


If you want more information on the Multi-Strand Selvage Edge, ask 
your Multi-Strand jobber’s salesman for the descriptive Multi-Strand 


folder, or write us direct for the folder. 


NEW YORK WIRE CLOTH COMPANY 
500 Fifth Avenue New York 18, N.Y. 
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Above map does not attempt to show all 
products available in the various states 


Z).. more than 75 years, Union Pacific has meet all the requirements of shippers in 
served thirteen western slates .. . been a partner those regions. 


in their development. . : 
P These thirteen western states served by the rail- 


This vast fertile territory is more than the bread- road are ripe for postwar expansion. They have 
basket of the nation. Due to its great wealth of the materials, facilities and space. 

industrial raw materials—ore, minerals, petro- 
leum and lumber—it might also be called the 
nation’s treasure-chest. Rivers have been har- 
nessed—providing irrigation and power. And 
there is splendid rail transportation. 


Union Pacific will continue to play its part in 
the future progress of this western territory by 
providing unexcelled freight and passenger trans- 


portation over its Strategic Middle Route. 
For example, in Montana, Wyoming and Lie 

other mineral-producing states in Union C , 
Pacific territory, there is a large source of C ‘ VO 
supply for the hardware industry. Union W ¢ Mf, 

Pacific has the equipment and personnel to GA Swot 


* Union Pacific will, upon request, 

UNION furnish information about avail- 
PACIFIC able industrial and mercantile 
: sites in the territory it serves. 
Address Union Pacific Railroad, 
Omaha, Nebraska. 


The Progressive 
UNION PACIFIC RAILROAD 
The STeategic Middle Leute 
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FEBRUARY 14, 


1946 


This ad appeared in February Popular 


Mechanics, telling 3% MILLION men —alert, active men 


who are doers and buyers — about you, your store and the 
QUALITY tools and hardware you sell. Stock merchan- 


dise advertised in Popular Mechanics for quick turnover 
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LIONEL Display 
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OLOSSUS of the Cross Roads, the American 

farmer, looms even larger today than last 
year! 
With his production setting still another new 
record in 1945, the farmer stepped up his income 
to an unprecedented 28 billions, and salted away 
nearly 5 billions of it in savings. His accumulated 
cash and War Bonds now come to 17 billions. 


There he stands. . . feeder of our people, and food 
producer for millions of hapless people overseas. 
There he stands . . . war hero, international sol- 
dier of the soil, giant of energy and production. 


There he stands . . . colossal customer. A man 
with a list of needs that staggers the imagination, 
and with plenty of money to satisfy them. 


Even in normal times the farmer and his rural 


neighbors buy 40% of all America’s consumer 
goods. Sell him through the magazine that has 
won his confidence and respect. 








Facts of Special Interest to Rural Hardware Dealers : 


When asked what magazine is most effective in selling their 
rural customers, hardware dealers voted Country Gentle- 
man first choice by margin of almost 3 to 1. 


Rural families—even in normal times—purchase and con- 
sume 40% of all America produces! 


Farmers’ incomes have doubled in the last five years! 


Country Gentleman’s readers are concentrated among the 


top-half farm families. 








— (a 


NATIONAL SPOKESMAN FOR AGRICULTURE 
A CURTIS PUBLICATION 
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THE DISPLAY 


THE DEAL = 


BRAND NEW Ze’, 7777 cop 
4 La FOR YOUR POSTWAR Home 





























MERCHANDISE YOU PAY YOU GET 
Striking 18” x 24” Display Board spotlights 
1 doz. #4420-CM Door or Drawer Pull $2.00 $3.00 your sparkling New Stanley Cabinet Hard- 
Yq doz. #4220-CM and Red Latch Set... 2.40 3.60 ware in window or on counter. 
1 doz. #4429-Stainless-Steel Door or 
, Drawer Pull : op 2.00 3.00 e ® ® 
; Vg doz. #4229-Stainless-Steel and Black 
Latch Set ween 2.20 3.30 Tie in with this line from the start. Ask your 
1 doz. #4466-CM Door or Drawer Pull 1.20 1.80 jobber for more information about this intro- 
1 doz, #4467-CM Door or Drawer Pull 1.28 1.80 ductory offer of Stanley “Blue Ribbon Designs” 
1 doz. #4486-CM and Black Knob 1.00 1.50 : 
1 dex. #4493-CM Knob... on 1.40 pe Cabinet Hardware. Or, send the attached cou- 
1 doz. pr. #1527-CM Hinges . 3.27 4.90 pon for complete details. Stanley will support 
1 doz. pr. #1529-CM Hinges ........ 3.27 4.90 your efforts with carefully planned advertising 
4 doz. #33K Cabinet Latch 4.27 6.40 to your customers in leading home building 
TOTAL ASSORTMENT a $24.41 $36.60 magazines. 
ITEMS ON BOARD... ici 5.62 8.42 ; P , ; 
; Cash in your blue chips with the Blue Rib- 
GRAND TOTAL oo $30.03 $45.02 ie oe y P 
PLUS beautiful eye appealing 18” x 24” Display Board FREE! 













The Stanley Works 

Cabinet Hardware Division 

New Britain, Conn. 

Send us full details on the new line of Stanley Cabinet 
Hardware including the money-making Deal. 


STANLEY 
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RESIDENCE UNIT LOCKS 







PACKAGES 


it 
@ Corbin is now packing America’s finest builders hardware in con- 
venient consumer packages . . . Corbin Hardware in “Door-in-One” 
packages. Each package contains a complete matched set for a door. 

The Unit Lock “Door-in-One” hardware packages contain the new 
residence Unit Lock, knocker, letterbox drop plate, push button, and 
the new Corbin Blendor Hinges . . . every piece Corbin high quality. 

The “‘Door-in-One” Packaged Hardware Line includes Unit Locks in 
two designs, and other matched sets in authentic styles for various types 
of homes. The Corbin trademark is your assurance of durability, correct- 
ness, style and security . . . the ‘““Door-in-One” Package makes it easy to 
buy and fo sell good hardware. 


Corbin Unit Locks 


Corbin Unit Locks are stylish, strong and amazingly easy to install: Locks 
are complete units, assembled at the factory. To install, just make two 
saw-cuts, slip the lock into place, and insert screws. Parts are never 
detached so Unit Locks always work properly and smoothly . . . pivoted 
(swinging) latch for easy closing. 

Like other high quality Corbin locks, Unit Locks can be completely 
masterkeyed for key locks, if desired. Bathroom locks have push button 
locking and latch release, for safety. Unit Locks are made for the popular 
sizes of interior and exterior doors. 


Your customers are getting the good NEWS! 


The ad shown here appears in Better Homes & Gardens, and in American 
Home, March issues. More than 5,000,000 interested families will be told 
again that Corbin Unit Locks . . . the easiest hardware to install . . . are 
also easiest to buy in the “Door-in-One” packaged hardware line from 
their Corbin dealer. 


P. & F. Corbin 


NEW BRITAIN, CONNECTICUT + SINCE 1849 


Division of the American Hardware Corporation 


“Good Buildings Deserve Good Hardware” 
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Leading jobbers from coast to coast are now taking orders for the PAL Baby Walker 


tie 
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"One of a series of excerpts from the Hotpoint library 
of Planned Electrical Merchandising.’’ 







Wiudow diyglaye hit SELL 


@ A good window display for an appliance store stops 
people, interests them, and brings them right into the store. 


To do this, four things are essential: 


1. Put the appliance itself in the window 
2. Pick out an outstanding feature to spotlight 
3. Tell what it is and how it works 


4. Invite the customer to come in and see for herself 


@ For a window display of Hotpoint Automatic 
Electric Ranges that will sell, try this winner: 

Place a Deluxe model range in the window. Paste 

a streamer across the window. On the streamer is 

this message: “Come in and see how this range 


cooks meals automatically.” 


Beside the Timer-Clock put this sign: “I am the 
Automatic Timer-Clock. I turn the oven on. I turn 
it off. I am the cook while you're gone.” 


At the side of the range nearest your entrance place 
this sign: “Step in and see how this great new con- 
venience works.” 

@ Try this “idea of the month” in your show window 


and watch it bring interested buyers into the store. 


© 19468 N GENERAL ELECT a aN op INCey CHICAGO 





Dependability Assured by 40 Years Experience! 
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Refrigerators Ranges Water Heaters Home Freezers Clothes Washers ll Pilate lroners Clothes Dryers Dishwashers Dispesalls Cabinet-Sinks Steel Cabinets 
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SUPPORTED BY THE MOST EXTENSIVE NATIONAL 


ADVERTISING CAMPAIGN EVER LAUNCHED 
FOR A PRODUCT OF ITS KIND! 


i[oe)} 


* 


Beginning in March, every 
important magazine and 
periodical in the mechani- 

cal, scientific and hobbycraft 
field, together with such 
general magazines as Satur- 
day Evening Post, Esquire, 


Y00've been Lett knife Liberty, True etc., will carry 


~— weltiag for] large, dramatic advertisements 
for the already popular “1001” 
Re-Blade Knife. Hailed by mer- 
chandise experts as the finest prod- 


uct of its kind ever made, 1001” 


For Craftsmer 


is a “natural” —as a source of busi- 
for Nome es ness and repeat business, as a source 
of greater profits through faster turn- 
over. Stake your claim to “1001” 
business now—write today for sample 


per Ace and full particulars. 


* 


SOMAR SPECIALTY CORP. wove: 
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FARM 
SERVICE LINE 


H A CAPITAL “P’! 


Rural America is buying more 
quality equipment than ever 
before. It’s the PLUS Profits Era 
for Queen Dealers—because 
every Queen item offers the best 
possible materials—soundest 
design—finest finish—and is 
built expressly for today’s bigger 
money business! 

* 
The Queen Farm Service Line 
is that year-’round line you’ve 
wanted—waited for; the line 
you'll be proud to show—your 
customers pleased to own. 

* 
NOW is the time to place your 
order for prompt delivery! Write 
today for prices and specifica- 


tions. 


ALBERT LEA 
FOUNDRY CO. 


DIVISION OF QUEEN STOVE WORKS, INC. 


ALBERT LEA - MINNESOTA 
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Ask Your Red Arrow: Jobber 


ABOUT 
THESE 


Grow Sales with 


HY- GRO) 13-26-13) 





Soluble Plant Food and 
Starter Solution 


Watch sales grow on HY-GRO—the 
great 13-26-13 formula with growth 
hormones, minerals and other plant 
nutrients added. Now packed and na- 
tionally advertised by McCormick— 
makers of Red Arrow Garden Spray. 


HY-GRO comes in 25c, $1 and $4 sizes 

sells easily when you tell customers this: 
“Plants have no boarding-house reach 

so reach the roots with HY-GRO. Dis- 
solve in water. Pour on. Plants get food 
at once. Produces amazing results as 
starter solution or all-season fertilizer.” 


National magazine advertising in 1946 
tells this same HY-GRO story to many 
millions of home gardeners. Tie up with 
this advertising and you’ll ring up plenty 
of profitable sales. 
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More Flowers Mean More 
Garden Spray Sales 


There’ll be a lot more flower gardening 
this summer—and that means a lot more 
sales for Red Arrow Garden Spray. And 
Red Arrow Garden Spray again contains 
both Pyrethrum and Rotenone to insure 
double-barreled results. 


Order Red Arrow Garden Spray from 
your jobber now in the No, 720 Assort- 
ment. Costs you $5.40, sells for $10.40, 
gives you 92% actual mark-up. Assort- 
ment contains 24 one-ounce bottles 
(packed in four display cartons as shown 
above), 2 four-ounce bottles, and a good 
supply of Insect Chart Folders. 


What’s more, Red Arrow Garden Spray 
is being advertised in a dozen big national 
magazines—reaching many millions of 
home gardeners during the 1946 insect 
season. Order the long-profit No. 720 
Assortment from your jobber now. 








3 Big Profit Makers 





Here’s 5% DDT 
for A-1 Profit 


WALL:SCREEN 


SPRAY 


CONTAINS 5°. DDT 











Get the Facts on Red Arrow 
Wall & Screen Spray 


Here’s one DDT product on which you 
can build really profitable volume. It’s 
Red Arrow Wall & Screen Spray—packed 
for the seed, hardware and farm supply 
trade and priced accordingly. 

Red Arrow Wall & Screen Spray con- 
tains 59% DDT in an odorless petroleum 
base. Sprayed or brushed on walls, 
screens and other surfaces, it kills flies, 
mosquitoes and bedbugs—and one appli- 
cation keeps killing for weeks after dry- 
ing. Plenty of sales opportunities—plenty 
of uses—for residences, farm buildings, 
kennels, hospitals, schools, many others. 


Red Arrow Wall & Screen Spray gives 
you a dependable 5% DDT spray under 
a well established, nationally advertised 
brand that your customers know and 
trust. Get in touch with your jobber, or 
write us today, for full details. 
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START HOUSE CLEANING SALES PLANS NOW 

















MAKE IT EASY 


FOR WOMEN SHOPPERS BY USING: 


SPECIAL DISPLAYS 

WINDOW BANNERS 

COUNTER SIGNS 

SPECIAL WINDOW GLASS KITS 
SALES SUGGESTIONS 

GROUPED HOUSE CLEANING ITEMS 















Get Set NOW for Housewives’ Spring Needs 





The avalanche of house cleaning re- 
quirements of the nation’s homemak- 
ers can be turned into a profit bonanza 
by merchandise-minded Hardware 
Store owners. Promotion and display 
of house cleaning items will remind 
women customers quickly of items 
needed. 

A table devoted to various types 
of special cleaning compounds is a 
must! A rack of brooms, mops, dust- 
mops and other similar products will 
attract business. Display pails, 
squeegees, wallpaper cleaners, furni- 


ture and floor polishes and waxes, 


shelf paper, paint, brushes and thin- 
ners, mothproofing supplies and a 
host of other items. 

And, of course, you'll want a table 
featuring L-O-F Window Glass, per- 
haps with a special price for a replace- 
ment kit including glaziers’ points, 
putty, standard size panes, a putty 
knife, etc. And remember, your profit 
on L:O-F Window Glass is greater, be- 
cause its longer annealing process lets 


you cut it easier, with less breakage. 


Libbey*Owens’Ford Glass Company, 
5426 Nicholas Building, Toledo 3, O. 











LIBBEY: OWENS - FORD 
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BIG, NEW MERCHANDISER 
AIDS RETAIL SELLING 


Special Sylvania 
Deal Packs a Wallop 








As a “silent” salesman the big, new 
Sylvania light bulb merchandiser has 
been making an enviable record and 
splash for itself in retail stores. This col- 
orful display—one part of the special 
deal—not only packs 263 of the most 
popular and fastest moving bulbs (by 
actual survey) but packs a hefty sales 
wallop as well. 

This special deal consists of a dis- 
play, attractive pennant string, reminder 








card for wall or counter, along with a 
survey-selected range of bulb sizes. Each 
of the four bulb bins is plainly marked 
and priced. And every bulb is etched 
with the nationally famous Sylvania 
Triangle. 

This is “self-selling” at its best — with 
no fuss, no bother. Write right now to 
Sylvania Electric Products Inc., Salem, 
Massachusetts. 





STORE OWNERS SET TO REAP 


PROFITS BY TURNING ON THE HEAT 








More and more retail store owners are 
taking advantage of that fast-selling 
heat lamp known as Infra-Red. So 
many uses have been found, and are 
being found, for these Sylvania R-40 
Infra-Red—radiant energy—lamps that 
they are rapidly becoming a must item 
in the home. 

Combine this ready adaptability of 
the R-40 with the nationwide selling 
job Sylvania is doing through inten- 
sive advertising campaigns and you 
have sure-fire opportunities for profits 
—by virtually “turning on the heat” in 
many thousands of homes. 

Advertisements appearing in the 
February 23 issue of the Saturday Eve- 








ning Post (4-colors) and the February 
issue of Ladies’ Home Journal (black 
and white), are clearly describing the 
many wonderful uses to which these 
lamps can be put. Popular Science and 
Popular Mechanics magazines shortly 


.will run ads about Sylvania’s unique 


contest, offering big cash prizes to 
those people finding new useg for 
Sylvania Infra-Red lamps. 

Now’s the time to stock up on R-40 
Infra-Red lamps. They can be used for 
anything from thawing frozen pipes, 
defrosting refrigerators, up to heating 
bathrooms, kitchens and workshops. 
Write Sylvania Electric Products Inc., 
Salem, Massachusetts. 


SYLVAN IAW ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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To Earn Extra Profits 


Lower Dollar Investment—Improves your cash position 


No “Cats and Dogs’’— Stock proved fast sellers 


Wew WleyS 





Fast Turnover—Nationally advertised quality merchandise 


HUDSON BASIC INVENTORY PLAN 


Now, by carrying fewer patterns, you can sell 
more merchandise. 

Now, by investing fewer dollars in inventory, 
you can make more dollars in profits. 

How? It’s all made possible by the Hudson 
“Basic Inventory” Plan. The plan designed to 
let you reduce the number of patterns you carry 
and at the same time meet 90% of your custom- 
ers’ needs. The plan made possible by Hudson’s 
wide experience in making and selling “Tested 
and Proved” Equipment... by Hudson’s knowl- 
edge of what your customers need and want. 


" eee eeerereeeee eens 


Tested and Proved 
SPRAYERS AND DUSTERS 

MAY TOOLS ANO BARN EQUIPMENT 
UVESTOCK EQUIPMENT 


| 


= 


D. 


eee 
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Study the “basic inventories” suggested below. 
Every item shown is a proved fast-seller. Stock 
these, and eliminate the slow-movers that gather 
dust on your shelves. Stock these, and you'll 
save valuable floor space. Stock these, and you’ll 
be selling merchandise of proved acceptance... 
widely advertised, nationally and sectionally, 
throughout the land... merchandise that will 
turn over fast. 


To earn extra profits now—while building for 
a sounder future—adopt the Hudson “Basic 
Inventory” Plan now. 


MANUFACTURING 
589 E. Illinois Street, Chicago 11, Illinois 


Branches in Principal Cities in the United States 





FOR FULL INFORMATION on the profit-making Hudson “Basic Inventory” 
plan, ask your jobber or write to: 


HUDSON 


COMPANY 
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THE EXTRA VALUE 


LINSEED Olt 
ERD. 


tunsee on (© ~4'8) -ARCHER-DANIELS-MIDLAND COMPANY. 
a ee kes _ MINNEAPOLIS 2, MINNESOTA ‘a 


ARCHER -DANIELS-MIDLAND Co. 
605 Roanoke Building, Minneapolis, Minnesote 
Please send full information én Pol-Mer-Ik Linseed Oil. 


Name 
Address 


City State 
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WATCH YOUR SALES SOAR! 


Big profits for you in this full color 
window and counter display! Your cus- 
tomers can see at a glance the insects 
KRY-O-CIDE will kill. This “action 
getter” is.at your service...take advan- 


tage of it and see how quickly sales result. 

















IN ADDITION... 


Kry-o-cide 


IS ADVERTISED TO MILLIONS IN: 


Lf “AGAZINES = 


FARM PAPERS <a 
NEWSPAPERS 
ON RADIO STATIONS 


Your customers know KRY-O-CIDE , . . and know 
what it does! It’s effective, economical and easy to 
apply. Kills many eg insects, including Mexican 
Bean Beetle, Cabbage Worms, Cucumber Beetles, 
Flea Beetles, Potato Beetles and Tomato Worms. 

So stock up with this fast-selling garden insecticide. 
Don’t delay ... order your supply of KRY-O-CIDE early. 





PENNSYLVANIA SALT 
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1000 WIDENER BUILDING, PHILADELPHIA 7, PA 
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Mew/...THE"SELL-ON-SIGHT” 


-~SCRAP-TRAP! 


With The Once-A-Month, 
Every-Month Repeat Sale 
You've Been Wanting! 


Every dealer dreams of getting hold of an item 
like Scrap-Trap. For every woman can see at 
sight what it is—and knows at sight that it ends 
one of her messiest, most hated jobs—getting rid 
of garbage. And once a customer has bought a 
Scrap-Trap, she’s a regular customer for Scrap- 
Trap Bags. Your first profit is only one of many 
profits off the sale! 


WHAT IT Is! 


Scrap-Trap is a handy frame, into which you 
fasten a waxed Craft bag. Attach it at a conven- 
ient height anywhere in the kitchen and it takes 
all the garbage, bones, peelings, plate scrapings. 
Water-proof and drip-proof. 


HOW IT WORKS! 


Bag attaches to frame and clips in place. Frame opens 
at a touch, and locks open while you deposit gar- 
bage. Release spring and frame snaps shut, odot- 
proof. When bag is full, detach from frame, fold 
top over, and put bag in outside garbage pail. Never 
get hands dirty, greasy, wet from handling sink- 
strainer or inside garbage pail! 


THE “PROFIT-REPEATER™ 


Scrap-Trap bag sales repeat an average of once a 
month. You supply one 30-bag unit in original 
sale; folks buy these units from you thereafter. Fam- 
ilies usually use one bag a day. Only moisture-proof 
Scrap-Trap bags really work with Scrap-Trap—so 
users have to come back to you! 


USE THIS COUPON NOW 


Get started with Scrap-Trap without another day’s 
delay! Dealers coast to coast are finding it one of 
the hottest sellers they’ve had—national advertising 


ARBEE PRODUCTS CO., 


GREATER KANSAS CITY . KANSAS CITY 17, 
FOOD TERMINAL KANSAS 
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is forcing demand. Send us your inquiry without delay 
so you can cash in! We'll send details of quantities, 
price, generous discopnts, by return mail. Fill out and 
mail coupon before you turn the page. 


HANDY DEMONSTRATOR WITH EACH 4-DOZ. ORDER! 
—DOES SELLING FOR YOU! 

Set it up with mass-display and it tells Scrap-Trap’s story— 

fast. Women get the idea and you do no selling—they buy! 


. BSUS ey eae ee 


Arbee Products Co., Dept. H 9 
Greater Kansas City Food Terminal, 
Kansas City 17, Kansas 


Gentlemen: I want to handle Scrap-Trap! Send me com- 
| plete details of prices, discounts, and ways you help me sell! 


| Name 


| Address 


| Town State 
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StyleTosted 


PAINT COLORS 


q REVOLUTIONARY COLOR RESEARCH PLAN 
INCREASES, PROTECTS, AND MAINTAINS 
PAINT MERCHANTS’ PROFITS ( 


THE MOST SIGNIFICANT. ANNOUNCEMENT EVER MADE 
BY A MEMBER OF THE PAINT INDUSTRY 


In 26, Yeon @f Mintek Pulstinaking Lowe Brothers ftipatation for 
quality and sound policies has been unquestioned. We sincerely 
believe that there follows the most. significant announcement ever 
made about a plan for increasing paint merchants’ sales and profits. 
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PAINT COLORS 


ARE CONSUMER-PREFERRED 
COLORS WHICH ASSURE 
PROFITABLE PAINT SELLING 








STYLE-TESTED Paint Colors are those colors 
which women prefer—They’re in perfect accord 
with the latest color trends in home decorating, 
painting, and furnishing materials. 


STYLE-TESTED Paint Colors are the result of 
Lowe Brothers Color Research Plan. This Plan 
was developed in collaboration with a noted re- 
search organization which has found the fool- 
proof way to learn the colors that women want 
and are buying for home decoration today. 


Therefore to the paint merchant STYLE-TESTED 
Colors are wanted-colors, which assure a quick 
and profitable turnover from a minimum stock 
investment. 


ELIMINATE THE 
PAINT MERCHANTS’ BIGGEST RISK 


Lowe Brothers STYLE-TESTED Paint Colors 
eliminate your biggest risk in paint selling. They 


READY NOW—THE PAINT COLORS YOUR 
CUSTOMERS WANT AND WILL BUY 


i “ 
WK, be! aki 
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take the gamble and guesswork out of color selec- 
tion. They increase, protect and maintain profits 
by doing these 4 things: 


Eliminating the loss and waste 
of obsolete colors. 


2 
Reducing mark-downs and 
close-outs. 


3 


Giving you faster turnover of 
minimum stock investment. 


A 


Giving you more sales at full 
profit with less sales effort. 








BACKED BY 
AGGRESSIVE 
ADVERTISING 


The story of STYLE-TESTED Paint 
Colors and what they mean to your 
customers will be told them by aggres- 
sive and continuing advertising. Sup- 
ported by literature, display and store 
selling materials, this Lowe Brothers 
advertising campaign will keep you way 
out in front of competition — with 
STYLE-TESTED Paint Colors, 


the revolutionary new con- 












sumer-serving plan of paint 





selling and merchandising. 


THE LOWE BROTHERS CO. 
Dayton, Ohio 





















Fauored Everywhere! DE LAVAL DEALERS 


AND 


DE LAVAL PRODUCTS 











Charles A. Creamer (inset) depends on 
De Laval milking for his 65-cow herd, in 
steam-heated, air-conditioned barn, 120 
miles south of the Arctic Circle at Fairbanks, 
Alaska. He says: 

“On this farthest north dairy in the world 
we are 120 miles south of the Arctic Circle. 

“For 15 years we have used the De Laval Milker 
and like it very much. This last year we purchased 
four of the new De Laval Magnetic Speedway Units for 
use on our herd of 65 Guernsey and Holstein cows. It 
has certainly been a help in speeding up the work, especially 
in view of the help shortage. The De Laval is economical to oper- 
ate, easy to clean and we just could not do without it. The cows 
respond better to the De Laval than to hand milking.” Z 


Of course the two cases cited here are extremes... 
but the fact remains that wherever you go you will 


find De Lavals used and preferred. 
That can mean only one thing . . . that De Laval 













Dealers everywhere have the inside track on cream Fergttk H. Robison o; 
° ° - ard of th 
separator and milker business. ne at Kingman, 2;,D° ‘8 
Nave a 1 ” Writes: 
. ‘ ° et. etter fF 

1946 is going to be a great year . . . and a mighty been stationel ; Robison," RY Son, 

e e ° Ne time, Ssam, " as 

good year to be on the inside track with a preferred high up, in ent’ went to a Andia, for 
. . he founttt,{fom Mr gy? Mountain 
line for which there is great need and demand. leaving” ,his fret feceyerent ntaing 
: Magin ie tates t ou Since 

If we are not now adequately represented in your Milker® tifY and fogqte2 he ago. 

e in the m at the g © Laval 

trade area . . . drop us a line. the China borgint, "ay back ievel 

THEY’RE MOVING FAST... ; 


THE NEW DE LAVAL SPEEDWAY MILKING TRUCK 


Here is the new De Laval Speedway Milking Truck . . . expertly designed to help the dairyman 
carry out his fast milking program with the greatest convenience and efficiency. Ruggedly built 
. . . finished in white enamel . . . equipped with strong, rubber-tired wheels . . . the De Laval 
Speedway Milking Truck is furnished complete with De Laval Strip Cup and four white enameled 
pails. There is a big and growing demand for the milking truck . . . it is rapidly becoming a “lively” 
member of the De Laval “family.” 


THE DE LAVAL SEPARATOR COMPANY 





NEW YORK «6 od ley. \cl ome: SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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ff 06 : 
Ask ei? GMC Pulling Power 


On every battle front G.I. Joe saw proof of GMC’s pulling 
power. In the South Pacific, in temperatures as high as 130 
degrees, GMC “six-by-sixes” hauled huge loads through hub- 
deep mud and sand. In Europe, GMCs played the leading 
role on the famous Red Ball Express. In Alaska’s ice and snow, 
Burma’s jungles and Italy’s mountain trails... wherever heavy 
loads were pulled through heavy going ... GMCs did the job. 






G.1. Joe knows about GMC pulling power . . . and what he 
can tell you is mightily important to truck buyers. For GMC 
commercial models, 1/4 to 20 tons, have engines of the same 





basic design as their military brothers. They offer the civilian The famous “270” engine power plant ¢ the 

. > , ‘ Army's Workhorse,” also powers GMC models 

airyman counterpart of the power, pettormance and stamina demon in the 3-ton range. All other GMC gasoline en- 

ly — strated by nearly 600,000 GMC “Army Workhorses. gines are of the same basic, war-proved design. 
e Lava 
nameled 
“lively” 


THE TRUCK OF VALUE GASOLINE © DIESEL 





GMC TRUCK & COACH DIVISION e .GENERAL MOTORS CORPORATION 
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Famous for friendly service 


Our extensive production facilities are being pushed to capacity to get as 
much Wickwire Spencer Insect Wire Screening, Poultry Netting and Hard- 
ware Cloth as possible into the hands of our distributors in time for you to 
enjoy fast, profitable sales this Spring and Summer. Save a place for these 


products wearing the labels you remember as symbols of quality. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 


WICKWIRE SPENCER _., 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION wt py 


‘ 500 FIFTH AVENUE NEW YORK 18, N. Y. i ae Li 
Abilene (Tex.) + Boston + Buffalo + Chattanooga + Chicago + Clinton (Mass.) +» Detroit + Houston ¢ wae Cdk Ae / 
Los Angeles + Philadelphia + San Francisco + Tulsa + Worcester eae tla atl ‘ 


aneereeye seeren 
saver 


— ies 
Se ee ‘ 


. ¥ 
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You'll call it boringlime when 
you see The hew Y PYREX WARE 











\ 


BOUT the Ist of March you’ll receive your new Pyrex 
Spring Display Kit — backing up the ‘new exciting 
Pyrex Color Bowl Set. This set of 4 colored Pyrex bowls 
would be a big seller without promotion. But when you 
tie-in your Kit with our big Spring ad campaign in 18 
national magazines and 112 Sunday newspapers (2 messages 
for every family in the country), you’ll see plenty of action! 
The Color Bowl Set is a hot new item! Make a Mass 
Display, Use your Kit now. And rake in the profits! 


in your window. Watch it pull sales. (Remember, if you buy in 10- 
case lots your profit on each Color Bowl Set is one full dollar!) 





8 PUT THIS FULL-COLOR REPRINT of the national ad on your counter or 





own local newspaper ads. This 
eye-appealing 2 col. x 8” ad will 
bring old and new customers into 
your store! 


FREE NEWSPAPER MAT for your e 


— Pyrex 
Bowls in 
Colors of Spring Flowers - 


“only “250 







THIS BEAUTIFUL DISPLAY is like 
4 hiring a new salesman! In full 

color, it’s designed to hold actual 
Pyrex Color Bowls and give custo- 
mers the whole story at a glance. 


DON'T FORGET the selling point 
4 stamped on the bottom of every 

Pyrex dish. This trade - mark 
is a respected symbol of quality. 











Ask your distributor to help you plan your Spring Pyrex ware Campaign! 
CONSUMER PRODUCTS DIVISION Corning Glass Works, Corning, N. Y. 
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“No you don’t — not my THERMOS Ice Bowl!” 





























You'll soon find out how much your customers value Thermos brand vacuum 
ware. Practically all who see it in service havé definite “buying” plans. 

It’s the same with the whole “Thermos” line. During the war thousands 
of workers learned the value and efficiency of vacuum-insulation . . . and 
the “Thermos” habit developed even more. 

Soon you'll be able to satisfy this ever-growing demand. 

The above illustration—from current “Thermos” advertising in Time 
and SarurDay Eventne Post—is helping this movement along . . . making 
new friends for Thermos . . . building a big receptive market for you. 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto 7 Thermos Ltd., London 


THERMOS srano vacuum ware 


TRADE-MARK REG. U. S. PAT. OFF. 


KEEPS HOT THINGS HOT «+ COLD THINGS COLD 
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Here’s why there’s profit 
for you in selling 


FLATLUX 


Read what users 
have told us... 





‘‘Flatlux covers better than other 
paints I’ve used.” 
* 


“Very easy to apply, and the finished 


appearance is like velvet.’’ 





* 
“Flatlux doesn’t leave any odor. It 
dries fast and outwears all the other 
paints I’ve ever tried.’’ 





* 








“Very easy to apply, and there’s 


no extra mixing to do. My brushes 





were easy to clean, too.’’ 
* FLATLUX is the one-coat wall paint, 


“TI like it because it covers so well and made with oil, that is making solid 


because finger prints wash off easily.” profits for dealers. Write today for 


m details about the exclusive franchise 
These are the reasons why plan which protects your profits on 
they come back for more this fast selling paint. 
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IF YOU HAVE TO WAIT FOR YOUR 
NYLON-BRISTLED PAINTBRUSH 


... here’s why 








IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 





variations caused by the war. To be- 
Bue" gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes— now. Nearly all of you would 
like to buy nylon-bristled brushes . . . because 
of the good things you’ve heard about them. 
While we are turning out bristles as fast as 
we can, there just aren’t enough to fill the 
needs of the paintbrush manufacturers, and 
will not be for some time to come. 


‘se it’s the old story, with important 
i 


‘Du Pont is increasing its capacity 
2 | for producing nylon—in bristles and 
in other forms as well. We are erect- 
ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately,even this will not increase your chances 
of a new brush by tomorrow, or by next week. 


Lame eo 


Keep trying your dealer. Some ny- 
; 3 lon-bristled brushes are going out to 
e dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 
sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 





we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


When you do get your nylon-bris- 

A. tled brush, you’ llsay it was well worth 

i waiting for. Reports now coming in 

from civilian painters support in every way 

the reasons for the widespread use of nylon- 

bristled paintbrushes by the Navy during 

the war. These brushes spread paint evenly 

and well, and they outlast the best natural 
bristles from 3 to 5 times. 


* * * 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


OU PONY 


Du Pont NYLON BRISTLES 


BETTER THINGS FOR BETTER 1 VING 
THROUGH CHEMISTRY 
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A brand new group of original, exciting NOMA educa- 
tional toys is coming up to join the fast-selling NOMA 
Leaders! Don’t buy toys until you see the complete new 
NOMA line. They’re different, appealing “learn-while- 
you-play” toys that sell all year ’round. Watch them parade 
their way to profits for you—right along with the world- 
famous Kewpie Doll and the Noma Walking Dog, Walky- 
Ducky, Farm Tractor and Noma Woodies. 


ELECTRIC CORPORATION 


55 WEST 13TH STREET, NEW YORK 11, NEW YORK 
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Who wants to go to work for a moth? 


@ Nobody wants to spend a lot of time 
mothproofing woolens. 

That’s why the big Hex national adver- 
tising campaign is telling people how quick 


and easy Hex is to apply—what a thorough 


job it does. 


That’s why you’ll find you don’t have 
to work to sell Hex. Make sure your or- 
der is in now. 


Write for free display material 
Made by a name that’s known... 


KOPPERS 
WHITE TAR DIVISION 





















Sprayers available 

KOPPERS CO. INC. 

White Tar Division 
Kearny, N. J. 
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BEING FIRST WITH MILKER 
IMPROVEMENTS IS A RITE-WAY HABIT 


O milker improvement in recent months has captured 
the interest of dairy farmers like Rite-Way’s transpar- 


ent milk tube — the first to appear on any milker ! 


Every dairyman knows what this smooth-as-glass, trans- 
parent tube means in terms of still faster milking . . . fewer 
steps ... easier cleaning ... and higher quality milk . . . 
Add that to the other Rite-Way firsts and you can see why 
Rite-Way is easier to sell . .. Why it offers dealers every- 


where a bigger market and bigger opportunities for profit. 


Rite-Way’s progressive tradition assures you constant 
leadership in features that sell and give better milking re- 
sults... If there’s a dealership open in your community, 
you'll want it. Write for information on Rite-Way dealer 


franchise, which means bigger profits for you. 


RITE-WAY PRODUCTS COMPANY 


1241 BELMONT AVENUE Department HA CHICAGO 13, ILLINOIS 


Eastern Br: 248 W. Jefferson, Syracuse 1, N. Y. 
Southwest Br: 11 W. Reno, Oklahoma City, Okla. 
Southeast Br: 587 W. Whitehall S$t., Atlanta, Ga. 
Coast Distr: Rudiger Lang Co., Oakland 12, Calif. 
In Canada: Massey-Harris Company, Ltd. 
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COMPARE THESE 
RITE-WAY “FIRSTS” 


Simple Pulsator 


Only two moving parts. 
No springs, trips or gas- 
kets. Its balanced stroke 
assures uniform pulsations, 
calf-like milking action. 


“See-Thru” 
Sanitary Claw 
Easy to clean. Openings 
are mirror smooth and in 
straight line. Claw is per- 
fectly balanced for all 

foor quarters. 


Roto-Matic Pump 


Maintains constant vac- 
uum, Oil-Seal, self -lubri- 
cating, Roto-Matic. No 
valves, pistons or rings. 


Rite-Way Tapered 
Inflations 


Hie * ; : 
PY PP Rite-Way tapered infla- 
| tions massage teat upward, 
y between suction strokes, 
bit 
4 


@ 


This calf-like action helps 
keep udder in healthy 
condition. Teat cups will 
anaes secnon not creep or fall off. 








53 






























Tae 
CRESCENT 


CUTTING EDGE MEANS 


cal Caittng Sse | 


@ With Snips, a good cutting edge is the 
result of several factors...design, heft and 
balance, the steel and the Cutting Edge. 
The minute a mechanic picks up a pair 
of Crescent Snips, he knows they “feel” 
right; the second he puts cutting pressure 
on the blades, he knows they will cut true 
and easily, 
Crescent Snips are available in four pat- 
terns: Standard, 7” to 14-7/;” in length; 
Circular Cutting, 7” and 12-9/,” long; Com- 
bination, 12-3/,” and the Heavy Duty, 
16-'/2" long. Crescent Snips...along with 
other Crescent Tools... are again in civilian 
production. 

In spite of the fact that we are now pro- 
ducing at double our pre-war rate, we are 
still behind in deliveries. We are however, 
shipping each day’s production to hardware 


outlets just as fast as it can be boxed. 


CRESCENT TOOL COMPANY 
Jamestown, N. Y. 
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National advertising of Delco Water Systems during 
1946 will reach millions of farm homes in forty-eight 
states through the pages of Country Gentleman, Farm 
Journal, Progressive Farmer and Electricity on the Farm. 
Likewise, advertisements directed to the small town and 
suburban home market will appear—January through De- 
cember—in Better Homes & Gardens and American Home. 





Such consistent coverage of rural and non-farm markets 
will influence prospects of all kinds. It is another rea- 
son why a Delco Water System franchise is a money- 
maker. A few territories are still available. Write or wire 
today. Detco AppLIANCE Division, General Motors 














GAZINES 


Corporation, Rochester 1, N.Y. 


RCH, CAE . 4 


Reeser. Loss ae ee ee ee or, ee ee Bae 


Model AAT42 
DELCO Shallow Well 
Water System 
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Upson-Walton, the only company in the United 
States which combines the manufacture of wire 
rope, wire rope fittings and tackle blocks, celebrates 
its 76th birthday this month. 

Ry all standards, except spirit, a ead 
pany. Rut spirit keeps us young so that, at 75, we 
look ahead ..not back..to more mature development. 


At 71,we built the newest wire rope mill in the country. 
Jn our 73rd and 74th years we made more engineer- 
ing improvements in the Upson-Walton line than 
had been made for 20 years previously. 


Now, at the ripe young age of 76 we enter the 
prime of our corporate life, confident that our 
years of greatest usefulness are still ahead. And 
that, more and more, a reconverting America will 
find that the improved Upson-Walton products are 
really better products. 








Che Upson-Walton Company 


MANUFACTURERS OF WIRE ROPE. WIRE ROPE FITTINGS AND TACKLE BLOCKS 


NEW YORK « PITTSBURGH * CLEVELAND * CHICAGO 
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the excellence of its past perform- 


ance assures its future demand. 
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Another Miracle Profit-Maker! 


25% DDT 


CONCENTRATE 













The Last Word in Tested DDT 


Cash in on the growing market for that amazing insect 
killer DDT. Sell Pestroy—the 25% DDT Concentrate. 


Pestroy’s the DDT to carry. It’s economical for the 
customer. It’s a tested product, backed by reputable 
companies. It will find a great market among farmers, 
industrial and commercial building operators. And 
it’s supported by national advertising and promotion. 


Order a supply of Pestroy today. It’s the DDT with 
a great profit future. 

















' —_—— et DISTRIBUTED BY: 
ACME WHITE LEAD & COLOR WORKS JOHN LUCAS & CO., INC. 
Detroit, Michigan Philadelphia, Pa. 
W. W. LAWRENCE & CO. THE MARTIN-SENOUR CO. 
Pittsburgh, Pa. Chicago, Illinois 
THE LOWE BROTHERS CO. ROGERS PAINT PRODUCTS, INC. 
Dayton, Ohio Detroit, Michigan 


THE SHERWIN-WILLIAMS CO. « Cleveland, Ohio 
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ELL Velon screening for just one door or window 
5 —and you start a chain of screening sales that 
won't stop until every door and window in the house 
—and every house in the community—is screened 
in Velon. 

For screens become part of the color scheme, 
when woven of Velon, Firestone’s amazing new 
versatile material. Velon screens are scientifically 
tinted to blend with the interior and exterior color 
scheme. They virtually disappear, through color 
harmony. 

No stains down the front of the house give Velon 
screens away—they can never rust or corrode, never 
need revarnishing or repainting. Throughout long 


war years they have defied exposure to blistering 


7 


FEBRUARY 14, 1946 


“tinted screening we re $f one 


*Trade Mark 


@ proves itself in wear 





sun, continual rain, salt spray and rough handling 
in steaming tropic jungles. Even before the war 


they proved themselves in twenty thousand homes. 


Velon screencloth is more manageable because 
it’s only one-fifth the weight of metal screening. Yet 
tests prove it resists up to six.times more impact 
than ordinary screening of the same gauge, without 
denting, bulging or stretching. 

Your suppliers will have Velon screencloth tor 
you in standard widths and gauges, in rolls and 
made-up screens. Ask them to show you samples. 
And write Firestone, Akron, for further information 
and details. You can count on Velon to make new 
sales, extra sales, more profitable sales for you. 

Listen to the Voice of Firestone, Monday Evenings Over NBC 





@ sells itself on sight 






"Baseball's. Best Equipment’ 





Ta-patco 


Ready for You! 
Ready for Him! 









Wherever he plays, any 
baseball player, even the 
kid on the corner, wants 
the best his money will 
buy. 


“GLOBE” represents a 
line of superior sports 
equipment designed to 
satisfy this universal Am- 
erican urge towards qual- 
ity. That’s why it is 
known as “Baseball's Best 
Equipment”. You are in- 
vited to write today for 
full particulars 


S g CUSHIONS 
AND PRES 
AND REC \e se safery and © 
aes = 
#G- co: and ready 
mL 05 ts mis 


















0° 
at ue grneet. nt or A limited amount of new Kapok has been made available to us for 
st? causen et Pupie LO gave"* Ta-pat-co Sleeping Bags and Life-Save Equipment. Get in touch 
Lat tort indennsaion 0, te with your jobber now. If he cannot supply you . . . write us. 
ance Shae | 


il THE AMERICAN PAD & TEXTILE COMPANY 
Greenfield, Ohio 
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Rings up Baskets in Basketball 





Rings up Cash Registers in Retailing! 





N smart basketball, a team concentrates 
down near the opponents’ hoop where more 
scores are made. In smart hardware retailing, 
a dealer concentrates on one line of quality 


‘ merchandise, where more profits are made. A 
e- single source of supply means ample stock and 
n’s prompt service — a single brand of goods to 
an think about and sell — a single system of num- 
anil bers and finishes to remember! 

vip The broad, balanced Corbin line is “tailor- 


made” for you if you are considering concen- 
trating on one or two lock 
lines at the most. You know 
the quality — the customer 
knows the name. Ask your 
Corbin jobber. 





lable. CORBIN CABINET LOCK DIVISION 


instruc: THE AMERICAN HARDWARE CORPORATION 


NEW BRITAIN, CONNECTICUT 


aa P 
Jafety first....aed last..c.when Corbisiocked’’ 


> us for 
1 touch 





PANY 


Ohio 7 © TRUNK LOCKS 





AGE FEBRUARY 14, 1946 61 





(No. 406) priced at 


$2.00 each 
Spare blade 65c each 


An outstanding feature of MASTER 
Streamline and Tufboy Steel Tape Rules 
is the EXTRA BLADE that doubles the serv- 


ice life of these precision measuring instruments. A, 


new blade can be inserted in a few minutes — no 
complicated mechanism to fuss ever; no adjusting 
necessary. 

The STREAMLINE is the perfect tool for every me- 
chanic or “hobbyist”. It can be used for inside measur- 


ing or as a caliper, scriber or height gauge. 











TUFBOY (No. 306) priced at 
$1.25 each 
Spare blade 60c each 






The TUFBOY is just what its name implies — a sturdy, 
rugged tool for making quick, accurate measurements 
in or from any position. 

These modern measuring tools are fast finding their 
place in all fields where quick accurate measuring is 
a must—Steel tapes are easy to use, compact to handle, 
no complicated and time-consuming folding. Ask your 
jobber or write us direct for merchandising details and 


price lists. 


Display these Popular Steel Rules.....and Stress the Extra Blade 





ee 


s 
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MASTER RULE MFG. CO., INC. 
| | | | | | | 815 EAST 136th STREET - NEW YORK 54 il | 
0 BRANCH: P.O. Box 1587, Oakland, Calif 
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These two smashing facts are taking 

















the trade by storm. 


PAX TAPE profits top anything in the 


tape industry... by a wide margin. 
PAX TAPE profits can be figured in 
a jiffy ... with the new simple dis- 


count schedule. j 





PAX TAPE. quality te uatfhduion- 
ally-GUARANTEED...fo wholesaler, 


dealer, consumer. 


All Size Rolls... 
Immediate Delivery 


at 
* 
Another 
PAX First 

sturdy, 
meets Having been the first to break the 

discount bottleneck — PAX now 
pe a ; leads off with the first real money- 
uring is 
handle, making DEAL ever offered to 
sk your dealers. 
ails and 


PAX BIG 
“*66”’ DEAL 


With Display Cabinet FREE 
... ta money maker{ 


Send for the facts NOW 


lade 


C. 


TI 
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OR YEARS, the Red, White and Blue surface markers have identified 
COLUMBIAN Pure Manila Rope. For years, those markers have been 
evidence of quality . . . of proved performance . . . of complete dependability. 
Wherever men used Rope in hazardous work . . . wherever the success of an 
operation, or life itself, depended upon Rope—COLUMBIAN Pure Manila 
was always a favorite! 
The choicest fibres were selected, bought, graded, and packed 
—in the Philippines—by our own organization. War has 
ravaged our facilities—dispersed our personnel. Yet the nu- 
cleus of our organization has set to work to rebuild. Soon 
now, our facilities will be better than ever before. Soon the 
men who know Rope will again be .able to specify COLUM- 
BIAN Tape-marked Pure Manila and get it! Because it is 
vital to our industrial structure here at home, rope fibre will 
be one of the first cargoes to leave the Islands. As always— 
the best is worth waiting for. We believe that the day of 
production is at hand. COLUMBIAN Pure Manila Rope 


will serve you again—and very soon! 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn The Cordage City N.Y 
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More tence Salei ig 


uRING 1946, you and your cus- 
D tomers will see more advertising 
featuring the U-S-S label and hear it 
mentioned more often on the radio 
than ever before. 

No longer are people willing to take 
any product that happens to’be avail- 
able. They are rapidly going back to 
the brands they know the best—and in 
fence this means U-S-S American. 
More farmers prefer American Fence 
than any other kind. 

All during the war your customers 
were reminded about the advantages 
of American Fence and during the 
coming years they will be urged to buy 
from the dealer who carries the U-S-S 


American line of hardware products. 

Farm families buy nearly 40°; of 
all the consumer goods produced in 
America. Farmers have accumulated 
nearly 14 billion dollars in war bonds 
and savings. If you are not now de- 
veloping this “solid” market, plan to 
do so soon. Our representatives will 
be glad to help you get started and 
supply you with literature that you 
can send to prospective customers. 

And don’t forget, fence is merely 
one of the profitable U-S-S American 
Products. Nails, tacks, barbed wire, 
staples and roofing are a few of the 
other items that mean more profit to 
you. Write for full details. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, 


IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


UNITED STATES STEEL 
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NATIONAL ADVERTISING in leading maga- 
zines features the U-S-S Label and makes over 
100 million impressions yearly. 


WET 
ry ry 


COAST-TO-COAST RADIO PROGRAM tells the 
story of United States Steel to a nationwide 
audience weekly. Tune in American Broadcasting 
Company network. Sunday 10:00 P.M., E.S.T. 


FARM PAPER ADVERTISING specifically on 
American Fence appears throughout the year 
in papers having total circulation of 6,367,907, 
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ie EAR AFTER YEAR, the Pittsburgh Plate Glass Company PITTSBURGH OFFERS 
has offered its dealers products and sales plans designed PAINT DEALERS: 

to secure a bigger share of the available paint market! 

1946 is no exception! 





A line of quality paints for every need— 
completely restyled and in modern colors. 
Not just as good—BUT BETTER THAN 
PRE-WAR QUALITY! 


No unnecessary items or sizes — assuring 
faster turnover. 





1 
Pittsburgh’s research programs, given greater impetus by 

the war demands, resulted in new knowledge which has 2 

been applied to improved formulas. Its color experts and 3 
consultants have created mew, modern colors. Its craftsmen 

| have devised efficient ways to make still better paint. Its 4 
| sales organization has perfected a compact line to fit today’s 

{ consumer and dealer requirements. Its advertising, carried 5 

6 

7 

8 
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The only paints with the advantages of 
"Vitolized Oils’ and Molecular Selection. 


A complete line of Brushes, Household 
Cleaning Materials and Painting Supplies 
for added sales and profits. 


“COLOR DYNAMICS” —a scientifically 
accurate painting method upon which to 
build a steadily increasing sales volume. 


Continuous national advertising. The 1946 
campaign will tell home owners “Paint 
RIGHT with COLOR DYNAMICS... 
Paint BEST with PITTSBURGH PAINTS.” 


Well-planned and effective advertising and 
sales helps to bring business to your store. 


on uninterruptedly, has built up 2 greater public prefer- 
ence for Pittsburgh Paints! 


Now is the time to cash in on the results of this far-sighted 

planning. If you are seeking a quality line—why not look 

into the possibilities of selling Pittsburgh Paints? For com- 
plete details, telephone, wire or write for a copy of “Now’s 
| the Time to GO with Pittsburgh!” 


A long-time record of fair and equitable 
cooperation with its dealers. 











PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 
PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 





Pp PITTSBURGH PAINTS 
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More AND MORE AMERICANS are getting to know and love this whim- 
sical, human character who threads his way through all our national advertising. 
And small wonder! Because Peter Putter is a great guy. And a great apostle of 
“Do-it-yourself.” He typifies millions of Americans: people who believe it’s smart 
to be thrifty; who think it’s fun to tinker and putter ’round the house; who get 
a big kick doing their own odd jobs with such Handyman items as Double X, 
Savabrush, Schalk’s Crack Filler, Waxoff, Schalk’s Wood Putty. Yes, and with 


some brand new Peter Putter Products we’re going to tell you about in the next 


few months. So keep your eye on Peter Putter in the bright year ahead. Watch 


him go places! Yes, and watch him register where it counts...in your register! 


SCHALK CHEMICAL COMPANY: LOS ANGELES - CHICAGO 
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Jp escnens of hospitals, railway, bus and train 

terminals, hotels, and similar buildings are 
specifying Formica kick and push plates in a very 
considerable percentage of the plans that are is- 
sued. It is by far the most popular type of plate 
on such jobs. 


Naturally this preference by such buyers is also 
rapidly educating the public to the value of the 
material — the fact that it is not brittle and will 
not crack, that it is easy to keep clean and requires 
only a minimum of polishing, that it stands tremen- 
dous wear and does not spot. 


The attractive colors that harmonize with any type 
of door is another factor that makes them easy to 
sell. 


The demand is real and large. Why not stock 
them? Prices, sizes, and colors on request. 


@ THE FORMICA INSULATION COMPANY, 4066 Spring Grove Avenue 


CINCINNATI 32, OHIO 


HARDWARE AGE 





« 


git 


rex tes 


Roa, 


HENS 


\ 

; 
4 
' 





















d train 
gs are 
a very 
are is- 
f plate 


is also 
of the 


id will oe ww o 
quires a 






Pt Aes 


remen- 

iy type 

sasy to ENNVERNON 
Window Glass 
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ivenue PiTTS BURGH 

OHIO 


FEBRUARY 14, 1946 









@ YOU CAN DEPEND on Pennvernon’s 


clarity, good visional properttes, and sur- 
face beauty to give complete satisfaction 
to your customers. Pennvernon Window 
Glass is a quality product, ideal for use 
wherever sheet glass is required. 

Sell Pennvernon ... the window glass 


that has made a name for itself! 


‘piTTsBURGH slant for Zualiiy Glass and (Print 
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THE SPOT REMOVER FURNITURE POLISH 
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A TRIPLE ACTION TONIC FOR MARRED FURNITURE! 
Removes stubborn surface spots e Cleans dirt and grime e Polishes 
to a high-dry lustre e« One easy operation e All in one bottle 


Accepted for more than 7 years by your customers who are 
asking for names of local dealers because they have seen 
National Advertising and Editorials in — 

HOUSE BEAUTIFUL e HOUSE & GARDEN e NEW YORKER e GOURMET e ESQUIRE 
PARENTS’ e MADEMOISELLE e VOGUE e HARPERS’ @ DAILY PAPERS 


Priced réght...Sells-on-Sight... Display et/ 


RETAILS FOR $1.00 2 PINT « $1.50 PINT « $2.50 QUART 
Packed 2 dozen to carton * Trade Discount 40% « F.O.B. N.Y. C. 


JACKSON OF LONDON PRODUCTS 


5 meee cand STREET © NEW YORK 19, N. Y. 
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KITCHEN EQUIPMENT | 
PROFIT CHART 
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Profit points for any kitchen | 
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1. High-unit, large-profit sale 













| > 2. No trade in 
3. No service worries 
4. No repossessions | 











Extra profit points 
for Youngstown kitchens 


5. Exclusive highly styled line 
6. Full range of sizes 
7. Simplified planning and selling 
8. Practical sales training 
9. Mass-market unit of sale 


10. Powerful Promotional backing 
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It’s No Trick, right now, to make money in the kitchen 
business. 

You can sell all the equipment you can get, for a tre- 
mendous demand has been built up since 1942. 


But when the selling gets tougher, and that time isn’t 
too far away, you'll need some real merchandising help. 


That’s when you'll appreciate the Youngstown plan. 


Fourteen Years Ago, Youngstown pioneered the kitchen 
merchandising business. During those years we have 
developed, tested, and discarded dozens of merchandis- 
ing devices. Out of that experience, we have put to- 
gether a selling set-up that gets results. It is outlined, 


All Steel White Enam- 
eled Cabinet Sinks, 
Floor Cabinets and 
Wall Cabinets, to fitany 
plan in any kitchen. 






briefly, on the chart above. 

This plan has made plenty of money for Youngstown 
dealers in the past. They know, and we know, that it 
will work again. 

if You would like to have this kind of practical, proved 
assistance back of your selling efforts, write us for 
information on the Youngstown line and the merchan- 
dising assistance behind it. 


MULLINS MANUFACTURING CORPORATION 
Warren, Ohio. 
Porcelain Enameled Products — Design Engineering 
Service —Large Pressed Metal Parts 


| , BY MULLINS 
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REPELLENT 





Trade-Mark 


Long-lasting—easy to apply—pleasant to use. 
“6-12” contains 100 per cent active ingredients—it is not diluted. 


@ was tested in jungles and swamps! 


... Millions of Allied servicemen throughout 
the world used “6-12” for protection against 
mosquitoes, biting flies, gnats, fleas, and 
chiggers. 


@ offers these FREE promotion aids — 


. .. Newspaper mats of ready-made adver- 





tisements. 
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REPELLENT 


PROTECTION AGAINST 

MOSQUITOES, BITING 

FLIES, GNATS, FLEAS, 
AND CHIGGERS 


ACTIVE INGREDIENTS 100% 
Do Not Toke internatiy 
See Derections on Other Side 





FAMOUS f s | lig | « = . | 
sells to all your customers! 





612) is nationally advertised! 


. in SATURDAY EVENING POST 
BETTER HOMES AND GARDENS 
YACHTING 
OUTDOOR LIFE 


coeepemeenemmmamemmecnenemmmmmmmmmerenmaie, uit ait earn 


... Attractive, eye-catching counter displays. 


( PREVENTS INSECT BITES 


—| 


Order from your jobber now! 


“6-12” is a registered trade-mark of 


Carbide and Carbon Chemicals Corporation 


30 East 42nd Street, New York 17, N.Y. 





HOME-GARDENERS .- : 
FISHERMEN . 
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-Leaders...and Profit Makers for Dealers: 


Users of Aermotor Windmills and Electric Water Systems regard the name 
**‘Aermotor’’ as synonymous with dependable performance and economical opera- 
tion. You can cash in on user satisfaction ... it makes selling easier. People want the 
water systems that have served dependably on farms, ranches, and suburban homes. 





Windmills Electric Pumps 


Aermotor Windmills supply water for all household and Aermotor Electric Water Systems... for shallow or 
farm uses. Self-oiling. Pump in the lightest breeze. Low- deep wells ... allclimates. After you install the sys- 
cost pumping for pasture or farm yard. Many models tem, you get added profits from plumbing fixtures, 
from which to make your recommendations. accessories, and from servicing. 
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elns You Sell Water Systems 


As modern living increases the demand for water systems, Aermotor 





\ 

\ = 

\\ 3 R increases its sales helps to dealers. It tells the advantages of Aermotor 
Windmills and Electric Pumps in 24 farm papers. . . urges those who 
A a systems | need running water to come into your place to discuss the conveniences 
grectaic watt an | that Aermotor products bring . . . water right out of the faucet 





for all household and farm uses. 
Dealers display Aermotor products and go hand in hand with the 
name ‘‘Aermotor’’ toward profitable sales of windmills, 
pumps, cylinders, electric water systems, deep well, 
shallow well, and jet pumps. . 
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It’s New! You can select illustrations Send also for booklets ‘‘How to Choose 
for your local advertisements from Pumping Equipment’’ to hand out freely 
Aermotor’s new mat service bulletin. or mail to your prospects. 





i DEPT. 802 
| « CHICAGO 8, ILL. 


MANUFACTURERS OF ELECTRIC WATER SYSTEMS, AND WINDMILLS SINCE 1888 
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CAPITALIZE ON 


FELTIA ANNEXA* 


Even a cutworm has its merits! Merits for 
you in the form of profits that build up 
from sales of Tree Tanglefoot — the most 
popular tree-banding compound that frus- 
trates even the most persistent of tree- 
climbing insects. Fruit and crop growers all 
over the world acclaim it the most effective 


TREE 





product of its kind. The demand for it is 
excellent and profits automatic. Capital- 
ize on the cutworm with Tree Tanglefoot. 

Made by The Tanglefoot Company, man- 
ufacturers of Tanglefoot Gummed Kraft 


Sealing Tape—Difuso and the Difusolier— 


and Tanglefoot Fly Paper. 


* CUTWORM TO YOU 


‘TANGLEFOO| 


THE TANGLEFOOT COMPANY * GRAND RAPIDS 4, MICHIGAN 
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LAWN SPRINKLER: 
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PHANTOM VIEW 
ARROWS SHOW 
20) .16 2 ©) hae Via, 


F AT A LOW RETAIL PRICE 
SPRAYS Uniformly 30 FEET! os AA —_—_ 


NO DRY SPOTS! 
Lasts a lifetime! All metal and nothing to get : A VE RY | 


out of order! Not a single working part and 


there's no place it can clog up. Fool proof — P Ww @) r IT A K L . | 


it always works. Centrifugal force of water 


does all the work and it works at any water M A R 4 U Pp! 


pressure. 


YODER MANUFACTURING COMPANY Order thru your jobber! 
1353 FIRESTONE BOULEVARD Immediate Delivery 


LOS ANGELES 1, CALIFORNIA | . 3 | 
or later delivery date if desired! 
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HOW IT IS MADE 


% Drawn steel shell—triple plated. 


% Cord and plug set of cold mold—for 
higher heat resistance. 


% Improved refractory materials. 
* Detachable hinge cover. 


* Bakelite heat-resistant accessories. 


All at the popular, pre-war price! 





- woman who cooks will find in BROILKING 
an amazing appliance, the usefulness of which she 
will not realize until she has tried it. No other cooking 
appliance in her kitchen will do so much, at so low a 
cost, in so little space, with a minimum of trouble 


and inconvenience. 

MR. DEALER, before the war BROILKING 
was a fast-turning, profit appliance, sold by the besr 
retail outlets in America. Today, nation-wide, BROIL.- 
KING again has the call from wholesaler and dealer 
alike. Improved in materials and production processes 
the new ‘Reliable Regent’’ model at prewar prices 
is the best buy in table broilers. 








* WHAT IT WILL DO x 
Broil a meal for 4 
right on the table! 

Holds 4.6 chops 


whole broiling chicken 


e 


large Steak 
4 fish filets 


12 SaUsages or frankfurters 


The “‘Reliable Regent”’ 
Hinged Model | 9 hamburgers Z 
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AMERICA'S FINEST ELECTRIC table BROILER 





INTERNATIONAL APPLIANCE CORP., 1037 Metropolitan Avenue, Brooklyn 6, N. Y. 
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Wit the tremendous sales momentum Rittenhouse Maga- 
ILKING zine and Newspaper advertising has already created for 1946 
the besx Rittenhouse Chime models, wholesalers and dealers know they 
BROIL- © are not gambling on guess-work when they get behind the 
d dealer ie new, “Big Time’’ Rittenhouse Chime sales program. It’s 
waadtions paying off now and coming months will be better still. 

Rittenhouse dealers can take our word that the greatest, 
most complete Rittenhouse merchandising drive ever launched 
will gain new power—and new speed—in its 1946, pre-tested 
chime-selling job! 

Just as Rittenhouse eliminated all objectionable chime 
“*static’’—mechanical noises—from 1946 models . . . and thus 
made possible new triumphs in tone perfection . . . so will con- 
tinually publicized Rittenhouse Chime beauty, mechanical 
* features and Norman Bel Geddes style accomplishment start a 
steady flow of consumer-buyers to Rittenhouse dealers—in all 
communities. 

This stunning, Ivory Plastic BEVERLY MODEL is but one of 
the ten new Rittenhouse 1946 Chime beauties home owners will 
open their pocket-books to, the moment they see and hear it. 
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Write for a copy of the Rittenhouse Broadside 
illustrating the complete line and outlining 
the 1946 Rittenhouse advertising and product 
promotion plans. 


ats 
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The A. E. RITTENHOUSE COMPANY, Inc. 
HONEOYE FALLS, NEW YORK 


D Rittenhouse 7 


N.Y AMERICA’S FINEST CHIME SIGNALS 
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FOR TOMORROW'S 
DOOR-WAY HARDWARE 





More doors will slide... 


In new homes and apartments, in 
commercial and industrial buildings 
and on the farms, one of the big im- 
provements in post-war construc- 
tion will be the increased use of 
sliding doors. Operating with easy, 
trouble-free efficiency, Richards-W il- 
cox’s perfected Sliding DooR-Way 
Hardware provides the vital mech- 
anism for making the most of such 
Sliding (or Vanishing) DooR-Way 
advantages as saving substantial 
space, better looking appearance, 


and greater safety, ‘particularly 
where there are children. 

For many years Richards-Wilcox 
have excelled in perfecting Sliding 
DooR-Way Hardware. Like other 
R-W products, its record of perform- 
ance and durability has been out- 
standing. Builders, dealers and dis- 
tributors planning a sound and prof- 
itable future, can depend with com- 
plete confidence on R-W Quality, 
R-W Engineering Know-how, and 
R-W willing, efficient Service. 


Richards-Wilcox Mfg. ©. 
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Vanishing House Doors 


The sliding-door pocket is easily 
installed when either R-W Van- 
ishing Door Hangers No. 19 or 
No. 719 are employed. Specifically 
designed for single or parallel 
doors in closets, built-in ward- 
robes, kitchenettes, living rooms, 
bedrooms, etc. 


SSCSSSSSSSSSSSSSSSSSSSeeeeeeeeSeeeeeeeeeeeseeeeeeeeeeeeeeeeeees 


HARDWARE AGE 











y) 
| 


Sell this 











Dears around the country keep 
telling us, voluntarily . . . ‘Permite is 
the paint — the aluminum paint; it 
makes repeat customers.” To them and 
to us the reason is simple. It's like 
Oe ous 


Permite Ready-Mixed Aluminum 
Paint is not just a paint of uniform 
high purity that quickly builds a 
beautiful, enduring surface. It's the 
aluminum paint a man (or a woman) 
can apply at once — the minute the 
can is opened! 


That's very important. But, it means 
more than saving a lot of mixing fuss 
and muss. It means a better, more last- 


“Ready” pa 
Sell More than Paint — Much More! 








ckage and you 


ing job .. . because only the scientific 
balancing of aluminum pigment and 
the right vehicle keeps paint in full 
suspension, completely mixed — 
always ready for the brush. Permite 
is 99+% pure aluminum pigment and 
an exclusive, specially processed 
vehicle. The vehicle makes the 
difference! 


Yes, Permite is the paint for speed and 
endurance — the paint that endur- 
ingly beautifies so many things 
around the home. It makes customers 
who repeat. You can always have the 
Permite line and a flow of effective 
selling helps. Note ‘Permite’ on your 
want list — and ask your wholesaler. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio 


FEBRUARY 14, 1946 
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Announcing... 
2 new profit leaders for you... 
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BREAKING IN MAY. . . national adver- 
tising in Life, Saturday Evening Post, 
and other publications will help you 
sell these two scientifically formulated 
Du Pont DDT products. COAST-TO- 
COAST newspapers will give you hard 
selling support. Both products are 
FAIR TRADED at regular trade dis- 
counts. Get ready to cash in on these 
two new insecticide leaders. See your 
jobber or write today to Du Pont, F 
Semesan Div., Wilmington 98, Del. ni 
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pu pont 54 DDT 
INSECT SPRAY 


+++ FOR FLOORS, WALLS, SCREENS, ETC. 


Sprayed on or brushed on,it leaves an invisible 
coat that waits for insects ... kills °em when 
they come. Killing power lasts for months in 
many cases. Also knocks down flying insects 
SO Customers see immediate results. Available 
in pint, quart, and gallon containers. 





pu pont 54 DDT 
INSECT POWDER 


+» FOR CRACKS, HARD-TO-GET-AT PLACES, ETC. 


For roaches, bedbugs, and other crawling 
insects. Strong as the spray ... and it gets into 
cracks and other spots where the bigger bugs 
hide. Another plus ... it’s safe to use on pets 
(except cats). Comes in handy shaker-type 
containers. 


Here are the DDT products everyone has been waiting for . .. these two new DU PONT 5% 
DDT insecticides. Both are EFFECTIVE! Both are EASY TO USE! Both are NEEDED IN 
EVERY HOME for complete ‘pest control. They’re the right answer to the pest problem 
because they kill all common household insects—flies, roaches, bedbugs, mosquitoes and 
seven others. Full directions are on the labels so your customers will have no questions 
as to proper and safe application. E. I. du Pont de Nemours & Co. (Inc.), Semesan Divi 


sion, Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. U.S. PAT.OFR 
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The famous fast-selling Atkins “2000” Hand Saw, popular 
member of the Atkins family of fine saws. Each saw in the 
line is designed for best performance, long life and edge- 
holding qualities. 


ATKIN 


FEBRUARY 14, 1946 


Sure—he’s a “steady customer”— any man who 
has ever used an Atkins Saw is bound to be. For in an 
Atkins he gets the qualities that satisfy him completely. 
He gets. easy handling, fast cutting, easy maintenance. 
He gets saws he can depend on for a lifetime of 
dependable service. 

And as time goes on—as Atkins modern new produc- 
tion facilities swing into action—you'll be able to meet 
all his demands for new saws. We're doing everything 


possible to crowd several years production into months 


—to supply all the saws your trade demands at the 


earliest possible date. 


E. C. ATKINS AND COMPANY 


402 S. Illinois Street, Indi polis 9, Indi 
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NOW YOUR CUSTOMERS 
CAN HAVE THESE 


PRECISION-BUILT PADLOCKS! 
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Built to rigid Army specifications, these high-quality 


aie. LW" pi Eagle padlocks have just returned to civilian life 
Jid_rusties; @ rl 
ose hordened see 
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and are now available for your trade. ¥ 
Just spread this good news around among 


your customers and cash in on the pent-up 





demand for truly dependable padlocks. 

All of these popular sellers have the inherent 
qualities that have made Eagle the 
lock-word of the nation. 


a Your jobber has them ready for immediate 


aR PS 4. TYE , 
Baa Lote No OT uber pad, delivery. Order your supply today. 
ath, cose nardened 


shackle. $1.55 sefler 


ne BY Remember to specify EAGLE for screws and 
bolts. Precision manufacture gives you concen- 
tricity of head with shank ... clean finish on heads 
and threads, no burrs . . . uniformity in centering 
and depth of slots. Write: Screw Division, The 
Eagle Lock Company. 


Ni THE EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 
America’s FIRST Lockmakers—Since 1833 


217 Eagle Street - Terryville, Connecticut 


CABINET LOCKS + PADLOCKS « NIGHT LATCHES « LUGGAGE HARDWARE « WOOD SCREWS + MACHINE SCREWS © STOVE BOLTS » SHEET METAL SCREWS © DRIVE SCREWS 
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SUPERIOR METAL TRIM 


In addition to a high quality product, 
Youngstown Manufacturing, Inc., offers 
a complete line ...there’s a number 
available to do every job. Better yet, no 
other metal trim manufacturer can give 
you better service. You'll find that 
Youngstown’s rapid growth to leader- 


ship is based upon quality and service. 


1. SCHULER PROCESS 
for Uniform Finish 


2. TRUE-EDGE 
for Easy Installation 


No. 41 For Std. or Medium 

Gauge Linoleum. 

No. 42 For 1/8” Mat. 
Exposed surface 3/8”. 


BUTT EDGING 
No. 14 For 1/8” Mat. 
No. 15 For 3/16” Mat. 
No. 16 For 1/4” Mat. 


No. 27 Depth of Face 1 1/16” 
for Std. or Med. Gauge Lino- 
leum. 


No.127 Depth of Face 1 1/16” 
for Std. Gauge Linoleum. 


SINK EDGING 
No.5 For Std. or Medium 
Gauge Linoleum. 

No. 32 For 1/8” Mat.or Med. 
Gauge Linoleum. 


No. 64 3/4” Width. 
No. 65 1 1/16” Width. 
No. 67 1 1/4” Width. 


YOUNGSTOWN MANUFACTURING, INC. 
- YOUNGSTOWN, OHIO 


66-76 S. PROSPECT ST. 
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Ready for a BIG 1946! 


The Full 6-& Home Laundry Lino! 


Feature complete equipment for a sparkling new G-E 


All-Electric Laundry —and watch your sales ““go places 





SOON YOU'LL HAVE 
THEM All... 








G-E Washers, Dryers, Lroners. One 
complete home laundry line to talk 
about—and SELL! 


Your market is waiting for you... 

millions of women who want to buy 

Washday equipment. What's more, 

(according to a recent national survey) 53% of 
them prefer G-E appliances! 


We're telling your market! 


We're not letting these women forget about 
G-E. Every month in leading magazines—every 
week on the air with “The G-E House Party” — 
we're shouting about the All-Electric Laundry 
wonders G-E has to offer! 


So let prospects know you have the complete 
line. See your distributor for your G-E Home 
Laundry Self-Starter Promotion Package . . . and 
let’s go! General Electric Co., Appliance and 
Merchandise Dept., Bridgeport, Conn. 


TELL YOUR CUSTOMERS to listen to 
dirt Linkletter, in “The G-E House 
afternoon, Monday 
through Friday, 4 p. m., E.S.T., CBS, 


Party.” every 








— 


All Elite 


Lou 


“THE APPLIANCES MOST WOMEN WANT MOST” 


GENERAL @ ELECTRIC 
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New, Improved G-E Washer!— for 
“Quicker-Cleaner” Washing! G-E quality 
through and through! And only G-E has 
all these features: 


“Activator Action”—gentle, thorough. 
One-Control Wringer—tops for safety and 
flexibility. ‘“Permadrive Mechanism” — 
only 4 moving parts. Needs no oiling. 





G-E Aut tic Tumbler Dryer — dries 
clothes indoors! It's new—and women 
want this G-E wonder that lets them dry 
clothes indoors, rain or shine. Does away 
with lugging heavy baskets . . . gently 
“tumbles” clothes dry, and does it in a 
hurry. Saves hours of time. Saves back- 
breaking work. 














G-E Automatic Flatplate lroner — cuts 
ironing time way down! With the G-E 
Ironer, a woman can sit down and iron... 
quickly, easily turn out flat pieces, shirts, 
dresses. Automatically controlled heats. 


G-E Automatic Portable Rotary lroner— 
Light for lifting, but does a heavy job of 
work. Turns out all types of ironing 
quickly, beautifully. A touch of the hand 
puts the ironer in operation. 








NEW G-E 
WASHER 
COMING SOON! 








G-E Portable Rotary lroner— An inexpen- 
sive leader! Weighs only 33 pounds, but 
does a full, efficient job — every time. 
Manually operated. 


New G-E Automatic Washer is coming 
soon! It’s revolutionary! The last word 
in automatic washers! Washes, rinses, 
damp-dries, cuts itself off —automatically. 


HARDWARE AGE 








} 









rer — dries 
1d women 
; them dry 
Joes away 
. . gently 
es it in a 
aves back- 








' lroner— 
vy job of 
f ironing 


the hand 




















“The world is changing and we women are 
changing with it. New interests, new re- 
sponsibilities take time... 


“We realize that it’s not enough to love our 
children—we must understand them, be 
with them more. And that takes TIME... 


All women want to get out of the kitchen earlier 
and oftener. All of them want to simplify and 
speed up food preparation. Now, as never before, 
they are prime prospects for the food mixers that 
Hamilton Beach dealers will be selling again, 
soon. This established. need plus consistent brand 
advertising will help to steer many a minute- 
conscious modern to the door of the man who 
handles the only mixer with both one-hand port- 
ability and finger-tip bowl control! Hamilton 
Beach Company, Division of Scovill Manufacturing 
Co., Racine, Wis. 


HAMILTON BEACH 
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“To get out of t 
ll have an early date with YOU! 


le kitchen sooner- 











“We still do almost all of our own house- 
work. Many, while holding down an out- 
side-the-home job. That takes time, too... 





“Most of us look younger for our ages than 
our mothers did because we take care of our 
looks—AND IT ALL TAKES TIME!” 
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%, built for your 
best customers! 


You can’t sell Klein pliers to everyone who comes 
into your store, but you will find that your best cus- 
tomers—men who know and appreciate fine tools— 
will be satisfied with nothing less than Kleins. 


You will want a stock of these famous tools to serve 
201 N. E. Klein's famous your best trade as soon as you can secure deliveries. 
“streamlined” Side Cutting Check with your jobber’s salesman the next time he 


Plier. Keen cutting knives stay a. a , e 
sharp even whet service. is in. The demand for these quality tools is so great 


“Houd fit” handles with spring that you may not be able to get immediate delivery, 
tempering prevent tiring hands. ae ee F z 
Made in four sizes, 6, 7, 8 and but keep them on your “want” list—your jobber will 


meee fill your order as soon as he can. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Stardard Electric Corp., New York 


This book on the care and 
safe use of tools will be 
Sent on request. 


a 


g \ ‘ 301 Klein Long Nose 
Plier. The long reach 
of the faws permits 


_ 
. ; a. 
getting into difficult 
: —" ' aN places. Special hard- 
& Ce ‘ y \ ening and tempering 
; ———_ mae we e \ assure positive grip at 


oe | point when pressure is 


‘ 


applied. Made in6 and 


242 Klein Oblique Cutting ; ‘$: \ T daghh sined. 


Plier (heavy-duty pattern). 
A very useful tool that cuts 
close—the narrow head per- 
mits working in confined 
cases. Perfectly matched 
knives fit accurately at all 
points. Length 6 inches. 


Since 1857 


moe OE I 


3300 BELMONT AVENUE CHICAGO 18, ILLINOIS 
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LUBRICATING EQUIPMENT 
pduenrtised in all Leading Fam Papers 
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Handy Fitting Assortment 
Carefully selected grease fit- 
tings for tractors, farm imple- 
ments, passenger cars and 
trucks provide immedi- 

ote replacements for 

those fittings that are 

lost or damag 

This assortment 

is the farmer's 

pol. 


Model 1213 
Filler Pump 
Hes a 25-Ib. capacity. 
Provides a fast, clean 
method of filling all 
Lincoln Filler Type 
Grease Guns. Sturdily 
constructed of heavy- 

gouge steel. 














Model 9876 
Lincoln Powerluber 
Equipped with the fa- 
mous Lincoln com- 
pressed air-operated 
pune. it dispenses lu- 
icant direct from origi- 
nal 25 or 50-Ib. refinery 
packages placed in the 


col 

Model 1035 Lever Gun 
A high-quality, heavy-duty gun 
It has a 19-ounce capacity and 
develops 10,000-lbs. pressure. It 
can be filled either with a Lincoln 
Filler Pump or by suction. Other 
Lincoln Lever Guns are the Stand- 
ard and the Utility Models having 
17-ounce capacities 


@ Model 1266 Handi-Luber 
This unit converts original refinery 
25-Ib. pail into a 25-Ib. high- 

essure grease gun. Pump is easi- 
i attached without removing the 
WN. Lubricant is kept clean. 


Model 1271-A 
Bucket Pump 
A 25-lb. capacity 
Grease gun thot 
—— heavy os 

os fluid lubri- 
cants. Ruggedly 
built to withstand 


container, or from the 
container itself which j 
lds 60-Ibs. in bulk. with ease. 


hord usage. Devel- 
ops high-pressure 


Attractive advertisements will tell farmers 
about the many advantages of using Lincoln 
Lubricating Equipment. They will appear in 
these Farm Papers starting with the February 
issues and continuing each month until 
early summer. This campaign will bring 
farmers in to buy. Stock now—Be ready to 
sell them Lincoln Lubricating Equipment. If 
your wholesaler can’t supply you, write us. 


1101-A _Push-Type Grease Gun 
4 Dis ly styled with 
found = in the Lincoln “Eleven-Hun- 
ies" push-type grease guns. Available in 
S-ounce capacities 
ce capacity, 

d Type illus- 
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LINCOLN ENGINEERING COMPANY 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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Write for illustrated folder on Electro-Line 
fencing and its relation to Soil Conservation. 


No. 4302 
6-Volt D.C. 
Battery Model 
With 
Battery Compartment 


FARM FENCE 
CONTROLLERS 


It doesn't take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 
ever before. 


Electro-Line Controllers are honestly 
and capably built — THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 
models — each model has its definite 
place and use. Moderately priced, 
modernly styled — Electro-Line has 


customer appeal. 


See your Jobber. 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway 


It tons the field! 


— 


* Milwaukee 2, Wisconsin 


ro 


_ 


“AMES” RIVETLESS 


1 
2 
3 
4 


“AMES” PRODUCTS 


VELS 
FORKS 
POST HOLE DIGGERS 

AGRICULTURAL HANDLES 


SPADES 5 I 
HOES RAKES 


5 


Wher 
‘Ame 


there's no other scoop or coal 


as 


Parhershurg, W.Va. AMES 


BALDWIN WYOMING CO. 


SOCKET SCOOP 
(Eastern Pattern) 


nooth Socket r sharp « 

) OT -t-t-Mrod at: balet-Meo) a at- bate Ot-Meba-t-¥.¢-lei- 

Easy to rehandle 

Handle se« 

at frog 

Lower end of handle « 

rp at Col also) xo) ¢-1en 4M at: bate lt 

you buy Scoops or Coal Shovels, buy 
Rivetless Socket 


c 


- AMES 


C 1774 ) 


) 
) 


L the 
) Sate Mba -Saat saat ol ta 
shovel, ‘‘just 
re feleze! 

all 


Furnished in yrades 


North Easton, Maa. 
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x BACON 
; HOME AND GARDEN TOOLS 
ws to F A Snow Skooter that is selling right now like hot cakes! 
d for And look at the array of tools for the Spring gardener! 
Get lined up now! Big sellers! Big profits! 


ron) | HAND CULTIVATOR : 
> “Whirl-Away 


Combination 
nestly ‘ Hill and Drill aie 


LIVER 


New, easy way of cleaning snow off side- 
walks. No more risks of over exertion! No 
more back-aches! Stand up straight, just as 


s five x 5 ah\ é, R you do when mowing the lawn. Just roll the 
Pe . ‘ See ae Scoops up the snow and 
finite * . When used as a drill, it drops and covers the reg wo ino late 
. seed x narrow straight line, pe pane 
2 f cultivation. Makes rows 6'' to 20". When use 
iced, re asa yo dropper, it deposits the seeds in a Carry-All 
ie P ; distinct hill 2 inches long, 6, 9, 12, 18, 24 and 36 
2 Weighs only 16 Ibs. Easier to push. More accurate : > ee Se) Oy. ay 
, has Re central. Patented 2-spoke wheel prevents clogging by wet inches apart. Attachment 


earth. Rolls easily over sticks and stones. Narrow teeth Sows all seeds, from the very tiniest size up to 
cereale a come ges | all a a small lima bean. Will handle pre-germinated 
urved-edge prevents scooping sel! away from plants. seeds — also dry fertilizer. The Seed Selector 
Elliptic-edge plow, unexcelled for furrowing and hilling. ; 
Adjustable steel handles. All-steel construction. All overns amount of seeds regardless of size. 
parts bright cadmium plated. Complete with 7 teeth, hanges from one seed to another by a turn of 
2 hoes, | right plow (left if desired) and 2 leaf-lifters. a thumb screw. 


Write for All prices list, f.o.b. factory "9 
one NEW BACON MFG. co. Enables either Cultivator or Snow Skooter to 


and Name of be used al heelbarrow, f i 
Nearest Jebber 5996 Woodward Ave. Detroit 2, Mich. baskets, bas, etc. 




















@ The mark 
of QUALITY 
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COVERT MFG. CO., TROY, N.Y. 
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HERE’S A “SWEET COMBINATION” FOR SOME 


Dust-Stop* Air Filters are a “natural” 
for spring—a fast-moving, easily sold 
and profitable item. Standard equip- 
ment in most forced-warm-air fur- 
naces, Dust-Stops remove so much 
dirt and lint from the circulating air 
that they must be replaced at least 
once a year—usually just after (or just 
before) the heating season. 


New Dust-Stop Selling Helps for Spring 

help you get this business with a mini- 

mum of effort and expense. Everything 

needed is now available—newspaper 

mats, radio “spot” scripts, store displays, 

consumer literature and handy “filter- 

size’ catalog for your use in selling. Ask 

your Dust-Stop distributor about this 
Dealer Spring Promotion Package. 


Or, if you are not now handling Dust-Stops, write for the name of the nearest distributor: 
Owens-Corning Fiberglas Corporation, 1934 Nicholas Building, Toledo 1, Ohio. 
In Canado, Fiberglas Canada Ltd., Oshawa, Ontario. 





AIR FILTERS 


—a FIBERGLAS product 


*T.M. Reg. U. S. Pat. Off. 
Every owner of a forced-warm-air 


furnace needs two or more DUST- 
STOP Filters . . . at least once a year. 
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SEE THEM 
Where You See 
THIS SIGN 


@ These handy, 20-gallon tubs on a sturdy roll-a-round 
frame will save your back, save steps, save time. 


Move Them Easily wherever you want to work... then out of the 
way when the washing’s done. Mount a wringer between the tubs 
and do all the family wash... use as rinse tubs with your power 
washer... or use with other tubs for extra soaking, bluing and 
rinsing capacity. 

Table Top Cover gives you a copvenient roll-a-round table for 
ironing days. Then, too, baby things can be put to soak under the 
cover... out of sight till laundry time. 


Speedy Drain. To empty tubs just let down the fast-flow drain 
tubes. Tubs have long-life’ zinc finish inside. Outside finish is 
glistening white baked-enamel — stays good- looking despite hard 
knocks and long wear. 

Don’t struggle with old-fashioned wash tubs! Do your next wash- 
ing in Arvin Roll-a-Round pains a Tubs. Priced surprisingly low. 


OTHER ARVIN WASHDAY HELPS 


The Arvin Automatic 

tric Iron and the Arvin vt 
Metal ironing Table work 
together to help you do 
easier, taster, better ironing. 


ARVIN le taeedin ied ind di coming from 
NOBLITT- SPARKS INDUSTRIES, fe yee Columbus, indiana 


“ARVIN Femily PRODUCTS 


DEALERS EVERYWHERE will be showing Arvin Roll-a-Round Laundry Tubs, Arvin Automatic 
Electric Irons, Arvin All-Metal Ironing Tables, Arvin Top Flight Radioz, Arvin Metal-Chrome 
Dinette Sets, Arvin Outdoor Metal Furniture, Arvin Portable Electric Heaters, Arvin Car Heaters. 
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"H-0-D-E-L-L" 


Right! And if you spell it that way you won't 
have to go to the head of the class of successful 
dealers—you're already there! Yes, for 60 years 
alert dealers have written H-O-D-E-L-L 
for chain. Because they knew that selling 
Hodel! chains meant more—and more—sales. 
And they know the reasons why. Dependable 
staying-power is built into every link of every 


The increasing demand for Hodell chain has delayed 
filling orders as rapidly as we would like. But you 
can be sure we are concentrating all our efforts on 
the earliest possible delivery of every order received. 


JACK - 
PROOF COIL - 


SASH + SAFETY - LADDER + PUMP - LIBERTY MACHINE 
STEEL LOADING + LIBERTY COIL - 
BULLDOG + SAMSON + FLAT LINK + REGISTER + DREDGE 


PASSING LINE 


Hodell chain. Another key word to Hodell’s 
continued acceptance is the large assortment 
of chains available—157 varieties—one for every 
need. These chains come with or without 
attachments, weldless or welded. 


And no matter how you spell it, chain built 
by Hodell always means customers— repeat 
customers—for you! 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, 


OHIO 
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and a sensational new model for the renter. fw wcancr 


Victron Ventilators w promote health and comfort, every 
season of the year. ea > Handsome profits, too. 
Victron National uit is pre-selling the public, 


+. 


4 convincing them that “smog” and “smells” < 
have no place in any room of the modern home. = 

Get the facts #} and you'll agree, there are "3 
big markets” ms for fresh air! 


Write today. KG 


MANUFACTURER OF VICTRON DESK 5 Frag FANS—VICTRON AIR CIRCULATORS—VICTRON EXHAUST 
FANS—VICTRON VENTILA oat VICTRO PORTABLE IRONERS —VICTR 


VICTOR ELECTRIC 


PRODUCTS INCORPORATED 


2950 Robertson Ave. . Cincinnati 9, Ohio 
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YOU CAN “Button ~~ EXTRA PROFITS 





Radi leo 








RADIUM apc SPOTTER BUTTONS 








YEWand SELLING 
FAST everywhere 












“errr Fully practical yet as new, novel 
and compelling as atomic en- 
ergy. Real radium in the 
Radi-Glo plastic buttons as- 
sures lifetime service — no 
need to expose to light 
for recharge. Easy to apply 
anywhere a night glowing 
safety marking is needed— 

light switches, stairways. phones, 

first-aid kits, etc. Each button is 
mounted on three color merchandising 
card with printed uses and instructions— 
a fast moving 25¢ retailer. 













ORDER THE ATTRACTIVE 
Counter Display CARD NOW! 






Every month millions of messages in 
The Saturday Evening Post and Bet- 
ter Homes and Gardens magazines 
increase the demand for Radi-Glo 
Buttons. The merchandising display 
card will boost your counter sales to 
real turn-over profits. Each card 
with 24 buttons—your cost $3.60— 
Retails for $6.00, your profit $2.40. 
From your jobber or write today. 


LUSTROLITE Cleveland Corp. 


6927 CARNEGIE AVE. + CLEVELAND 3, OHIO 
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QUALITY’S UP 














NOW FOR QUANTITY ! 
a 


NOW there is becoming available the kind 


of material best suited to clock pro- 







duction. 


NOW the results of a long and careful pro- 


gram of employee training are becom- 



























ing manifest. 


NOW the production lines ruthlessly altered 
to meet war production requirements 
are lined up to make clocks again. 

















Today. production is still consider- 
ably below the prewar normal while 
the demand is far above that figure. 
Thus, a shortage is still in evidence. 




















That, 
aging for it proves the stability of the 
demand. From now on, steadily in- 
creasing clock supplies will be reflected 
in steadily increasing profit—a profit 
that does not depend on abnormal war- 
time conditions for its maintenance. 


however, is actually encour- 



















ASK YOUR WHOLESALER 











THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 
Laconia, N. H. 


551 Fifth Avenue 141 W. Jackson Bivd. 
New York 17, N. Y. Chieage 4, Ill. 
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AIRAAY 


A product of . 
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Picture of the Air-Ray unit 
over the doorway in a 
small home dinette. 


As one of America’s leading pro- 
ducers of therapeutic equipment, we are 
proud to announce that the initial consumer 
acceptance of the first Air-Ray units exceeds 
expectations. It’s the feature for ‘46...a 
unit simply designed in a choice of pastel 
colors, gives adequate protection to home 
and industry from the dangers of airborne 
bacteria — a chief cause of colds, conta- 


THE MODERN 
UNIT‘FOR 





ORCESTER 





| | 
| 





gion, and respiratory diseases. It’s modern, 
it’s new, but better yet, it’s well known — 
the army and navy use the same protec- 
tive principles in many of their large 
hospitals. See your jobber today for the 
modern sales plan that makes this feature 
for ‘46 that will promptly deliver profits 
to you. Write Department B2 for illus- 
trated literature. 


O 








e MASS., U. S&S. 


GERMICIDAL PROTECTI' 





A. 


Edin Electronics Company, Worcester, Massachusetts, manufacturers of Thera-Ray, the com- 
bination sun and heat lamp with built-in time switch — Heat-Ray, the table model infra red heat 





1946 





lamp with built-in time switch and other electronic therapeutic equipment for professional use. 
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ALUMINUM 
is the Buy-Word 
in the Modern Home 





Feather lightness . . . eye-compelling 
color of lasting brilliance... com- 




















plete freedom from rust and corro- 





sion ...a beauty and grace of lines 
peculiarly its own ... styling in the 
modern manner—aluminum alone 
meets all the desires of the mod- 
ern homemaker. 


Z7.. .. SAVE SPACE 


FOR PARKER 
SMALL HAND TOOLS 









Over a quarter century of aircraft 
building, pioneering in the fabrica- 
tion of aluminum and processing 
this most modern metal, assures 
that Products by Mercury present 
aluminum at its best. 
















Concentration on items of wide sale, 
of worthwhile unit price and styled 
























in the modern vogue, brings the G 
hardware merchant quick volume ET ready to feature these well-known, Parker quality 
sales and attractive profits. | small hand tools any minute now, if you haven't already 


received your first shipment. 


Demand for Parker Tools continues to exceed supply 
during the conversion period, but everything possible is 
being done to step up production. Our shipments may seem 
to be piecemeal, but that’s the fairest way we know of to 
make a limited supply go a long way. When production 
gets back to full capacity, there'll be new Parker products 
too, developed during the war years. 

Remember that although we may be a little short on 
LARGER erry” GREATER deliveries, temporarily, all Parker products remain long on 


UNIT SALES wy EYE APPEAL quality — the kind that’s worth waiting for. 


D me 
Niastatist Aipcract a [Parker | 


PARKER MANUFACTURING CO. 
WORCESTER 1, MASS., U.S. A. 
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One of your most profitable staples— 


CLEVELAND 


G0 Clualelig 


FASTENERS 


known Cleveland Top Quality 
Cap and Set Screws, manufac- 
tured by specialists who take 
pride in making products that 
meet the highest standards. Your 
customers find accuracy of size 
and fit, and good appear- 
ance in every Cleveland Product. 


Be sure to stock a wide range of 
sizes of Cleveland High Carbon 
Heat Treated Cap Screws —the 
extra tough screw that the auto- 
motive trade made famous—that 
has been proved again in the ter- 
tific punishment taken by war 
equipment — and is now de- 
manded by enthusiastic users 
everywhere. Recommend them 
for use in farm machinery, trucks 


[: pays you to stock nationally- 





— . ia and tractors. 
er Packaged in sturdy reinforced 
. ee el . kraft board boxes and marked 
d supply Po iTTON HEAL i ie | with bold, high visibility labels, 
ssible is ap sCREN Cleveland Ptoducts deserve a 
jay seem prominent place on your shelves. 
ow of to They're advertised widely in 
oduction national business papers every 
products month . .. Write for Catalog F. 


short on 
long on 


ATA TIT TR) Fre Clovoland Cap Serco Company | 
bi: 2917 EAST 79TH STREET * CLEVELAND 4, OHIO 
Warehouses: Chicago, Philadelphia, New York, Los Angeles 


FAST tf E R $ Ask your Jobber for Cleveland Fasteners | 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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‘A strange man followed me am) Tuesday ! 


A > ~~ 
- 




















«++ @nd you should know what he learned about the Aristocrat of Pressure 
Cookers. It gives you more time for real /iving. Imagine — when this fase 
Pressure Cooker reaches temperature, peas cook in 15 seconds, carrots im 1% 
minutes, asparagus in 3 minutes! And 4ow you'll enjoy their garden fresh colors 
and flavors. Inexpensive cuts of meat become deliciously tender, and you'll save 
money on fuel, too. So—the Wear-Ever Pressure Cooker soon pays for itself! 
See it at your favorite housewares, department or hardware store 








Made of the metal that cooks best. . . 





easy to clean 














"$5 . 
Pe doy dena Susan Martin got a shining surprise 
oy. Her Bill was thrilled, too, once he tasted 


the fresher flavors of f i . 
the the oods cooked in the Wear-Ever 9 























, a 
Nothing strange about 


A i - ts + 8 sé re 
your WEAR-EVER following 
| * 
Story-telling, full-color advertisements tell many thou- 


sands of your customers every month about Wear- 


Ever utensils help build long-lasting preference A L UM | N U M p 2 : § $ U R E C 0 0 K E R 


for this established and popular line of aluminum- 
ware. Wear-Ever advertising works for the alented ize CoOvest 
you o . 
month after month in: with fp Ona " 


American Home, Better Homes and Gar- 4 i 
* dens, Bride's Magazine, Good House- piralenibeen' =r tees ses tate 


keeping, Ladies’ Home Journal, 
Life, McCall's Magazine, Par- 
ents’ Magazine and 
Woman's Home 
Companion 
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Corner Wall Cabinet 


Corner Base Filler Unit 





Wall Cabinet 


Drawer Base Unit 


THE COMPREHENSIVE, 
: | EASY-TO-SELL, 
sure : LINE 


Pantry Base Unit 








s fase 

ni4 : 

colors @ The Shirley Line of kitchen sink and 
I save - cabinet units enables you to take full ad- 
itself! vantage of the big market for complete, 


modern kitchens in your community. You 
can sell complete installations—all at once. 
Or you can sell kitchens a unit at a time— 
starting with a sink and cabinet combina- Broom Cabinet 
tion and adding matching units as your 
customer wants and needs them—in any 
combination—at any time. Every Shirley 
Unit is an attractive, individual piece that 
will serve alone—or in any desired com- 
bination. See your distributor—or write us 
direct. Ask for literature and particulars. 


SHIRLEY CORPORATION, INDIANAPOLIS 2, IND. 





The Favorite ‘'54” 

















The Master “84” 














The Standard “42” 


STEEL KITCHEN CABINETS 


THE ALUMINUM COMMER 
ee a PORCELAIN STEEL SINKS 
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This is a good time 
to make money out of 


FIRELINE 


- 




















eee is always a money-maker. 
But during cold weather when fur- 
naces, heaters, and ranges need firepot 
replacements, Fireline is a real life saver. 

In warm-air furnaces and heating stoves, 
Fireline repairs cracked and burned-out 
firepots without new castings—without 
dismantling. It forms a durable, gas-tight 
lining around the entire firepot which 
seals all cracks and holes, preventing the 
escape of dangerous gases, odors, and 
soot into the building. Fireline is ex- 
tensively used to preserve good castings 
and to save fuel by increasing combus- 
tion efficiency. 


It’s easy to install Fireline. It comes 
ready to use—nothing to add—no mixing. 
Just pound it into place with a hammer, 
then trim it smooth. The fire may be 
rebuilt at once. When baked out, Fire- 
line will withstand temperatures up to 
3,000 deg. F.—higher than any domestic 
unit can ever attain. 

An important use for Fireline is re- 
placing stove brick and firebox castings 
in cook stoves and ranges. With Fireline 
on your shelf, you make your sale right 
away—no delays waiting for parts, no 
inventory losses! 

Fireline is highest-quality industrial 
refractory material adapted for do- 
mestic service. Packed in 50 and 100- 
lb. drums, also 5 and 10-lb. cans (60 
Ibs. per case). Available immediately 
from jobber stocks. Stock this profiz- 
able, available item at once. Mail the 
coupon below. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St. (Dept. B), Chicago 14, Illinois 


g PIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St. (Dept. 8B), Chicago 14, Illinois 


Please send full information, prices, and discounts on Fireline. 
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PRE-WAR WONDER 
WASHER IS BACK! 


NO LEAK Combination Faucet Seat and 
Washer Once Again in Full Production 


PRINCIPLE RENEWS OLD FAUCETS 


@ NO-LEAK is more than just a washer. Revo- 
lutionary engineering principle has produced 
this modern seat and washer all-in-one 

eliminates the need for old type screws and 
washers. Gives new life to old faucets, ball- 
cocks, showers ... completely covers pitted 
and water-creased seats. 


% BUILT FOR LONG SERVICE! 


NO-LEAK’s tough, water resistant 
compound will hold up under any 
condition. Brass inner-lining prevents 
shrinking or closing up in center, 


cannot affect volume of water attap. © 


%& Expands and Locks Tight 
in Faucet 


* Easy to Install 
% For Hot or Cold Water 


% Saves Water & Heat 


LPAI) [3 


BRASS & RUBBER COMPANY, INC. 
BROAD & LEHIGH AVE., © PHILADELPHIA, PA. 
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VICE! 
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under any 
g prevents 


a BRICK, METAL OR WOOD 
cks Tight al 

E This is the original Super Chrome Finish in Ready Mixed 
form. A new development causes the paint to actually 
improve in the can with age. Immediate delivery. 


! 4 
old Water © 


or & Heat 
Write for catalog and prices of Sheffield’s 40 Fast Sellers. 


le | THE SHEFFIELD BRONZE PAINT CORPORATION 
CLEVELAND 6, OHIO 
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A MESSAGE TO MYERS DEALERS 


Most prospects for a Myers Water System can be compared to a young lady 
who has her cap set for a man — but waits for him to pop the question. She 
expects a little courtship before saying yes. 


Every family now without running water, plans to have it as soon as possible. 
Most of them have their caps set for a Myers Water System — but they want 
to be courted — they want to be asked to buy. In these early months they 
have more time to read your mail, more time to welcome your visits and 

to listen attentively to your promise of a pleasant future with running 

water and a Myers. 


Find your prospects mow. Send them Myers sales literature. Spend 
some of these long evenings calling on them. Invite them to visit you. 
Wisely planned courtship will result in many a profitable sale. 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-19, Ashland, Ohio 
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First Call 


Ta-pat-co 
COLLAR PADS 
are as staple as a hoe 
with farmers. 


NATIONAL, 


Y Ab 
'N LEADING Fann RTISED 
ERs 





People like to save time in their buying. 
The store that has a reputation for carry- 
ing the best known brands of wanted 
items are most likely to get first call. 


Be the “Yes” Store in your community—Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 


THE AMERICAN PAD & TEXTILE CO. ¢ GREENFIELD, OHIO 
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This is the most effective DDT 
Formula for Household Use! 


BIG NATIONAL bd 


ADVERTISING 
CAMPAIGN 
SOON TO BE 
RELEASED 


‘2... 
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Aerosol INSECT-O-BLITZ ppt Formula 


(CONTAINS DDT AND PYRETHRINS) 


@ INSECT-O-BLITZ-Aerosol DDT 
Formula is at last ready to rid 
American homes of insect pests. 

In self-spraying steel dispensers 
exactly like we furnished the armed 
forces and in the same formula. 

Because Aerosol Insect-O-Blitz 
contains pyrethrins as well as DDT, 
it is much more effective. It’s the 
combination that counts. Pyrethrins 
stun instantly. 

Aerosol Insect-O-Blitz dispensers 
contain sixteen ounces — enough 
DDT with Pyrethrins for up to 200 

q 


sélF-oP 


paying! 


four second applications — enough 
to spray the average five-room house 
at least 40 times — equivalent to two 
gallons of the ordinary mixture. 
Four seconds of spray is sufficient 
to completely charge 1,000 cubic 
feet — an area 10 x 10 x 10 feet. 

Stock Aerosol Insect-O-Blitz now. 
$3.00 retail list. This is the hottest 
item you'll carry in stock ... the 
biggest and ‘fastest selling ansecti- 
cide... Aerosol Insect-O-Blitz DDT 
Formula. Order from your jobber, 
or write direct. 


INDUSTRIAL MANAGEMENT CORP « Aerosol insecticide Division 


Pacific Coast: 639 South Spring Street, Los Angeles © Factory: Valparaiso, Indiana 


National Sales Office: 33 South Clark Street, Chicago 


HARDWARE AGE 
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ENGINEERED Presucts 


@ Here is the lawn mower that’s destined to set new sales 
records ...a silent, lightweight, streamlined beauty; the 
product of months of engineering study, testing and im- 
proving. Among the many advanced engineering develop- 
ments are features not found in any other lawn mower. 
Its beauty, its durability, its astonishing ease of opera- 
tion will prove a revelation to the buying public. For 
you it means quick sales and substantial profits . . . 
once you display this outstanding 1946 Dalglish 
lawn mower! 

Weight 32 pounds; five blade, six inch ball-bear- 
ing reel; 1012” wheels with large semi-pneumatic 
rubber tires; colorful finish . . . golden yellow 
reel striped in black; scarlet handle trimmed 

in lustrous aluminum. 


For further detail write department M1. 


J.M. DALGLISH & COMPANY 


Saint Paul 1, Minnesota 


41-71 West Fillmore Avenue 
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Triangulor one piece cutter 
bor of truss construction 
Made of manganese mo 
lybdenum ormor plate 
steel 


Lig 
ad * 
Simple sliding adjustment 


at just 2 points. No cutter 
bar deflection 


Overriding clutch provides 
noiseless operation, posi- 
tive engagement, extra 
long life 


Solid, high lustre aluminum 
wheels ore precision die 
cast 


Sa 


4/7 


a4 
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Side plates are precision 
die cost in polished, high 
strength aluminum 








MEYERCORD offers beiler PROFITS oz 1946! 


DECALS / 


Meyercord’s famous fast-selling, high- 
profit line of home Decals is available 
again in unlimited quantities! Millions of 
packages have been sold. American wo- 
men want millions more! There’s new 
designs, new consumer appeal and new 
profits in this popular, all-season 10 and 
20c seller. Cash in on our big Spring 
national advertising campaign. Check 
your Decal stocks and display fixtures 
now...or if you do not handle Meyercord 
Decals place an opening order at once. 


DISPLAYS FOR EVERY DEALER 
A dynamic new line of display fixtures 
will be available to Dealers in 1946. 
There’s a type of display for every type 
of dealer. Be sure you are equipped with 
both Decal and Trimz displays to in- 
crease sales for the coming 1946 Season. 






SOINM THE MEVERCORD 
MERCHANDISING PARADE 


Teima! 


Another item that’s piling up new volume 
and profits for thousands of dealers. Trimz 
Ready-Pasted borders are growing in pop- 
ularity with women all over. They’re all- 
season sellers and carry an excellent 
mark-up. New designs, new promotion 
and new displays will make 1946 a big 
year for this popular 15, 20 and 29c 
seller. Present dealers should check stocks 
and displays... NOW...and prospec- 
tive dealers should place opening orders 
at once to assure spring delivery! 


BIG NATIONAL AD CAMPAIGN 


Meyercord releases its largest national 
advertising campaign . . . in the spring of 
1946. Full color ads in leading women’s 
magazines will tell the story of Decals 
and Trimz to millions of women. Cash. 
in on this forceful promotion. 











©1046, Meyercerd Ce. 


THE MEYERCORD Cco., Chicago 44, Illinois 


Sole distributors of Trimz Ready-Pasted Borders and manufacturers of Meyercord Decals 
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Help yourself to a juicy slice of the best 
cooking and heating appliance business in 
your community. You'll like the taste of 
good sales spiced with generous profits. 
y , The new L&H line of kit- 

' chen ranges is as easy to look 

Y [4 at as a luscious, golden brown 
roast. It’s just as sales-tempting — and for 
good reasons. L & H kitchen ranges are 
packed with features — practical, useful, 
helpful improvements that make the job 
of cooking simpler than ever. Time and 


temperature controls, labor-saving devices, 


THE SHERIDAN 
ELECTRIC RANGE 


> 
use-approved advantages incorporated in 
the modern L& H line are so impressive 


it becomes a case of sale at first sight. 


The proudest cooks always say, “Try this 


for taste”. So L& H invites you to treat 
your profit-appetite to some real sales- 
cooking. Just drop us a card or letter saying, 
“It looks mighty tempting.” 
We'll send you our favorite 
recipe for a profitable cook- 
ing and heating appliance 


franchise by return mail. 


ELECTRIC 


KEROGAS WATER HEATER 


OlL RANGE 


A. J. LINDEMANN & HOVERSON CO. 
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MILWAUKEE 7, WISCONSIN 








Cash in on the Demand for 








FREE REEL TITE 


STORE 
DISPLAY 


CONSUMER FOLDERS 








Retails at 


$995 


Newer, Better, Faster Appliance 
for putting-up or taking-down clothesline 


Get set now for the big selling 
season ahead. Stock Reel Tite... 
the fast-moving, profit-making 
clathesline reel. To show it... 
is to sell it! 


Reel Tite appeals to housewives 
because it saves time and work 
on washday. There are no knots 
to tie or untie—no tangles, slack 
or trouble. Can be used outdoors 
or indoors. 


Reel Tite is attractive in appear- 


ance — made of welded steel for 
extra strength — will not get out 
of order — will last for years. 


Order this fast-selling, profitable 
appliance today. Write for full 
information, prices, discounts. 


THE AUTO ARC-WELD MFG. CO. 


8009 GRAND AVE. 


e CLEVELAND 4, OHIO 
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Starline dairy barn equipment 
brings extra profits to you too! 





One of War’s greatest lessons on the farm as well as 
on the battlefield, has been that best results can be 
expected only when the best equipment is used. 





+ 
sline 
Today's clamor for Starline Barn Equipment comes from ae 
the farmers’ realization that any compromise with old 
fashioned methods cuts down profits. 


steel for 
‘get out 
ars. 


‘ofitable 
for full 4 
scounts. | 


To protect and maintain their milk profits, farmers every- 

where are first improving their barns with equipment 

STARLINE that means added cash for the purchase of other items 
— tomorrow. 





Alert dealers everywhere are getting their customers 
lined up for the big opportunity that is coming as more 
Starline equipment becomes available. Starline’s novel 
plans for merchandising will cut selling costs and help 
Starline dealers get this profitable business. 


















IHS Sada 


co. 
OHIO 






TODAY'S OUTSTANDING BARN EQUIPMENT 
FEATURES Oncginated, Patented and Perfected 


STARLINE, INC. 


Harvard, Illinois Albany, New York 








The biggest consumer advertising 
program in the history of hamper 
merchandising—the continuing Pearl- 
Wick national campaign—reaches 
over 20 million potential purchasers 
of Pearl-Wick Hampers! 


Self-Ventilating 


; 20,619,346 WOMEN! 


| PEARL-WICK 
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It’s a powerful educational program 
in America’s foremost home maga- 
zines to increase the use of hampers 
—and send more and more of Ameri- 
ca’s women into those stores that sell 
and promote Pearl-Wick. 





CwtpecsL 


PEARL-WICK CORP., LONG ISLAND CITY 2, N.Y. 
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Can you find the Frigidaire 


You needn’t look very far: every user of a Frigidaire appliance 
is a Frigidaire salesman! Every homemaker whose Frigidaire 
refrigerator or electric range delivered faithful service day after 
day during the past years when failure might have been a dis- 
aster. Every householder thrilled by all the important features 
of the Frigidaire refrigerators, home freezers, electric ranges, 
and water heaters now being delivered in all parts of the 
country. All these users are “selling” their friends, acquain- 
tances, and relatives on the merits of Frigidaire appliances. 














Salesmen in these pictures? 


Such word-of-mouth advertising is one of the greatest assets 
of the dealer who holds the Frigidaire franchise...one of the 
reasons why this is the most valuable franchise in the industry. 


P. S. If you can’t find a Frigidaire “salesman” beside the 
Frigidaire Water Heater illustrated above, it’s because every- 
thing about it is so automatic that nobody has to pay atten- 
tion to it, except to be grateful for all the hot water it produces 
on very little current. 


Youre twice as sure with two great names... 


Frigidaire nate ony » GONCIAl Motors 


REFRIGERATORS + RANGES + WATER HEATERS - 


HOME FREEZERS + KITCHEN CABINETS + ICE CREAM CABINETS 


COMMERCIAL REFRIGERATION + AIR CONDITIONERS + BEVERAGE, MILK, AND WATER COOLERS 
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HERE’S 


customer apPEAL.. 
ALUMINUM SKILLETS 


MADE BY PEAL 
7 i 2 


a 


IMMEDIATE 
DELIVERY 


Bright aluminum skillets that wash easily without scouring 
will appeal to your customers. Skillet is 154” deep and is 
9” in diameter. Nickel plated steel handle permits use of 
skillet in the oven. Reasonably priced to you for a big return. 
Beautifully Polished Outside, Scintillating Sun Ray Finish Inside! 


ALUMINUM Cookie Sheets, Cake and Pie Pens, Tongs, Skillets 
and many other aluminum products are available for IMMEDI- 
ATE DELIVERY. Contact your jobber. 


Cincinnati 3, Ohio 


export service 
‘hn eee eee 


for 


HARDWARE MANUFACTURERS 


seeking new post-war 
channels of distribution 


We have world-wide markets for all types of 
machinery, hardware, kitchen household 
utensils, building hardware, radio, television, 
electrical appliances, tools, cutlery, locks, 
farm and garden tools and mechanical im- 
plements, wire screening and fencing, and 
any other items suitable for export. 


We buy and ship for our own account 
and pay in U. S. Dollars in New York. 
International business for over 45 years—our 


own branches and representatives in all im- 
portant markets in the world. 


“ERES” 


suiprine Gb MARK 


Sines 1900 


ERNST SEIDELMANN 


WOOLWORTH BUILDING, DEPT. HA-2, NEW YORK 7, N. Y. 














LOOK at today’s line-up: 


More Edlund Kitchen Tools .. . in vol- 
ume and variety! Growing in produc- 
tion are war-suspended items. . . com- 
panion-sellers in your displays of Edlund 
Can Openers and Egg Beaters, con- 
tinuously nationally advertised in lead- 
ing magazines. 


YOUR "LINE OF ACTION" 





Easy to operate; cuts lids 
OUT of round, square or 
oval cans. 5-year refund 
guarantee 


JUNIOR 


DGE 











THROUGH YOUR JOBBERS 


Ediund Company, Burlington, Vermont 











GLAD RAG Silver Polishing Cloth 


#2 and §7 


GLAD RAG Furniture Dust Cloth 


#4 ond gt 


GLAD RAG Auto Wiping Cloth 


#1s 


GLAD RAG Window Wiping Cloth 
#16 

GLAD RAG Woodwork Wiping Cloth 
” #16 























GLAD RAG PRODUCTS CORP. 
205 €. 43rd St., New York 17, N. Y 
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Beck & Gregg Hdwe. Co. 
Corpus Christi Hdwe. Co 
Harper & Mcintire Co 
Hoffman Hardware Co 
Huey & Philp Hdwe. Co 
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Isaac Walker Hardware Co 


Kelley-How-Thomson Co 
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Momsen Dunnegan Ryan Co 
Morley Brothers 
Morley-Murphy Co 
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Northwest Hdwe. & Stee! Co 


Orgill Bros. & Co 
‘ ite 
Rice & Miller Co 


Richmond Hardware Co 


Supplee-Biddie Company 


The Emery-Waterhouse Co 


The Salt Lake Hdwe. Co 


The Tracy-Wells Co 


Van Deren Hardware Co 
J. A. Williams Co 


Wyeth Company 
formeriy Wveth & 
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Are you putting all your efforts 
behind selling—when you could be 
concentrating on production? 

Liberty Distributors — with ten 
years of volume-buying and selling 
experience, offers to give your 
product the boost it needs to put 
it on display in 70,000 Independent 
Retail Hardware Outlets through- 
out the nation. 

You can then concentrate on 
planning and producing at your 
most efficient levels, knowing that 
the 1,200 Liberty salesmen are 
pushing your lines with a plan. 


e211 Fe: 
oh { YY ror Ae nay 


These 24 outstanding hardware 
wholesalers, whose territories cov- 
er the entire United States, are 
united in Liberty to make econ- 
omies in distribution possible. 

The purchases of Liberty Dis- 
tributors amount to well over 
$100,000,000 annually. They offer 
established markets capable of ab- 
sorbing part or all of your output. 

Nation-Wide Distribution, Pro- 
motion and Selling from Liberty’s 
43 conveniently located ware- 
houses is yours, at new low costs, 
through Liberty Distributors. 


PUSH—in the right place, is what Independent 
Merchants are looking for. Liberty gives you com- 
petitive merchandise that sells profitably. ' 

Best of all, you are your own Boss! No quotas 
or contracts hamper your status as an Independent 


Dealer. 


For PUSH, where it counts most, contact your 
nearest Liberty Distributor, or Headquarters, with- 


out delay. 


Liberly Uistributors 


IN THE INTEREST OF NATIONAL DISTRIBUTIC 
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A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 
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OOPS! another prospect | 
for an AMERICAN CHAIN | 


Swing to American. 
They will never let 
you down—never give 
your customers cause 
to ‘be irritated.” 

Sell American—the 
Complete Chain Line 


a dd | 
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Now is the time to order American Porch Swing Chains. 

When your customers are getting ready for spring and summer, 

have them ready to display. American Porch Swing Chains 

are made in two types — Y-—type (two to a set) and straight 
(four to a set). They are made of strong Tenso chain, 
hot-galvanized or S.R.P. finish in 7} and 8 foot lengths. 
Packed one set, complete with ceiling hooks, to the carton. 
Order from your hardware wholesaler. i 
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York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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AMERICAN CHAIN DIVISION 





AMERICAN CHAIN & CABLE 
mane A iy In Business for Your Safety 
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Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 













The Steel Strike and 
The Hardware Business:— 






who don’t work don’t have buy- doesn’t from the right to strike. 

ing power. And a great deal of | Congress seems to partially feel 

N | consumer buying power has been _the same way about it. Within 
O single labor- 






lost forever by the strike, and by __ the next few days several legisla- 
the strikes in the automotive, tive attempts in this direction 


management dispute can be as ; , ; A 2 90 
é 4 electrical appliance, meat and will be aired, providing, we 


far reaching as the current steel 









strike with its impact on our other industries. hope, some improvement on 
overall need of rehabilitating our As nearly as we can figure it those already under considera- 
economic structure in this imme- . °Ut only those who profession- —_ tion. : 

diate post-war period. The need ally agitate, organize and pro- An interesting, and accurate, 





long strikes can possibly make analysis of the steel strike devel- 
any gain—and, in a more en- opments has been made and pub- 
lightened understanding, they, lished by our affiliate, The Iron 
too, might be better off in the Age. This study briefs the state- 
long run if work were continued ments of President Truman, 
during such disputes. Such a sit- __C.1.0. President Philip K. Mur- 
uation may necessitate changes _ ray and Ben Fairless, U. S. Steel 
in labor organization personnel _ president, on the basic factors 
as well as federal legislation involved. We present this mate- 
which protects the man who _ rial in this issue on page 124 and 
wants to work from bodily harm _ urge every reader to study it care- 
without depriving the man who __ fully and thoughtfully. 





of steel is present in practically 
every American industry. Stock 
piles, formerly limited by law to 
60-day requirements (now 45 
days), were inadequate at best, 
especially in the face of today’s 
huge demands for almost every- 
thing made in part or entirely of 
steel. 

While every industry has or 
will seriously feel the effects of 
the steel strike, it is a situation 
of most drastic consequences to 






























those who manufacture and dis- , . ” 
tribute hardware. Even if the ° 
_ _ Strike is quickly settled and work Catalog Page Sizes 
» resumed, there will be further 
"inevitable delays, adjustments Wanted By Jobbers:— 
and necessarily allocations of 
shipments both on raw material S many manufacturers are among members brings to the 
and finished products. planning post-war catalogs, _ light the following preferences: 
onn. The complete process of mak- __ it is appropriate to again remind 81 per cent favor 81% by 11. 
ing, wholesaling and retailing the industry of the preferences 10 per cent favor 734 by 105%. 
tens of thousands of hardware expressed by wholesalers for cer- 9 per cent favor 14 other sizes. 
store products has slowed up—in _ tain specifications. This survey also indicated a 
many cases causing losses that A survey by the National definite tendency toward the use 
can hardly be regained—as men Wholesale Hardware Association of three columns to the page, 
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with a number using both two 
and three columns. 


For loose-leaf catalogs; of 


course, an allowance must be 


made for the loose-leaf binding. 


This varies from 3, in. to 21 in. 


A Senator Writes a Voter on the Co-ops:— 


PROMINENT Southern 
wholesale hardware execu- 
tive has been keenly interested in 
the fight to levy taxes on the Co- 
ops—the same taxes that are 
paid by privately owned and op- 
erated businesses in this country. 
He has been actively campaign- 
ing, has enlisted the aid of others 
and has written his two Senators 
and one Representative in Con- 
gress. 
The net result from these let- 


ters to Congress represents a 


rather discouraging response 
from one of the Senators who 
writes our jobbem friend as 
follows: 

“Receipt is acknowledged 
of your letter with enclosure, 
with reference to taxation of 
cooperatives. 

“As you no doubt know, un- 
der our Constitution all legis- 
lation concerning taxation 
must originate in the House of 
Representatives. A Joint Com- 
mittee on Internal Revenue 
has been studying the problem 
of tax exempt co-operatives for 
some time, and some effort has 
been made to do something 
about the situation of which 
you complain, but thus far no 
legislation has been _intro- 
duced. I am not a member of 
the Senate Finance Committee 
which considers tax legisla- 
tion, but you may rest assured 
that if and when such legisla- 
tion comes before the Senate it 
will receive my _ thorough 
study and consideration. I 
shall gladly bear in mind your 
comments in regard to the 
need for legislation to tax co- 
operatives. 

“With kind regards, and 
thanking yoy for submitting 
your views, I am...” 
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The Senator, of course, is tech- 
nically correct in his outline of 
procedure concerning taxation 
legislation and most business 
men know it. What this whole- 
saler wanted to know, and didn’t 
find out, is exactly where his 


same as he is taxed in his own 
business operations. But says the 
Senator on this point: 

“* . . you may rest assured 
that if and when such legisla- 
tion comes before the Senate 
it will receive my thorough 


three representatives in Congress 
stand on taxing the Co-ops the 


study and consideration. I 
(Continued on page 128) 








Points for Dealers to Emphasize 
On the Co-op Situation When Writing 
Their Senators and Representatives 


OU own your own business. 
You pay taxes that co-ops do not. 


You are not objecting to co-ops because they are competitors, any 
more than any other competitors, but why should you pay taxes when 
your competition does not? 


Co-ops should be taxed on the same basis that you are, or else you 
should be relieved of your taxes the same as they are. 


If co-ops cannot compete without subsidy, their customers gain 
nothing. Taxes must be paid by someone. If the merchant doesn’t pay 
them, his customers have to pay his taxes for him. 


In the average farm territory there are as many people living in 
the towns as on the farms. All town people, except co-op employees, 
are just as much interested as you are in having their representatives 
stop this unfair competition. 

No co-op or government agency engaged in business with private 
enterprise should have any advantage in the way of taxes over inde- 
pendent merchants. 

This Congress should act next spring, and the provision for tax- 
paying co-operatives and government agencies to be put on a basis of 
equality in taxes with private business should be incorporated in any 
provision of the revenue act. Some revenue bill of this type will be 
developed in the Ways and Means Committee of the House of Rep- 
resentatives soon. 

If Congress is honestly in favor of private enterprise, and is sin- 
cerely interested in helping the small business men, the very first step 
is to free them from tax-free co-operative and government agency com- 
petition. This competition is rapidly becoming the biggest menace to 
private tax-paying business, and particularly to tax-paying small 
business men, the independent merchants of our country. 

—From a bulletin to dealers by Masback Hardware Co., Inc., 
New York City wholesalers. 
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a 
trim and strong e e e this Lockwood Cylin- 
der Mortise Lock is one of a long line providing 26 different lock- 
ing functions, standardized as to size, backset and spacing. Some 
of them are shown bordering the above picture. Every lock fits 
into the same mortise. Essential parts are of forged bronze for 
extra strength, smoother operation. 
for greater turning ease in either direction. 


Knob action is semi-poised 


Your sales program can be built upon satisfied customers when 
you feature Lockwood Builders’ Hardware. Architects will see 
this advertisement in ARCHITECTURAL Recorp and PROGRESSIVE 


ARCHITECTURE. 
L-2D 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of Independent Lock Company ¢ Fitchburg, Massachusetts 
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Shown at the right are two 
examples of Roth's ads. The 
same border is used at all 
times. Copy within border is 
changed with every new ad. 


\ \ ELL planned adver- 


tising is a salesman that no progres- 
sive hardware man should ever lay- 
off. 

That is the opinion of Max Tepper, 
owner of Roth’s Hardware, Cham- 
paign, Ill. Mr. Tepper, during the 
past few years, has designed a type 
of newspaper ad which is both novel 
and distinctive, and which has helped 
his store to do a great deal of busi- 
ness. 


Remind the Public 


“I wanted to give the public the 
idea of the numerous items that our 
hardware store has in stock,” states 
Mr. Tepper. “I figured out one which 
lists many of these items on the bor- 

ders. I have a large enough ad, so 
3 that even with such listings on the 
ad borders, there is still sizable space 
at the center which I can use for 
display copy.” 

The multiplicity of items which 
his store stocks is now well known in 
the Champaign area, because there is 
no other ad of this type appearing in 
the local newspaper. Furthermore, 
Mr. Tepper publishes ads of this type 
once or twice a week. He is a be- 
liver in consistent advertising and 
finds that well planned advertising 
brings results. 


we « 


Sue ie 


4 Uniform Size 

3 Mr. Tepper’s ads are usually 6 in. 
wide and 81% in. deep. The central 
space for new copy is 314 in. wide 
by 534 in. deep. Wednesday is a 
favorite day for him to publish an 
ad, he says, because only a few mer- 
chants advertise.on this day and thus 
his ad gets greater reader attention. 
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CAN SEALERS—OVENS— MEAT CHOPPERS—LARD PRESSES—TRAYS— WAX-— 
SMOKING STANDS—STONE JARS—BROOMS—PITCHERS—BOWL COVERS. 


)\, BROOMS— STEP STOOLS—DISH TOWELS—CLEANSERS—WAX PAPER—TIN CANS- 


RESTAURANT SUPPLIES—ENAMELWARE—PAILS—-MASON JARS—COFFEE MAKERS— 


ac \BASKETS—FUNNELS—WASH BOARDS—CLOTHES DRYERS 
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ELECTRIC HEATERS 


Cabinet Type, Crackle Brown Finish. 1300 
Yatt. Long Life Unit. 


$ 1 - 


PECIAL 


PNEUMATIC 


TIRED WHEELS—BARROW WHEELS 
Fits any wheelbarrow equipped with 400x8 
4 ply tires. 


$ 1 0” 
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SHARPENING STONES—TROWELS—HO! 
UNCHES—TORCHES—SHOVELS—CLIPPERS— 


| People Say—“You can find it at Roth’s” ~ 
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BUILDERS HARDWARE—CASTERS—DOOR CLOSERS—VISES—PAINT—SCREEN DOORS—P 
CUTLER Y—BICYCLE SUPPLIES—SCALES—HOG WATERERS—ELECTRIC WIRE—SASH CO 





Crist DRILLS—HOSE—LOCKS—AWLS—-—COLD C 
RENCHES- MATTOCKS—CROW BARS—SHOVEL HANDLES— 


MORTAR HODS—RAILROAD PICKS—ELECTRICAL —HACK SAWS— 
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Every Ad Is the Same ¥ 


The 


numerous 


Friday is another day when he some- 
times publishes outstanding ads. 


hardware 


ts 
wm 
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Roth’s of Champaign, IIL, uses same) bo: 
of store in each advertisement bul! feo 
it. Border reminds customers of aly lin 


items 


which Mr. Tepper lists in the borders 
of his ads are set up in regular sized 
capital type. They are then pasted 
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BRACES—BITS— AXES —PLANES— 
4 -LEVELS—AXES-| Four Floors of Hardware BOLTS SA 
NAIL SETS— 4 LOCKS—AWLS, 
& & )\ HAMMERS-— SQUARES— A 
a -CLAMPS-— REAMERS/ © 
2 arabes $8 Side <= Genntinn. IVES, 2 








V4 to 1 inch; with 9 


7 lights,~each Burns 
Royal with the famous 





GREENFIELD “LITTLE GIANT, JR.” 


TAP AND DIE SETS 


V4 to Yo inch with both 
standard and S. A. E. thread 


MAYHEW, FINE STEEL 


TAP AND DIE SETS 
pay $33.50 


Other Sets $2.39 to $39.50 


GUD 60800 6-c0sdncdssadse 


FLUORESCENT TREE LIGHTS 
independently. Made by 


ED oS 5.5.2 a sdhendus teenie edaws 


MEN LIKE 


TOOLS 


FOR 
CHRISTMAS 
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BASKETS—FUNNELS—W ASH BOARDS—CLOTHES DRYERS —RICERS- 


SMOKING STANDS—STONE JARS—BROOMS—PITCHERS—BOWL COVERS. 


CAN SEALERS—OVENS— MEAT CHOPPERS—LARD PRESSES—TRAYS— WAX-— 


uv 
c 


SHARPENING STONES—TROWELS—HO 
NCHES—- TORCHES—SHOVELS—CLIPPERS— 
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RESTAURANT SUPPLIES—ENAMELWARE—PAILS—-MASON JARS—COFFEE MAKERS—, 
BROOMS— STEP STOOLS--DISH TOWELS—CLEANSERS—WAX PAPER—TIN CANS-, 
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“BITS People Say—“You can find it at Roth’s” 
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BUILDERS HARDWARE—CASTERS—DOOR CLOSERS—VISES—PAINT—SCREEN DOO 
CUTLERY—BICYCLE SUPPLIES—SCALES—HOG WATERERS—ELECTRIC WIRE-—SASH CO 





“TWIST DRILLS—HOSE—LOCKS—AWLS—-COLD CHIS: 
RENCHES- MATTOCKS—CROW BARS—SHOVEL HANDLES— 
MORTAR HODS—RAILROAD PICKS—ELECTRICAL —HACK SAWS— 
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onto the sides of the ad and an engrav- 
ing is made from the entire setup. 
The space at the center of the ad is 
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Yet Every One Is New 


ises same| border which outlines entire stock 
ment bul! features latest display copy inside 
ers of all) lines. New panel copy brings ‘em in 


open and can be used with different 
copy week after week, but the border 
always remains the same. Such an 











arrangement cuts down the cost of 
composition, Mr. Roth explains. 


Customers Check Needs 


‘Customers tell me that often when 
they see our ad they read all the 
items listed on the border just to see 
if they need any such articles,” says 
Mr. Roth. “Naturally such reading 
stimulates business. Many people 
phone for items and mention that 
they saw them listed in the border. 
They will sometimes try to tell us just 
at what point in the border they saw 
the item printed. Because of the 
numerous times people mention this 
ad, we know that it is attracting at- 
tention. Our sales also show the ef- 
fect of this type of advertising.” 

Mr. Roth staies that his newspaper 
advertising program costs him about 
$100 to $125 per month. He has a 
yearly contract with his local pub- 
lisher which gives him a much lower 
rate than if he advertised only occa- 
sionally. 

Champaign is a modern city, with 
a population of 24,000. Only two 
miles away is Urbana, home of the 
University of Illinois. Mr. Roth is 
proud of the fact that his store ap- 
peals to college students, town and 
rural residents as well as industrial 
firms. 


Variety of Appeal 


“Those ad borders listing items we 
earry can be read by the husband in 
the family, the wife and the children,” 
states Mr. Roth. “The farmer and the 
industrial plant owner will also find 
items of interest listed there. I think 
this variety of appeal is what makes 
such advertising pull well fer us.” 

(Continued on page 150) 
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If the Farmer Needs Seeds or Power Tools 


He Usually Finds Them at Jordan’s 


Ku business ac- 


counts for a large volume of business 
at the Jordan Hardware Co. in Ot- 
tawa, Ill., and one reason the farmers 
like to buy at this store is that a defi- 
nite attempt is made to please them 
and give them the service they need. 

Fertilizer and seeds are two lines 
that are in demand by local farmers. 
Fertilizer is bought in carload lots, 
and bulk seeds are also purchased in 
considerable volume. Farm women 
and men come to the Jordan store to 


And this Ottawa, Ill, firm handles 
about everything in between. Good 
display and stocks build volume 


buy these items which are given ex- 
cellent display in season. 

Farm hardware stocks are also a 
drawing card. The store carries a 
large stock of this merchandise and 
displays it on center tables where 
farmers can see it easily. 

Fencing, hog waterers, watering 
tanks, hog and poultry equipment, 
dairy supplies and tools are other 
items carried in stock and these arti- 
cles attract farmers from a wide area 
in the district. The Illinois corn and 
hog farmer is said to be one of the 
most prosperous farmers in America, 


and he believes in using modern 
equipment and supplies in attaining 
his profit. 

The Jordan Hardware Co. has an 
excellent electrical supply department 
which is heavily patronized. Wiring 
around many Illinois farms is quite 
extensive, especially since electricity 
is becoming used for more tasks. 
Many farmers purchase their own 

(Continued on page 148) 


Many farmers do their own wiring 
in this area and they find a lot 
of essential items on this table. 
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Customers find it 
an easy matter to 
handle the seeds. 
And that fact is 
a decided aid in 
increasing sales. 


This Seed Department Reminds Customers 


That It’s Time to Begin Planting 


L, you want to sell seeds 
one of the best things you can do is 
to keep them where they will be seen. 
See to it that their presence serves as 
a constant reminder to every seed- 
minded prospect who enters the store. 
The Till Hardware of Cascade, Iowa, 
sells a large volume of bulk seeds an- 
nually. And it is done because the 
firm keeps them in the public eye at 
all times. 

The firm uses a specially con- 
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The Till Hardware features them up 
front in a special display fixture 
that catches the eyes of customers 


structed rack to show its bulk seeds. 
and this rack is usually well toward 
the front of the store from February 
to July. Continuous display like this 
helps to boost sales. 

A special feature of the rack is that 
two lower shelves have been built to 
accommodate the insertion of large 
milk pails full of garden seeds, such 


ag beans, peas and corn. The pails 
are tilted outward so the customer 
can see the seeds on display without 
difficulty. 

In fact the display is such that the 
seed prospect is tempted to reach 
down and pick up a handful. If he 
does this, then the sale is usually 

(Continued on page 14%) 
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Regrets 


© MR. FAIRLESS—Your proposal 
to me in Washington last evening 
[Jan. 17] that the wage demand of 
the United Steelworkers of America-CIO 
be settled on the basis of a wage in- 
crease of 18% cents an hour, retroac- 
tive to Jan. 1, 1946, cannot, I regret to 
say, be accepted by United States Steel 
Corp. 


© MR. MURRAY—The international 
officers of the United Steelworkers of 
America have advised President Tru- 
man that they have accepted his recom- 
mendation for a_ settlement of the 
current wage dispute in the steel in- 
dustry and shall recommend its ap- 
proval by the international wage policy 
committee of the union. 


¢ MR. TRUMAN—I have just been 
informed that the United States Steel 
Corp. has refused to accept the com- 
promise offered by me yesterday [Jan. 
17] in the United States Steel Corp.- 
United Steel-workers controversy. It is a 
matter of great regret to me, and I am 
sure that it will be to all the people 
of the United States that all our efforts 
to avoid this steel strike have up to now 
failed. 


° ° ° 


The Blame 


© MR. FAIRLESS—From the outset, 
we have recognized how injurious a 
steel strike will be to reconversion and 
to the economy of this whole country. 
Most industries are dependent upon a 
supply of steel for their continued oper- 
ations. We have done everything rea- 
sonably within our power to avert such 
a strike. If a strike occurs, the re- 
sponsibility rests with the unian. 


© MR. MURRAY—tThe steel indus- 
try now has the full and sole responsi- 
bility for the strike which must take 
place 12:01 a. m. Jan. 21. The steel 
workers in this fight will be combating 


EDITOR’S NOTE: The steel strike is of more interest to the 
entire hardware industry than all other present strike situa- 
tions. Steel, as a material, is the real heart of most hardware 
products. When steel is not available there can be little hard- 
ware made. There is a very close affinity between steel 
production and the manufacture and distribution of hardware 
products. With that thought in mind. HARDWARE AGE pre- 
sents this accompanying analysis of the situation as high- 
lighted by President Truman, P. K. Murray, president of C.LO.., 
and Ben. J. Fairless, president, U.S. Steel Corp. This material 
originally appeared in The Iron Age, from which source per- 
mission has been given for this republication. 


the sinister forces which seek to stamp 
out our cherished democracy. 


e MR. TRUMAN-—A strike in the 
steel industry will be felt in practically 
every major industry in the United 
States. It will hamper our reconversion 
effort. It will stall our attempts to 
establish a sound economy to which 
our veterans can return. Its repercus- 
sions will be felt ail over the country 
and for a long time to come. I still 
hope, and on behalf of the great mass 
of American citizens strongly urge, that 
my suggestion of settlement be adopted 
by the United States Steel Corp. 


° oO ° 


Top Limit 


e MR. FAIRLESS—As I have tried 
to make clear to you and other govern- 
ment officials during our conferences in 
Washington over the past few days, 
there is a limit in the extent to which 
union wage demands can be met by us. 
We reached that limit when we raised 
our offer to the union last Friday from 
a wage increase of 1244 cents an hour 
to one of 15 cents an hour. This would 
constitute the highest single wage in- 
crease ever made by our steelmaking 
subsidiaries. - 


@ MR. MURRAY — President Tru- 
man’s decision is that there be a gen- 
eral wage increase of 18% cents per 


hour to the employees in the steel in- 
dustry effective as of Jan. 1, 1946. The 
facts surrounding the pending wage dis- 
pute in the steel industry have thor- 
oughly supported the wage demand of 
the union and completely justified the 
President’s decision. 


e MR. TRUMAN-—I have studied 
the facts and figures very carefully. The 
fact-finding board in the steel indus- 
try has reported to me informally. It 
has not had the opportunity to go into 
the merits of the case very fully, as it 
would have done if there were legis- 
lation now on the books for a “cooling- 
off” period. Nevertheless, after hearing 
the board and after long consideration, 
I believe that the suggestion made by 
me of 17.1 per cent or 18% cents per 


hour is fair. 
° °o 0° 


Statistics 
® MR. FAIRLESS—Under our offer 
of a 15 cents increase, the average 
weekly take-home pay of our steel 
workers for a 40-hour week would 
amount to $51.60, assuming that no 
overtime is involved. This figure is 
only $4.54 less than the actual average 
weekly earnings of these employees, in- 
cluding overtime, in the last full war 
year of 1944, when the average work 
week was 46.1 hours. The difference is 
really less, because we will undoubtedly 
continue to have overtime in the future, 
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just as we have at the present time. 
In November, 1945, overtime premiums 
to our steel workers aggregated more 
than $1,300,000. Such reduction of $4.54 
in weekly take-home pay is the natural 
consequence of a shorter work week of 
40 hours, and therefore one of lower 
production. 


¢ MR. MURRAY-—In April, 1945, 
the last full month preceding VE-Day, 
the average weekly earnings of steel 
workers were $56.32. The Bureau of 
Labor statistics, within the past few 
days, has reported that the straight- 
time average hourly earnings for steel 
workers in October, 1945, were $1.087. 
It is undisputed that the steel industry 
is now operating on a 40-hour week 
without any overtime. This means that 
at present—assuming that the straight- 
time average hourly earnings have not 
fallen since October, which they cer- 
tainly have due to down-grading and 
other factors—the weekly earnings for 
steel workers are $43.48. There has 
therefore been a slash in the earnings 
of the steel workers since April, 1945, 
of $12.84. The wage increase recom- 
mended by President Truman will thus 
provide for a substantial, but not full, 
restoration of the loss in weekly 
earnings. 
° °o 0 


Bargaining? 


* MR. FAIRLESS—As you know, 
collective bargaining negotiations with 
the union broke dewn at the White 
House yesterday afternoon [Jan. 17] 
because Mr. Murray then refused to 
budge from his position that a country- 
wide steel strike must take place, unless 
steel workers are granted a general 
wage increase of 1914 cents an hour. 
Our offer of a wage increase of 15 
cents an hour was again rejected by 
the union. The union threatened to go 
ahead with its program for a national 
steel strike at midnight next Sunday 
(Jan. 20]. Although such a strike will 
be # clear violation of the no-strike pro- 
vision contained in our labor contracts 
with the union, which continue by their 
terms until Oct. 15, 1946. 


® MR. MURRAY-Since September, 


1945, a period of four months, the union 
has sought—unsuccessfully—to engage 
in collective bargaining with the steel 
industry over the union’s wage demand 
for an increase of $2 a day. Twice the 
United States government, through Sec- 
retary of Labor Schwellenbach, request- 
ed the United States Steel Corp. to 
meet with the union in collective bar- 
gaining. To all these efforts—the steel 
industry has given a cold “no.” Regard- 
ing the statement that the USWA is 
violating its contract if it strikes, I 
deny this. A clause permitting reopen- 
ing of the agreement if wage stabiliza- 
tion policy were changed allowed a 
strike if wage talks collapsed. 


° ° ° 


Ability to Pay? 


e MR. FAIRLESS—When the gov- 
ernment at the eleventh hour informed 
us about a week ago of its willingness 
to sanction an increase in steel ceiling 
prices, we at once resumed collective 
bargaining negotiations with the union. 
Such price action by the government was 
a recognition by it of the right of the 
steel industry to receive price relief be- 
cause of past heavy increases in costs, 
something which the steel industry for 
many months has unsuccessfully sought 
to establish with OPA. 


© MR. MURRAY—American indus- 
try, fattened with war profits, guaran- 
teed a high level of profits through 
special tax rebates under laws written 
at their behest, have deliberately set 
out to destroy labor unions, to provoke 
strikes and economic chaos, and hijack 
the American people through uncon- 
trolled profits and inflation. They are 
determined to accomplish their objec- 
tive regardless of the risk to our nation. 


© MR. TRUMAN—I urge the United 
States Steel Corp. on the ground of the 
public interest, as well as good busi- 
ness, to accept this settlement. 


° ° ° 


‘Cost of Living 


© MR. FAIRLESS — Since January 
1941, the average straight-time hourly 
pay, without overtime, of our steel 


workers has increased more than the 33 
per cent increase in the cost of living 
during that period, recently computed 
by government authorities. Steel work- 
ers’ wages have kept pace with in- 
creased living costs. Such average 
straight-time pay in our steel-producing 
subsidiaries was $1.14 an hour in each 
of the months of September, October 
and November, 1945, excluding any over- 
time premium and any amount for cor- 
rection of possible wage inequities. An 
increase of 15 cents, in accordance with 
our offer, would raise such average 
straight-time pay to $1.29 an hour, plac- 
ing such pay among the highest today 
in all of American industry. 


© MR. MURRAY-—It is to the in- 
terest of all Americans, if we are to 
provide a firm foundation for an ex- 
panding economy of full production and 
full employment, that the purchasing 
power of the workers of the nation be 
maintained and steadily increased. It 
is with this objective in mind that the 
CIO and its affiliated unions have been 
endeavoring for the past year to secure 
substantial wage increases. If this end 
is not achieved, the high level of profits 
of industry will prove to be illusory and 
our nation will inevitably be plunged 
into a terrifying depression with all its 
consequent evils. 


° ° ° 


Denial 
® MR. FAIRLESS — My attention 
has been called to a press dispatch set- 
tng forth a statement about me al- 
legedly made by Mr. Philip Murray at 
his press conference recently. It is a 
base falsehood that I ever stated to Mr. 
Murray that I regarded his demand of 
a wage increase of 191% cents an hour 
as meritorious, or that I would recom- 
mend favorably to the steel industry the 
acceptance of such a wage increase. 
Quite the contrary, I told Mr. Murray 
repeetedly that such a wage increase 
was excessive and out of the question. 
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Much of the merchandise is on open shelves, the balance is below counter level behind glass 


Attractive Displays Draw Customers 


To China and Glassware Department 


A CONSTANTLY ex- 


panding chinaware and gift depart- 
ment proved to be extremely profit- 
able for the Detthof Hardware Co. of 
Muscatine, Iowa, during the wartime 
period and is expected to produce 
even more revenue during the post- 
war period. 

Neatness is the watchword in this 
section. Colored pottery and gifts 
of glassware are featured on sidewall 
shelves the backgrounds of which are 
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Detthof Hardware Co. is planning an 
enlarged and improved section for 
these lines in the post-war period 


painted in a light shade with dark 
outside trim. This affords an excellent 
contrast and makes the merchandise 
stand out effectively. Everything is 
easy to see and there is no crowding 
anywhere in the section. 

Sidewall shelves from counter level 
up and open. Display levels below 


the counter are enclosed with glass 
doors. Additional merchandise is 
featured in this area and can be seen 
easily behind the glass. The effect 
helps increase the sales appeal of the 
entire stock. 

Much of the ovenware, glassware 

(Continued on page 149) 
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Bac: regional office of the Department of 
Commerce, Office of Surplus Property, is responsible for 
the sale of the surplus property located in the states it 
serves. For information regarding such property, inquiries 
should be addressed to the Regional Office, Consumer 
Goods Division, Office of Surplus Property, serving the 


How to Get Information on 
SURPLUS PROPERTY 


An outline of the various steps to take 
in order to obtain data on the subject 


state, in which the property is located as indicated by the 
region number printed with each item listed in the 
Surplus Reporter. This magazine is a Consumer Goods 
Division notification of available property which has 
been declared surplus to the needs of other government 
agencies and which is for sale. 

Only one Surplus Reporter for each of the commodity 
sections is issued for all regional offices. To obtain a 








Regional Offices and The States They Serve 


Listed below are the addresses, telephone num- 
bers and the states served by the Regional Offices 
of the Department of Commerce, Office of Surplus 


Property: 


SERVING 


Connecticut, Maine, 
Massachusetts, New 
Hampshire, Vermont, 
Rhode Island. 


REGION 1 
600 Washington St., 


Boston 11, Mass. 
Lafayette 7500 


REGION 2 
6lst Floor, 
Empire State Bldg., 
New York 1, N. Y. 
Murray Hill 3-6800 


REGION 3 
Lafayette Bldg., 
5th & Chestnut Sts., 
Philadelphia, Pa. 
Walnut 4400 


REGION 4 
704 Race St., 
Cincinnati 2, Ohio 
Parkway 7160 

REGION 5 
209 So. La Salle St., 
Chicago 4, Ill. 
Franklin 9430 


REGION 6 


105 Pryor St., NE. 
Atlanta 3, Ga. 
Walnut 1301 


New York, New Jersey. 


District of Columbia, 
Delaware, Pennsylvania, 
Maryland, Virginia. 


Indiana, Kentucky, Ohio, 
West Virginia. 


Illinois, Michigan, North 
Dakota, South Dakota, 
Minnesota, Wisconsin. 


Alabama, Florida, 
Georgia, Mississippi. 
North Carolina, South 
Carolina, Tennessee. 
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REGION 7 
Post Office Box 1407 
Fort Worth I, Tex. 
Phone: 2-1287 


SERVING 
Louisiana, Texas, Arkan- 
sas, Oklahoma. 


REGION 8 
2605 Walnut St., 
Kansas City 8, Mo. 
Harrison 0375 


Iowa, Kansas, Missouri, 
Nebraska. 


REGION 9 


728 Fifteenth St., 
Denver 2, Colo. 
Keystone 415] 


New Mexico, Utah, Col- 
orade, Wyoming. 


REGION 10 


30 Van Ness Ave., 
San Francisco 2, Cal. 
Underhill 1922 


California, Arizona, 
Nevada. 


REGION 11 
2005 Fifth Ave., 
Seattle 1, Wash. 
Maine 2782 


Oregon, Montana, 
Idaho, Washington. 


Reconstruction Finance Corporation 
Sales Conditions for Surplus Property 


Replaces Commerce Department Sales Conditions 


No. 1 of July 9, 1945 
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copy, listing the commodities in which you are interested, 
located anywhere in the United States, make your re- 
quest to be placed on the mailing list only of the regional 
office serving the state in which you are located. It is not 
necessary to make this request of any other regional of- 
fice as each office issues the same publication. 


The Conditions 
Subject to any qualification which may be made in 
writing in the solicitation of bids, all sales are subject to 
the following conditions: 


1. All sales are on a cash basis and payment in full 
must be made promptly afterward and prior to the re- 
moval of the property. 

2. Property must be removed at the purchaser’s ex- 
pense within 10 days (or such other period as may at any 
time be specifically allowed in writing) after the date of 
mailing by the Government of the notice of sale, which 
will be the purchaser’s authorization to obtain delivery 
of the property. Without limiting any other rights it may 
have, the Government may require the payment of stor- 
age charges with respect to property not removed within 
the required time and reserves the right to cancel the con- 
tract with respect to any such property. The purchaser 
shall be responsible for any damage to surrounding 
property, including buildings, resulting from the removal 
of the property. 

3. It is expected that the Government agency in pos- 
session will exercise its usual care for the protection of 
the property, but the Government will not be liable in 
the event of loss, damage, or destruction from any cause 
whatsoever. The Government, however, will refund to 
the purchaser any amount paid with respect to property 
lost or destroyed during the period allowed for removal 
and prior to actual removal. 

4. The Government warrants its title to the property 
sold but makes no other warranty, express or im- 








plied by way of description of the property or otherwise. 

5. Sales are subject to such adjustment, upon the re- 
quest of the purchaser, as the Director of the Office of 
Surplus Property, Consumer Goods Division, Reconstruc- 
tion Finance Corporation, or his designated representa- 
tive, may, in his discretion, determine to be equitable 
under the circumstances. Requests for any such adjust- 
ment will be considered only if filed within 20 days after 
the date of the mailing of the notice of sale (or such 
other period as may at any time be specifically allowed 
in writing) in the manner prescribed by applicable regu- 
lations of the Office of Surplus Property, Consumer 
Goods Division, Reconstruction Finance Corporation, 
copies of which may be obtained from that office, Wash- 
ington 25, D. C., or any regional office of that office. The 
determination of the Director, Office of Surplus Property, 
Consumer Goods Division, Reconstruction Finance Cor- 
poration, or his designated representative, shall in all 


cases be final. 


6. No member of or delegate to Congress or resident 
commissioner, shall be admitted to any share or part of 
this contract or to any benefit that may arise therefrom 
unless it be made with a corporation for its general 
benefit. 

7. In case of error in the extension of prices to the 
“Total Price” column in the bid, the unit price will 
govern. 

8. The Government reserves the right to reject any or 
all bids or parts thereof, and to waive technical defects 
therein. The Government also reserves the right to with- 
draw from sale any property prior to the removal thereof 
without incurring any liability except to refund to the 
purchaser any amount paid with respect to such property. 
The Government further reserves the right to cancel the 
contract without liability if made on behalf of any prin- 
cipal whose name and address is not set forth in the bid. 

Bidders are urged to inspect property prior to submit- 
ting bids. 








shall gladly bear in mind your 
comments in regard to the 
need to tax co-operatives.” 
We have seen similar mean- 
ingless responses from Congress- 
men and always urge their recip- 
ients to write again and request, 
as tax-paying and voting citizens, 
some expression as to where their 
Congressmen stand on the issue 
—and to remember the answer 
during re-election campaigns. 
You can be sure the Co-ops are 
polling Congressional opinion 
and trends at every opportunity 
and will make themselves heard 
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Just Among Ourselves 


(Continued from page 118) 


and felt this fall when the entire 
House and one-third of the Sen- 
ate is up for election. Tax-pay- 
ing business men should do the 


* 





same thing and enlist all support- 
ing aid in this project. That is 
the only way the Co-ops will be 
taxed as they should be taxed. 


* 


He Worked Hard and Laughed:— 


EVIEWING briefly some of 

the prominent and success- 
ful hardware men who passed 
away in recent years, Saunders 
Norvell recently observed about 
one former good friend: 





“He was one of the ugliest 
men I ever knew but he 
worked and laughed, was a 
good fellow and very suc- 
cessful.” 

It’s worth remembering. 





HARDWARE AGE 





ttherwise. 


n the re- 
Office of 
construc- 
presenta- 
equitable 
h adjust- 
ays after 
(or such 
allowed 
ble regu- 
‘onsumer 
oration, 
e, Wash- 
fice. The 
roperty, 
nce Cor- 


ll in all 


resident 
part of 
erefrom 
general 


; to the 
ice will 


any or 
defects 
to with- 
thereof 
to the 
‘operty. 
icel the 
y prin- 
he bid. 


submit- 


pport- 
hat is 
rill be 
ed. 


gliest 
tt he 
yas a 

suc- 


AGE 








Sales and Traffic in Paint 


The Potter Hardware finds complete 
segregation of section in basement 
and separation of operation from 
rest of the store to be an asset 





“M 
AKE the paint 


department a completely separate de- 
partment.” That’s the advice of J. A. 
Potter, Jr., who owns and operates 
the Potter Hardware in the Westwood 
Village section of Los Angeles, Cal. 


This stairway leads the 
way to the paint depart- 
ment in the basement. 


“We follow a strict departmentized 
setup in our store,” Mr. Potter says, 
“and in no other department do we 
hew to the line when it comes to sep- 
aration, as we do with paint. We have 
found that by following this policy 
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Here is the storeroom, the “no-man’s- 
land” of the paint department. “Keep 
the door locked,” says J. A. Potter. 





we have been able to substantially 
increase our paint volume and make 
the department headquarters for 
home buyers and commercial paint- 
ers alike.” 

First, the Potter paint department 
is in the basement, and one section 
of the large sales room is set off for 
nothing but paint lines and legitimate 
accessories. A large sign, just inside 
the front door, has an arrow point- 
ing to the stairs leading to the de- 
partment. A second sign hangs over 
the stairway. 

Second, two salesmen are assigned 
to the paint department, and the 
auditing department keeps a separate 
record on each of them. At a glance, 
Mr. Potter can tell what each sales- 
man is doing by the day or week or 
month, At the end of each 30 days a 
full report is made up. This report 
shows the ratio of salary to sales. For 
example if a certain salesman did a 
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total monthly business of $3,450.40, 
and that man received a salary of 
$255, his salary to sales record is 7.1 
per cent. 

“In this particular case,” Mr. Pot- 
ter points out, “the record is unusual- 
ly good. We feel that if a salesman 
can show a nine to ten per cent cost 
on his salary to sales record, he is 
doing well. And if this salesman has 
other duties, such as part department 
management, the cost might even go 
to fifteen per cent and still be satis- 
factory. 


Accuracy Essential 


“The point is, having the depart- 
ment a separate unit, and checking 
each employee’s records daily, we 
have an accurate account of just what 
the department is doing.” 

Third, all advertising and promo- 
tion for the department, while han- 
dled under the general store budget, 
is kept separate. The department is 
advertised in four papers each week 


and direct ‘mail circulars are sent out 
monthly. This latter plan was dis- 
continued for two years during the 
war but is now again in operation. 

One of Mr. Potter’s phobias is the 
“no-man’s-land” or store room for 
the paint department. “There is noth- 
ing less attractive,” Mr. Potter said, 
“or less conducive to good merchan- 
dising than having paint litter around 
the department. It is a necessary 
evil, to be sure, but not one that needs 
be out in the open where the buyer 
can appraise your sloppy job of 
housekeeping. 

“We have a storeroom adjoining 
our paint department where reserve 
stocks are kept along with odd bottles 
of oil, contginers, bulk powdered 
paints, ete. And we have a fast rule 
that the door must be kept locked at 
all times. There is a catch on the 
inside of the door and when a sales- 
man goes in our ‘no-man’s-land’ after 
something, he closes the door and 
fastens it.” 


The total floor space at the Potter 
Hardware runs between 11,000 and 
12,000 sq. ft. Two-fifths of this is 
used by the houseware and paint de- 
partments. The space between these 
two departments is about equally di- 
vided. 


Must Be Independent 


“Here’s another point we watch 
closely,” Mr. Potter says. “Every de- 
partment must stand on its own feet 
when it comes to floor space. We are 
short here and we expect departments 
and lines to show cause why they 
need such and such a display and 
sales floor. 

“If the volume and turnover war- 
rant the space, fine, if not we begin 
to check to see what’s wrong. The 
time to check a loss is before it runs 
into big figures. We have found that 
with our departmentized system we 
are able to ferret out the bad lines 
and department units before they tip 
the scales too far on the red side.” 


Rhymed Advertisement Builds Sales 
Of Spring Gardening Merchandise 


— spring promotion of lawn 
and garden needs brought excel- 
ient results, according to Leigh A. Gal- 
loway, manager of the Laguna Beach 
Hardware Co., Laguna Beach, Calif. 
“In the first place our garden needs ad 
was ‘different’,” he said. “It was couch- 


ed in rhyme, with outline drawings of 
different garden tools in the border.” 
The ad read as follows: 


The time has come to talk to wives 
Of hoes and rakes and pruning knives. 
It’s time for gardeners and such 
To give our spring a local touch 
By breaking into sonnets; 
While little wives clutch pruning knives 
And don their garden bonnets. 
It’s time for man and boy and maid 
To wear the rust from garden spade 
By digging in the soil; 
It’s time to take the mower out, 
And if in case it has the gout 
To shoot it full of oil. 
It’s time to scan the garden plot, 
and improve, too, that next door lot— 
They both could use a sickle. 
And maybe you should now connive 
To buy yourself a slashing scythe 
For weeds now grow so thickly. 
If you must plant and sow and till 
That lump of soil upon that hill 
Where now your house is sitting 
You'll find we have all these and those, 
Including garden hose and hoes—- 
Your needs exactly fitting. 
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It’s spring—the grass has upward sprung, 
And with it also it has brung 

Some tough, unwanted weeds. 
So rush—don’t walk—down to our place, 
Before you lose your living space. 

Obtain these garden needs. 


“We backed this up with a simple 
and direct window display,” says Mr. 
Galloway. “A big flower pot held a 
trellis on which was a flowering vine 
while wall brackets held trailing ivy. A 
gaily painted wooden fixture simulating 
a wheelbarrow held flower pots and in- 
sect spray. On the floor were smali 
garden tools and a coil of hose, and a 


This window display 
featured the idea 
of spring gardening 
to the limit. Tools 
and other equipment 
were shown and the 
trellis and flowers 
furnished plenty of 
proper atmosphere. 


hoe, rake and small cultivator leaned 
against the wall. The larger garden 
tools were shown in a rack just outside 
the door, and the smaller ones on a 
long table just inside, where they could 
be seen by passersby as well as visitors 
to the store. Quality tools only were 
featured, and each bore a small price 
tag. This promotion was started Febru- 
ary 7th—perhaps a little early for some 
sections of the country—but by getting 
the people garden-minded early the 
lawn and garden supplies season was 
prolonged and the volume of trade in- 
creased.” 
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HE better informed employees 
1 about the plans and poli- 

cies the owner or the manage- 
ment of a store may have for a 
business, the better these plans will 
be carried out and the greater will be 
the results achieved. 

Employees like to be taken into the 
confidence of the management when 
problems arise. They are close to the 
customer and know almost exactly 
how he will react to something new. 
Their advice and suggestions are cer- 
tain to result in better acceptance of 
a new activity or policy by the cus- 
tomer. 


Your Best Promoters 


When some change is necessary in 
the business, the employees must be 
sold on it first. They can be sold on 
the change more easily if they have 
been consulted in the matter and 
understand why something must be 
done. The employees will then be 
the best promoters of the new pro- 
gram to the customers. Edicts handed 
down by management seldom if ever 
are as successful as are plans of op- 
eration in which the employees have 
had a part. 


Must Have a Program 


Today, every retail hardware busi- 
ness must have a program for the 
future. It will no doubt be necessary 
for the management to adopt other 
policies that will revise these plans 
and enable the business to adjust it- 
self to current situations. These 
changes will affect employees and 
customers alike. 

More aggressive sales promotion 
will soon be possible for most hard- 
ware businesses. Every employee will 
be affected by the new program and 
will want to do everything he can to 
assure success of the undertaking. 
Each one must be kept fully informed 
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Keep Employees Well Informed:— 


about what the management has in 
mind. 

Hardware stores will have to de- 
cide on the lines of new merchandise 
they will handle. The employees will 
be greatly interested in these deci- 
sions and will be able to contribute 
valuable ideas. No buyer of a line 
of merchandise ever made a success 
of the line unless the persons selling 
it were sold on it too. 


Help Modernization 


Many firms will be modernizing 
fixtures and generally making their 
establishments more interesting places 
for the customer. Here employees 
can be real champions in achieving 
such a program and also making the 
customers feel at home in the new 
stores. 

Management has its limitations but 
with the support of the employees 
anything can be done. 





A few more weeks and spring will 
be here again and with it will come 
the demand for spring merchandise. 
This is the time when the employee 
can make himself invaluable to his 
store merely by keeping his eyes 
open and reporting his discoveries 


to the head of his firm. 


See What They Need 


Every store employee has friends 
and they in turn have friends. Keep 
your eyes and ears open and find out 
what these people will need in the 
way of lawn and garden seeds, tools, 
lawn furniture and the many items 
which will be used when the weather 
moderates. Do a bit of scouting as 
you walk around the town and see 
for yourself what is needed by other 
people. Make notes of what you find 
out and be sure that you turn in 
your information to the head of 
your firm. You'll both be helped if 
you do. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. Each 
question correctly answered is worth 20 points. A grade of 100 is excellent; 
80 is good; 60 is fair; 40 is poor, and 20 very poor. The correct answers to 
these questions will be found on page 227. : 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A dealer stocks loose rock wool which costs him 65 cents per 35 lb. bag. 
Competition in the town sells this item at 98 cents. Figure the margin on the 
item if dealer meets the competitive price. 


2—List the hardware a dealer might sell for a front entrance door of a 


home. Door size is 134 in. 


3—A good asbestos asphalt roof coating covers 75 sq.ft. on metal roofs. 
How much coating will a customer need to cover a shed type roof 15 ft. by 


50 ft.? 


4—A 35-lb. bag of loose rock wool covers 20 sq.ft. to a depth of 3 in. How 
many bags will be needed to cover an attic 20 ft. by 30 ft. to a depth of 6 in.? 


5—A customer purchased $10 worth of lamps. In this quantity the dealer 
gives a discount of 20 per cent off list. The sale is also subject to the 744 per 
cent Federal Tax. Figure the amount the customer paid for the merchandise. 


(Answers on page 227) 












OOKING into the “reconverted” 
future—the “Age of Electrical 
Living,” Westinghouse Elec- 


tric Corp., Mansfield, Ohio, sees a 
$4,500,000,000 business. In part, this 
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As It May Be Seen in the “Thrift 


is to come from more than $215,000.- 
000 yearly from improved wiring in 
new and remodeled homes; from a 
market demand of more than $2,000,- 
(000,000 small and large appliances— 
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The “U” type kitchen is efficient in the “thrift” plan because 
the counter surface is continuous around three sides of the 
room. This is a good plan for this type of kitchen, one 
that contains only an electric range, refrigerator, venti- 
lating fan and clock as fixed electrical equipment. Plenty 
of outlets are provided for portable electric appliances. 


from lighting fixtures to refrigerators. 

This is to mean a demand for elec- 
trical appliances in new and existing 
homes of $3,000,000 electric refrig- 
erators—800,000 electric ranges— 
2,500,000 washing machines and 
2,000,000 vacuum cleaners as well as 
5,000,000 radios plus the huge variety 


of smaller appliances. 


” ogat! Electrical 
The ston oD aril 


d 


Specifications for the “thrift” or mini- 
mum installation call for an electric 
range, refrigerator, clothes washer, 
water heater, ironer and lighting 
with standard fixtures and floor 
lamps using incandescent bulbs. 
Above is shown mockup board for 
this installation. 


The “Budget” Electricé 


Several pieces of electrical equipment, to- 
gether with the introduction of automatic 
controls and other features form the next 
or “budget” degree. The limited use of fluo- 
rescent lighting appears. Wiring requirements 
are increased to care for the added loads. 
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But when these appliances will be 
available; when dealers will be able 
to sell their share of this market po- 
tential, is still problematical. Yet no 
hardware dealer can afford to mark 
time. In this period of waiting is the 
opportunity to clean shop, literally 
and figuratively; to brush off mer- 
chandise and sales programs laid 





Further refinements and additional 
equipment have been added to form 
the “ideal” installation. The use of 
fluorescent lighting increases while 
incandescent lamps decrease in this 
third standard of “Electrical Living”. 
And the wiring facilities are ex- 
panded considerably. 


Electricd™ Installation and Kitchen 
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As Westinghouse Sees It 


“Budget,” “Ideal” and “Deluxe” Homes 


aside in the fever of getting war busi- 
ness. In the seHing job ahead, when 
the seller’s market is over, merchan- 
dise will again be sold competitively. 

Going further than analyzing the 





appliance market, Westinghouse has 
envisioned typical electrical rooms of 
the future shown on these pages. 
Which of these can you adapt to the 
homes in your community ? 
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For the home in the “ideal” classification of electrical living. 
this modern kitchen plan provides an electric range, re- 
frigerator, dishwasher, garbage disposal unit, ventilating 
fan and clock as fixed equipment. This kitchen represents 
a step up from the one on the other page. And, of course, 
there are numerous outlets for any portable equipment. 
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When one can afford a little more than the 
basic electrical equipment, this “budget” 
type kitchen may be the answer. The fixed 
electrical equipment includes an electric 
range, refrigerator, dishwasher, ventilating 
fan and clock and, of course, needed outlets. 













The “De Luxe” Electrical 
Installation and Kitchen 


This display board below shows all of the 
equipment for the ultimate in “electrical 
living.” Electrical servants are used for 
most household tasks, fluorescent lighting 
is almost complete. Extra wiring and wir- 
ing apparatus insure current and safety. 


i ie 


For a home in the “de luxe” or highest of the four classifi- 
cations, this kitchen plan is offered. Decorative lighting 
has been added to electrical fixtures as needed for the 
“ideal” home and all of the electrical equipment provided 
is of the highest type. It is truly a “de luxe” kitchen. 


Good Laundry Planning 


A complete ironing center will in- 
clude a modern electric ironer wit*: 
convenient storage for finished work 
as shown in this illustration. Note 
the automatic washer and _ the 
matching electric drier. Everything 
is scientifically arranged with a view 
to the saving of steps and lessening 
of work common to “Blue Mondays.” 


(Additional illustrations on page 212) 


Laundry-Utility Room 


Here’s a practical idea with the 
laundry in the utility room, together 
with air-conditioning and air-clean- 
ing equipment. a modern home 
freezer—and all compactly arranged 
so that there is plenty of room left 
for enjoying table tennis or any 
other type of indoor activities com- 
mon to the modern play room or 
“rumpus room.” 
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The Technique of Salesmanship 


Some people are endowed with the personality 
necessary for successful selling; others must 
develop it. This article outlines some of the 
ways in which this quality may be developed 


By KARL S. BOWMAN 


Part 2 
Developing Selling Personality 


i“ second most im- 


portant “must” for a retail hardware 
salesman is personality—the ability 
to radiate that certain something that 
inspires liking and confidence in the 
customer’s mind. 

Some lucky salesmen are born with 
this wonderful ability and they just 
naturally use it all the time without 
even realizing it. Every salesman, 
however, can develop it if he will 
make the effort to do so, and keep 
constantly at it. 


The First Step 


The first step is to learn to radiate 
a welcome. When a customer enters 
the store—in that split second before 
a word is spoken—you must convey 
to him the fact that you are glad to 
see him. Drop whatever you are do- 
ing, look directly at him and flash 
him a smile. And be sincere. You 
must feel in your own heart and mind 
that you are glad to see him. 

If you are checking a bill of mer- 
chandise, talking to another person, 
arranging a case or concentrating on 
some certain thing that you are anx- 
ious to get completed, you must not 
have that feeling of “Oh, rats! Here 
comes someone to interrupt me.” 

’ For if you do feel that way about 
it, you cannot, no matter how hard 
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you try, make the customer feel that 
you really are glad to see him. You 
cannot carry a feeling of exaspera- 
tion in your mind and at the same 
time an expression of animated plea- 
sure on your face. If you think you 
can, try it some time, looking at your- 
self in a mirror. 

So, in order to be prepared to ra- 
diate a welcome at a second’s notice, 
you must always start any specific 
duty with the idea in mind, that no 
matter how important that duty may 
be, or how anxious you are to get 
it done, you will welcome the sound 
of anyone opening the front door. 
You must realize that the customer 
is the person upon whom the very 
existence of the store, and your job, 
depend, and therefore, that he is 
much more important than anything 
else in the whole store or anything 
that you are doing. And you must 
make him sense this feeling by your 
first expression. 


Ability to Inspire Confidence 


Then comes the ability to inspire 
confidence. That is a matter of hav- 
ing complete knowledge regarding 
everything about the store; the things 
you say and the way you say them; 
your manner, your carriage, and 
your appearance. 

After you have flashed assurance 
to your customer that you are glad 








KARL S. BOWMAN 


to see him, do not stand still and let 
him come to you. Walk towards him 
and walk with an air of complete self- 
confidence. But please note carefully 
that the last word is—‘“self-confi- 
dence” and not “self-satisfaction.” 
You must not have the appearance 
of strutting or of feeling superior. 


Twofold Purpose 


Remember that your purpose is 
twofold—to convey to the customer 
by your carriage and expression that 
you are there only to serve him, and 
that you are completely capable of 
doing so. Every expression of your 
face, the tone of your voice and every 
word you use must inspire the cus- 
tomer with the feeling that he can 
have absolute confidence in you and 
what you tell him, whether he is after 
information or merchandise. 

You must not let any feeling of 
doubt enter his mind as to the cor- 
rectness of the information you give 
him. You must make him feel that 
you speak with the authority born of 
complete knowledge. He must not feel 
that he has to go to some other store 
or some other person for their opin- 
ion or for confirmation of what you 
tell him. 

If you can convey this impression, 
(Continued on page 146) 
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FOR EVERY 
FARM NEED 
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FARM FENCING 
NEEDS WINDOW 


MERCHANDISE: Poultry fence, 
field fence, hog fence, poultry 
netting. barbed wire, smooth 
wire, fence staples, electric 
fence controllers, hot shot bat- 
teries, fence knobs, fence 
posts, electric fence gates, 
post hole diggers and fence 
stretchers. 


BACKGROUND: Center panel 
of bright yellow corrugated 
board or painted wallboard. 
Side panels of light purple 
material. Cut-out letters of 
purple material. 


Feature Farm Fencing, Paint and 


Accessories in Early March 


HARDWARE AGE Original Window Display IDEAS 


PAINT AND 
ACCESSORIES 
WINDOW 


MERCHANDISE: Color boards 
showing samples of various 
types of paint, flat wall paints, 
gloss interior paints, house 
paint, enamel, varnish, barn 
paint, boiled oil, turpentine. 
brushes and brush cleaners 


BACKGROUND: Center panel 
of light pink corrugated mate- 
rial or painted wallboard. Side 
panels of light green material. 
Cut-out letters of bright red 
material. 









































PAINT 


IMPROVES AND PROTECTS 
YOUR PROPERTY 
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Ta MONTH, the Boy Scouts 
of America will celebrate their 
36th anniversary. Inevery com- 
munity in the country these 
youngsters will take time out to 
commemorate the founding of 
their organization and rededi- 
cate themselves to their fine 
principles of clean living. 

Scouting offers an ideal train- 
ing program, which builds 
stronger, more solid citizens. As 
part of that program, the win- 
ning of a Marksmanship merit 
badge offers Scouts the benefi- 
cial training and great fun of 
rifle shooting. And, in one sense, 








PREPARED” 





it helps them to live up to their 
motto, ““Be Prepared.’ 

“Be Prepared” is a motto 
that has many applications to 
your own business. Me prepared 
to meet merchandising prob- 
lems by keeping abreast of the 
latest selling methods. Be pre- 
pared with ample stocks of 
merchandise. And, toward that 
end, be prepared to meet the 
demand created by the Boy 
Scouts’ interest in the marks- 
manship badge by ee 
Remington ammunition an 
rifles. For boys soon learn “If 
It’s Remington — It’s Right!” 








YOU CAN DO BUSINESS WITH BOYS 
WITH THESE REMINGTON RIFLES IN STOCK 





NO OTHER low-priced 22 bolt action 
rifles have all of the startling features 
found in these popular Remington ri- 
fles. Self cocking bolt; red firing indi- 
cator, double cams, double locking lugs, 
new type bolt handle, encased bolt head, 
and double extractors are just some of 
the many fine features of these guns. Two 
of the most outstanding features are 
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Remington “Scoremaster’’ Model 511A, bolt action box magazine 


Remington “Sportmaster’’ Model 512A, bolt action tubular magazine 










repeating rifle 





repeating rifle 


the safety and firing indicator. Shooters | 


can tell when the rifle is cocked simply 
by looking at the red firing indicator, 
and the convenient thumb safety as- 
sures positive control of the rifle. If you 
want to sell the boys’ mariet, you can’t 
fail with this selection of Remington ri- 
fles. They are being shipped to jobbers, 
from time to time, in limited quantities. 


MORE SPEED THAN 
AN AIRPLANE IN THE 
| FASTEST POWER-DIVE 





BRIDGEPORT, CONN., February 14, 
1946. The tremendous power of a Rem- 
ington Hi-Speed 22 can be largely attrib- 
uted to its velocity! Remington Hi-Speed 
22’s travel faster than an airplane in a 
power-dive, faster than the speed of 
| sound. And they have enough impact to 
| zip through seven 7%-inch pine boards. 
| Man, that is real speed and power! 

That’s what shooters want when they 
| buy 22’s. Speed and power! Sell them 
Remington Hi-Speed 22’s with Klean- 
bore non-corrosive priming, and you sell 
them what they want. And they’ll come 
back for more. 








(©)HIT R MISS 


A Remington shot shell is far more than 
a simple little piece of paper and brass, 
wrapped around some shot and powder. 
There are over 100 chemicals used in the 
manufacture of this one small item that 
provides hunters with so much pleasure. 





* * * 


Ring-necked pheasants can run along the 
ground at a speed slightly faster than a 
10-second man doing the hundred-yard 


dash. 
« *«* * 


| Fish live in the water, breathe in the wa- 
ter, but don’t drink water. 





and Hi-Speed are Reg. U. S. Pat. Off. by Remington 


Targetmaster, Scoremaster, Sportmaster, Kleanbore 
Arms Company, Inc., Bridgeport 2, Conn. 
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700,000 Farms Electrified 
Since 1940 


e 
Vip, w WTYIGIFNZ Zi bit _ ay to the Rural Electrifi- 
“fd ad cation Administration, more than 


700.000 additional farms have been 


ARS ak OYERE. 


hte 


electrified since 1940. These 700,000 
WITH THE NEW Amerock DEMONSTRATOR farmers, unable to buy equipment, ap- 
pliances or plumbing because of the 

SEND COUPON TODAY! war, are golden prospects. 

In addition to this ready-and-waiting 
market for everything electrical, REA 
plans to bring high-line power to an- 
other 3,655,000 families in the next five 
years. The total number of electrified 
farms as of January 1, 1944, was 2.- 


“On the Job” Selling — your complete —— 597, : 
— you - . . 
cabinet hardware display is easily Cross-Merchandising — extra Demon- REA estimates that this five-year pro- 


Ta = sistorin PuintDeparimentsellomore | gram will result in wiring jobs adding 
opportunity! painting and remodeling. Gives you up to $752,000,000, plumbing installa- 

He SOS ey oaey é tions costing $708,000,000 and the pur- 
chase of $3,066,000,000 worth of farm 
and household appliances, for a grand 


total of $4,526,000,000. 


cele pat ar cam Manufacturers have a huge field for 
@ > Mw expansion in selling to already-elec- 
@ E trified farms. Only 25 per cent of these 


farms have water pumps and installa- 
tions for running water. Even less have 
electric motors, cream separators, milk- 


























Wall or Post Display — separ- 


re. able hinges on back permit ; : * . 
ie =) <a} iis aiden Was asten ing machines and milk coolers. Many 





instantly for “on the job” selling! of these farmers now have money to 
' equip their farms with good electrical 
te appliances, and are definitely in the 
market for them.—Rural Marketing. 


be . S|] femsie| || U1 Unemployment Benefits 


HE nation’s highest unemployment 
benefits are paid by Washington 


eo ) ; State; 26 weeks at $25, or a total of 
Display Panel — quickly fas- $650. New Jersey is next with 22 weeks 


—— , tened in place or removed. : h 
Sells more hardware wherever at $25, or $572. California allows $468 


you use it! and Oregon $360. 





} 





ha 





No. 500 Amerock Demonstator — Extra hard- a ak Ss 
ware for resale returns dealer's full investment. — Emblem for 


Ask Your Jobber — or send coupon below today! 
Outboard Boating Club 


A new official insignia has been 
adopted for the Outboard Motor Club 
of America. Each member of the OBC, 
successor to the pre-war National Out- 
board Association is entitled to carry 














‘ Window Display—eye-catching colors 
Counter Display — Amerock Demon- and brilliant chromium attract cus- 
strator is only 18” wide, 23” high. tomers and bring them into your store. 
Uses small space for more counter sales! It's a traffic builder! 


AMERICAN CABINET HARDWARE CORP. 


GENUINE 
ROCKFORD TLLINnNO!?US 


ils iele 


ODUCTS ma; : : 
se an OBC membership card bearing a 


reproduction of it. Every outboard 
motor boat, or accessory manufacturer 
who is a sustaining member is author- 
ized to use it in his advertising and to 
attach a reproduction of it to each piece 
of the outdoor equipment made. Each 
ary : - ' dealer who is a sponsor member is 
privileged to use it in his advertising 
and to display it in his store. 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3F 
Please rush color ill tion and full information on new No. 500 Demonstrator. 








ADDRESS 














MY FAVORITE JOBBER IS 
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What's on the fire?... 


ERE’S what your customers have been wait- 
ing for...aluminum utensils scientifically 
designed for perfect cooking. 

In addition to triple-thick bottoms, dent- 
resistant side walls and vapor-seal covers, 
Reynolds Lifetime Utensils offer these other 
advantages as well: 

1. Better balance...the weight is where it is 
needed—thick at the bottom. Easy to carry— 
easy to drain. 

2. Easier stacking...recessed-cover knobs per- 
mit containers to be placed one on top of 
another...either on the stove to keep foods 
warm... or to save storage space. 


nevwolns {yfer/17@ ALUMINUM COOKING UTENSILS 


... great developments in utensil design 
promise faster turnover . . . bigger profits 





3. Cool, sturdy handles... Lifetime Utensils have 
Bakelite handles with finger grips... welded 
to sides to provide safety in handling. 


4. Enduring finish... the special hardness of 
Lifetime Utensils means lasting brilliant finish 
...More resistance to staining...makes them 
easier to clean. 


5. Greater durability... Lifetime Utensils are 
made of finest quality aluminum... . designed 
to resist warping and denting...to keep 
their beauty and utility for years. 
For further information, write 
Reynolds Metals Co., Utensil Div., 
2008 So. 9th St., Louisville 1, Ky. 














110-U-1A 





























2) Wve .F 






as 
























Random notes on the country, its 


stores and the way in which it 
co-operated with us during the 


M. trip to Australia 


was not for the purpose of visiting 
hardware stores nor to make contacts 
with manufacturers producing items 
sold in hardware or mill supply es- 
tablishments. However, during my 
two-and-a-half years in that country 
as Assistant General Purchasing 
Agent on the staff of General Douglas 
MacArthur, I had opportunity to 
meet many people and visit many 
plants and, as a former hardware- 
man, naturally I was particularly in- 
terested whenever my business called 
me to that industry with which I was 
familiar back home through many 
years of contact. 

Whether you call the establishment 
an ironmonger, a hardware store, a 
tool emporium or a mill supply depot 
the result is about the same—you 
should be reasonably sure of obtain- 
ing nuts and bolts, edge tools, cutlery, 
locks and knobs and many kindred 
lines so common to household and 
factory. 


Familiar Stocks 


In procuring the thousands of 
items needed by our armed forces in 
the Pacific a good percentage were 
stocks common to the hardware trade. 
alike in the U. S. and in Australia 
Many of the hardware and steel 
manufacturing plants which I visited 
were modern and sizable and the re- 
tail and jobbing establishments were 
up to date and, in normal times, evi- 
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period of the Second World War 


dently well stocked. Perhaps even 
more than in the U. S. shelves of 
Australian ironmongers were bare 
for the reason that the Commonwealth 
depended on imports from Britain 
and the United States to augment the 
product of its own manufacturers, 
and during the war years few imports 
reached the civilian trade. It has 
been only since World War I that 
Australian factories have really devel- 
oped. Previous to that time the coun- 
try was almost entirely a primary 
producer. 


U. S. Names in Australia 


Now, however, driving through the 
industrial areas one sees modern 
manufacturing plants and such inter- 
nationally known names over factory 
doors as Carborundum, Jantzen, 
Goodyear, Kodak, Sherwin-Williams 
and Armco to write down but a few. 
In Port Kembla, a rival of Newcastle 
as the Pittsburgh of the Southern 
Hemisphere, I visited a steel plant of 
huge size and capacity with modern 
rolling mills and with many furnaces, 
one of which, just before the war, 
was said to be the second largest in 
the world—only one in Pittsburgh, I 
was told, having a greater capacity. 

When I left the States in Septem- 
ber, 1942, the Editor of HARDWARE 
Acer, Mr. Heale, suggested that I call 
at the Hardware Club in Melbourne 
if I happened to be in that city. While 
my headquarters for over two years 
was in Sydney, my business took me 
frequently to Melbourne, 500 miles 





A Former Hardware Man Views) th 















JOSEPH L. ERNST 


farther south, and on one of my early 
trips I called at the Victorian Hard- 
ware Club located at 43 Hardware 
St., and met the secretary, J. Demp- 
ster, who showed me through, gra- 
ciously presented me with an honor- 
ary membership card and asked me 
to call at the club whenever I found 
it possible to do so. While named 
“Hardware” I learned that the club’s 
membership was open generally to 
business men and not exclusively lim- 
ited to ironmongers. 


The Hardware Club 


Mr. Dempster stated, that up to 
the time of the war, the club had been 
regularly receiving HARDWARE AGE 
and that the members looked forward 
to each succeeding issue but since 
Pearl Harbor the receipt of Harp- 
WARE AGE had been spasmodic and 
most issues were missing. He ex- 
pressed the hope that at a later and 
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iews|\the Australian Hardware Scene 


By JOSEPH L. ERNST 


Purchasing Agent, 
Board of Education, 
Rochester, N. Y., 
during the war 
Colonel Q. M. C. 
Ass't Generol Purchasing Agent, 
South West Pacific Area 
and a former hardware dealer 


Go o 


happier day HarpwaRE AGE would 
again be a regular and continuing 
arrival. 

Melbourne and Sydney are rival 
cities and it is as undiplomatic for a 
stranger to take sides as to the rela- 
tive advantages of each as for a New 
Yorker in San Francisco to praise 
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named 


Los Angeles to the disparagement of 
the city by the Golden Gate. 

Sydney, capital of the state of New 
South Wales is slightly the larger of 
the two with a population of close to 
1,500,000 while Melbourne, capital of 
Victoria, is the financial center of the 
Commonwealth. Sydney is ideally 
situated on the ocean with a harbor 
that rivals Rio de Janeiro as one of 
the most beautiful in the world. It 
is cosmopolitan in its make-up and 
reminds one somewhat of San Fran- 
cisco. Melbourne is a more modern 
city in its layout with wide, tree-lined 
streets and boulevards. It is also a 
seaport but is on a bay and some dis- 
tance from the coast. The climate of 


both is delightful with no freezing 
temperature and with very moderate 
Tennis and golf may be 


summeys. 
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NORTHERN 
TERRITORY 
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played 12 months in the year and 
horse races are scheduled every week 
of the calendar. 

The stores in the cities of Australia 
are modern, up-to-date and sizable. 
Big department stores, hardware 
stores, jewelers, specialty shops, five- 
and-dimes, help to make up the 
shopping area. 


1942 Shortages 


Even early in 1942 items of cutlery 
and edge tools were scarce, for prac- 
tically all were imported. Sheffield 
cutlery, of course, predominated but 
in tools such well known names as 
Stanley, Atkins and Disston were 
prominent though much of the tool 
imports came through the British 
branches of American manufacturers. 
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AUTOMATICALLY 
GOVERNED 
MONITOR WINDMILLS 


A Monitor windmill has its 
own “barometer” —an AUTO- 
MATIC WIND GOVERN- 
OR that adjusts itself to meet 
oncoming storms. 


The exclusive Monitor wind 
governor assures constant 
pumping speed in any wind 
velocity — safe in a storm,de- 
pendable when gentle breezes 
blow. IRON VAULT sealed 
gear case keeps out dust, pre- 
vents rust, keeps in oil. 


Windmill business will be big 
business this year. The new 
Monitor windmills will be 
the talk of your community. 
Get your share of the prof- 

its. Write your nearest 


Baker branch. 


tHe Monitor unr 


DEEP WELL WATER 
SYSTEMS ¢ WINDMILLS 
°* HAND PUMPS e 
PUMP JACKS e¢ EN- 
GINES © WATER WELL 
SUPPLIES 


* BRANCHES > 


BAKER MFG. CO.: Minneapolis, Minn.: 
Madison, Wis.; Fort Dodge, Ia.: Cedar 
Rapids, Ia.: Omaha, Neb.; Kansas City. 
Mo.; Enid, Okla.: Hutchinson, Kan. 


BAKER MFG. LTD.: Winnipeg, Canada. 


AXTEL CO.: Fort Worth, Tex.: Amarillo, 
Tex.; Lubbock, Tex.; San Angelo, Tex. 


BAKER MANUFACTURING CO., 
EVANSVILLE, WIS. 


During a visit to a refrigerator 
manufacturer in Sydney I spotted a 
small cardboard box with the easily 
recognized Stanley Works’ colored 
label and 
Parliament 


saw the nomenclature— 
Butts No. 828 and 


small print the notation that it was 


in 


made in an European subsidiary. Ob- 
viously that item was of pre-war vin- 
tage. 


A Progressive Store 


Sydney has a large and progres- 
sive hardware store (Nock & Kirby) 
unique in at least one particular—the 

| firm a rather 
lunch counter and a dining room. Ad- 


operates extensive 
joining one of the main entrances, | 
and practically across the entire front 
of the store, is a food section serving | 
quick lunches and seating well over 
100 people. Morning and afternoon | 
tea time are busy periods and from | 
12 to 2 it is almost impossible to be 
seated. 
This 
building and on one of the upper 
floors it operates a large dining room | 
for its patrons. Cafeterias do not en- | 
joy popularity in Australia so that| 
this dining room was staffed with| 
waitresses. As in many of our de- 
|partment stores a special elevator | 
carries patrons from the street floor 
to the restaurant during rush hours. | 
A full course dinner may be ordered | 
or a light lunch if preferred and spe- | 
|cial rooms are reserved for noonday | 
| business clubs. I attended several | 
meetings of the Rostrum Club at this 
restaurant and foynd the food excel- | 
lent and the service all that could be | 


desired. 


firm occupies a_ six-story 


Food Rationing 


While mentioning -lunchrooms it | 
may be of interest to readers of | 
HarpwareE ACE to know how Austra- | 
lia rationed her food. The demands | 
| of the United States and Australian | 

forces for subsistence items were tre- | 
mendous, the Commonwealth furnish- | 
ing our troops and our Navy over 90 | 
per cent of the food required. This | 
taxed severely the civilian supply. | 
Four articles of food were rationed | 
and issued on coupons—meats, but- | 
ter, sugar and tea. Prices were con- 
trolled and restaurants were furnished 
a top ceiling for meals. A customer 
was not allowed to spend more for 








DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good will [ 
et! — ee 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 








sell quickly and profitably. 


With industry rapidly 
reconverting to peace: 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 


ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, ILL 
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PRODUCTS 
In Your Store 


Nationally advertised in home, farm, 
garden publications, as well as 
newspapers from Coast to Coast, OGEN 
products sell th lves. We create 
the demand—you supply it! A “must” 
in your store if you want to give your 
customers the best in disease in- 
sect protection in their gardens. 


GENEROUS MARKUPS 


DEALER HELPS 
CRABEX 
KILLOGEN 
MOLOGEN 
FUME-OGEN 
FUNGTROGEN 
CORN EAR WORM DROPS 
OGEN ROACH & ANT KILLER 
TRI-OGEN—DUST & SPRAY 


WRITE TODAY FOR PRICE-LIST 
AND TRADE TERMS 


ROSE MFG. CO. 
36 Ogen Bidg., Beacon, N. Y. 
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breakfast than 3 sh. (48 cents), lunch 

4 sh. (64 cents) and dinner 5 sh. (80 
cents). An ample supply of nourish- 
ing food was furnished at these prices 
though the menus did not carry near- 
ly the varieties found in our hotels 
and restaurants during the times. of 
even our greatest shortages in the 
United States. 

The hardware store of Nock & 
Kirby, in normal times, carried large 
assortments of tools, cutlery, house- 
furnishings, dishes, crockery, paints. 
seeds, farm and building supplies, 
and a big section devoted to miscel- 
laneous five and ten cent items and 
displayed in the same manner as we 
show such items in the United States. 

The established rate of exchange 
of Australian currency with the 
United States during the period of 
the war made the Australian pound 
equivalent to $3.23. The cost of most 
foodstuffs and rents were much less 
than the equivalent value in our own 
country. Lamb and beef cuts were 
only a little more than half the price 
in the States. I have purchased lamb 
chops at two shillings a pound or in 
our money, 32 cents. Woolen blan- 
kets procured for the Army, and of 
exceptionally good quality, were 
billed us at $2.64 each, whereas, the 
Quartermaster in the United States 
paid $7.67 for a similar article. Im- 
ported tools as might be expected 
were of course much higher in 
Australia and motor cars cost at least 
50 per cent more than their counter- 
parts here at home. 


Will Increase Output 


It seems safe to say that with the 
great stimulus given manufacturing 
throughout the past five years Austra- 
lia will increase the output of her 
factories in quantity and in diversity 
of products. If post war economic 
policies permit it is most likely that 





the Commonwealth will follow the de- | 


sire so often expressed to me by busi- 
ness men and officials of building up 
closer trade relations with the United 
States and increasing their imports 
from this country. 








Latest News on 
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Planet Jr 


* 
g* finest that went 3 cau ha ins 


GARDEN TRACTORS AND ATTACHMENTS 
SEEDER UNITS 
PLANETIZED STEELS 


GENERAL PURPOSE TRACTOR ATTACHMENTS 


(Multiple Row Seeders, Fertilizers, Cultivators) 


FARM AND GARDEN TOOLS 


Because of the genuine worth built in Planet Jr. over a 
long period, present orders are large. It is unfortunate that 
production is retarded through shortage of men and material. 


We take this opportunity to sincerely thank Planet Jr.’s 
many customers and friends for their confidence. We pledge 
our utmost efforts to increase production and fill orders. 


S. L. ALLEN & CO., Inc. 
3425 N. 5th Street, Philadelphia 40, Pa. 
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| Selling Is the Biggest Job Before Us 


| the past few 


years the average business man has 
become better acquainted with his Gov- 
ernment, in one way or another, than 
in many previous years combined. In 
his contact with the Government both 
in Washington and in the field, pri- 
marily in matters over which Govern- 
ment has had some sort of control or 
regulation necessary during the war, 
he has also become more aware of some 
of the non-regulatory agencies that were 
operating in his behalf long before the 
war. The Department of Commerce is 
one of these agencies. Although the 
bulk of the facilities of the Department 
of Commerce were devoted to problems 
directly associated with the war, we 
were still able to maintain a skeleton 
organization for service to business. 


Business Man’s Language 


Many business men have learned that 
there are certain things the Govern- 
ment can do to help them in their own 
operations. There are certain things 
the Government does not want to do 
and that the business man does not 
want to have the Government do for 
him. He does not want the Government 
to interfere unnecessarily in his opera- 
tions, nor to help him operate his busi- 
ness, but I believe the average business 
man does seek Government aids which 
will help him to help himself. That 
is the particular area of demand in 
which we in the Distribution Division 
of the Department of Commerce work. 
We think in terms of sales, profits, ex- 
pense, turnover, goods handling meth- 
ods, warehouse routines, office systems, 
selling, etc. In other words, I believe 
that in the Distribution Division we talk 
the business man’s own language. 

Most of you are familiar with other 
activities of the Department including 
those of the Census Bureau, our lead- 
ing statistical office. Basic data from 
the Census are quite useful to the man 
who is looking a bit further than his 
day to day operating figures. Through 
the Census of wholesaling facts are 
available for separate trades on the num- 
ber of establishments, sales, stocks, and 
expenses by geographical areas and 


144 


Despite present difficulties post-war produc- 

tion will not be a major problem like finding 

of markets and the selling of goods to keep 

our factories going and our employment high. 

Department of Commerce program promises 

basic statistical market data to help in this 
program. 


By NELSON A. MILLER 
Chief, Distribution Division, 
Department of Commerce 
Washington, D. C. 


types of operations. The censuses of 
manufacturing? housing, and population 
also provide tools for planning ahead 
and analyzing markets. Then there are 
the current monthly Census reports on 
wholesale trade by kind of business, 
showing trends in sales, inventories, 
and collections. Current data on sales 
are also available for independent re- 
tailers and chains. These comprehen- 


sive statistics are scarcely the sort of - 


thing that individual business concerns 
could very wel? afford to provide for 
themselves and this is at least one area 
in which the Government is of service 
to the business man. 

Our particular work, however, touches 
upon internal operating problems and 
external competitive conditions and 
trade relations—in/ other words, on mer- 
chandising a business. 


The Wholesaler 


We have been more than interested 
in the fact that wholesalers in the past 
few years have been expressing more 
and more interest in knowing how they 
can improve their individual operations, 
lower their costs, and improve and 
speed up their services. From my own 
observation I am convinced that most 
wholesalers realize that any channel or 
agency of distribution exists only so 
long as it performs an economic ser- 
vice at the lowest possible cost. They 
realize that in most trades the small 
independent retailer depends on a 
smooth efficient economical wholesale 
operation for his own existence. A 
closer integration of the operations and 
interests of the independent wholesaler 
and retailer seems to be essential for 


the welfare of independent merchants 
and distributors. 

At the present time, we are in active 
contact with seven or eight important 
wholesale trades, each of which is ask- 
ing for special studies disclosing best 
operating methods, data on functional 
costs, goods handling methods, office 
routines, etc. 

Studies of this sort simply do not 
get under way unless trades act in 
unison and a trade association in ar- 
ranging for such studies is demonstrat- 
ing one of the real values of a trade 
association. Individual members of a 
trade will read such reports with much 
interest and undoubtedly most whole- 
salers will find some good ideas in them 
for use in their own businesses. 

Some of our studies deal with the 
results achieved by salesmen under dif- 
ferent methods of compensation. You 
will undoubtedly recognize there is food 
for thought on this subject. This is 
something, of course, that every indi- 
vidual merchant must resolve under his 
own operating circumstances. 


Incentive Plans 


The whole wage system in distribu- 
tion presents a problem that will have 
to be faced—a problem not too much 
different from those we see before us 
today in industry, utilities, and other 
fields. Temporary patching, accom- 
panied by price juggling does not seem 
to be the solution. Maybe the whole 
wage structure should be scrapped and 
rebuilt on a more solid, a more ra- 
tional, a more business-like basis. 

Incentive plans of one sort or an- 
other—worked out on a basis both 
liberal to employees and fair to man- 
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agement must be studied. The decisions 
on wages should not be decided through 
a tug-of-war contest. They should be 
handled as an engineering job, using 
sound factors of measurement. 


Incentive plans are not new, and 
where they exist, we find less strife be- 
tween management and employees, less 
work stoppage, a greater output per 
worker, and much more general peace | 
of mind. This is equally true in whole- | 
saling and retailing. 





A great many of our wholesale houses | 
are old and respected concerns in their 
localities. Very often they are handed 
down from one generation to another 
in the same family over many years. 
Systems established by the founders 
are often passed on to the younger 
generations. Methods are handed down 
from senior executives to junior execu- 
tives, and once the junior has mastered 
the system he is supposed to have 
reached perfection. Actually, however, | 
he has merely learned how it used to 
be done in one house. Is there not a 
better way? This is the question which 
the wholesaler today must consider. 





Room for Improvement 


There can be room for improvement 
in even the best managed houses and 
strangely enough the very people who 
need the least help or guidance or aids | 
are the very ones most eager to examine | 
new suggestions. In other words, the 
individual who has the greatest ca- 


(Continued on page 210) 
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Hear Fibber and Mollie every Tuesday 
at 9:30 P.M., E..T. o 


Courtesy Johnson's 
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sure cure for closet plague 


There are millions of laughs in Fibber’s so-typical closet. 
But Mollie knows that it’s no fun to live with .. . nor is its 
counterpart in the majority of homes. Countless thousands 
of people, many of them in your own city, would give a lot 
to find everything spic and span and smartly modern when 
they open the closet door. They are the vast and profitable 
market that you can sell with K-Veniences. 

K-Veniences sell quickly because they are the only com- 
plete, use-tested, functionally designed lme for transform- 
ing outmoded closets into smart modern dressing units. 
They double the capacity and convenience of any closet, 
keep clothes in easy reach, save cleaning and pressing bills 
and are simply and permanently installed. Some K-Veniences 
are now available... feature them to best advantage and 


go after this worthwhile, big volume market. 





Tie Racks Shoe Racks 





KNAPE & VOGT MANUFACTURING CO., Grand Rapids 4, Mich. 
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GAS APPLIANCE 





SUPERSEAL 


CONNECTORS 


The Easy Way 





to make 
Gas Connections | 


The complete Superseal device is 


UNDERWRITERS’ LABORA- 
TORIES APPROVED as a gas 
appliance connection. 


Not only is the Superseal way 
faster, but it permits ranges to be set 
closer to the wall, thus allowing them 


? 


to line up with other kitchen 
fixtures. 

Superseal Connector is a 
complete assembly of flexible 
aluminum tubing and Grade A 
air furnace malleable Super- 
seal fittings. Superseal fittings 
are Underwriter’s Laboratories 
approved for all hazardous 
gases. 

Long 10° tapered cone of 
the fitting assures a gas-tight 
seal . . . no shearing action 
when nut is tightened . . . tub- 
ing can be bent wherever de- 
sired, even close to fitting ... 
assembly can be used repeat- 
edly without damage to tube 
or heavy hex fittings. 


Available Now 


Superseal Connectors are 
furnished in any combination 
of elbows, adapters or shut-off 
valves as required. The cost, 

with all these superior features, is no 
more than that of ordinary connec- 
tors. Catalog sheet gives complete 
description. Order from your whole- 
sale distributor. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


7S 3il, ich meee) ite) eile), | 


COLUMBIA, PA. 


The Technique of Salesmanship 


(Continued from page 135) 


your customer will just naturally be | 
drawn to you mentally and trust you 
implicitly. 

If the store in which you are work- | 


ing is large and you do not wait on 
the trade in every department, you | 
must be able to tell him, without a | 
moment’s hesitation, exactly where he 
can find the information or the mer- 
chandise that he wants. 

If you are in a small store where 
you wait on the trade in every de- 
partment, you must be able to an- 
swer any question the customer may 
ask. 

You must be able to answer him 
immediately, intelligently and with 


will immediately feel that you do not 
know your merchandise. He will be- 
gin to doubt anything you say and 
will not place his confidence in you. 


| And if you lose his confidence you 


are building up his sales resistance 
and making it tough for yourself. 
Dress Your Part 


Another important factor in your 
ability to inspire confidence is your 


| dress and general appearance. The 


authority and finality that cannot be | 


questioned. There must be no hesi- 
tancy, guessing or “I think.” If there 
is, your customer will quickly sense 


| it and lose faith in you and your 


knowledge. 
More than once, I have heard cus- 
tomers say 


who waited on us was actually stupid. 
He didn’t know what he was talking 
He didn’t even know what 
store or 


about. 
things he had in the 


whether or not he could get the item 


| want.” 


as they were leaving | 
stores, things like this—“That clerk | 





customer is repelled by a salesman 
whose clothing is either sloppy or 
too flashy. Either one destroys that 
effect of quiet competence that you 


| want to create. Moreover, you your- 


self cannot be at ease in ill-fitting or 
ill-kept clothes. It cannot help but 
make you feel either self-conscious 
or defiant and either one is fatal to 
successful selling. Your appearance, 
in other words, should always be 
neat and conservative. 

You may think we are laboring 
this point unnecessarily, but consider 
the fact that butcher and _barber- 
shops, restaurants and department 
stores and even street cleaning de- 
partments lay down the law as to 


| how their employees shall dress. 


A customer that feels this way cer- | 


tainly will not come back to you 
again at any future time for either 


| information or merchandise. 





Study Your Windows 


An important factor in being able 
lo give instant and definite answers 
to customers’ questions is to study 
your windows and know exactly what 
is being displayed in them. Many of 


the customers who enter the store | 


come in because something in the 
window has caught their interest, 
and they want to know something 
more about it. You must know what 
is being shown so that you can an- 
swer such questions without hesita- 
tion. 

If you have not familiarized your- 
self with what is on display, you will 
have to go to the window and look. 
You will have to leave your customer 
standing in the middle of the floor 
embarrassed, or he may walk out, 
saying that he does not want to put 
you to so much trouble. 

A customer can always detect the 
least hesitation on your part and 





Why shouldn’t the hardware dealer 
require something better? 

Here is a word-for-word quotation 
from one department store’s manual 
for its salesmen: 

Men’s dress rules: 

Shirts must always be fresh and 
clean. 

Coats must be worn at all times. 

Clothing must be neatly pressed. 

Shoes must be polished. 

Nails clean. 

Hair well trimmed. 

Face must be clean shaven. 

If department stores feel that these 
things are so important, shouldn’t 
the hardware dealers of the country 
be even more fastidious? They cer- 
tainly should. 

Don’t slouch. Always stand and 
walk erect, with your shoulders back. 
Never stand on one foot or with your 
hands in your pockets. Never lean 
on the showcases and expect them 
to hold you up. Do your resting at 
home. 

And above all, do not neglect the 
most important thing you wear— 
your expression. 
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Customers welcome plastics when rightly used. That’s 
made plain by their enthusiasm for window screen made 


from Saran (pronounced Sah-ran). 


This plastic, produced by Dow, makes screen that com- 
bines strength and durability with a beauty distinctly its 
own. Screen from Saran has lightness and flexibility that 
make it easy to install. And it’s practically immune to 


destruction and wear from natural causes. 


> 


ved 


im service 


Saran screen can’t rust—it saves painted surfaces from 
unsightly stains. It has its own color—it never needs 
painting. It withstands heat and cold—it won’t sag or 
break. It resists corrosion, moisture, salt air, acid fumes. 
And it can be kept clean with a moist cloth. It’s made for 
satisfaction through the years. 

Tell the Saran screen story to your customers. Saran 
screen is proved in sales, in service. It means bigger 


turnover, bigger profits for you. 








PLASTICS 


STYRON + STYRALOY ~- ETHOCEL 
ETHOCEL SHEETING + SARAN + SARAN FILM 
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Manufacturers, dealers and users of gasoline pow- 
ered appliances, farm machinery and industrial 
equipment know from experience that it pays to 
power with Briggs & Stratton 4-cycle, air-cooled 
engines. Over two and one quarter milion of these 
engines have demonstrated their ability to deliver 












dependable power under all operating conditions. 
Specify Briggs & Stratton engines and you are 
assured of the “right power” for your equipment. 





BRIGGS & STRATTON CORPORATION 
MILWAUKEE 1, WISCONSIN, U.S.A. 
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This Seed Department 
Reminds Customers It's 
Time to Begin Planting 
(Continued from page 123) 
for seed customers are 






that 






way. 

There is room for 12 of these large 
pails on a two-row arrangement on this 
rack. Neat signs on the dividers be. 
tween the rows tell the kinds of seeds 
in the pails above them. 

A shelf directly above the pails is 
used for the display of other seeds 
which are shown in baking tins. This 
counter top area is also used for the 
weighing and selling and wrapping 
of seeds. Above this level are the 
conventional glass jars—three rows 
—with each jar properly labeled. 

Farmers and townspeople alike 
patronize this seed department. The 
store management also gives planting 
advice to those who seek it. Seed buy- 
ers always have questions to ask 
about how to plant seeds and the 
proper time for planting. This is a 
sort of annual checkup by many cus- 
tomers just to make certain their in- 
formation is up to date. 

This department also helps the Till 
Hardware in selling fertilizer and 
garden tools of all kinds. Later on 
it leads to the sale of insecticides and 
spraying equipment. The real gar- 
dener comes back to the store for 
more seeds up as late as July 1 for 
second and third plantings. At that 
time he usually is a good prospect for 
spraying materials. These items are 
usually displayed in season close to 
the seed department so as to gain 
the benefit of traffic to that area. 

Window displays on seeds and in- 
secticides, as well as spraying mate- 
rials help the firm to attract many 
additional customers to the depart- 
ment. ’ 




























































If the Farmer Needs 
Seeds or Power Tools 
He Usually Finds Them 
At Jordan's 
(Continued from page 122) 
electrical supplies and do supplemen- 
tary wiring around the premises. 
They have learned how to do this type 
of work largely through vocational 
school courses. This knowledge came 
in handy for many of them during 
wartime when there was a scarcity 

of electricians. 
Hand and power tools are featured 
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and the farm trade buys many such 
items. Many farmers in the area 
have established repair and service 
shops on their farms for repairs and 
this means that power and hand tools 
are needed in considerable numbers. 
They are willing to invest the money 
to get enough power and hand tools 
to equip their repair shops and this 
means more business for the hard- 
ware store. 


The Jordan management realizes 


that many farmers like to come in | 


the back door. Therefore, care has 
been taken to provide parking space 
at the rear. Signs on the building 
also tell the farmer that he is welcome 
and that the store has “hardware for 
industry farm and home.” 


Attractive Displays Draw 
Customers to China and 
Glassware Department 


(Continued from page 126) 


and coffee makers are shown on flat 
top display tables in the center of the 
store. Kenneth Coder, owner, states 
that he intends developing this cen- 
ter aisle section. 


It is his intention | 


to install a number of display islands | 
with rounded corners which will per- | 


mit easy traffic flow from one side of 


the store to the other. This arrange- | 


ment, plus amplified stocks of china, | 
glassware and gifts, should make for | 


many additional sales in the months 
to come. 


Federal Expenditures 
Forecasts 


URRENT forecasts of federal ex- 

penditures in the post-war period 
range from $15,000,000,000 to upwards 
of $25,000,000,000. This is exclusive 
of social security taxes which, without 
a dollar in new commitments, will have 
reached a level of $3,500,000,000 in the 


next five years, says The Committee on 





Post-war Tax Policy in a recent report | 


titled “A Tax Prograni for a Solvent 
America.” 








Latest News on 
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Why get into fuel 


































































o WHY RISK LOSING SALES by 

4a taking sides on fuel-ish ques- 

o* tions? Sell the appliance, not the 

of fuel. Line up with Estate Heatrola... 
a? the one line of cooking and heating appliances 


for all fuels, sold under one famous trade name. 


of THE BIGGEST NATIONAL ADVERTISING Program in 15 years 
4 is preselling your best prospects on the Estate Heatrola 
Heater and the Estate Heatrola Range with the exclusive 
Bar-B-Kewer. Write for facts and name of nearest distributor. 


oN ae , 


ESTATE “Adina 


RANGES & HEATERS 


Ranges for City Gas, LP-Gas, Electricity © Heaters for Coal, Wood, Oil 
ESTATE STOVE COMPANY, Hamilton, Ohio * House founded in 1842 











Every Ad Is the Same 
Yet Every One Is New 


SZ (Continued from page 121) 


Ps | 
BETTER WORKMEN | z 
ask for the 


BEST BLADE 
and that's the 


t+ 





AXES—PLANES— 
Four Floors of Hardware LTS SAWS- 


ix 0 TH , S Sue 
KNIVES, } 
|-HOSE 





CES—BITS— 
VELS—AXES- 


ist 
- 
Pay 
ere 


HS—SAATINd LTAA A—SLTAD A 


” 
: 
—S¥YaALSNG—SYHAAVUdS YAGMOd LOASNI 











TIN CANS 


BROOMS— STEP STOOLS—DISH TOWELS—CLEANSERS—WAX PAPER— 


IN THE DARK 
ABOUT WHERE 
TO BUY 


CHAIN? 


SPECIAL LOG. CHAIN 
7-16 With Slip and 7.75 ea. 


Grab Hooks 


“-SLSIOH—SUALVAH 


wALVM—SAXOd TOOL—SAIA—SUVAHS—SUAd VAIS 


DOG CHAINS 


Heavy, 
6 foot long 


BULK COIL CHAIN 
3-16 ......,12eft. 1-4 ...,..:.2060 ft. 


S16 ....... B@eR% 38 ....... Sch. 
High Test Strength. Buy Any Length You Want. 


TIE OUT HAIN 


30 foot of No. 1 bright chain with 
ring swivel and enap 


HOW MANY TYPES OF CHAIN 
ARE YOU FAMILIAR WITH? 
See Them at Reth’s 
Twist Link Chain Jack Chain 
Sash Chain Passing Link 

Safety Chain Machine 


Trace Chains Ladder 
Furnace 
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STAR 


HACK SAW BLADE 


“—ONILLEN AULTNOd—SNVWD WV3ND—Adld AAOLS 


~SLAS MOOT—-SLAYIVUE ATA 


A master tool for industrial workmen — 
plant electricians, plumbers, maintenance 
men, garage mechanics, and even for the 
handyman householder. 

The Star “Moly*” High-Speed Steel blade 
is recommended for jobs where speed and 
accuracy must be combined. The Star Un- 
breakable Special Flexible blade is ideal for 
all-around cutting where toughness and a 
certain flexibility are important. 

METAL CUTTING 


Get your copy of this pocket-size booklet on 
Metal Cutting. You will appreciate the practical 
suggestions on the selection, 

use, and care of hack 

saw blades. 


*T. M. Reg. — 
Blades bearing 
the name 








BASKETS—-FUNNELS—WASH BOARDS—CLOTHES DRYERS —RICERS-, 
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SMOKING STANDS—STONE JARS—BROOMS—PITCHERS—BOWL COVERS. 


SHARPENING STONES—TROWELS—HO 
UNCHES—TORCHES—SHOVELS—CLIPPERS— 


| People Say—“Y ou can find it at Roth’s” 
T DRILLS—HOSE—LOCKS—AWLS—-—COLD CHIS 


WRENCHES- MATTOCKS—CROW BARS—SHOVEL HANDLES— 
MORTAR HODS—RAILROAD PICKS—ELECTRICAL —HACK SAWS-— 


CAN SEALERS—OVENS— MEAT CHOPPERS—LARD PRESSES—TRAYS— WAX— 


a) 





RESTAURANT SUPPLIES—ENAMELWARE—PAILS—-MASON JARS—COFFEE MAKERS—, 





BUILDERS HARDWARE—CASTERS—DOOR CLOSERS—VISES—PAINT—SCREEN DOORS—PYREX 
CUTLERY—BICYCLE SUPPLIES—SCALES—HOG WATERERS—ELECTRIC. WiRE—SASH CO 











Here's another example. This type of ad has built up the firm's business. 


“MOLY” are 
made only by + 
Clemson Bros., ~* 
dnc., and affili- 
ated companies. % 





\ 


Mr. Roth has been using this bor- 
der for several years and believes he 
will be able to use it for many more 
years, as he does not think readers 
will tire of it. He believes it is bet- 
ter than a trademark. People will 
look at a trademark once or twice in 


an ad, then become accustomed to 
seeing it and never notice it closely 
after that. However, with a border 
listing the items carried in stock at 
the store, readers will always feel the 
urge to notice and read the various 
articles. 





Farm Real Estate Taxes 


VERAGE farm real estate taxes per 

acre increased over 3 per cent 
from 1943 to 1944. 

Taxes per acre for the individual 


states changed markedly between 1943 
and 1944 in only a few cases but in 
creases occurred in about three-fourths 
of the states. 
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DON’T MISS OUT ON PINCOR! 
Representatives are in the field with samples right 


now. Write or wire today. 


Pioneer Gen-E-Motor Corporation 


5841 Dickens Ave., Dept. HA-2 Chicago 339, Ill. 
Export Office: 25 Warren St., New York7, U.S.A. Cable: Simontrice, U.S.A. 


LAWN MOWERS © HEDGE TRIMMERS ee POWER PLANTS © WATER SYSTEMS 
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COLORFUL 
ATTRACTIVE 





ill #30 


WOOD CHISEL 
DISPLAY 


1 doz. each of 2", ¥4", and 1" 
per display 


POPULAR 25c RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 

molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

wood chisels & screw drivers 

(plastic or wood handles) 


GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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New Sources of Revenue 
For Municipalities 
MPHASIZING the fact that the 
nation’s municipalities are tap- 
ping an increasing variety of new reve- 


nue sources to maintain local govern- 
mental services, the American Munici- 


| pal Association lists cities which have 


dipped into in recent years to supple- 


| ment real property tax and other in- 


come. The compilation, as issued by 
the association, is as follows: 


Here They Are 


Admissions: Usually a flat rate of 1 
or 2 cents per ticket, or a fixed per- 


| centage of the price of admission to all 


amusements is imposed; Airports: Only 
about 10 per cent of all municipal air- 
ports pay their own way. All others 
are supported at least partially by a 
tax; Amusement Devices: Many cities 
license automatic coin machines. Both 


| the operator and the owners are taxed 


Bicycle Li- 


in most municipalities; 


| censes: Usual license fee is 25 or 50 


cents per year, which generally includes 


| an inspection of the bicycle; Bowling 


Alleys: Many cities license them—the 


| fees usually are scaled according to the 


number of alleys; Business Licenses: 
Many cities license business; Buses: 
Butler, Pennsylvania, licenses buses at 
$100 per bus per year. Other cities 
have similar plans; Cigarettes: A few 
cities have a municipal tax on ciga- 
rettes; Circuses and Carnivals: Fees are 


| usually per day or per show and vary 


| side municipal boundaries; 


widely; Fire Protection: Many cities 
charge for fire protection furnished out- 
Garbage 


| and Rubbish Collection Charges: There 
is a growing use of special charges for 
| these services by American municipali- 


ties; Gasoline: Municipalities in six 
states — Alabama, Florida, Missouri, 


| Nevada, New Mexico, and Wyoming— 





levy municipal gasoline taxes ranging 
from ¥ cent to 2 cents per gallon. A 
number of individual cities also levy 
gasoline taxes; Income: Philadelphia is 
the only city with a municipal income 
tax; Parking Meters: As of January 31, 


| 1945, 431 cities were operating approxi- 


mately 200,000 parking meters; Police 
Service Charges: Some cities charge for 
special police services; Sales: The 


municipal sales tax is used in a few 


cities, though not generally; Sewer 
Rentals: Sewer rentals are being used 
in an increasing number of cities; Taxi- 
cabs: Many municipalities license taxi- 
cabs and taxicab drivers; Utilities: 
There are various municipal taxes im- 
posed on utilities. 





HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 

100 Ib, by 1 Ib. 
160 Ib, by 1 Ib. 
200 Ib. by 2 Ibs. 


BSSSSERRBSO, 


SSSIFTERRS 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ado Street, 
Chicago 22, ill. 





Easy Sales 


Selling Simplex size-marked pump 
leathers means more profitable sales. 


You will appreciate the efficiency and 
convenience of the sharp, clear size 
markings on all Simplex pump leathers. 
These assure quick and correct selection. 

Ask your jobber or write 
us for price list. 
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SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 


YOU WILL NOW FIND THIS MARK 


ETCHED ON ALL THESE FINE PRODUCTION 1 
FOR CUTTING METAL, WOOD, PAPER, PL A: 


From now on, all Simonds Saws for cutting wood, metal, and 
plastics. .. all Simonds Machine Knives for cutting wood, veneer, 
and paper... all Simonds Red Tang Files... all Simonds steel and 
steel specialties... every one of these first-quality products will bear 
the same mark of family-identity you see above. And a like mark 
will also identify the products of Simonds Abrasive Company of 
Philadelphia (formerly the Abrasive Company), of Simonds Canada 
Saw Company, and of Simonds Steel Mills at Lockport, New York. 

So now, when you want fine tools for cutting and grinding, this 
ribbon-etch ... signature of America’s longest experienced firm of 
sawmakers... tells you at a glance: “There’s no finer tool made in 
this line... anywhere.” 


SIMONDS rhymes with diamonds 


...and Simonds Tools cut with diamond-like 
smoothness and precision. Order from your Industrial Supply Dis- 
tributor or dealer, or write the nearest Simonds office: 
: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, 


BRANCH OFFICES ; 
Calif.; 228 First St.,San Francisco 5, Calif.; 311 S. W. First Ave., Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 St. Remi St., Montreal 30, Que, 
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ii was sad- 


dened by word of the death of Alfred 
Lee Shapleigh, chairman of the board 
of the Shapleigh Hardware Company 
of St. Louis, Mo. 

The board of directors has issued 
“In Memoriam,” an outline of his 
long, active and useful life. Mr. Shap- 
leigh was a modest man and all 
through his life avoided personal 
publicity. However, it may not be 
out of place, for the Dean who was 
closely associated with him for many 
years, to say a few words in tribute 
to him. 

Alfred Lee Shapleigh’s early train- 
ing was in banking and accounting. 
He was more of a financier than a 
hardware man. He, therefore, was 
not as well known in the trade as 
others in the business who were con- 
nected with buying and _ selling. 


‘ Nevertheless, his foresight and skill 


as a financier were of great impor- 
tance in the expansion years of the 
business. As sales increased large 
sums of cash were needed and he was 
always able to supply the money. His 
courage and far sightedness were 
shown when he bought out the assets 
of Simmons Hardware Co.—just be- 
fore the last war when goods were to 
become so scarce. He was a friendly, 
patient, far-sighted, self-controlled 
man and his great value in the devel- 
opment of the business, while not al- 
ways known to the general public, 
was fully appreciated by his fellow 
officers, directors and co-workers. 


About an Unusual Book 


During the past year there have 
been many books and articles about 
going into business. Many were 
aimed at the returning service man. 
Some of this advice was good, but 
most of it was devoted just to the 
man who desired to open a shop of 
some kind—to buying and selling. 

But now there has come to my desk 
another and a very different kind of 
book—“A Business of My Own”"— 
possibilities in small community oc- 
cupations, and industries. I do not 
think this book is well named. I be- 
lieve “How to Make a Living” would 
be more appropriate. This book not 


154 


The 
Dean’s 
Page 


By SAUNDERS NORVELL 


SAUNDERS NORVELL 


only discusses opening stores, buying 
and selling, locations, inventory, cus- 
tomers, but a thousand ways to make 
a living outside of shops. 

I have often wondered how all the 
people in a small community earned 
their livelihoods. This book tells all 
about it. I am surprised at all the 
information given, of the wide field 
covered and all the small intimate 
details of all kinds of jobs. 

Every town library should have 
copies of this book. Every school 
teacher and editor should be familiar 
with its contents. Especially every 
preacher should read it. Every dealer 
should have it on tap. 

How may it be possible for you 
to make a living in a small town? I 
must admit, while I thought I was 


familiar with small town economy, 
this book made me blush for my ig- 
norance. My mind has just been a 
blank to many of the interesting vis- 
tas it opens up. No more valuable 
study could be made than this as a 
school book for a whole year’s course. 
After all, what is more important 
than making your own living? If you 
can’t—then you are a burden on 
some member of your family or the 
community. But you may say your 
talents do not fit any job I can get 
in town. This book analyzes talents 
and outlines jobs that fit. It shows 
how it is not necessary to fit square 
pegs into round holes. It covers the 
needs of men and women, the old and 
young. 

It’s quite a long book. It is well 
indexed, for economy’s sake it is put 
out in paper covers. The price post- 
paid is 75 cents. 

This book was written by Arthur 
E. Morgan, former president of Anti- 
och College. Dr. Morgan also had 
the job of president of the TVA— 
Tennessee Valley Authority—send 
your order to Community Service 
Inc., Yellow Springs, Ohio. 

When I had read this book care- 
fully from cover to cover I realized 
how superficial I have been all my 
life in my own work. I realized how 
many things I had failed to think 
through to their logical conclusions. 
This book thinks through in an eff- 
cient manner. 

So this is a lot about a book— 
neither HarpwareE ACE nor the Dean 
get any commissions. I feel that just 
at this particular moment you and 
this country need it and, as Dean, I 
am doing a real service in telling you 
about it. 


After 40 Years 
I hadn’t seen Malone Wheless for 


40 years. This week he came up to 
see me and we spent an afternoon 
talking over old times and contrast- 
ing selling methods of those times 
with prevailing methods today. 

Forty years ago a salesman had to 
be strong and healthy just to get 
around on foot from store to store 
carrying his 40-lb. catalog case and 
another case of samples. How much 
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FOR YOUR BIGGEST YEAR 
IN KITCHEN SINK SALES 


Precision Guilt 


e STEEL CABINETS 
@ <ifetime Staé 


ee KANT-RUST 
ote KANT-TARNISH. 
oe KANT-STAIN 


te KANT-WARP . 
i _KANT-DISCOLOR 
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FIRST TIME 
ON THE MARKET 


ms 
AS AN ALL-IN-ONE 
PACKAGED UNIT. DUCHESS 160 


NATIONAL 


aragon Utilities Corp. .so van-pam-stneet, prooxtyn 22, ,n2,¥. 
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ROYAL ELECTRIC CO., inc 


PAWTUCKET + RHODE ISLAND 







WIRE + PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS > 








more comfortable it is today when 
he rolls up in his sedan sitting on 
upholstered seats With a foot warmer. 

Malone was a salesman and later 
sales manager for the Simmons Hard- 
ware Co. He traveled in the south 
east. He was a “nut” for carrying 
samples—several trunks full. He 
would open up in a hotel sample 
room and then go out after visitors. 
If they wouldn’t come then he toted 
his samples to their stores. A dealer 
told me one day that Malone had ap- 
peared with samples under each arm 
and his head thrust through a full- 
sized, leather horse collar. Malone 
was a successful salesman then and 
now at 76 years of age. 

For the past 26 years he has been 
a manufacturers’ agent with head- 


| quarters in Washington, D. C., and 


has prospered. His company is 
Malone-Wheless Company, Hardware, 
2022 Columbia Road, Washington, 
D. C. 

He tells me his wife is secretary- 
treasurer of the company. He travels 
and she answers the telephone, han- 
dles the cash, and keeps the books. 

I was very much interested in his 
story of war time and present selling. 
He handed me a card with his long 
list of well known manufacturers. 

Of course, said Malone, you know 
about war time priorities, allotments 
and all that. It surely was a job to 
keep track of all of the government 
forms. In the old days we wanted 
orders, large ones and plenty of them. 
In these days it has just been the re- 
verse. His manufacturers did not 
want too many orders. So Malone 





said he would call on them and work 
for as large an allotment as he could 
get then he spread his allotment out 
as fairly as he could among his de- 
serving customers. He sold on a basis 
of “when, if and can.” He said he 
had enough in backlog orders to last 
for a long time. 

He told of one new manufacturer 
he took on who said they were pre- 
pared to handle his orders. He went 
to a leading wholesaler and they gave 
him a grand order. 

But, said Malone, you should have 
seen the red-hot letter he received 
from his new sales manager. He 
bawled him out for sending such an 
order from one customer. 

Malone doesn’t drink or smoke. I 
remember he didn’t in the old days. 
He walks with a springy step and 
talks as fast as a machine gun. He 
would pass easily for a man of 50. 
Evidently hard work doesn’t kill. 

His outlook on life is cheerful. He 
has a host of friends and I noticed 
he did not have an unkind word for 
any one. There was one dealer in 
his territory with whom I once had a 
very unpleasant experience. Just 
casually I asked if he sold him. He 
hesitated a moment and than an- 
swered. “I used to sell him but some- 
how I couldn’t please him and so I 
quit calling.” I said nothing. I did 
not tell my experience. 

E. C. Simmons used to tell us— 
“Molasses catches more flies than 
vinegar. If you don’t like a town 
just say—-the sun shines brightly 
there.” 






How to Antagonize Your Source of Supply 
in a Seller's Market 


Headaches of one manufacturer whose plant was entirely 
on war work and who is now doing a reconversion job 


1. By all means when you receive an 
offer or allocation on goods in short 
supply, immediately wire, write or tele- 
phone the manufacturer to double or 
triple the offer—and also tell him that 
unless he does so, you will not be able 
to release the goods in question to your 
trade! 

2. Ask for electrotypes and a com- 
plete catalog description, despite the 
fact that you Anow that throughout the 
whole year of 1946 you will not have 
sufficient quantity of those items on 
hand to take care of your salesmen’s 
orders, or the mail orders that are pour- 
ing in to you! 


3. Write or wire the manufacturer 
two days after his offer asking why de- 
livery of the allocation has not been 
made as yet! 

4. Make suggestions for changing the 
type of items offered by the manufac- 
turer, despite the fact that he has work- 
ed out a carefully designed plan to 
meet the demands of every territory! 

5. Do all this. And then remind the 
manufacturer constantly that the sell- 
er’s market won’t last forever and that 
another day will dawn soon. Just see 
if you can add to his happiness and to 
the ease of mutual business relations in 
this manner! 
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basis Filling those haif-line cracks in plaster wa$ 4 tough job— 
id he before Plaster-Stik. You just rub the stick across the crack é 
last like a crayon— smooth off with your finger — and the job is Two years ago, un- 
— done, ready for paint as soon as dry. No mixing—no muss. known = To day eed ta vob 
Just a quick, one-handed process. Test it yourself — just once . 
turer and you'll understand why Plaster-Stik is already one 
 pre- of America’s unique merchandising successes. 
>on That, in brief, is the record already established 
ne by Plaster-Stik—a record based on the funda- 
mental merit of the product itself. 
have aa And why could Plaster - Stik 
eived , e . . e e e 
He 2) aga mma} achieve nation-wide distribution 
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a | week from Feb. 20 to May 30, some of your customers 
ightly will be reading PLASTER-STIK’S half-column advertisements 
in one or more of these five great magazines. 
A GOOD PROFIT HEREVER paints are used, there’s a need for Plaster- 
Plaster-Stik retails na- Stik. So keep the sales-making carton of Plaster- 
tionally (fair-traded) Stik prominently on display wherever paints are sold in your 
|) ieee) \| at 25c. (30c outside . i 
user Ee) | U.S.) To the dealer, store. And see that your clerks sell Plaster-Stik with every 
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om I noon them about this grand new way to fix those annoying hair- 
ng the , line cracks in wood or plaster. Have Plaster-Stik in stock 
oo ! } when customers call for it. Order NOW from your jobber. 
WorkK- . c 
ay JOBBERS: Piaster-Stik is sold only through jobbers. If you are 
nd the AY f; Ne= not already handling it, we suggest you wire us an initial stock-order, 
e sell- ce DEES >> mentioning number of men you travel. We will supply you promptly. 
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They Cut Longer 


Between Sharpenings 


IN THE WOODS 











































COLLINS 


AXES and HATCHETS 


The Collins Compony, Collinsville, Conn 













When a Dram 
Is Not a Dram 
66 bens is the meaning of this 


dram equivalent ‘business’ 
stamped on shotgun shell boxes?” This 
is a question received many times each 
season by Remington Arms Co., Inc., 
from newcomers to shotgun sports. It 
is generally followed by “Don’t we ac- 
tually get 3 drams of powder in a 3 
dram load?” 


“Yes” and “No” 





The answer is “Technically, YES! | 


Literally, NO!” Explaining this in 
further detail, Dr. C. S. Cummings, 
Supervisor of Ballistics, Technical De- 
partment, Remington Arms Co., Inc., 
states: 

“In the old days of black powder in 
shotguns, the strength of a load was 
defined more by the amount of powder 
used, than by the generally inaccurate- 
ly known velocity of the shot charge. 


This led to the designation of loads by | 
The avoirdu- | 
pois dram was a unit of convenient | 


powder charge weight. 


size, being 1/16 of an ounce. 
loads were defined by the number of 





Hence | 


drams of black powder that they con- | 


tained and were called 3 dram or 4 


dram, etc., loads. 


Rarely Weighed Individually 


“Of course the old timers couldn’t | 


carry a scales around with them for 


| loading—even today in mass produc- 
tion powder charges are rarely weighed 


out individually—so a scoop of the cor- 
rect volume to give a known weight of 
powder was needed. This also was tied 
in with the fact that earliest smokeless 
powders were supposed to be made to 
load on a basis of equal bulk or vol- 
ume with black powder; in other words, 
a shell loaded with a 3-dram, black 
powder scoopful of smokeless powder 
would give the same ballistics as a simi- 
lar shell loaded with the same scoopful 
of black powder. 

“A standard 3 dram charge cup was 
developed by the Union Metallic Car- 
tridge Company which held 3 drams 
(82 grains) of black powder. This cup 
was 1.125 inches long by 0.625 inch 
in diameter. As smokeless powders de- 
veloped beyond the stage mentioned in 
the past paragraph, they no longer even 
approximated a ‘bulk for bulk’ per- 
formance with black powder. However, 
the old designations for the ‘strength’ 
of a load persisted. 

“Shooters had a good idea of just 
how heavy a 3 dram load was, so that 
it became customary to load smokeless 


| 
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| ge J Pecora Product is designed 
to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace with 
mechanical improvement. Stock and sell 
Pecora and you will make and keep 
satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 
METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bower 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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powder at a charge that would give | 
ballistics equivalent to those of the | 
black powder load being duplicated. | 
Hence the smokeless powder load was | 
designated as a ‘3 dram equivalent’ | 


load. 


“This designation is an interesting 


carry-over from the early days of the | 
shotgun and, of course, bears very lit- | 
tle relation to the original loads. How- | 
ever, it is a convenient shorthand fa- | 


miliar to most shooters and is useful 


as long as the background and limita- | 
tions of the expression are clearly un- | 


derstood.” 


Mass Display of Bulk 
Seeds Catches the Eye 


HE problem of where to place dis- 
plays of bulk seeds is one which 
annually demands much attention in 
the average hardware store. Some deal- 
ers like to place bulk displays on tables 
in boxes, or jars and the like. 
In the case of the 4 Big Hardware 
Stores Co., Rockford, Ill, T. C. Young, 


manager, finds that it has paid to put | 


the seeds in pails and put the pails on 
the floor, with signs sticking up from 
the inside telling the public what kinds 
of seeds are displayed. 


“It is commonly said by some mer- | 


chandisers that items placed on the 
floor do not get much attention,” says 


Mr. Young, “but we find that seeds | 


thus displayed in pails will stop every 
gardener. He can’t help seeing them. 
We have many customers who stop, 
bend down, feel the seeds and then buy 
them. We have done a very good busi- 
ness on bulk seeds by using this sort 
of a display.” 

Mr. Young points out that in using 
this type of floor display, it is best to 
have 10 or more pails of seeds display- 
ed. The reason for this is that the mass 
display will attract attention whereas 
four or five pails will not. 


Every pail is full of seeds. The 
mass display attracts attention. 
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Sold through leading Hardware Jobbers 


i a 


IT’S MAIN FLOOR 
MERCHANDISE! 





Among brand names of hardware merchandise that 
rate high in reputation, Cleveland Chain is de- 
servedly included. Dependable through the years 
in the thousands of ways in which chain serves, 
Cleveland Chain has won the confidence of the 
men who sell it and those who use it. 

An “up-front” store display space for Cleveland 
Chain will automatically increase your sales. Have 
confidence in the reliability of Cleveland Chain, 
welded or weldless, for every chain requirement. It 
is recommended for safety, economy, good service. 


SINCE Gy 1669 


AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland (hain & fg. Co. 


Cleveland, 5 Ohi 


RT 








INGRAHAM again maketh 
clocks and watches! 


But... the demand so far exceeds the supply that we must allocate our production until: we 
get back to normal. We shall increase allotments of these fast selling Ingraham Clocks and 


Watches as rapidly as we can, until we are able to supply all of our customers’ requirements. 


i Oe Rar wl i ee. Fi Marerc Re ~ 
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Yes—Gem Razors to team up with Gem Blades—to 
give you pre-war turnover and volume! 


Pre-war and then some—because today demand 
for Gem Razors and Gem Blades is being powered 
by more than 167,000,000 ad-impressions a month 
in top national magazines—plus Gem’s famous 
“Falcon” radio show on the coast to coast Mutual 
Network every Tuesday night. 


More than ever in ’46—it will pay to push the Gem 
profit partners! 


PARADE MODEL 


The popular priced Gem Jr. Razor. Gold-plated head, 
jumbo plastic handle. Attractively packaged in hinged 
case with three Gem Blades, to retail at 39¢. Feature 
it in the smart counter display containing 6 units. 


PROFIT PARTNERS! 


Gem Razors perform best with Gem Blades—and the 
partnership is profitable for you! These self-selling 
display cards do a job—for the “‘quarter” customer, 
the 5 for 25¢ pack, 10 to a card—for the big ‘‘dime” 
trade, the 2 for 10¢ pack, 10 to a card. 

Gem Division, American Safety Razor Corp., B’klyn 1,N. Y. 


V avolo ‘5 o'clock SHADOW’ wiTH GEM / 


Reg. U. S. Pat. Off. 


FEBRUARY 14, 1946 161 















> EEE ES RR nd 





News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 




















READ IT IN HARDWARE 


S OF 








HARDWARE AGE FOR 




































ration Corporation of America, 









\ ONE SN a 






second step toward the comple- 





















4 
. nounced plan of expansion into 
“ the field of durable consumer 
: goods. Noma entered the home 
equipment field in December 
with the purchase of The Estate 
Stove Co., Hamilton, Ohio, manu- 
facturer of gas and electric 
i ranges and “Heatrola” oil, gas 
" and wood-fired space heaters. 
5 John Bess, a leading figure in | 
a the electrical refrigeration field 
} for the past 20 years, will con- | 





tinue as president of Refrigera- | 
tion Corp. and there will be no 
changes in other offices, nor is 
any change in policy contem- 
plated, Mr. Sadacca announced. 

As a wholly-owned Noma sub- 
sidiary, Refrigeration Corp. will 
be in a position to obtain a large 
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Noma Electric Corp. Buys 
Freezer Mfg. Concern 


Henri Sadacca, president of | share of the post-war business for 

Noma Electric Corp., 55 W. 13th home 
St.. New York City, has an-' other electrical goods, Mr. Sa- 
Expanded produc- 
tion facilities and the application 
of Noma’s famous merchandis- | 
ing techniques are expected to 
increase the Refrigeration Corp. 
sales for 1946 over 100 per cent 
above the 1945 level. 
Bass announced that in 
preparation for greatly increased 
production, Refrigeration Corpo- 
ration has purchased additional 
manufacturing facilities, amount- 
ing to 145,000 sq. ft., at Perth | 
Amboy, New Jersey. 
pect to produce a new line of 
home and office air-conditioning 
equipment and we will greatly 
increase production of our Frigid- 
Freeze home and farm freezers 
HENRI SADACCA and commercial frozen food cabi- 
‘ nets for retail stores and insti- 
; nounced the purchase of Refrige-| tutions,” Mr. Bess said. 


dacca said. 


manufacturer of equipment for| owns the following companies: 
the frozen foods industry and | Triumph Industries, Inc., Elkton, 
of “Frigid Freeze” home and/| Md.; The Estate Stove Co., Ham- 
farm freezers, frozen food lockers | jj;on, Ohio; Noma Toys, Ltd. 
and air conditioning equipment. | Owen 
_ The acquisition of Refrigera-| Fectric Co., Ltd., England; The 
tion Corporation marks the! 4 ,.onia Electrical Co., Ansonia, 
tion of Noma’s previously an-| Conditioncr Sales 

Corp., New York City, The Glo- | Robert S. Knapp has been asso- 


Sound, Canada; 


Conn.; 





lite Corp., Chicago, Ill.; Nuevo FOWLER SUCCEEDS 
Industries, Inc., Holyoke, Mass.; HOLLAND AS PRES. OF 
Polarized Products Corp., New 

York; Pressed Products Corp., on 
Holyoke, Mass.; Central Railway Eugene Holland has resigned 
Signal Co., Inc., Needham, Mass.,/ as president and director of 
and the K-D Lamp Co., Cincin-| Florence Stove Co., Gardner, 
nati, Ohio. 


EASTERN METAL PROD. 
APPOINTS CARSON 
SALES MANAGER 


Arnold Troy, president of The 
Eastern Metal Products Co. of 
Tuckahoe, N. Y., has announced 
that Frank N. Carson had been 
appointed sales and advertising 
manager of the company’s 
kitchenware and specialty divi- |» 
sion. 

Mr. Carson, before the war, 
was a sales promotion consultant, | 
and was associated with the War | 
Department in the procurement | 
of Ordnance materiel since 1941. 

Announcement is also made 
that the company has completed | L. R. FOWLER 
the design of a complete line of | 
hand my wageneay? ~ ei hennd Mass., effective Jan. 31, and R. 
aie Vin Se weep Se eee | L. Fowler, present chairman of 








in the neer future. | the board, has been elected presi- 
ja | dent to succeed him. Mr. Fowl- 
ROBERT S. KNAPP |er served as president of the 
NAMED KNAPP.- | Florence Stove Co. from 1931 to 
| MONARCH EXEC. | April, 1945, at which time he was 


Robert S. Knapp, son of A. S. 
Knapp, president and founder of 
Knapp-Monarch Co., St. Louis, 
Mo., was elected to the post of 
vice-president of the company. 





|ciated with the business since 


| 1938, and has been on leave for 
| military service since 1941. 





HEADS PITT. SCREW 
SALES IN CHICAGO 


Edward L. Dull has been ap- | 
pointed Chicago district sales | 
manager for Pittsburgh Steel | 
Co., Pittsburgh, Pa., effective | 
Feb. 1, 1946. Mr. Dull began his | 
business career in the operating 
department of Jones & Laughlin 
Steel Corp. in 1927 and later was | 
transferred to the sales depart- 
ment. Since 1937 he has been| elected chairman of the board. 
sales representative in the Chi-| He will continue to serve as 
cago area for Babcock and Wil-| chairman as well as president of 
cox Tube Co. the company. 





EUGENE HOLLAND 
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»S | will serve as senior officer during BRISTOL HEADS SALES 
oe E. M. Jones Elected Rubberset ee ee ce cel ae 
CO. General Sales Mgr.—V.-Pres. | *%4tion_to his Bridgeport re- CHENEY HAMMER 
| 


Elwood M. Jones, Jr., has been 
elected vice-president and gen- 
eral sales manager of Rubberset 


E. M. JONES 


Co., Newark, N. J., as of Janu- 


| lets; J. F. Smith, assistant to the | 
| general sales manager; R. D. 
| Freeman in charge of sales con- 


| metropolitan division manager; 


| Company as a salesman in 1937 


Working under Mr. Jones will | 
be R. H. Seltzer, assistant sales | 
manager of insecticides and | 
toilet brushes; P. A. Lee in 
charge of special sales; T. H. 
Logan, Jr., in charge of special 
sales through food broker out- | 


trol and statistics; W. R. Wright, 


J. L. La Croix, central division 
manager; G. N. Peay, Jr., west- 
ern division manager; D. R. 
Jack, export manager, and E. R. 
Brown, advertising manager. 

Mr. Jones joined the Rubberset 


covering California. In January, 
1943, he became assistant sales 
manager in charge of the com- 
pany’s paint brush division. 





JONES CANADIAN REP. 
FOR U. S. MFG. CORP. 


| 
| 


sponsibilities is head of Stewart- 
Warner’s Stewart Die Casting 
Division in Chicago, and is a 
vice-president of Stewart-Warner 
Corporation. 


COOPER SALES MANAGER 
CANVAS PRODUCTS CO. 


Sales management at Canvas 
Products Co., St. Louis, one of 
the country’s oldest and largest 
canvas goods manufacturers, is 








Mark L. Bristol has been ap- 
pointed general sales manager of 


MARK L. BRISTOL 


the Prentiss Vise Co., New York 
City and its subsidiary the 
Henry Cheney Hammer Corp., 


and R. 

alii il ary 1, 1946, and Raymond A.|; The U. S. Manufacturing | | Little Falls, N. Y. 

pay Nash, vice-president and general | Corp., Decatur, Ill, has an- | Mr. Bristol joined the Prentiss 
factory manager. nounced the appointment of Syd- | Vise Co. in 1922 as a junior 


. Fowl- 
of the 
1931 to 
he was 


board. 
serve as 
ident of 


E AGE 


In his new post, Mr. Jones will 
direct the sales of Rubberset 
paint brushes, lather brushes, 
and toilet brushes as well as the 
sales of Wm. Peterman Inc., in- 
secticides. Mr. Nash will direct 
plant operations and production 
in all the Rubberset and Peter- 
man factories. 


R. A. NASH 
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ney Jones, 640 Brock Ave., To- 
ronto, Canada, as its exclusive 
Canadian eastern direct repre- | 
sentative. 


MEYER ELECTED PRES. 
OF BASSICK CO. 


George L. Meyer, Jr., chair- | 
man of the board of directors of | 
The Bassick Company, Bridgeport, | 
Conn., has been elected president, | 
succeeding W. A. Rose, who has 
resigned, effective Jan. 1. Mr. | 
Rose tendered his resignation as 
president and general manager 
because he has reached the age 
of 65, but will continue as a di- 
rector. Mr. Meyer will retain 
the chairmanship. These changes 
were announced by J. S. Knowl- 
son, president of Stewart-Warner 
Corporation, Chicago, of which 
The Bassick Company is a sub- 
sidiary. 

Walter F. Herold, who has 
been a vice-president and chief 
engineer of The Bassick Com- 
pany, was elected executive vice- 
president and will continue in 
direct charge of engineering. He 


| now under the direction of Tom 


| marketing and sales direction. 


TOM COOPER 


Cooper. Mr. Cooper has a batk- 
ground of experience in sales, 
He has completed an intensive | 
survey of the firm’s markets and 
a number of new products are | 
beyond the blue-print stage for 
immediate development. 

The firm’s pre-war production | 
featured numerous products | 
made of canvas including tents | 





| salesman. 


He is an overseas vet- 


| eran of World War I and served 


in India with the American Red 
Cross during World War II. He 
has traveled extensively for both 
companies of which he has been 
named sales manager and will be 
located at their New York City 
offices, 217 Broadway. 


EUREKA MAKES TUTT 
SOUTHWEST MANAGER 


Duncan J. Tutt, has been 
named southwest regional mana- 





of all kinds, tarpaulins, a com- | ger for Eureka Williams Corp., 
plete line of grass catchers, | Detroit, Mich., it was announced 
wagon, auto and boat covers, and | by George E. Wagner, sales man- 
shower curtains. In addition the | ager of the central division. Mr. 
concern is currently producing in | Tutt will be responsible for sales 


volume a canvas laundry basket 
on a collapsible steel frame. 

All the firm’s products will be | 
identified with a newly de- | 
veloped “Canvas Kid” trademark. 
The “Canvas Kid” name and | 
trademark will be featured exten- | 


throughout key trading areas in 
the southwestern states. He was 
formerly superintendent of ap- 
pliance sales for Higgins Indus- 
tries in New Orleans, La. 
During the war he served with 
the Army Air Forces. He was 


sively in advertising to the trade | awarded the Purple Heart for ac- 
and all products will bear the | tion in the China-Burma-India 
“Canvas Kid” identification. area. 
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POWER-SAVER 


Completely Automatic 


WATER PRESSURE SYSTEMS 


For deep or shallow wells 


Big Profits! Tremerndous demand for 
electric water systems right now! 


Here is the answer to your need for a precision built, 
dependable water system that you can sell now. Ideal 
for rural and suburban use. Operates with high efficiency 
in any well down to 200 feet which has a 5 inch lower 
casing. 


Balanced, force action, twin-cylinder pump is built of 
finest materials throughout. Stainless steel ball valves and 
cylinder linings. Brass valve seats. Chrysler Oilite (oil 
cushion bronze) bearings. Machine cut gears. Ample 
capacity — amazingly low power requirements. 


Furnished complete with tank, pressure gauge, and 
automatic switch as shown. Pump also sold separately. 
Write today for details of our money- 


JOBBERS-DEALER making proposition, and full literature. 
NATIONAL MILKER 


SALES CORPC 
tributors of Notional Milkers & Power Saver Wote ystem 


515 East Grand Avenue Des Moines, lowa 


MARK LYONS, SR. (left) and MARK LYONS, JR. 


Mark Lyons Jr. Elected President 
McGowin-Lyons Hdwe. & Supply Co. 


Election of Mark Lyons, Jr.,| McGowin, and Julian McGowin; 
as president of the McGowin-| vice-president and treasurer, 
Lyons Hardware & Supply Co.,| John W. Pugh; vice presidents, 


wholesale hardware firm of 
Mobile, Ala., succeeding his 
father, Mark Lyons, Sr., was an- 
nounced recently. Mark Lyons, 


Sr., will continue as chairman | 


of the board of directors. The 
change was made after the chair- 
man proposed to the directors 
that he be relieved of the duties 
of president. 

The new president of the com- 
pany, Mark Lyons, Jr., has been 
with the firm since 1929, starting 
as an order clerk. He subse- 
quently became a salesman and 


in 1936 was named assistant | 


secretary-treasurer and assistant 
to the vice-president. In 1937, 


he was advanced to vice-president | 


and in 1941 became executive 
vice-president. 

Mark Lyons, Sr., has been 
president of the hardware and 
supply firm since 1927 and has 
been chairman since 1937, suc- 
ceeding the late J. F. McGowin 
in the latter office. 

Under the new arrangement, 
Mark Lyons, Jr., as president, 
will have the direction of the 
company’s mercantile business 
while his father, as chairman, 
will be active in the management 
in advisory and supervisory ca- 
pacities. 

Four new assistant vice-presi- 
dents for the firm have also been 
announced. They and the depart- 
ments assigned to them are: J. 
G. Phillips, plumbing and heat- 
ing; A. S. Goodbrad, govern- 
mental affairs and _ sporting 
goods; W. K. P. Morrill, ma- 
chinery; G. E. Gaston, marine 
department. 

Other company officers are: 


_ Directors, J. A. McGowin, E. L. 


| Thomas B. Soost and J. D. Ter- 
| rill, and C. M. Dukes, secretary 


and assistant treasurer. 


STAUBLIN HEADS N. Y. 
OFFICE FOR TESTOR 


Perc W. Staublin is now in 
charge of Testor Chemical Com- 
pany’s New York sales office, 200 
Fifth Avenue, Room 513, accord- 
ing to a recent announcement by 
Nils F. Testor, company presi- 
dent. Prior to his new appoint- 
ment, Mr. Staublin was formerly 
in charge of sales correspondence 
in the Rockford, IIl., office of the 
firm. 

DON MITCHELL NAMED 

SYLVANIA EXEC. V.P. 

Don G. Mitchell has been 
elected executive vice-president of 
| Sylvania Electric Products, Inc., 
| 500 Fifth Ave., New York City. 
| Mr. Mitchell joined the company 
as vice-president in charge of 
sales in 1942. 


DON G. MITCHELL 
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PERRY BUYS APPLIANCES | 
FOR A. C. McCLURG 


D. H. Sparks, president, A. C. 
McClurg & Co., wholesale firm at 
333 E. Ontario St., Chicago 11, 


EARL PERRY 


has announced the appointment of 
Earl Perry to the position of 
buyer of electrical appliances. 
Mr. Perry joined the company in 
1940 as assistant toy buyer. He 
was recently discharged from the 
armed forces. 

TAPPAN EXPANDS FIELD 

SALES ORGANIZATION 


Further expansion of the Tap- 
pan Stove Co.’s Mansfield, Ohio, 
sales organization has been an- 
nounced with the appointment of- 
a development manager and 
seven additional sales represen- | 
tatives. 

Major Paul I. Berno, former 
Tappan sales represeatative and 
later sales promotion manager, 
has been named development 


| turers’ representatives. William 


manager. Major Berno was re- 
cently placed on inactive status 
following three years and seven 
months’ service with the Army’s 
Quartermaster Corps. 

Three veterans included on the 
list of new sales representatives 
are: G. E. Connally, assigned to 
Philadelphia; John McLaren, 
Georgia, Florida and Alabama, 
and E. H. Jelliff, southern In- 
diana. 

Other Tappan sales represen- 
tatives and territories they will 
cover are: A. J. Bradley, Michi- 


gan; A. M. Probst, Pittsburgh; | 
J. F. Loeffler, New England, and | 


R. C. Smith, New Jersey. 


WEST IN SOUTHEAST 
FOR NEW HAVEN CLOCK 


C. R. West has recently been 
appointed southeastern represen- 
tative for The New Haven Clock 
Co., New Haven, Conn., with 
headquarters in Atlanta, Ga. Mr. 
West was previously with the 
Ship’s Service Department, U. S. 
Navy, and prior to that a staff 
merchandise manager for the re- 
tail store division of the Good- 
year Rubber Co., Akron, Ohio. 


SPORTS DISTRIBUTOR 
OPENS N. Y. DISPLAY 


Sports Gear Distributors have 
opened a permanent salesroom in 
Suite 5510, Empire State Bldg., 
New York City. The firm, newly 
organized, operates as manufac- 


R. Searles is manager. He was 
formerly merchandise manager 
and buyer with Alex. Taylor & 
Co., Inc., New York. 
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Size 


Camillus ‘ 
has the edge! 


Not only in the extra keenness of 
every blade does Camillus have the 
edge, but also in an over-all superiority 
in manufacturing and merchandising 

fine-quality knives . . . at low relative 
cost. Top-quality materials, expert 
workmanship, modern equipment as- 
sure manufacturing excellence. Mer- 
chandising supremacy is achieved 
by smart packaging, forceful sales 
promotion and up-to-the-minute 
display. The result for you of this 
all-over superiority is larger prof- 

it through faster sales, efficient 
handling and more frequent 
turnover. To get the greatest 
return from your pocket knife 
business, sell the cAmittus line. 
Camillus Cutlery Company, 

New York 17, New York 


\ “* 
ie 
e of the oldest and 
largest manufacturers of 
knives in America.. founde 
70 years ago by Adolph 


Kastor 





NEW ENGLAND HOUSEWARES SHOW COMMITTEE: The 
committee of the show, which was held Feb. 11-15 in Boston, 

ass., and sponsored by the Housewares Club of New Eng- 
land, were: Back row (left to right) George Dinkle, manufac- 
turers’ representative; Ernest Bates, Joseph Breck & Sons; 


Francis Dolphyn, Robinson Clay Products Co.; Louis Borans, | 


Davall Co.; George Cooke, Jones, McDuffee & Stratton Corp. 
Front row (left to right): Carl Masson, Paine Furniture Co., 
publicity chairman; Herb Standen, Beh & Co., president of the 
Housewares Club; Albert B. Patterson, Wagner Mfg. Co., com- 
mittee chairman, and Joseph T. McElroy, Jr., R. H. White Co., 








vice-president. 


FEBRUARY 14, 1946 


———"T —™___ 
CAMILLUS 


maAS FRE 


Ee OGeE 























































X . You've put up with the shortages and 
slow deliveries we couldn't prevent. 
You had patience with us when all we 

’ could do was try and appreciate your 
patience. You always gave us the 
benefit of the doubt and a chance to 
do all we could. SO....to all of you 
who stayed in line with Top-Line, we 
take off our hats. You're the tops! 










































You have top priority, 
too, when the supply 
of raw materials 
enables us to increase 
our production ....we 
hope during the second 
quarter. 
































TOP © LINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 























Mansfield Tire & Rabber Company 


Announces Expansion of Sales Forces 


The Mansfield Tire & Rubber 
Co., Mansfield, Ohio, has recently 
announced an expansion of its 


EDWARD E. STEVENS 


sales forces and extension of its 
service to keep pace with its ex- 
panded production facilities. 

Edward E. Stevens, recently 
returned from duty with the 
Navy, has been appointed assis- 
tant general sales manager as 
assistant to J. S. Wainright, gen- 
eral sales manager. 

S. E. Shepard, formerly sales 
manager of the Raybestos Divi- 
sion of the Raybestos-Manhattan, 
Inc., Bridgeport, Conn., has been | 
named director of merchandising. | 
He has been identified with the 
automotive industry for 25 years 
with coast-to-coast acquaintance- 
ship in the industry. 

L. M. Baker, formerly manager 
of the technical division of the 
Lake Shore Tire & Rubber Com- 
pany of Des Moines, Iowa, has 
been made manager of the tech- 
nical division. He was associat- 








S. E. SHEPARD 





ed with the Firestone Tire & 
Rubber Company for 10 years 
before becoming affiliated with 
the Lake Shore Company. 

Charles F. Orr, Jr., who has 
been sales engineer at Mansfield 
Tire for three years, following 15 
years in the Tire and Tube Con. 
struction Development Depart- 
ment, is a new District Sales 
Manager, covering an area em- 
bracing Tennessee, Alabama, 
Georgia and Florida. 

New special truck tire sales 
representatives include: Hal C. 
Smith, Southern New York, New 
Jersey, Eastern Pennsylvania, 
Delaware, Maryland and the Dis- 
trict of Columbia; Charles P. 
Sniffen, Jr., Northern New Youk 
and all of the New England 
States; Richard R. Holten, Utah, 
Nevada, Idaho, Washington, Ore- 
gon and California; N. C. Run- 
dio, Illinois, Iowa, Missouri, Ne- 
braska, Kansas, Wyoming and 
Colorado; O. C. Alexander, Ten- 





CHARLES F. ORR, JR. 


nessee, Alabama, Georgia and 
Florida territory; H. A. Beatty, 
Wisconsin, Minnesota, North Da- 
kota, South Dakota and Montana; 
R. C. Boone, Arkansas, Louisiana, 
Texas, Oklahoma, New Mexico 
and Arizona; F. D. Winfield, 
West Virginia, Virginia, North 
Carolina and South Carolina; 
Walter C. Leo, Ohio, Michigan, 
Indiana, Kentucky and Western 
Pennsylvania. 

Eugene H. Almy has been ap- 
pointed service engineer under 
E. A. Porter, service manager. 
Employed in the Experimental 
Department before he entered the 
Army, his new duties will en- 
tail checking service conditions 
in the field. 
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H. J. FERRIS NOW 
STARLINE HEAD 


The directors of Starline Inc., 
Harvard, Ill., announce that vice- 
president Howard J. Ferris has 





ing of production to include new, 
related products. 

Most nearly completed is the 
new “stove” building for the sea- 
soning of linoleum. This rather 
unusual structure consists of a 
number of huge ovens. Some 


idea of its size may be gained | 
from the dimensions, 215 ft. by | 


hei 1946... 


7 pane 


> oe 132 ft., six stories high. The 
ollowing 15 seasoning chambers are so de- | 
| Tube Con. ey that the linoleum may be | 
| hung in one continuous piece, six | ADVERTISING 
lag ee: miles long, looped into 90-ft. fes- 
> heh eal |toons. This seasoning extends | 
: = over many weeks, depending on | CAMPAIGN 
= the gage of the material, at the 
’ |end of which time it must meet | 
; tire sales rigid laboratory tests for dura- | 
le: Hal C. bility and resilience. 
York, New The new examining building, | 
ennsylvania, as the name indicates, will house 
ind the Dis. the examining rooms where the 
Charles P. fully seasoned material is un- | 
| New Youk rolled on long tables for scrutiny 
w England by skilled inspectors. An elabo- | 
olten, Utah, HOWARD J. FERRIS rate lighting system will be pro- | 
ington, Ore- vided for this operation. Here, 
N. C. Run- . also, the finished merchandise is | 
issouri, = been elected president to succeed rolled and labeled. In addition, 
oming and the late es + oo Ferris 18|/ this building will provide im- | 
ander. Ten- oe Se Seeeey tn Eee who, proved facilities for the applica- | 
; with N. B. Helm, and C. E. tion of the two-step finishing | 
Hunt, started the manufacturing 








business of Hunt, Helm and Fer- | 
ris in the basement of the Hunt 
and Helm Hardware store 63 | 
years ago, which later became | 
Starline Inc. As a youngster, | 
Mr. Ferris used to come into the | 
plant Saturdays and nights after | 
school to help his father. 


In 1898, after having com-| 
pleted his technical education, | 
Mr. Ferris became a full time | 
member of the organization 
which he now heads, and in 1903 
took over the duties of super- 
intendent so that his father 
could devote his entire attention 
to experimental work and design- 
ing of new products. In 1920, he 
gave up his responsibilities as 





process. 


THOMSON HEADS APEX 
CONTRACT SALES 
Mark L. Thomson, has been 


appointed manager of contract 
sales for the Apex Electrical 


| Mfg. Co., Cleveland 10, Ohio, 


manufacturer of vacuum cleaners, 
washers, and ironers. A. C. 
Scott, vice-president in charge of 
sales, has announced. 

Mr. Thomson has had exten- 
sive experience in the advertising 
and sale of heavy appliances, 
having served in various capaci- 
ties in this branch of Sears Roe- 
buck merchandising during 16 
years with that company. Re- 


* 42 National Magazines 


* PUCK-the Comic Weekly 


* Booklets, Displays, ete. 





R, JR. superintendent in favor of W. J.| cently he was manager of Sears’ 
Heatley, who still occupies that} priority division in the Philadel- 
a position. | phia-Camden area. STOCK UP! DISPLAY!. CASH IN! 
A. Beatty, —_—— 
, North Da- 
taal CONGOLEUM.NAIRN’S 
, Louisiane, PLANTS NEAR FINISH 
ew Mexico Increased plant capacity will 
Winfield, provide for greatly expanded 
nia, North post-war demand for the prod- 
Carolina; ucts of Congoleum-Nairn Inc., in | 
_ Michigan, the two large, new buildings now | 
id Western Nearing completion at _ their 
Kearny, N. J., plant. Repre-| 
senting an expenditure of over | 
— $2,000,000 these additions are | 
a ee only the first step in the expan- 
» manag i sion program being undertaken | 
ee in 1946 by this floor-covering | 
7 “ firm. Further major construc- | 
2 = tion, both at Kearny and at other | Mi 
conditions plants, will result not only in en- | Boyle-Midway Inc. 





larged capacity but in broaden- MARK L. THOMSON 22 E. 40th St., New York 16, N.Y. 
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BENNETT REPRESENTS 
ALUMINUM GOODS MFG. 
‘ IN DENVER AREA 


past 16 years has been with the | F at The Aluminum Goods Mfg. | 
Remington Arms Co., will join Basen pare og Rape ag ok “the | , Co., Manitowoc, Wis., has an- 
the J. A. Williams Co., wholesale past 39 years, having entered the oii nounced the appointment of F. J, 7 
hardware distributor, Pittsburgh, | employ of Macbeth-Evans Glass | 3 Bennett, recently discharged 
Pa., as manager of its sporting | Company in 1907. He was first | from the armed forces, as Mirro © 
goods department. Mr. Pirsch is | essigned as oiles representative sales representative for the Den- © 
very well known to the dealers | os ‘ee York City, transferring | ver territory, comprising Colo- 

| the following year to the com- | rado, Arizona, New Mexico, : 


| pany’s general office in Pitts- | 
burgh where he became assistant 
| to the general sales manager. In | 
| 1910 he was appointed manager | 
| of the Chicago Sales Office. Fol. | 
lowing the consolidation of Mac- 
| beth-Evans and Corning Glass | 
| Works in 1936 he was made Chi- 
cago sales manager for Macbeth- 
Evans Division of the consolidated 
With the reorganiza- | 


PIRSCH HEADS WILLIAMS | Consumer Products Division of | 


SPORTING GOODS DEPT. | Corning Glass Works, Corning, 
|N. Y., has been made by the | 
| 


Herman Pirsch, who for the | company. 


J. A. EDWARDS 


HERMAN PIRSCH 


and sportsmen of 
area, having been Remington’s 
district sales manager for the 
Pittsburgh territory since 1938. 
Mr. Pirsch will assume his new 
duties on February 1, 1946. 


PINCKNEY RETIRES 
FROM CORNING GLASS 


Announcement of the retire- 
ment of Floyd K. Pinckney, Chi- 


company. 


| tion of the Pyrex housewares and 


| 


the tri-state | 


Macbeth sales 
year ago, he was made assistant 
central district manager. 
EDWARDS MIDWEST MGR. 
FOR GENERAL MILLS 


J. A. Edwards has been ap- 
pointed midwestern district man- 
ager for the new home appliance 
department of General Mills, 
Inc., Minneapolis, Minn., accord- 
ing to a recent announcement by 
Roscoe E. Imhoff, department 
manager. Mr. Edwards has been 
associated with General Mills for 
15 years, serving the last eight as 
supervising salesman at the Kan- 
sas City branch office. 

In preparation for forthcoming 


departments of | 
Corning’s Consumer Division a | 


| pans. 


distribution of new home appli- | 
ances, General Mills is currently | 


country. Mr. 
headquarters 


throughout the 
Edwards’ district 
will be in St. Louis. The initial 
appliance allotment to retail 
dealers will include automatic 
electric irons and pressure sauce- 
Before joining General 


Mills, Edwards was associated 


| with the Great Northern Aviation 


Company. 


MODERN HOMES SHOW 
MAY 4-11 IN N. Y. 


A National 
Exposition, first since the war, 


will be held at Grand Central | 


Palace, May 4 through 11, it has 
been announced. Sponsored by 
the New York Metropolitan Asso- 


| ciation of Real Estate Boards, 


the exposition will be under the 
management of the Campbell- 
Fairbanks Expositions, Inc., and 





| 
| 


Modern Homes | 


F. J. BENNETT 


Utah, Wyoming and parts of 
Nebraska, Oklahoma, S. Dakota 
and Texas. He is assuming his” 
new duties immediately. 

Mr. Bennett started with the 
company in December, 1934, and | 
for two years worked in the ad- 
vertising and sales departments, | 
He was then appointed sales rep- 
resentative for the lowa-Nebraska 7 
territory and served in this ca- 
pacity until his entry into the 





cago sales representative of the | opening 13 district offices| the United Expositions Corp. Navy on Feb. 1, 1943. 








DEMING SALES CONFERENCE: Opening a five-day salee conference, Jan. 7, G.R. Deming, president, The Deming Co., Salem, 
Ohio, praised the sales force for the fine job they were doing under difficult conditions. He stated that government orders had 
been completed and that the factory was “steamed” up to increase greatly its production in 1946. He pointed out that sever 
lines of pumps had been temporarily discontinued in order to produce a larger quantity of the more popular types. Other talke 
were given by H. E. Carloss, sales manager; L. H. Taylor, advertising manager; E. S. Dawson; A. V. Mueller; D. A. Ward; 
Walter Deming, and numerous other department heads. 
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Four Territorial Representatives 
Universal Appliances 


Named For 


B. C. Neece, vice-president and 
general sales manager of Landers, 
Frary & Clark, New Britain, 


F. T. BARMORE 


Conn., announces the following 
appointments: 

Frank T. Barmore as sales rep- 
resentative of the major appli- 
ance division in Pennsylvania, 
District of Columbia, Maryland, 
Delaware and Southern Jersey. 
Mr. Barmore came with the com- 
pany in 1939 when he was con- 


L. PAUL GALLIVAN 


nected with Universal’s display at 
the World’s Fair. Later he 
traveled for the company through- 
out Michigan, Illinois, Wiscon- 
sin, Minnesota, North and South 
Dakota, Iowa and Kansas. Dur- 
ing the war he was chief inspec- 
tor of all war products manufac- 
tured by Landers, Frary & Clark. 

L. Paul Gallivan as sales repre- 
sentative for Landers, Frary & 
Clark in New York state. Mr. 
Gallivan who has had experience 
in selling housewares and elec- 
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trical appliances was connected 
with Pratt and Whitney Aircraft 
Co., in East Hartford, Conn., dur- 
ing the war as a bearing special- 
ist. Previously he had been con- 
nected with Manning Bowman, 
the Chicago Flexible Shaft Co., 
in New York and at one time 
was connected with the National 
Sewing Machine Co., in South 
Africa. Later he ran a depart- 
ment for the same company in 
Wanamakers, N. Y. C. Mr. Gal- 
livan began his sales career in 
the housewares department of 
R. H. Macy & Company, New 
York, N. Y. 

William I. Meyers. III, as di- 
vision manager, major appliance 
sales for the company in the Vir- 
ginias and Carolinas. Prior te 


WILLIAM MEYERS, III 


the war Mr. Meyers was con- 
nected with Landers, Frary & 
Clark, but left in 1942 to take 
the position of training con- 
sultant with the Office of Emer- 
gency Management and War 


H. R. CHRISTMAN 








Manpower Commission. In his 
work he received an industry 
award. 

H. R. Christman as sales rep- 
resentative of “Universal” major 
appliances in the northern Cali- 
fornia area. Mr. Christman who 
has had a long and varied ex- 
perience in merchandising appli- 
ances. was previously western 
sales manager for the Little 
Giant Washing Machine Co. 


JOHNS-MANVILLE 
APPOINTMENTS 


L. M. Cassidy, vice-president 
of Johns-Manville Corp., 22 E. 
40th St., New York 16, has an- 
nounced the following appoint- 
ments in the company’s sales or- 
ganizaion. 

J. A. O’Brien, vice-president of 
Johns-Manville Sales Corp. a 
subsidiary has been appointed 
manager of the power products 
and industrial department. He 
will also serve as a member of 
the officers’ board. H. R. Berlin 
has been elected vice-president of 
the Sales Corporation and is ap- 


| pointed manager of the building 
| materials and general department 
| of the company. He will also 
| serve as a member of the officers’ 
| board. C. G. Dandrow has been 
| elected a vice-president of the 


Sales Corporation and is ap- 


| pointed genera! sales manager of 
| the power products and indus- 


trial department. 


DEARBORN FORMS GAS 
HEATER DIVISION 


The Dearborn Stove Co., 1700 
W. Commerce St., Dallas, Tex., 
announces the creation of the 
Dearborn-Monroe Co., 3252 Mil- 
waukee Ave., Chicago 18, Ill., as 
a division of Dearborn Stove 
Company. The new company 
will manufacture and merchan- 
dise “Monroe” gas space heaters, 
a newly developed line. 


JEFFERSON-TRAVIS 
ACQUIRES GUILD 
RECORDS, INC. 


Jefferson-Travis Corp., New 
York City, which recently ac- 
quired the Musicraft Corp., one 
of the larger independent phono- 
graph record manufacturers, has 
announced recently through its 
president, Irving M. Felt, that it 
has also acquired Guild Records, 
Inc., South Norwalk, Conn. The 
Norwalk plant, together with 
Musicraft’s Ossining, N. Y., 
plant, which will soon commence 
operations, will insure record pro- 
duction on the Eastern seaboard 
for Musicraft which also operates 
a modern integrated pressing 
plant at Los Angeles, Cal. 





ROBERT R. KEMP 


who has rejoined Irving S. 
Kemp Co., 218-230 No. Jeffer- 
son St., Chicago 6, Ill., manu- 
facturers’ representative after 
five years with the Royal Cana- 
dian Air Force and the U. S. 
Air Force. Captain Kemp, who 
was a pilot on a Flying For. 
tress, spent 25 months in a 
German prison camp. He is 
the son of Irving S. Kemp. 








DISTRIBUTORS NAMED 
FOR “PRESTELINE” 
MAJOR APPLIANCES 


Eight additional distributors 
appointed to sell “Presteline” 
major household appliances, A. 
Raysson, general sales manager, 
Domestic Appliance Division, 
Pressed Steel Car Co., 666 N. 
Lake Shore Drive, Chicago 11, 
Ill, are: 

Edward Joy Co., Syracuse, N. 
Y.; Supplee-Biddle Co., Philadel- 
phia, Pa.; Midland Electric Co., 
Cleveland, Ohio; Sacks Electric 
Supply Co., Akron, Ohio; RCA 
Victor Distributing Co., Chicago- 
Detroit; Suttle Equipment Co., 
Lawrenceville, Ill; Schneider- 
hahn’s Inc., Des Moines, Iowa, 
and Associated _ Distributors, 
Indianapolis, Ind. 

Previously appointed distribu- 
tors are: Albany Hdwe. & Iron 
Co., Albany, N. Y.; John W. 
Walter, Long Island City, N. Y.; 
Clinton Radio & Appliance Co., 
Newark, N. J.; Moto Radio & 
Distributing Co., Pittsburgh, 
Pa.; Clark Supply Co., Milwau- 
kee, Wis.; Kinney Bros., Los 
Angeles, Calif.; Pacific Coast 
Heating & Appliance Co., Seat- 
tle, Wash., and Edward F. Hale 
Co., San Francisco, Calif. 


LOWE BACK WITH 
AMERICAN MFG. CO. 


After four years of active duty 
with the Navy in European and 
Pacific areas, James J. Lowe, 
former Lieutenant, U.S.N.R., has 
rejoined the sales staff of Ameri- 
can Manufacturing Co., Brook- 
lyn, N. Y., cordage mill. In ad- 
dition to field sales work, Mr. 
Lowe will direct the company’s 
advertising activities. 
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HENRY CHENEY HAMMER 


Factory: Little Falls, N. Y. 


Sales Office: 217 Broadway, New York City 


Representative 
ANFORD BROTHERS 


30, Tenn 


| Pittsburgh, Pa. 





SALES PROMOTION MGR. 
FOR BRYANT HEATER 


Lyle C. Harvey, president, 
Bryant Heater Co., Cleveland, 
Ohio, announces the appointment | 
of O. Fred Habegger as manager | 
of advertising and sales promo- 
tion. Before coming to Bryant, 
Mr. Habegger was connected 
with the sales departments of 
Standard Register, Dayton, and 
the Equitable Gas Company of 


SALES PROMOTIONS IN 
NATIONAL SCREW 


Several promotions in the sales 
department of The National 
Screw & Mfg. Co., Cleveland, are 
announced by Vice-President C. 
F. Newpher. 


Benjamin H. Jones, assistant 





vice president, will act as gen- 
eral sales manager. Charles W. 
Baker is appointed manager of | 


and juvenile spokes. A. L. Mur- 
doch as assistant sales manager 
will be responsible for activities 
of the various district sales su 
pervisors. 

Charles L. Kerr is appointed 
assistant sales manager with 
varied responsibilities including 
sales promotion, catalogs, pack- 
aging, price bulletins, complaints, 
special inquiries and territorial 
analysis. 


CROWTHER RETURNS 
TO G-E LIGHTING 


F. D. Crowther, on leave with 
the armed forces for three-and- 
one-half years, has resumed his 
position as General Electric’s 
lighting division sales manager. 
Holder of the Legion of Merit 
and Bronze Star decorations, Mr. 
Crowther was called to active 
duty in 1942 when a captain in 
the Signal Corps, Officers Re- 


| other special products. 





technical sales and will be re-| serve Corps. He attained the 


| sponsible for sales of aviation | rank of colonel in March of last 
| products, rosan inserts and studs,| year. Before his recent return to 


“Lok-Thred” products, “Hi-| the United States, he served with 
Shear” rivets, “Scrivets,” and| General MacArthur's occupation 
| forces in Japan, climaxing two 


Harold W. LaGanke becomes | years duty in various combat 


| manager of distributor sales. He| zones of the central and South- 


will also manage sales of bicycle| west Pacific areas. 








LEARNING THE “KNOW-HOW” OF IRONING—Distributors 


learn to iron on the Thor Automagic Gladiron as part of the 
demonstration and sales training school held at the Hurley 


| Machine Division, Electric Household Utilities Corp., Chicago. 


Under the direction of John R. Hurley, president of the com- 
pany, 20 to 30 distributors were trained at each of the three 


| sessions of the school. Each distributor will train approxi- 
| mately the same number of dealers in his territory, and the 
! dealers in turn will train groups of salesmen. 
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PERSONNEL CHANGES 
IN VACULATOR SALES 


Milt K. Grey has been named 
executive vice-president of Hill- 
Shaw Co., Chicago 6, manufac- 
turer of “Vaculator” glass coffee 


M. K. GREY 


makers. Mr. Grey will be in 
charge of all sales activities in 
the consumer and restaurant-in- 
stitution divisions. Mr. Grey 
joined the Hill-Shaw Co., as ad- 
vertising manager in 1937 after 
operating his own advertising 
agency in Chicago. In 1939 he 
was appointed director of sales 
and named general sales mana- 
ger in 1941. 

Captain Joe E. Fishelson, after 
spending over three years with 
the Allied Forces in Europe, has 
been appointed general 
manager. Jon Zitz, until recently 
central division sales manager, 
has been advanced to the post of 
assistant general sales manager 
and executive assistant to vice- 
president Grey. Mr. Zitz will 
correlate sales activities with ad- 
vertising merchandise and sales 
promotion. 

A new customers relation’s de- 
partment has been opened under 
the direction of Mrs. Adele 
Eichhorn, for the purpose of 
building a closer relationship be- 
tween the company and the ulti- 
mate consumer of “Vaculator” 
products. 


SOLO-HORTON ELECTS 
HARTMANN A DIRECTOR 


At the annual meeting of the 
Solo-Horton Brush Co., Inc., New 
York City, held Jan. 29, Joseph 
Hartmann was elected as a new 
member to the board of direc- | 
tors. | 

Mr. Hartmann succeeds John 
H. Galloway who served on the 
Board for @ period of 25. years. | 
Mr. Hartmann, who joined the | 
Solo-Horton organization in the | 
past year, was formerly super- 
intendent of the Devoe & Rey- 
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sales | 


nolds paint brush factory at 
Princeton, Indiana. 

Officers re-elected for the en- 
suing year are: John McKeith, 
president; Clifford B. Heidinger, 
vice-president, and Chas. J. 
Gerndt, secretary-treasurer. 


BRADLEY DIRECTOR 
OF PHILCO RESEARCH 


Appointment of William E. 
Bradley as director of research of 
the Philco Corp. was announced 
recently by John Ballantyne, 
president. 

Joining Philco in 1936, Mr. 


| Bradley served, first as a factory 
test engineer in the radio receiver | 


production department. In 1937 


department. 





| Phileo research division and 

| early in 1945 he became assistant 

| director of that division. 

| 

| HORNER FIELD SALES 
MGR., ALLEN MFG. CO. 


| Announcement is made by The 
Allen Manufacturing Co., Hart- 
| ford, Conn., manufacturers of 
hex-socket screws and dowel pins, 


of the appointment of Willis D. 


with The Allen Company for the 
past 10 years as district sales 
representative in metropolitan 
New York, Connecticut and New 
Jersey. In 1945 he was named 
eastern district manager. 

In his new position, Mr. Hor- 
ner will coordinate the activities 
of Allen district representatives 
and work closely with mill sup- 
ply distributors in promoting the 
sale of Allen products. Mr. Hor- 
ner assumed his new duties Jan. 
1, 1946, and will maintain his 
headquarters at the Allen home 
office in Hartford. 





W. D. HORNER 


| 





he became a research engineer in | 
the Philco television engineering | 
Five years ago, he | 
was placed in charge of the ad- | 
vanced research section of the | 





Horner as field sales manager. | 
Mr. Horner has been associated | 





ie eee 


iF IT’S WORTH BUILDING...§T’S WORTH SAVING 


pa 


A Sonneborn Product for Every Job 


Distributors handling the Sonneborn line of “Buildin 
Savers” have a wide opportunity for profitable sales on bot 
new building work and building maintenance. Every type 
of building in your territory represents a ready-made mar- 
ket. Check the ‘“Business-Finder Chart” to see how the 


Sonneborn line equips you to meet all these requirements. 
If you are interested in the Sonneborn “Building Savers 


franchise, write Dept. H2. 
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BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
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Eareka Vacuum Cleaner Changes Name 


To Eureka 


Stockholders of the Eureka 
Vacuum Cleaner Co., Detroit, 
Mich., approved the change of 
the company’s corporate name 


to the Eureka Williams Corpora- | 


tion at the recent annual meet- 
ing held in Detroit, H. W. Bur- 
ritt, president, announced. “The 
new name more properly repre- 
sents the combined operations of 
the company’s Eureka and Wil- 
liams divisions which were e:- 
tablished following the merger uf 
Williams Oil-O-Matic Heating 
Corporation with Eureka last 
year,” Mr. Burritt declared. 


Williams Corporation 


| Re-election of the firm’s direc- | 


| tors and officers was also voted. 
| George T. Stevens, vice presi- 


| dent, is manager of the Eureka 
division, and W. A. Matheson, | 


vice president, is manager of the 
| Williams division. 
Production of new products is 





| being accelerated at the com- | 
| pany’s plants at Detroit and in | 


Bloomington, Tll., Mr. Burritt 
said, pointing out that . output 
will soon surpass the prewar 
rate, assuming adequate flow of 
| materials. 








JEWEL TOOL CO. 
ORGANIZED 
TO MAKE KEYS 


Joseph F. Patten and Law- 
rence A. Feirberg have recently 
organized the Jewel Tool Co., at 
125-07 10lst Ave., Richmond 
Hill, N. Y., and are manufactur- 
ing and marketing a new, pat- 
ented quadruple key. This key, 
a one piece drop-forged unit, is 
capable of fitting 4 sizes of socket 
head and hollow head screws. 

They are negotiating with dis- 
tributing agencies in various 
parts of the country. Mr. Feir- 
berg, sales manager, states that 
many excellent territories are 
still available. Plans are under 
way for a widespread advertising 
campaign to acquaint industry 
with the many advantages of the 
Jewel line. 


BALDWIN ELECTED TO 
CONTROLLERS INST. 


Woodson W. Baldwin, con- 
troller of The Silex Company, 
Hartford, Conn., has been elect- 
ed to membership in the Con- 
trollers Institute of America. The 
Institute is a technical and pro- 
fessional organization of control- 
lers devoted to improvement of 
controllership procedure. 


FARM ELECTRIFICATION 
COVERED IN FILM GUIDE 


The February issue of the 
EMPIC Movie Guide, a monthly 


review of educational, training | 


and other sponsored films which 
is published by the Electrical 
Manufacturers Public Informa- 
tion Center for the guidance of 
schools, clubs and other inter- 
ested groups, will pertain to 
films available upon agriculture, 
farm life and farm problems in 
the United States. 

The bulletin reviews numerous 
films dealing with agriculture 
produced by electrical manufac- 
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Agriculture, Extension Services, 
Encyclopedia Britannica, 


agencies. 


educators, women’s groups, ser- 
vice clubs and other organiza- 
tions looking for program and 
educational moving pictures and 
visual training aids. It is avail- 
able free from the Electrical 
Manufacturers Public Informa- 
tion Center, 155 East 44th Street, 
New York 17, New York. 


turers, the U. S. Department of | 





Col- | 
leges, the March of Time, pri- | 
vate films producers and other | 


The service is designed to pro- | 
vide film listings and reviews for | 


\ 


R. G. HOLLINGSWORTH 
CORBIN CHI. MANAGER 
RESIGNS FOR HEALTH 


R. G. Hollingsworth, manager 
of the P. & F. Corbin, New 
Britain, Conn., Chicago office 
since June, 1928, resigned from 
the company on Feb. 7. 

He began his builders’ hardware 
career with Harper-MclIntyre, 
wholesale firm, Ottumwa, Iowa, 
and in June, 1919, became asso- 
ciated with P. & F. Corbin, trav- 
eling the Wisconsin and Minne- 
sota territories for several years. 
In June, 1928, he was promoted 
to managership of the Chicago 
office, his present position. He 
is an active member of The Chi- 





cago Hardware Golf Assn., a di- 
rector of the Central States Hard- 
ware Club and member of the 
West Moreland Country Club. 

No appointment of a new Chi- 
|cago manager has been made, 
| but will be announced. 


GOODYEAR TIRE, 
ACCESSORY SALES 


Chester E. Carroll has been ap- 
pointed general manager of the 
associated lines tire and acces- 
sory sales division of The B. F. 
Goodrich Co., Akron, Ohio. He 
succeeds Harry E. Keller. 


LENK MFG. ELECTS 


Col. D. Allen Lenk, president 
and treasurer of the Lenk Mfg. 
Co., Newton Lower Falls, Mass., 
was reelected to that position at 
a recent board of directors’ meet- 
ing. At the same time, M. A. 
Silverman was elected vice-presi- 
dent in charge of sales and 
Harry N. Sherman, vice-president 
in charge of production. 

Mr. Silverman joined the com- 
pany in 1935 as salesman. In 
1940 he was made sales manager 
and in 1941 along with Mr. 
Sherman and Mrs. Marguerite 
Daust, clerk of the corporation, 
managed the business while Col. 
Lenk was on active duty with 
the army. 











amm, 


The 





repeal of the 


Tydings-Miller 


MOUNTAIN STATES Hardware & Implement Association in convention, Jan. 10-11, 
1946 at the Cosmopolitan Hotel, Denver, Colo., elected as its officers the following: (in 
photo left to right) John T. Bartlett, Boulder, Colo., secretary-treasurer; Richard E. 
Hamm-Weller Hdwe. & Impl. Co., Longmont, Colo., new president; S. Lorane 
Fredregill, Sterling, Colo., Ist vice-president; (standing, left to right) Henry I. Brown, 
Eaton, director; Herm F. Collett, Rifle, retiring president; Henry L. Siebott, Craig, director; 
Roy E. Houston, Grand Junction, director; James F. Ellis, Colorado Springs, director; 
Roy Andridge, Denver, director, and Ed C. Romine, Schulte Hdwe. Co., Casper, Wyo., 
2nd vice-president. Not shown is Director Joe Kellogg, Linder Hdwe. Co., Golden. 
convention opposed 
facturers to Fair Trade their products; petitioned Congress to remove the tax exemptions 
that cooperatives now receive; protested the practice of allowing price increases to manu- 


Law and urged manu- 


facturers while forcing retail merchants to absorb them; requested continuance of Regu- 


lation 
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PERFECTION’S your best bet for big profits because: 
PERFECTION owners are Perfection addicts— 


PERFECTION has exclusive, visible performance features—famous 





“High-Power” Burners, “Live Heat” oven 
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These are two of the performance factors which in- 
fluence tape buying decisions — according to a recent 
survey. 


PANTHER AND DRAGON FRICTION 
AND RUBBER TAPES ARE STRONG ON 
THESE PERFORMANCE FACTORS! 


PANTHER and DRAGON Friction Tapes adhere firmly, 
and easily meet ASTM adhesion requirements. 
PANTHER and DRAGON Rubber Tapes fuse readily 
and securely and have excellent dielectric qualities. They 
pass ASTM tests for tensile strength with a wide margin 
of safety. All tapes pass Federal Emergency Specifications. 

PANTHER and DRAGON Tapes are nationally 
known brands, tapes made and backed by the company 
which specialized for over 60 years in solving problems 
involving insulation of electrical wires and cables. 

For full information on these tapes — or for the address 
of your nearest agent — write today. 


PANTHER AND ORAGCON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


HAZARD 


INSULATED WIRE WORKS 


Co 
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WASHBURN COMPANY _ 
ASSIGNS BEL&TO 
PACIFIC COAST 

Lou C. Bell, long-time repre- 

sentative of The Washburn Co., 

28 Union St., Worcester 8, Mass., 


LOU C. BELL 


on the eastern coast, has been 
transferred to the Pacific coast 
territory. 

Starting in the home office at 
Worcester, Mass., in 1917, Mr. 
Bell worked in several depart- 


| ments to learn the business. Ia 


1925 he entered the New York 
office as a sales representative 
and has been serving customers 
in that area for 20 years. On 
the Pacific coast, he will cover 
California, Oregon, and Wash- 
ington. 

Replacing him in the New 
York office will be Lt. Col. W. 
Edgar Blackmar, who returns to 
this territory after serving in 
the armed services during the 
war. 


INCOME TAX GUIDE FOR 
RETAILERS NOW READY 


Individual, partnership and 
corporation taxes, specifically for 
retailers, are explained in detail 
in the 1946 edition of Income 
Tax Guide for Retailers, first is- 
sued last year by the Fairchild 
Publishing Co., 8 E. 13th St, 
New York 3. The new edition 
has been revised to include the 
provisions of the new tax law 
and also a new feature supple- 
ment on tax-saving opportuni- 
ties, not only in preparing year- 
end returns, but in year-round 
operations. 

The guide is keyed to the tax 
problems of the average retailer 
and is written in the language 
of the retail merchant. Court de- 
cisions, actual case histories, 
sample tax forms, tax tables, are 
all included with a view to sim- 








plifying the retailers’ tax prob- 
lems, and effecting legitimate 
tax economies. 

The guide details the five 
methods under the new Federal 
tax law for building up cash re- 
serves and the circumstances 
under which a merchant is en- 
titled to use them. 

Both Harold Gold and Louis 
Haimoff, the authors, are prac- 
ticing attorneys and members of 
the New York Bar. The guide 
contains 127 pages, is bound 
with a heavy paper cover and 
measures 81% by 11 in. It is 
priced at $2.75. 


SIMONDS COMPANIES 
HAVE NEW TRADEMARK 


SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASS. 


A new trade mark has been 
adopted by the Simonds Saw & 
Steel Co., Fitchburg, Mass., and 
its affliated companies, Simonds 
Canada Saw Company Ltd., Si- 
monds Steel Mills at Lockport, 
N. H., and Simonds Abrasive 
Company of Philadelphia. The 
design of the new trade mark 
will be basically the same for all 
four companies, the only variance 
being the name of the particular 
company appearing on the mark. 
This new mark is one outward 
sign of the close cooperation be- 
tween these several units of the 
parent company. 

















EXHIBITION SHOOTER 
RETIRES: Adolph P. Toep- 
perwein, 76, who has retired 
as chief exhibition shooter of 
Western-Winchester after 56 
years of professional shooting. 
Mr. Toepperwein, who holds 
the unchallenged record of 
breaking 72,491 out of 72,- 
500 targets, has been with 
Winchester since 1901. 
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OBITUARIES 








DAN C. SWANDER 


Dan C. Swander, chairman of 


the board of The Columbian Vise | 
& Mfg. Co., Cleveland, Ohio, and | 
one of the founders of the com- | 


pany, died on Jan. 27. In addi- 
tion to his duties with the Colum- 
bian Vise & Mfg. Company, Mr. 
Swander was a member of the In- 
dustrial Advisory Committee of 
the Fourth Federal Reserve Dis- 


trict. He also served on that | 


committee for the past several 
years. 

Mr. Swander was an active 
member and also a past president 
of the Shaker Country Club; he 
was also an active member of the 
Union Club, and the Cleveland 
Rotary Club. He was a member 
of the Fairmount Presbyterian 
Church of Cleveland. He is sur- 
vived by two sons, Robert F. 
Swander, associated with the 
Central National Bank, and Dan 
C. Swander, Jr., vice-president of | 
The Columbian Vise & Mfg. | 
Company. 


AUSTIN D. CAREY 


Austin David Carey, president | 


of DeSoto Hardware Co., Mem- | 


his, T 4 a lead that | that firm when he and associates 
: as Sa A eee 8 | purchased the E. L. Hart Co. in 


tity’s many civic organizations, 
died Jan. 27, at his home follow- 
ing a heart attack. Native of 
Memphis and educated there, he 
began his career in the hardware 
trade in 1902 with Orgill Bros. & 
Co., wholesale firm. In 1909 the 
DeSoto Hardware Co. was organ- 
ized and he transferred there and 
became its president in 1930. He 
was a delegate of Rotary Inter- 
national in Havana, five years 
ago; was active in the Business 
Men’s Club, and its successor, 
Chamber of Commerce, and a 
former member of Tennessee 
State Guard. His widow, two 
daughters, three brothers and 
two sisters survice. 





LOUIS HOPKINS PORTER 


| eral counsel and a director for 
Alpha Portland Cement Com- 
pany, Hans Rees Sons, Inc., and 
the Atlantic Gulf & Pacific Com- 
pany. 

He was a member of American 
Bar Association, New York State 
Bar Association, the Association 
of the Bar of the City of New 
York, the New York City Bar 
Association; Phi Beta Kappa; 
associate member, the American 
| Ornithologists’ Union; the Uni- 
versity Club, the Yale Club, and 
Uptown Club, New York City; 
| Special Car Club, and the Wood- 
way Country Club, Stamford. 

He is survived by his widow, 
a son, two daughters, two grand- 
sons and a granddaughter. 





CHARLES E. JENKINS 


Charles E. Jenkins, 67, owner 
of the Jenkins Hdwe. Co., North 
Wilkesboro, N. C., passed away 
| recently at the age of 67. A 
widely known business man in 
| North Carolina, Mr. Jenkins 
started his hardware career when 
he became affliated with the 
| Odell Hdwe. Co. of Greensboro, 
. C. He was a salesman for 





North Wilkesboro in 1913 and 
organized the Jenkins Hdwe. Co. 
of which Mr. Jenkins became 
sole owner. His widow and two 
sons, Charles E. Jenkins, Jr., 
and Lewis H. Jenkins, survive. 





R. A. NOURSE 


Rupert A. Nourse, founder and 
chairman of the board of The 
Midland Co., South Milwaukee, 
Wis., died January 21 after a 
long ifmess. Mr. Nourse was 
well known in foundry and man- 
ufacturing circles, having served 
a term as president of the 
American Malleable Castings As- 
sociation. The Midland Com- 
pany, which he founded in 1913, 
does a national business in 
saddlery hardare and is manu- 





Louis Hopkins Porter, au- 
thority in corporation law, espe- 
cially in the field of taxation, 
trade mark rights, and trade asso- 
ciations, and the general counsel 
and a director of The Yale &| 
Towne Manufacturing Co., Stam- 
ford, Conn., since 1906, died 
from a heart attack at his home 
in Stamford, Jan. 18. He would 


- been 72 years old on March 
: | 


Mr. Porter was born in New| and treasurer, and Robert 


York City and graduated from 
Yale in 1896. He also was gen- 
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|of farm and garden implements. 


facturer of the “Dandy Boy” line 


Other associations in which Mr. 





| Nourse held executive positions | 


in past years were the Horse and 
Mule Association of America and | 


| the Associated Manufacturers of | 


Saddlery Accessories. Mr. Nourse | 
retired from active business in | 
1940, turning the management of | 
the company over to his two | 
sons, Clair P., who is president | 





Nourse, vice-president and secre- | 


| tary. | 























































































— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released. .’. 


ECONVERSION to Sporting Goods and Tools 
means more than resumption of output of our 
prewar lines. For UNion has been developing Ideas, 
—perfecting old lines with new sales-features to win 
customers. Soon you'll see the results of our wartime 
planning—new skills and: facilities in ACTION—mak- 
ing more business for you. You'll see proof that we 
have been working for you while you’ve been waiting 
for us. 


All the items in which UNIon excels will sell faster 
than ever by their new-feature appeals plus accumu- 
lated demand for UNION 


ROLLER & ICE SKATES, FISHING TACKLE, 
CHISELS AND SCREWDRIVERS, HACK 
SAW FRAMES, GUN IMPLEMENTS. 


HARDWARE COMPANY 


aw FUE Ge ES 
TORRINGTON. CONN, 


NEW YORM OFFICE ISI CHAMBERS 
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WHEN YOU NEED 
EVERY POSSIBLE 
SALES ADVANTAGE 
TO CLOSE A DEAL 
That’s when 


You fully appreciate 
BURKS LIFE-LOK 






















Feature and also 
the other advan- 
tages only 






BURKS 
Water Systems 








provide. 




































Be sure to get full details on the BURKS Dealer 
proposition and the complete line of BURKS 


Water Systems for deep or shallow wells. 


DECATUR PUMP COMPANY 
52 Elk Street Decatur 70, Ill. 
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EDWIN M. PERKINS 


PERKINS REGIONAL 
| MGR. FOR ADMIRAL 
| Wallace C. Johnson, manager 
field activities, Admiral Corp., 
| Chicago, Ill., has announced the 
appointment of Edwin M. Per- 
kins as regional manager. 










| Before joining Admiral, Mr. 
| Perkins was manager of the com- 
ponent section of the Chicago 
| Signal Corps production field 
office. Before joining the Signal 
| Corps, he was district manager 
|of the McGraw Electric Com- 
pany—Clark Water Heater Divi- 
| sion. From 1935 to 1936 he was 
| commercial and sales manager of 
the Kansas Power Company. 
Mr. Perkins will be assigned 
a territory in the near future to 
| cover Admiral products, which 
will include radios and acces- 
sories, Dual-Temp and conven. 
tional regrigerators, home freez- 
ers and electric ranges. 





OMAHA HARDWARE 
DEALERS ELECT 


The Omaha (Neb.) Hardware 
Dealers Club at its annual elec- 
tion meeting named James C, 
Van Avery, president; V. E. Nel- 
son, vice-president; and P. C. 
McDermott, secretary-treasurer. 














— 


| HARDWARE BRIEFS 








INDIANA 


Major Ralph Irvin, now on 
terminal leave, has bought the 
hardware and plumbing business 
| of C. C. Gilliatt at Cannelton, 
| Ind. 








MARYLAND 


Jump Hardware and Imple- 
ment Co. of Queen Anne, Md., an- 
nounced plans to open an estab- 
lishment in the Centreville, Md., 
area. The building will be of 
modern design and contain 7,500 
sq. ft. of floor space, a complete 
hardware and implement depart- 
ment, and a completely equipped 
repair shop containing 3,000 sq. 
ft. of floor space. The bhilding 
is expected to be completed by 
June 1. 


NEBRASKA 


Edward Douglas has purchased 
the Cortland Hardware, Cort- 
land, Neb., from G. B. Scott. 

F. W. Arndt, 86, dean of Ne- 
braska hardware merchants, re- 
cently sold the Arndt Hardware, 
Blair, Neb., to his son, Wilfred, 

| formerly of Chicago and Wichita, 
| Kan., and retired from business 
after 68 years. 





TEXAS 


The Davidson-Caldwell Hdwe. 
Co., wholesale retail firm of 
Mineral Wells, Tex., on Jan. 1 
changed its name to the David- 
son Hdwe. Co. This is a change 





in name only without any change 
in the firm’s business structure. 





WASHINGTON 
The property by the Olympic 
Hdwe. & Furniture Co., Port 
Townsend, Wash., has been put- 
chased by the company from Mrs. 
George Welch. Oscar E. Hetzel 
and E. A. Witheridge, owners of 
the firm, state that they have 
plans for considerable improve- 
ment of the building and will 
enlarge display space in the store 
as new lines of merchandise 

again become available. 





WEST VIRGINIA 


The George Weimer & Sons 
Co. of St. Albans, W. Va., a 
$100,000 firm organized to en- 
gage in the hardware and build- 
ing supply business, has been 
incorporated by CC. L. and 
Maude B. Lantz, both of St. Al- 
bans, and H. L. Snyder of 
Charleston. 





Three Williamson, W. Va., men 
have received a West Virginia 
charter for a new $300,000 hard- 
ware business in Charleston, W. 
Va., to be known as Persinger’s, 
| Inc. The incorporators, A. P. 
Persinger, H. M. Persinger and 
Freelove Hurst, set forth that 
they would operate in the state 
capitol at both wholesale and re- 
tail, and would start business 
with working capital of $100,000. 
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RE AGE 


Bicytle Makers in Convention 
7.2 Set Goal at 3,000,000 Bikes 


Despite prevalent labor and 
material problems, a feeling of 
optimism reigned at the annual 
convention of The Bicycle Insti- 
tute of America, Inc., 122 E. 
42nd St., New York City, held at 
the Hotel Commodire, New York 
City, Jan. 22-24. During the 
year 1945, 555,000 bicycles were 
produced for civilian production 
but during 1946 the industry 
hopes to produce between two 
and three million bicycles to 
satisfy pent-up consumer demand 
accrued during the war because 
of curtailed production. 

Each of the member associa- 
tion of The Bicycle Institute of 
America—the Bicycle Manufac- 
turers Assn.; Cycle Parts and 
Accessories Manufacturers Assn.; 
Cycle Jobbers Assn.; Merchant 
Member Group, and Fifty-Year 
Club —held its annual meeting 
during the period. Election of 
oficers and directors were held 
at these group meetings as fol- 
lows: 

Officers of The Bicycle Insti- 
tute: president, H. Clyde Bro- 
kaw; first vice-president, H. W. 
Snyder; second vice-president, 
Guy Wainwright; secretary, 
Harry W. Kranz; treasurer, F. A. 
Baker, and executive secretary- 
mnager, Cecile Meehan. 





Bicycle Manufacturers Assn.; | 


executive committee, N. R. 
Clarke, chairman, William Stoeff- 
haas and Harry W. Kranz; sec- 
retary-treasurer, Cecile Meehan. 


Cycle Parts and Accessories | 


Manufacturers Assn.: president, 
Noel Lanham; vice-president, 
John Wharton; secretary, E. A. 
Moller; treasurer, Henry Bush. 

Cycle Jobbers Assn.: president, 
H. E. Short, Sr.; vice-president, 
Howard R. Johnson, secretary, 
Cyril Ling; treasurer, Alexander 
Scaison. 

Merchant Member Groups: 
chairman, Earnway Edwards; 
secretary, W. F. See; treasurer, 
Cecile Meehan. 


HARDWARE MEN ON 
OKLAHOMA CITY’S 
COMMERCE CHAMBER 


The hardware industry was 
represented on Oklahoma City’s 
Chamber of Commerce Com- 
mittee roster for 1946 with the 
following appointments: Carl S. 
Dalby, Oklahoma City Hdwe. Co., 
vice-chairman Goodwill Tours 
Committee and R. W. Woodman- 
see, Richard & Conover Hdwe. 
Co., vice-chairman, Committee 
on Market Studies and Area In- 
formation Reports. 








MINNESOTA RETAIL HARDWARE ASSOCIATION at 


its annual convention, Jan. 22-24, Hotel St. Paul, St. Paul. 
Minn., elected Phil W. Anderson, Staples, Minn., president, 
succeeding George H. Herreid, Deer River, A. C. Kasner, 
Foley, was elected vice-president. New directors are C. H. 
Johanson, Wheaton, and Lynn Beeman, Red Wing, C. J. Chris- 
topher, Nicollet at 24th St., Minneapolis 4, is manager-treas- 
urer. 

The association favored retention of the Tydings-Miller 
Law and Fair Trade regulations generally; opposed tax ex- 
emption for cooperates and stationary price ceilings for 
dealers on items for which manufacturers have been granted 
Price increases. 

Left to right in the photograph are Phil W. Anderson, new 
president; C. J. Christopher, manager-treasurer, and A. C. 

asner, new vice-president. 
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Postwar burnproof cover 
is here now! 


DEVELOPED BY U. S. RUBBER CO. 
FOR FIREFIGHTERS’ SUITS! 


Better-looking ironed work. 
Elastic binding for easy fit. 

For the present, only a lim- 

ited supply of these cover 
and pad sets are available. 
#Reg. U.S. Pat. Off. 


The asbestos ironing board 
cover housewives dream 
about! Actually burnproof! 
Much safer and longer lasting! 
Washable! Easier to iron over. 


IRONING BOARD COVER 


TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, I, 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. 
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R. H. DEWALT NOW 

L. H. SMITH V. P. 

—OTHER CHANGES 
Robert H. Dewalt, formerly a 
captain in the U. S. Army Air 
Force, and son of Howard De- 





|sales during the Eighth War 


was presented to Mr. Kemp by 
Seton Porter, director of the 
Commerce and Industry Division 
of the War Finance Committee 
for Greater New York. 

Willard Kemp, who lives in 
Springdale, a suburb of Stam- 
ford, Conn., conducted a special 
campaign among the New York 
City hardware jobbers and deal- 
ers to increase the war bond 





| Loan. 


ROBERT H. DEWALT 


walt, president, L. H. Smith, Inc., | 
Pittsburgh, Pa., hardware whole- 
salers, has returned to civilian 
life as vice-president of the com- 
pany. The new vice-president 
made 30 missions, in the Pacific, 
as bombardier of a flying fortress. 
Prior to his military service he 
had been a city salesman for the 
company. 

Claude B. Over has retired as 
a traveling salesman, his terri- | 
tory now being covered by Ed- 
ward Craig and Bradford G. 
Clark. Stephen A. Schmitz, for 
42 years a salesman in northern 
Pennsylvania, has been suc- 
ceeded in that territory by Rus- 
sell Campbell and Frank M. 
Hunter. Lawrence M. Maley has 
succeeded Leon M. Guest and 
Thomas L. Miller is now han- 
dling 2 territory from Morgan- 
town, W. Va. With the above 
changes the company now has 15 | 
men traveling in its territory. 





TREASURY DEPARTMENT | 
AWARDS CITATION 
TO WILLARD KEMP 


U. S. Treasury Department has 
awarded a special citation to 
Willard H. Kemp, New York | 
City sales representative for the | 
Stamford division of The Yale & 
Towne Mfg. Co., in recognition 
of his “patriotic cooperation ren- | 


dered in behalf of the War Fi- 


tory Loan Drive ended December 
31. 

The citation, signed by the | 
Secretary of the Treasury, Fred 
M. Vinson, and by the New York | 
State War Finance Committee | 
Chairman, Frederick W. Gehle, | 
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EASTERN HDWE. GOLFERS | 
TO MEET MAY 23-25 | 
The Eastern Hardware Golf | 
Association, 30 Rockefeller Plaza, 
New York City, will hold its 10th 
annual golf tournament, May 23- 
25, 1946, at the Shawnee Country 
Club, Shawnee-On-Delaware, Pa. 
H. L. Gilliam, 30 Rockefeller 
Plaza, New York City, is secre- 
tary-treasurer of the Association. | 


NEW FIRM ENTERS 
FROZEN FOOD FIELD 


With the announcement of a 





new three-cubic foot home freezer 
designed for the average family, | 
Coldaire Corp., 56 E. Walton | 
Place, Chicago 11, IIL. is enter- | 
ing the frozen food field. An- | 
nouncement of this activity has | 
been made by Charles W. Still- 
man, executive vice-president of 
the corporation which contem- 
plates having for delivery in 
March or April a complete line 
of home, farm and retail store 
display storage-freezer cabinets. 

Mr. Stillman also directs frozen 





food activities ofgthe Bob White 
Organization, food industry con- 
sultant, Chicago, and prior to 
joining Bob White, was inter- 
national sales manager for the 
Carrier Corp. 

The cabinets will be made by 
Kellett Aircraft Corp., Philadel- 
phia, and the Coldaire Corp. will 
sell, merchandise and distribute 
the cabinets and equipment. 








NELSON L. WARDWELL 


Who has been appointed 
sales manager for The Wil- 
bure & Williams Paint Corp., 
33 St. James Ave., Boston 16, 
Mass. Mr. Wardwell had pre- 
viously been associated with 
the Muralo Co. since 1939 as 
sales representative and for 
the past two years had served 
under W. M. Clark, executive 
vice-president, in national 
dealer sales promotion. 








MAY HARDWARE 
DINES 20-YEAR 


The May Hardware Co., whole. 
sale firm, 10543lst St. N.W., 
Washington,, D. C., recently 
honored Andrew G. Headley, out- 


A. G. HEADLEY 


side salesman, for 20 years of 
continued and loyal service with 
the company. He was given a 
testimonial dinner at the May- 
flower Hotel at which his fellow- 
members of the May 20-Year 
Club were present. 

Mr. Headley started work with 
the organization as a helper on 
its trucks on Jan. 12, 1926. A 
year later he was a chauffeur and 
in 1933 was promoted to stock 
clerk where he served until June 
30, 1934, when he became coun- 
ter salesman. In 1935 he was 
made an outside salesman in 
which capacity he has since con- 
tinued. 








. . WESTERN RETAIL IMPLEMENT & HARDWARE ASSOCIATION in convention Jan. 28- 
nance Program” during the Vic-| 30, 1946 at the Hotel President, Kansas City, Mo., elected, left to right: Edward F. Fitzger- 
ald, Colby, Kan., president, succeeding Gordon Stucker, Ottawa, Kan. Harry A. Wood, Kiowa, 
Kan., was elected a director for a two-year term; Glenn Muncy, Dodge City, Kan., for a one- 
year term, and Russell A. Hauck, Unionville, Mo., was elected vice-president. Frank 
Spink, 322 Scaritt Bldg., Kansas City, is secretary-treasurer. 

The convention urged abolition of tax exemption for cooperatives; declared that Federal 
excise taxes, if needed, should be placed at the source—the manufacturer; that members 
ask Congress to require OPA to adjust reta‘l rrices to reflect any dollar increase allowed 
manufacturers; and opposed repeal of the Tydings-Miller Law. 
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For Modern Post=-W Arn MERCHANDISING 


We Present This 


SPECIALIZED SALES PLAN 


To provide a modern post-war merchandising sales program 
for manufacturers of a selected line of electrical appliances and of fast 
moving hardware items in the Metropolitan New York area (50 mile 
radius) this company, which has been serving the hardware trade in this 
area for the past 90 years, has been completely reorganized, refinanced 
and revitalized. 


Our entire selling organization is young, aggressive and modern 
in its thinking. Each man is not only a salesman but an experienced mer- 
chandiser as well. He is capable of carrying out our educational and pro- 
motional campaigns—teaching our dealers how to sell the products we 
distribute. To that end he is able not only to familiarize the dealers’ 
employees with the merits of the merchandise but also sees that it is 
properly displayed both inside the store and in the store windows. 


With this sales staff of experienced merchandisers, we are in a 
position to do a 100% concentrated selling job on our present lines and 
on a limited number of additional lines. 


We are at present serving 1500 active accounts and the 
number is growing day by day. We do not intend to duplicate lines but 
to hit hard on the limited hardware and electrical lines we distribute. 


If you are interested in learning more about how our Special- 
ized Sales Plan can help you in your post-war merchandising, we invite 
your inquiries. 


UNDERHILL, CLINCH & Company. Ine. 


h Jan. 28- 
a Kies. Established 1856 , 
Frank Hi 110-112 East 28th Street, New York 16, N. Y. 


it Federal 
members 
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E. S. Todd, Clark Bros. President 
Cited As Outstanding Citizen 


Edwin S. Todd, president and | 
| for “devotion and service to his 


general manager of the Clark 
Brothers Bolt Co., Milldale, Con- 


necticut, who rose from office boy 





EDWIN 8. TODD 


to president of the large manu- 
facturing company was recently 
chosen by the Southington 
(Conn.) Unico Club as the man 
to receive its first Gold Medal of 





Honor. This award was made 


community” and will be’ pre- 
sented at a banquet to he beld 
Feb. 27 at the Waverly Inn, 
Cheshire, Conn. Governor Bald- 
win of Connecticut has been in- 
vited to make the award. 

Mr. Todd’s selection focuses 
the spotlight on a man who for 
many years has been the ac- 
knowledged leader of Southing- 
ton. Though he has held public 
office only once, he is in addition 
to being president and general 
manager of Clark Brothers, a di- 
rector of The Peck, Stow & Wil- 
cox Co., Southington; president 
of the Southington Savings Bank, 
Bradley Memorial Hospital, and 
the Southington Country Club. 
He is also a director of the At- 
water Mfg. Co. and the Public 
Health Association of Southing- 
ton. 

Mr. Todd began his career 
with Clark Brothers on Oct. 1, 
1892, when he was 23 and has 
been with the company through- 
out the 53 years that have 
elapsed since then. 








PROCTOR RETIRES FROM 
WOOD SHOVEL & 
TOOL CO. 


The Wood Shovel and Tool 
Co., Piqua, Ohio, announces the 
retirement as of January 1, 1946, 
of C. C. Proctor, vice-president, 
secretary, and assistant general 
manager of the company. The 
positions being relinquished by 
Mr. Proctor will be assumed by 
Britton B. Wood, recently re- 





Cc. C. PROCTOR 


turned frora four years of active 
duty with the United States 
Navy. 


Mr. Proctor is one of the origi- | 





having joined it in February, 
1903, and remained continuously 
since that time. His original 
position was of a clerical nature, 
but as the company grew, Mr. 
Proctor progressively assumed 
greater responsibilities. In De- 
cember, 1912, he was elected 
secretary and made a director. In 
August, 1922, he was elected vice- 
president and assistant general 
manager, serving the company 
in these executive capacities 
until the present time. 

Mr. Proctor will retain asso- 
ciation with the company by re- 
maining a member of the board 
of directors. He will continue as 
president of the Bryant Manufac- 
turing Co., Wapakoneta, Ohio, 
manufacturers of handles for 
shovels and farm tools. 





ELECTRONICS LAB. 
NAMES SALES MGR. 
DISTRIBUTOR DIV. 


F. Theodore Hegeman was 
named sales manager of the dis- 
tributor division of the Electronic 
Laboratories, Indianapolis, it was 
announced by William W. Gar- 
stang, president. He will work 
directly with more than 500 na- 
tional distributors in the sale of 
E-L products. Mr. Hegeman, 
who was at one time in the lum- 


nal employees of the company, | ber and fuel field in Milwaukee, 
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was with Packard Motor and 
Indiana Oxygen company in 
Indianapolis before joining and 
organizing the jobber sales de- 
partment at Electronic Labora- 
tories in 1945. 


NEW OFFICERS NAMED 
FOR STARRETT CO. 


Arthur H. Starrett was elected 
president on January 25, 1946, of 
the L. S. Starrett Co., Athol, 
Mass. 

Mr. Starrett, of the third gen- 
eration, started with the company 
in 1902, was appointed master 
mechanic in 1920, made a direc- 
tor in 1922 and vice-president in 
1939. He is on the executive 
committee of the Associated In- 
dustries of Massachusetts and 
the National Metal Trades Asso- 
ciation . 

David Findlay, president of the 
company for the past seven years, 
has retired after 55 years of ser- 
vice. Starting on the road in 
1891 and doing much of the 
pioneer work of introducing Star- 
rett Tools to both the shops and 
the trade, he became general 
sales manager in 1900 and served 
later as director and vice-presi- 
dent. 

William J. Greene, vice-presi- 
dent in charge of sales since 
1941, has been elected vice-presi- 
dent and director of sales. Mr. 
Greene has likewise been long 
associated with the company, 
first as shop demonstrator in 
1914, then successively sales 
representative, New York branch 
manager, eastern sales manager, 
general sales manager and vice- 
president. 





NEW FIRM TO MAKE 
KITCHEN GADGETS 


Master Appliance Co., Inc., 
618 N. Mechanic, Jackson, Mich., 
is a new organization formed to 
manufacture kitchen gadgets for 
distribution through hardware 





E. E. CAWHORN 


channels. H. J. Kline is presi- 
dent of the company; Frank R. 
Morris, vice-president and E. E. 
Cawhorn, sales manager. Mr. 
Morris and Mr. Cawhorn were 
formerly associated with the 
Yard-Man Lawn Mower Corp. 


HOLLAND HEADS 
MASONITE CORP. 


Eugene Holland, former presi- 
dent of the Florence Stove Co., 
Gardner, Mass., was elected 
president and a director of the 
Masonite Corp., effective Feb. 1. 











INDIANA RETAIL HARDWARE ASSOCIATION conven- 
tion and exhibit, Jan. 29 to Feb. |, 1946, inclusive, at Murat 
Temple, Indianapolis, Ind. Opposed: OPA cost absorption 
policy, and efforts to repeal Miller-Tydings law. Favored: 
amendments to tax laws so as to require cooperative corpora- 
tions to pay taxes on same basis as other corporations; return 
of Employment Service to state control and employment by 
retail hardware stores of as many ex-service men as possible. 
Officers: H. J. Klopfenstein, Portland, succeeded Elmer A. 
Hummer, Lakeville, as president; Darrall R. Parsons, Muncie, 
is vice president and G. F. Sheely, Indianapolis, secretary- 
treasurer was reelected. Directors: Robert F. Everett, Crown 
Point; Court Maxwell, Martinsville and Herman J. Keller, 
Jeffersonville (new). Left to right: Messrs. Sheely, Klopfen- 


stein, Parsons and Hummer. 
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Fcan save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long way 
giving unnecessary details. The Ferry Cap trade name, as indicated 
below, is its own specification and your guarantee. 


Simply specify— Shinyheads NC Shinyheads NF 


Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 


Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 





These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * * « CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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It’s easy to do a 
whopping big business 
with this little Hobby Knife 
bh — lf 








X-ACTO SELLS SINGLY OR IN SETS 
Indispensable Tool In Every Art and Craft Field 


can compare with X-acto. 
With its variety of blades and 
firm-grip handles, X-acto pro- 
vides the perfect combination 
for delicate or difficult cut- 
ting jobs. Display X-acto 
Knives prominently and 
watch them sell themselves! 


You simply can’t afford to be 
without this fast-selling re- 
movable-blade knife . . . be- 
cause your customers simply 
can’t afford to be without it in 
their studios, shops or hobby 
dens, 

Experts say no other knife 


A BIG HIT IN CHICAGO 


When customers sell goods for you, that’s 
news. But hobbycrafters are like that. Says 
R. L. Webber of Chicago: “X-acto Knives 
may be small, but we’re doing a big busi- 
ness with them. Our customers sell them 
for us, by sending in their friends.” Every 
model builder, artist, photographer, adver- 
tising agency, whittler, and all kinds of 
other folks in your town need X-acto 
Knives. Sell them, and swell your profits! 








PROTECTED PROFITS — X-acto’s Fair-Trading policy, and insist- 
ence on price maintenance, keep your business and profits on 
KNIVES 


a high plane. 
* 
x-acto 
&TOOLS 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, N.Y. 
*Reg. U.S. Pat. Off. 


| Building, 
| Street. 


| years, 
| timore and New York where he | 


| Kentucky and Tennessee. 
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Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 
Please send me complete information on X-acto 


Knives and Tools. 


ADDRESS 








CITY & ZONE. 
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JONES HEADS NESCO 
ST. LOUIS OFFICE 


The opening of a new district 
sales office in St. Louis has been | 
announced by M. N. Brady, vice- 
president, sales, National Enamel- 
ing and Stamping Co., Milwau- 
kee, Wisconsin. The new sales | 
headquarters, in charge of dis- | 


| trict manager T. Stran Jones, are 


located in suite 901, Ambassador | 
411 North Seventh | 


Mr. Jones has been in charge | 
of the St. Louis district for many | 


He moved west from -Bal- | 


had previously been employed by 


| the Nesco company as salesman. | 


He will have charge of Nesco 


| sales in Missouri, Nebraska Kan- | 


sas, Oklahoma, Texas, Arkansas, 


MARLIN NAMES MGR. 
L. C. SMITH GUN CO. 


H. G. LeMaire, formerly area 
superintendent of the Willow 
Run Division of the Ford Motor 
Company, has been appointed 
production manager of the L. C. 
Smith Gun Company, Inc., Ful- 
ton, N. Y., a division of the Mar- 
lin Firearms Company. 

Mr. LeMaire was associated 
with the Ford Motor Company 
from 1932 to 1944, leaving them 





in July of that year to take 
charge of manufacture and as- 


sembly of aircraft for the Pros- 


| perity Company, Syracuse, N. Y. 


He started working for Marlin 
in Fulton shortly after the New 
Haven, Conn., firm acquired the 
assets of the former Hunter Arms 
Company, later reorganized <3 
the L. C. Smith Gun Company, 
Inc. 
NOMA ELECTS NEW 
BOARD MEMBER 


Benjamin F. Pepper has been 
elected a director of the Noma 
Electric Corp., New York City, 
to fill the vacancy created by 
the resignation of William L. 
Schwartz. 

Mr. Pepper is president of the 
Pennroad Corporation and 
Triumph Industries, Inc., and 
chairman of the board of TACA 
Airways, S. A. He is also a 
Director of the Canton Co., Balti- 
more, the Detroit, Toledo and 
Ironton Railroad, Castle Shan- 
non Coal Corporation, the Pitts- 
burgh and West Virginia Rail- 
way Co., and the Tradesmans 
National Bank & Trust Co. 

ATLANTA MFRS. AGENT 

IN NEW QUARTERS 


A. L. P. Smith, manufacturers 
representative has moved his 
quarters to 710 Walton Bldg., 
Atlanta, Ga., where larger dis- 
play space is available. Mr. 
Smith was formerly located at 
61-Sixteenth St., N.E., Atlanta. 











50 YEARS’ SERVICE TO CAMILLUS: Camillus Cutlery, 
60 E. 42nd St., New York 17, honored E. M. Netter, assistant 
treasurer and head bookkeeper for 50 years of continuous 
service on Saturday, Jan. 19, with a luncheon at the Waldorf- 
Astoria. Robert N. Kastor, sales manager and treasurer, 
acting as toastmaster, introduced Alfred B. Kastor, chairman 
of the board, who presented Mr. Netter with a substantial 
check. A watch was also presented by Harry K. Zust, vice- 
president, on behalf of the firm. 

Photographed at the luncheon were, left to right: Alfred 
B. Kastor, chairman of the board; E. M. Netter; Robert N. 
Kastor, sales manager and treasurer, and H. K. Zust, vice- 
president. 
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REFRIGERATION EXPERT 
JOINS REYNOLDS METAL | 

R. H. Money, refrigeration ex- | 
pert, has joined the Parts Divi- | 
sion of the Reynolds Metals Com- | 
pany as an adviser, W. G. Rey- 


nolds, vice-president, has an- 
nounced. He will be stationed 
in Louisville, Ky. 

Prior to joining Reynolds, Mr. 
Money was for 15 years with the 
Crosley Corporation in Cincin- 
nati, for 10 years as chief re- 
frigeration engineer and for the 
five years thereafter as manager 
of Crosley’s electro. mechanical 
engineering, a department which 
engineered and built pre-produc- 
tion models of many military de- 
velopments including radar 
equipment. Since the war this 
department’s name has _ been 
changed to Electro Appliance 
Engineering. Before becoming 
associated with Crosley, Mr. 
Money was ten years with the 
Rex Manufacturing Company, 
Connersville, Ind., first as service 
engineer and later as assistant 
chief engineer. 





GRACE RETURNS TO 
COLUMBUS-McKINNON 
Don S. Brisbin, vice-president, 

Columbus McKinnon Chain 
Corp., Tonawanda, New York, 
announces the return of Lt. 
Gerald F. Grace, U. S. Naval 
Reserve, to his former duties at 
Home Office. 

Since entering the Navy in 
May of 1943, Lt. Grace has been 
on duty in the Bureau of Sup- 
plies and Accounts as a Procure- 
ment Officer. As a buyer of sup- 
plies for the Navy, Lt. Grace 
negotiated contracts for anchor 
and submarine net chains and 
the many types and sizes re- 
quired by the Navy Department. 
His duties also consisted of the 
purchase of bolts, nuts, and 
kindred items. 








GERALD F. GRACE 


FEBRUARY 14, 1946 











Cc. S. STITT 


Who has been appointed 
sales representative for the 
Worth Hdwe. Co., Inc., 108- 
110 Worth St., New York 
City, wholesale hardware firm. 
Mr. Stitt who resides at 410 
Cedar Ave., Mt. Vernon, 
N. Y., will represent the com- 
pany in Westchester County 
up to Greenwich, Conn.; Put- 
nam and Dutchess Counties 
up to Poughkeepsie, N. Y., 
and Ulster County from 
Kingston, N. Y., south to 
Newburgh, N. Y. 

Mr. Stitt began his hard- 
ware career in 1921 when he 
became associated with the 
former Simmons Hdwe. Co. 
as a salesman working out of 
its Philadelphia, Pa., branch. 
He remained with the com- 
pany when it became Win- 
chester-Simmons until 1933 
when he joined Edw. K. Try- 
on Co., Philadelphia, leaving 
there recently to represent 


the Worth Hdwe. Co. 








HDWE. SQUARE CLUB 
SHORE DINNER 


The 17th annual shore dinner 
of The Hardware Square Club of 
New York, Inc., will be held 
Tuesday, May 7, at the Hotel 
Astor, New York City. Ralph S. 
Allen, 48 West Broadway, is 
secretary of the club. 





BENDIX APPOINTS 
DIV. SALES MGR. 


Warren Russell has been ap- 
pointed a divisional sales mana- 
ger for Bendix Home Appliances, 
Inc., South Bend, Ind. Mr. Rus- 
sell will have headquarters in 
Garfield, N. J. He has had 15 
years’ experience in appliance 
sales prositions. During the war, 
Mr. Russell was a business con- 
tact specialist for the WPB. 
Prior to joining Bendix Home 
Appliances, he was sales manager 
of the Northern Air Conditioning 
Corporation’s appliance depart- 
ment, Newark, N. J. 





Seems nobody has 
enough ash trays 


We figure that if you put some of 
Briddell’s mighty handsome, low-priced 
ash trays where your trade could 
see ’em, they’d turn over pretty fast. 
For all of them—no matter what 
size or design—have a beautiful burn- 
resistant finish baked on the metal 
to last. Our infra-red ray ovens ’tend to 
that. Briddell ash trays are made by 
metal craftsmen whose first worry 
is to do good work. 
Ash trays are one of the important 
specialties of this hand-tool house 
on Maryland’s Eastern Shore. 


POST 
GuDyy -« 
@, Briddell 
” Gisfidld, 


Briddell products are advertised to 
15,000,000 readers, every other 
week, in The Saturday Evening 


INCORPORATED 


7 
CRAFTSMEN IN METAL SINCE 1895 
CLEAVERS «+ ICE PICKS + ICE CHIPPERS «+ AWLS. 
WRECKING BARS . ASH TRAYS . FISH SPLITTERS 
OYSTER TONGS & KNIVES - CLAM RAKES « GRAPNELS 
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Will Be Backed By 


Greatest Advertising Campaign 





In History of Company In 1946! 


Advertisements will appear in: 





30 leading national magazines 
More than 150 big daily newspapers 


Plus: Color ads in Puck-Comic Weekly : 


“America's accepted household oil 


for more than 50 years" 


STOCK UP! 
DISPLAY PROMINENTLY! 
CASH IN! 


Boyle-Midway Inc., 22 £. 40% St., New York 16, N. Y. 
5235 W. 65th St, Chicago 38, Ill, + 4820 E. 50th St., Los Angeles 11, Cal. 
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LAUNDERALL SALES 
MANAGER NAMED 
J. W. Stigall has been ap- 
pointed sales manager of the 
“Launderall” department of the 





J. W. STIGALL 


F. L. Jacobs Co., 1043 Spruce St., 
Detroit 1, Mich. Mr. Stigall 
formerly national service mana- 
ger for the “Launderall” washing 
machine succeeds Robert H. 
Roden. 

Joseph H. Briggs and C. E. 
Sorenson have been elected com- 
pany. directors. 





ELECTRIC HEATER CO. 
EXPANDS PLANT 


The Electric Heater Co., 
Bridgeport, Conn., has purchased 
four acres of land and a factory 
building 342 ft. long which will 
be converted into an assembly 
line plant for the production of 
its electric water heaters. When 
these increased facilities are in 
operation, the company will again 
be able to supply the trade with 
its products that were discon- 
tinued for defense work. 





HAWKINS, JOBBER EXEC., 
RETIRES AFTER 55 YRS. 


The retirement of John L. 
Hawkins, vice-president and 
treasurer of the Emmons-Haw- 
kins Hardware Co., wholesale 
firm in Huntington, W. Va., was 
announced by M. W. Dugan, 
president, at the firm’s annual 
election of officers. 

Mr. Hawkins has been asso- 
ciated with the hardware firm 
since 1891, when the present 
establishment was the Emmons 
& Marr hardware store. The 
partners in the business then 
were D. W. Emmons and Van 
Marr. Mr. Marr later left the 
firm, and the firm name was 
changed to Emmons, Hawkins 
and Co. Colonel D. W. Emmons 
upon his death was succeeded in 
the business by his sons, Charle- 
ton D. Emmons and Arthur S. 








Emmons, Sr., both of whom are 
now dead. The firm name was 
subsequently changed to Em- 
mons-Hawkins Hardware Co., 
Inc. 

At the election, no vice-presi- 
dent was chosen to succeed Mr, 
Hawkins, but W. J. Fleming, 
secretary, was made secretary 
and treasurer. George M. Du- 
gan was elected to the board of 
directors, succeeding Mr. Haw- 
kins. M. W. Dugan was re- 
elected president and _ Will 
Wheeler, Fleming and Emmons, 
constitute the board of directors. 





CORNING APPOINTS 
TWO DIRECTORS 


Gordon S. Rentschler, chair- 
man of The National City Bank 
of New York, and George Mur- 
nane, partner, Lazard Freres and 
Company, have been elected di- 
rectors of Corning Glass Works, 
Corning, N. Y. 

SEEKS HARDWARE LINES 

FOR COLOMBIA, S. A. 


Jose Honlein, manufacturers’ 
representative, Bogota, Colombia, 
South America, is interested in 
representing in Colombia, manu- 
facturers of the following prod- 
ucts: cutlery of all kinds; 
kitchenware and housewares in- 
cluding enameled and aluminum 
hollowware, electric or kerosene 
stoves, coffee mills, mixers, etc.; 
barbed wire; vacuum bottles: 
juicers; oil lamps; scales and 
balances; hand-freezers, and 
other small household appli- 
ances; sanitary pottery and bath- 
room accessories; wife screens, 
smooth wire and fencing; porce- 
lain and glassware for home use 
and silverplated hollowware and 
restaurant and hotel supplies. 

Mr. Honlein has been an ex- 
port agent in South America for 
17 years and has been established 
in Colombia since 1935. His New 
York address is Martin Bonne, 
880 W. 181 St., New York City. 





JOSE HONLEIN 
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SEEKS HARDWARE 
FOR SWEDEN 


Sven Kihlberg, managing di- 
rector of Josef Kihlberg, Hijo, 
Sweden, a firm of wholesalers 


SVEN KIHLBERG 


and manufacturers agents, with 
two subsidiary offices in Stock- 
holm and a showroom in Gothen- 
burg, recently visited the Harp- 
wARE ACE offices. Mr. Kihlberg 
was on a visit to the United States 
to secure American general hard- 
ware and electrical appliance lines 
for representation in his country. 
References regarding Mr. Kihl- 
berg and his firm may be ob- 
tained through The Swedish 
Chamber of Commerce, 45 Rocke- 
feller Plaza, New York 20, or 
The National City Bank of New 
York, New York City. 





DISNEY COLOR MOVIE 
HEADS LIGHT, SIGHT 
PROMOTION 


A Walt Disney Productions 
technicolor movie entitled, “Light 
is What You Make It,” is being 
employed in the 1946 program of 
the National Better Light-Better 
Sight Bureau, 420 Lexington 
Ave., New York City, to drama- 
tize the latest scientific facts of 
sight protection with modern 
lamps and lighting fixtures. 


The film is part of a com- 


plete package that includes 
colored charts with lectures, 
newspaper advertising, direct 


mail, a consumer booklet and a 
meeting manual, all built around 
the film and using the inimitable 
Disney illustrations. 





OHMER OPENS 
N. Y. OFFICE 


The Ohmer Corp., Dayton, 0., 
producer of cash registers and 
other business protection sys- 
tems since 1898, will open com- 
pany offices on the 80th floor of 
the Empire State building Feb. 4, 
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according to J. Allen Harlan, 
president. L. J. Weatherall, 
former manager of Macy’s bank, 
former assistant comptroller of 
R. H. Macy, Inc., and more re- 
cently a specialist in business 
systems in the department store 
field, has been appointed resident 
district manager of the New York 
metropolitan area, in charge of 
the New York Office. 


AKORN HOUSEWARES 
BUYS RENO SALES 
JOBBING DIVISION 


Aaron Korenvaes, Akorn 
Housewares Co., 502-12 Flushing 
Ave., Brooklyn 5, N. Y., has an- 
nounced the purchase by his 
company of the jobbing division 
of Reno Sales Co., Inc., 1720- 
1728 Broadway, Brooklyn 7, New 
York. Mr. Korenvaes will con- 
tinue this business as Reno Dis- 
tributors at the 1720 Broadway, 
Brooklyn, address. 

The sale includes good will, 
entire stock of merchandise, all 
warehouse space and facilities, 
all contracts for and allotments 
of merchandise, trade routes and 








customers. The entire sales per- | 


sonnel has been retained. 





SUMMERS IN CLEVELAND 
FOR GOODYEAR MECH. 
GOODS DIVISION 


William H. Summers, former 


Washington, D. C., district man- | 


ager for the Mechanical Goods 
Division of The Goodyear Tire & 


Rubber Company, has been trans- | 


ferred to Cleveland, Ohio, in a 
similar capacity, according to an 
announcement by W. C. Winings, 
manager of the mechanical goods 
division. He assumed his new 
duties February Ist, replacing R. 
E. Britt, Cleveland district man- 
ager, who is leaving the com- 
pany to head up The Central 
States Industrial Supply Com- 
pany, new Goodyear jobber in 
Cleveland. 





W. H. SUMMERS 





































































































Left to Right: 


Stubby No. 443 Electricians’ No. 243 
Pocket No. 543. Mechanics’ Square 
B'ade No. 343 


THEY'VE BEEN TOUGH TO GET 


But It’s Tougher 
Where There's None | 


In hardware stores everywhere 
"Bridgeport Rhino" screw drivers 
have the call when the specifications 
are hammerproof, shockproof, water- 
proof. 

No. 143 is as tough as they make 

‘em. It has perfect balance and 


its Amberlite handle is molded to 
fit the grip. 


Just say to your jobber—''Bridgeport Rhino'’ 


Bridoepo at 


MARK 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN. 
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Geo. A. Fernley Receives 
Philadelphia Medal | 
“The 1946 Award of Merit” 


Frank L. Campbell succeeds Jacob S. Disston, Jr., 
as president of Hardware Merchants’ and Manufac- 
turers’ Ass'n of Philadelphia which made the award. | 


At the sixtieth annual banquet 
of the Hardware Merchants’ and 
Manufacturers’ Association of 


Philadelphia, at the Bellevue- 





| A. Fernley, Jr. Jacob S. Disston, 
| Jr., Henry Disston & Sons Co., 
was the retiring president who 


GEORGE A. FERNLEY 


Stratford Hotel, Thursday eve- 
ning, Jan. 31, George A. Fernley, 
secretary of the National Whuwle- 
sale Hardware Association, was 
presented with the Award of 
Merit and Gold Medal awarded 
annually to an outstanding indi- | 
vidual connected with the indus- | 
try who has reflected credit upon | 
American business. S. Horace | 
Disston, president of Henry Diss- 
ton & Sons Company, made the 
presentation as chairman of the | 
Jury of Award. 

Mr. Disston stated that the | 
Jury of Award, consisting of him- | 
eelf, Fayette R. Plumb, Fayette | 
R. Plumb, Inc., and Paul A. | 
Griffith, Shields & Brother, had | 
selected Mr. Fernley because he 
has been “a leading factor in the 
maintenance of the industrial 
welfare of our country.” 

The award recognized that 
Mr. Fernley “has done much to 
promote industry consciousness 
as well as the realization of the 
dependency of the manufacturer, 
wholesaler and retailer upon 
each other. At all times he has 
been ready, willing and anxious 
to undertake any task no matter | 
how arduous to the end that the | 
entire industry might benefit and | 
progress. 

“He has contributed immea- | 
surably to the advancement and 
progress of the hardware indus- 
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| 
try by diligent, keen, intelligent | 
and farsighted study, analysis | 
and constant attention to the in- | 
dustry’s problems. In protecting | 
and furthering the interests of | 
the wholesaler, he has been ex- 
ceedingly zealous, but at the 
same time his unusual character- 
istics have enabled him to main- 
tain most pleasant, cordial and 
friendly relations with manufac- | 
turers, thereby encouraging, de- | 
veloping and promoting the coop- 
eration so desirable and essential 
for the common good of the 
industry.” 

Prior to the presentation, the 
following new officers were in- 
stalled: president, Frank L. 
Campbell, Fayette R. Plumb, 
Inc.; vice-president, Llewellyn A. 
Hoeflich, Supplee-Biddle Com- 
pany, secretary-treasurer Thomas 


presided. 





James E. Gheen, philosopher 
and humorist, of New York City, 
was the speaker of the evening 
on the subject, “Little Do We | 
Know.” 


The scroll which accompanied 


FRANK L. CAMPBELL 


the medal included the following 
tribute to Mr. Fernley: 

“He has been connected with 
the industry during his entire 
business career having been 
elected assistant secretary of The 
National Wholesale Hardware 
Association in 1912 and secre- 
tary-treasurer in 1926. 

“During these thirty-four years 
he has contributed immeasurably 
to the advancement and progress 
of the hardware industry by dili- 
gent, keen, intelligent and far- 
sighted study, analysis and con- 


stant attention to the industry’s | 


problems. In protecting and fur- 
thering the interests of the whole- 
saler, he has been exceedingly 
zealous, but at the same time his 
unusual characteristics have en- 
abled him to maintain most 
pleasant, cordial and friendly 
relations with manufacturers, 


| thereby encouraging, developing 


and promoting the co-opera- 





tion so desirable and essential 
for the common good of the 
industry. At all times he has 
been ready, willing and arxious 
to undertake any task no matter 
how arduous to the end that the 
entire industry might benefit and 
progress. His acumen and energy 
have enabled him to discharge 
many difficult tasks with credit 
to himself and to our industry. 
In addition he has done much to 
promote industry consciousness 
as well as the realization of the 
dependency of the manufacturer, 
wholesaler and retailer upon 
each other. 

“Indeed, his accomplishments 


JACOB 8. DISSTON, JR. 


constitute a story of achievement 
in our industry which can be 
equalled by few. He has estab- 
lished lLimself as a leading fac- 
tor in the maintenance of the in- 
dustrial welfare of our country 
and his outstanding attainments 
fully merit this recognition and 
acclaim.” 








KENTUCKY HARDWARE & IMPLEMENT ASSN. in convention, Jan. 21-22 at the Ken- 
tucky Hotel, Louisville, elected E. M. Allsmiller, Allsmiller Hdwe. Co., Winchester, presi- 


| dent succeeding N. C. Hancock, R. A. Wilson & Co., Russellville. Clarence Jansen, Jansen 


Hdwe. Co., Covington, was elected first vice-president and Sgt. Cecil Skidmore, Skidmore 
dwe. Co., Elizabethtown, was named second vice-president. Morris Jones, Room 315, Ken- 


tucky Hotel, was re-appointed 


secretary-treasurer. 


New board 


of director members are 


B. F. Norfleet, Norfleet Hdwe. & Implement Co., Harrodsburg; J. B. Lawson, Lawson Hdwe. 
Co., Greenup, and Eugene Caywood, Harlan Jewelry & Hdwe. Co., Harlan. 
In the photo, left to right, are E. M. Allsmiller, president; Morris Jones, secretary-treas- 


urer and Clarence Jansen, first vice-president. Sgt. Cecil Skidmore, second vice-president, 
still serving in the armed forces, was not present. 


HARDWARE AGE 








ssential 


of te HOW MUCH COVERAGE ACCORDING TO MY INDICATOR 
a CAN | EXPECT FROM YOU CAN FIGURE ON 
Lange A GALLON OF 500 10 600 SQUARE FEET 
tn iad SYNCHROME ON STEEL? PER GALLON 

energy 
scharge 
| credit 
idustry. 
nuch to 
ousness 

of the 
acturer, 

upon 
hments 
Festener, 
Handy, Pocket Size [rasan et coy 
INDICATOR 7 
ANOTHER EXCLUSIVE FEATURE 
FOR SYNCHROME ALUMINUM 

” PAINT DEALERS 
vement 
‘an be 

estab- One setting of the Indicator tells you all you want 
ig fac- te know about painting any interior or exterior 

the in- surface with SYNCHROME Aluminum Paint. 

ountry Set it to the surface to be painted, and it tells you— 

nments 1. How fo prepare the surface before applying SYN- 

nm and . CHROME. 


2. How many square feet of that surface can be 
covered with a gallon of SYNCHROME. 


a 3. The kind of structures having this surface. 


We will gladly supply handy Indicators to Cres-Lite 
SYNCHROME deglers, and their sales force, as part of 
Crescent’s dealer-help program. If you haven't already 
received yours, let us know how many folks in your 
organization can use one, and we'll send them promptly. 


Cres-Lite SYNCHROME is exclusively a quality product. It 
is a quick-drying, synthetic resin, oil paint, containing 
only pure 325 mesh aluminum pigment. We pledge 
ourselves to maintain at all times the quantity and the 
high quality of OIL, PIGMENT, and SYNTHETIC RESIN 
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used in SYNCHROME. 


One coat of SYNCHROME com- 
pletely covers most surfaces 
with a chrome-like finish unsur- 
passed for its resistance to heat, 
moisture, fumes, weather and 
corrosion, 


SyYNCHROME’s high hiding pow- 
er and durability make it the 
best protective coating for 
tanks, stacks, roofs, metal, 
concrete, brick and other types 
of structures and equipment. 


CRESCENT 


BRONZE POWDER CoO. 


116 West Illinois Street 
1841 South Flower Street « 


e Chicago 10, Illinois 
Los Angeles 15, California 
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IRON AND STEEL RATINGS REMOVED; 
RATIONING ON VOLUNTARY BASIS 


(Washington Bureau 
of HARDWARE AGE) 

All outstanding ratings for 
iron and steel were suspended 
by the Civilian Production Ad- 
ministration on January 21, and 
steel warehouses were placed un- 
der a voluntary rationing system 
to insyre delivery of a substan- 
tial portion of the nation’s cur- 
rent stocks of steel to essential 
needs. 

The suspension of all “AAA”, 
“MM” and “CC” ratings was oi- 
ficially authorized by Dir. 13 to 
PR 1. Under this direction every 
order for items of iron and steel 
bearing a preference rating which 
has been placed, or is placed 
during the period of the strike, 
must be treated as unrated. How- 
ever, this does not apply to orders 
on distributors bearing a rating 
of “AAA” issued by CPA on or 
after January 21, 1946. 

In cases of an emergency where 
the filling of a particular order 
for iron and steel is absolutely 


essential in the interests of the | 


public health or safety, CPA may 
issue a specific written directive 
to a producer or distributor re- 
quiring the filling of that order 
from finished stocks on hand. 
Alternatively, CPA may assign a 
rating of “AAA” to an order in 
this type of emergency. This 
rating will be valid only against 
stocks of distributors, and may 
not be extended to producers. 

When Dir. 13 is revoked, pre- 
sumably when the strike is set- 
tled, any portion of an order 
bearing a rating which has not 
been filled will again be consid- 
ered rated as if the rating had 
never been suspended. 

The voluntary rationing system 
was outlined by CPA in a “dec- 
laration of policy” issued to steel 
warehouses. Under this declara- 
tion all steel warehouses, fabrica- 
tors and others with inventories 
of steel mill products, who are 
ordinarily in the business of sell- 
ing such items, are requested to 
carry out the following policies 
immediately: 

1. For All Types and Shapes 
of Steel Mill Products—Ration 
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all deliveries so that no customer 
will receive more than is needed | 
for immediate use and by so do- | 
ing stretch stocks to last over | 
the longest period possible for 
those uses for which the items 
handled have customarily been | 
sold. 

2. For Types and Shapes of | 
Steel Mill Products Ordinarily | 
Used For Maintenance and Re- | 
pair—When stocks of these prod- | 
ucts have been reduced to 50 per 
cent of the normal inventory of 
such products, deliveries there- 
after should only be made for 
emergency maintenance and re- 
pair uses which have to do with 
public health and safety, such 
as requirements of hospitals, pub- 
lic utilities and transportation fa- | 
cilities, and for other extremely 
essential maintenance and repair. 





This does not include deferrable 
maintenance and repair nor gen- 


| eral maintenance and repair for 


those industries which will Le 
shut down for other reasons 
even if they should receive main- 
tenance and repair materials. 

The declaration also points out 
that, “It is manifestly impossible 
for the warehouses to supply ma- 
terials in mill quantities to any 
customers, and industries requir- 
ing such quantities for produc- 
tion cannot be kept in operation 
from warehouse stocks. Emphasis 
must accordingly be placed on 
using such stocks for the purpose 
of taking care of essential main- 
tenance and repair requirements, 
and supporting the production of 
repair parts. 

“If distribution of existing steel 
stocks is handled effectively in 


| accordance with the above poli- 
| cies, it should seldom be neces- 
| sary for the CPA to issue a di- 
| rection or ‘AAA’ rating on a 
warehouse, fabricator or proces- 
sor to meet specific needs. The 
| CPA would authorize no direc- 
tions or ‘AAA’ ratings other than 
those warranted by extreme emer- 
gencies.” 

CPA Administrator John D. 
Small in issuing the declaration 
emphasized that CPA is depend- 
ing upon the cooperation of steel 
mill managements, and the local 
representatives of labor, to make 
possible the release and ship- 
ment from strike-bound _ steel 
mills of finished items not avail- 
able elsewhere and which are 
needed for emergency purposes. 
Requests to release steel from 
such mill stocks will be made 
only when such shipments have 
been certified by CPA directives, 
as necessary to meet serious emer- 
gencies in connection with the 
public health, safety and welfare 





of the nation. 








Small Electrical Appliances 


Mast Be 


Retailers are reminded that | 
on and after February 1, 1946, 
small electrical appliances priced 
under MPR 188, Order 6, may 
not be sold unless they have at-, 
tached to them retail ceiling price 
tags or labels. Failure to comply 
with this requirement will con- 
stitute a violation of the consum- 
er durable goods pricing regula- 
tion. Only exceptions to this rule 
are mail order houses, which are 
not required to tag appliances | 
sold by mail for which a price 
no higher than their OPA retail 
ceiling is published in their cur- 
rent catalogs. 

Under the provisions of the reg- | 
ulation, no manufacturer may, on 
or after February 1, 1946, ship 
to any purchaser a small electric 
appliance priced under the above 
order unless there is attached to 
it a retail ceiling price tag or 
label. This tag or label must 
state the manufacturer’s name or 
the brand name; the model desig- 
nation of the article; the retail 








ceiling price (including Federal 
excise tax) for sales in each 


Tagged After Feb. 1 


zone; and that the tag or label 
may not be removed before the 
article is delivered to the cus- 
sumer. 

Any retailer who receives “un- 
tagged” an article which is r-- 





quired under the above provisions 
to be tagged, must tag it with the 
proper retail ceiling price before 
it is displayed, offered for sale, 
sold or delivered at retail. The 
retailer also is responsible for 
keeping the tag on the article 
until it is actually delivered to 
the consumer. 








Disposal of Surplus Machine Tools 
Viewed As a Top Economic Problem 


Prompt, equitable disposal of 
surplus government-owned ma- 


| chine tools—already totaling more 


than $300,000,000 in original 
cost—to provide employment and 
increase peacetime production 
has been placed at the top of 
current disposal problems by the 
Surplus Property Administration. 

W. Stuart Symington, surp!us 
property administrator, and other 
SPA officials told a meeting of 
the Metalworking Machinery In- 
dustry Advisory Committee in 
Washington that disposing of this 
surplus in the best interests of 
increased industrial output and 
employment is “one of the great- 
est economic problems.” 


It is estimated that, in addi- 
tion to the $300,000,000 worth de- 
clared by owning agencies as of 
last Nov. 30, tools costing almost 
$1,500,000,000 will be available 
for surplus disposal by July 1, 
1947, 

Tools costing $81,000,000 had 
been disposed of by Nov. 30, 
leaving an inventory of some 
$223,000,000. The Novy. 30 in- 
ventory was made up of 27 per 
cent lathes, 21 per cent boring 
machines, 18 per cent milling 
machines, 13 per cent grinding 
machines and smaller percentages 
of gear cutters and finishers, 
drillers, planers, and other 





types. 
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v~ KAREN" KOOKER 


““THE PRESSURE CO 


“FLIK-O-RIST” 
OPENING — 
NO WAITING 
OR COOLING 


A STREAMLINED 
BEAUTY — 


44 QT. SIZE 


OKER THAT HAS EVERYTHING!’ 





HERE IT IS... the revolutionary new KAREN 
“Dial-O-Matic” KOOKER your customers soon 
will be raving about! Beautifully made of heavy 
cast, polished aluminum alloy, this sturdy 
streamlined pressure cooker has the exclusive 
“Dial-O-Matic” Control with 5 Pressure Levels 


for quicker, better, easier cooking . . . plus many 
other outstanding features. Tested and approved 
by leading home economists. 

For sales and customer satisfaction, feature 
KAREN “Dial-O-Matic’” KOOKERS. They're 


available now ... to meet today’s great demand! 


Fair Trade Protected Price 
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GAS, ELECTRIC RANGE 
PRICES AT ’42 LEVELS 


New gas and electric cooking | sizes—the standard range and the 
stoves, which now are beginning | apartment size cooker. 
to reach retail stores, have been | 


The OPA dollar-and-cent prices 


placed under dollar-and-cent ceil- | vary widely, just as stove prices 


ings at 1942 levels. Both types 
of stoves will be available in two 


did before the war. However, a 
typical price for a standard elec- 





tric range is $189, and for an 
apartment size electric stove, 
$157. A typical price for a gas 
stove is $75 for a small size 
and $95 for the standard range. 

Manufacturers are required to 
preticket each stove with its OPA 
retail ceiling price. Since each 
price includes the installation 
service charge and the federal 
tax, it represents the total cost 
of the stove to the consumer. 





With each electric stove, a one- 
year guarantee of satisfactory 
performance must be given. Such 
guarantees also were given with 
each electric stove sold before 
the war. About 80 per cent of 
all gas and electric cooking stoves 
expected on the market this year 
have been given prices. As soon 
as the remaining companies make 
their applications, they will be 
given dollar-and-cent ceilings. 








Jobbers, Dealers May Seek Price 
Relief Under Absorption Rale 


An automatic individual ad-| landed cost. 


The result is the 


justment provision has been work. | amount that he can take as his 
ed out for wholesalers and“ re-| adjusted price, unless the sum of 
tailers who are required to absorb | his former ceiling price and 1n 


their suppliers’ price increase 


| 
| 


on a large number of consumer | 


articles. This action, effective 
Feb. 2, sets a limit on the amount 
of the increases that any seller 
will be required to absorb. 

The new method applied to 
products priced under the 
GMPR; MPR 580 (textiles, ap- 
parel, furniture, and house fur- 
nishings) ; MPR 590 (furniture) 
and MPR 210 (Fall and Winter 
seasonal commodities). It does 
not apply to the pricing of food, 
grains, cereals, seeds, feeds, to- 
bacco, tobacco products, agricul- 
tural chemicals, insecticides, bev- 
erages, masonry and insulation 
materials, refractory products, 
tarred and asphalt roofing, ms- 
chanical building equipment, 
builders’ hardware, lumber, mill- 
work, or of items for which OPA 
has fixed a uniform dollar-and- 
cent price or of pre-ticketed 
items. 

The distributor (dealer or 
wholesaler) gets his adjusted 
ceiling price thus: 

He finds his “expense rate”— 
that is, the expense of operat- 
ing the department or business 
in which he sells the article, 
expressed as a percentage of his 
net sales for that department or 
business. In figuring his expense 
rate, he is limited to the types of 
business expenses listed in the 
regulation. These include admin- 
istrative, selling, buying, and 
occupancy expenses as well as 
other specified expenses. 

He then finds a selling price 
for the article he is pricing that 
will return to him a percentage 
margin over his net landed cost 
(net cost plus inbound freight) 
equal to his expense rate. As an 
example, if his expense rate is 
30 per cent, he subtracts 30 per 
cent from 100 per cent. He then 
divides the difference—in this 
case 70 per cent—into his net 
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amount equal to the percentage 





increase in his supplier’s price 
is lower. In that case, he must 
take the lower amount as his 
adjusted ceiling. 

No price adjustment will be 
permitted when a seller’s old ceil- 
ing price is higher than the 
amount figured under the new 
formula. 





Sellers are required to file witn 
OPA their computed expense 
rates and must have received ac- 
knowledgments of the filing 
before taking the adjustments 
permitted by the order (Supple- 
mentary Order 145—Wholesalers 
and Retailers “Expense Rate” 
Adjustments) . 








OPA DENIES DELAYING 
MANUFACTURE OF 
RADIO PARTS 


The Office of Price Adminis- 
tration has not been responsible 
for the delay in the manufacture 
of radio parts, Earl H. Morse, 
head of the OPA electrical equip- 
ment section, industrial price di- 
vision, declared recently. 

“Only 3 per cent of the 1368 
radio parts manufacturers of the 
country have applied for price 
adjustment,” Mr. Morse said. 
“This is on the numerical basis 
of the actual number operating 
throughout the country.” Mea- 
sured on a dollar volume of 


business, he continued, less than [ 


10 per cent of the radio parts 
manufacturers have applied for 
price relief. “And this is a very 
liberal estimate,” he added. He 
said that 45 price adjustment ap- 
plications from radio parts man- 
ufacturers had been received by 
his section during the fall and 
winter. 

“Processing of the applications 
takes 10 days, if the individual 
firm has provided all the neces- 
sary data,” Mr. Morse said. Ap- 
plications from radio parts man- 
ufacturers are given No. 1 pri- 
ority-in the OPA national office, 
he asserted. Delays in processing 
applications or in pricing, as 


| complained of by parts makers, 





Mr. Morse said, was due, first, 
to their own failure to apply to 
OPA for price relief, and, sec- 
ondly, to their failure to submit 
adequate data with their appli- 











cations for price relief. “We 
have had to send accountants out 
into the field to get the neces 
sary facts,” Mr. Morse deciared. 
He then pointed out that “if only 
10 per cent of the radio parts 
manufacturers (on a dollar vol- 
ume basis) have requested price 
relief, we must assume the ma- 
jority are satisfied with their 
present ceiling prices.” 
Referring to statements by 
parts makers that they may have 


to close their doors, Mr. Morse 
said: “The radio parts business 
accounted for total sales of $750,- 
000,000 in 1941. In 1944 the 
total volume had jumped to 3.7 
billion dollars, much of it direct 
war sales. The best estimates to- 
day, based on neutral surveys, 
indicate the volume of business 
in this field for 1946 may reach 
two billion dollars, more than 
double the 1941 civilian sales— 
but approximately half the 1944 
volume.” 








SASH DISTRIBUTORS 
MAY UP CEILINGS 
(Washington Bureau 
of HARDWARE AGE) 

Effective Jan. 30, retailers and 
wholesalers of cast iron sash 
weights have been authorized by 
OPA to increase their ceiling 


, Prices up to the point where 


their margins over cost equal 
average operating expense rates 
for the trade. 

Resellers may either continue 
to sell at their present ceiling 
prices or their laid-down cost 
plus their expense rate, which- 
ever is higher, OPA said. This 
action does not supersede area 
pricing orders which fix specific 
maximum prices on sash weights 
in @ particular area. In other 
words, a reseller may not in- 
crease his selling price if his 
present ceiling is higher than his 
new laid-down cost plus the av- 
erage expense rate for the trade. 
The expense rate for wholesalers 
is 15 per cent over laid-down 








cost, and for retailers 30 per cent. 

OPA’s action is designed to 
relieve hardship experienced by 
some sellers as the result of in- 
creases of 10 per cent in manu- 
facturers’ ceiling prices for cast 
iron sash weights, which resell- 
ers in the past have been re- 
quired to absorb in full. 


SURPLUS MARINE 
SUPPLIES NOW 
ON DISPLAY 


The United States Maritime 
Commission has announced the 
inauguration of increased service 
to prospective buyers of govern- 
ment-owned surplus marine ma- 
terials. Sales and inquiries will 
still be handled through the Ma- 
terials Disposal Section, Wash- 
ington 25, D. C., but service will 
also be available through Mari- 
time Settlement Sections with 
area offices located as follows: 

1015 Chestnut Street, Phila- 
delphia 7, Pa.; 310 S. Michigan 
Avenue, Chicago 4, Il.; Audubon 
Bldg., Canal Street, New Orleans 
12, La.; 14th and Franklin - 
Streets, Oakland 12, Calif.; and 
39 Broadway, New York, N. Y. 
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HOUSEFURNISHING PROFITS 


are on the way Back! 


Judd housefurnishing hardware is on the way 





back. And with it are the profits you’ve grown 


to expect from this fast-selling Judd line. 





Typical of these home fixtures are the Towel 
Bar No. 312, an all-steel fixture made in five 
finishes, and the Swinging Closet Bracket No. 
2844 which doubles as a Tie Rack. 


































—— 





e With Judd housefurnishing hard- 
ware coming back on the market, 
your customers can replace their old 
fixtures now. And that means more 
business for you. 


ANTICIPATE THIS DEMAND— PLACE YOUR ORDER TODAY 


HOUSEFURNISHING HOWE. 


H. L. JUDD COMPANY 


YCORPORATE 


WALLINGFORD. CONNECTICUT 


NEW ge ’ ‘ ar acvese + 
a7 CHAmeES gEE 


FEBRUARY 14, 1946 








wer" INSTANT EXIT 






Means 






SAFETY... 
MONARCH 


| PANIC EXIT DEVICES 






| SPECIFY: 














FACTORIES 












SCHOOLS 










THEATERS 
















OFFICE BUILDINGS 












Today ... safety exits are being used 
wherever prompt, positive exit action may 
mean the saving of lives. Wherever people 
gather, there is the need for a Monarch 
Panic Exit Device. To this growing market 
Monarch offers a series of quality exit de- 
vices, both mortise and rim types, in a variety 
of styles for a wide range of applications. 


Monarch’s exclusive construction features 
provide swift, sure action always. Mon- 
arch’s functional design and choice of metals 
and finishes assure beauty as well as safety. 
Write today for details on these quality 
exit devices. 

Monarch—long recognized for quality 
builders finish hardware—is now a division 
of Clayton & Lambert Mfg. Co. 



























CLAYTON & LAMBERT MFG. 
Monarch Hardware Division 


2525 Hart Ave. ° Detroit 14, Mich. 


CO. 
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*...IN ALL SIZES 
*&...IN GREATER QUANTITIES 
*%...FOR GREATER PROFITS 


With Weldwood Glue again freely available, now is the 
time to display prominently the eye-catching, sales-making 
Weldwood Glue carton. 


This counter display is a forceful reminder to hobbyists, 
handymen and homeowners of the thousand and one uses 
of modern, quick-selling Weldwood Glue. 


Weldwood Glue comes to you packed in 10¢, 25¢, and 50¢ 
sizes; also 1 lb. (85¢) and 5, 10, and 25 Ib. cans. 


Metal cans, unavailable during the war, are back again. / 


Your jobber can now supply you...or send the coupon below. 


SIX PROFIT-MAKING ADVANTAGES OF WELDWOOD GLUE 


1. It has tremendous strength 4. Easy to spread with brush or paddle 


2. Joints are shearproof and permanent 5. Stain-free 


3. Easy to mix just add cold water 6. Bacteria and rot-proof 


WELDWOOD "eesx° WATERPROOF GLUE 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 246 
5S West 44th Street, New York 18, N. Y. 


Please send literature, prices. discounts, samples and 
information on WELDWOOD GLUE Dealer Plan. 





(Washington Bureau 

of HARDWARE AGE) 
Effective Jan. 28, OPA in- 
definitely suspended price con- 
trol on all toys and games except 
“wheel goods” — metal wagons 
longer than 18 in., velocipedes, 
tricycles, miniature automobiles, | 
etc. Controls will remain on the | 
wheel goods until the danger of | 
sharp price increases, and of the 
diversion of still scarce metal :.nd | 

rubber, is past, OPA said. 
Consumer demand for toys and 
games is now at its annual post- 
holiday “low,” the agency point- 
ed out, so that any immediate 
price increases resulting from 
today’s suspension will be of 











TOY CEILINGS LIFTED 


EXCEPT WHEEL GOODS 


slight importance in the cost of 
living. By the time toys are in 
great demand again, the agency 
said, fuller supply and competi- 
tion probably will have served 
to eliminate any exorbitant prices. 

Wood, cardboard and plastics 
have been used by toy manufac- 
turers in place of metal and rub- 
ber during the war, OPA said, 
but prices of the substitutes have 
been substantially higher than 
prices of the original materials. 
For this reason, the price agency 
believes the reappearance of met- 
al toys will do more than price 
contro] could do to lower average 
toy prices. 














OPA Allows Adjustable Prices 


Some Screen Doors, Window Screens 


Manufacturers of screen doors, | 
combination doors and extension | 
window screens made with 14x18 
mesh galvanized and bronze wire 
and 16x16 mesh aluminum wire 
| have been authorized by the Of- 

fice of Price Administration to 
ship these items on an adjustable 
pricing basis, pending issuance 
| of ceilings by the price agency. 
| The action became effective Jan- 
| uary 22, 

Until ceiling prices for doors 


and windows made with the new 
screen wiring are provided, manu- 
facturers may bill at the ceiling 
prices established for doors and 
windows made with 16x16 mesh 
galvanized wire, with the provi- 
sion that the buyer may be 
charged for an additional amount 
if ceilings established for the 
new mesh items are higher than 
those for 16x16 mesh galvanized 
wire. 








23 BILLION DOLLAR 
GOODS’ SURPLUS 
FORESEEN BY OPA 


(Washington Bureau 
of HARDWARE AGE) 

War Assets Corp., which as 
nointed out in HarpwarE AcE of 
Jan. 17, has been designated as 
the disposal agency for Govern- 

| ment surplus consumer goods and 
capital and producers goods, esti- 
mates that during the fiscal year 
July, 1945, through June, 1946, 
| goods which cost the Government 
approximately $23 billion will 
have been declared surplus. 

WAC is a subsidiary of the 
Reconstruction Finance Corp. 
and has assumed the disposal 
functions for which the RFC 
Office of Surplus Property here- 
tofore has been responsible. Also, 

| all duties of certifying war vete- 


the purchase of surplus property, 
previously assigned to the Small 
War Plants Corp., have been 
transferred to WAC. 

Lieut. Gen. Edmund B. Greg- 
ory, Army Quartermaster Gen- 
eral, who is chairman of WAC’s 
board of directors, succeeds Sam 
H. Husbands, director of RFC 
who was chosen to fill that office 
pending the appointment of a 
permanent chairman by the 
President. 

WAC has taken the direction 
of the RFC personnel whi. has 
been assigned to surplus prop- 
erty disposal activities, and facili- 
ties required by the disposal 
agency have been made available 
to it by RFC. In the conduct of 
disposal activities, WAC will 
follow policies established by the 





‘rans as eligible for preference in 


surplus property administrator. 
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An order outlining the organi- 
zation and functions of the Office 
of Small Business, has been 
signed by Secretary of Com- 
merce, Henry A. Wallace. The 
order provides for a broad pro- 
gram to strengthen small busi- 
nesses by offering them various 
kinds of assistance and practical 
“know-how” information. It also 
places strong emphasis on service 
to veterans and other newcomers 
to business. 

Anticipated by the order is the 
transfer of the operating func- 
tions of the Smaller War Plants 
Corporation to the recently estab- 
lished Office of Small Business 
on January 28, 1946. The direc- 
tor of the new office has not yet 
been named, 

In establishing the Office of 
Small Business the department 
now expands its small business 
unit into an organization which 
will offer business men aid and 
guidance on such important prob- 
lems as sound business tech- 
niques — general administration, 
production, buying procedures, 
inventory practices, methods of 
selling market sources and eco- 
nomic opportunities. Legal and 
tax problems of small businesses 
will be examined, and guidance 
on such matters will be offered 
as part of the new office’s service. 

Some specific activities to be 
undertaken in fulfillment of the 
basic objective include: planning 
and stimulating business clinics; 
encouragement of Government 
and private procurement policies 
favorable to small business; 
study interstate trade barriers 
which place limitations upon the 
growth of small business; pre- 
pare studies and other aid on in- 
ternal business management. 

In addition, the activities in- 
clude: counsel with small firms 
faced with specific business prob- 
lems; serve generally as the first 
point of contact for veterans and 
others seeking assistance in the 
establishment and operation of 
small businesses; prepare studies, 
cases, check sheets and guides 
pertaining to trade opportunities, 
sources of capital competitive 
factors; make studies to deter- 
mine the causes of success and 
failure; and recommend tax poli- 
cies which should encourage 
sound financing of new small 
business enterprises. 

These services will be fur- 
nished through an administrative 
organization which will include a 


Secretary Wallace Sets Up 
Office of Small Business 


branch, management advisory ser- 
vice, technical advisory service, 
finance and tax problems branch, 
business practices branch, special 
services branch, and area devel- 
opment branch. 

The Office of Small Business is 
charged by the order with super- 
vision over small business activi- 
ties and services in the Com- 
merce Department’s field offices 
and is to be responsible for de- 
veloping policies, programs, and 
plans for the guidance of these 
offices. 

The order provides that close 
liaison be maintained with gov- 
ernment and private agencies on 
problems affecting veterans and 
small business affairs; with state 
planning boards, state depart- 
ments of commerce and other re- 
gional and local groups in- 
terested in industrial and com- 
mercial development; and with 
national conferences, associations, 
and other groups of small busi- 
ness men organized for the pur- 
pose of aiding small business. 





30% PRODUCTION RISE IS 
GOAL OF TOY INDUSTRY 


Toy manufacturers are aiming 
at a retail volume during 1946 of 
+ $240,000,000, a 30 per cent in- 
crease over 1945, L. M. Mac- 
donald president of the Toy 
Manufacturers of the U.S.A., an- 
nounced in making public the 
results of an industry wide sur- 
vey. Mr. Macdonald also de- 
clared that the 43rd annual 
American Toy Fair which opens 
on March 11, with exhibits cover- 
ing more than seven floors at the 
Hotels McAlpin and Breslin, will 
demonstrate full peace-time re- 
conversion of the industry. 

“Lifting of OPA price restric- 
tions is expected by the industry 
to bring better toy values to the 
public,” he said, “by permitting 
many experienced toy manufac- 
turers to revive popular-price 
lines that could not be produced 
at all during the past two years 
when prices were restricted to 
1942 levels. 

NEW HARDWARE STORE 
WANTS CATALOGS 


J. D. Saley is opening a new 
hardware store at 3552 Main St., 
Stratford, Conn., which will be 
known as The People’s Hard- 
ware. Mr. Saley would appre- 
ciate receiving catalogs and price 
sheets on hardware and related 
























SEEDS 


Takes little space, 
pays richly for it. 
Easily moved, hand- 
some, colorful, attrac- 
tive to customers. 
They pick their 
packets -- then they 
need fork, cultivator, 
hoe, trowel, hose 
What a salesman! 














director, business counselling 
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lines. 


ASGROW SEEDS 








Associated Seec Growers, Inc., New Haven, Conn. 
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POINT! 


From hardwood-handle to tempered- 
steel blade, every “Yankee” spiral 
screw driver is right to the point. 
Every part is ingeniously designed to 
speed work, cut down man-hours. 
Painstaking design and simple 
strength are typical of all “Yankee” 
fine mechanics’ tools . . . whether 
Tap Wrenches, Vises, Automatic 
Drills, or Bit Braces. For more than 
fifty years, “Yankee” reputation for 
fast performance and reliability has 
grown steadily, is growing today, as 
“Yankee” tools help speed reconver- 


sion. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechan- 
ics, and Popular Science is safeguard- 
ing your “Yankee” Tool market of 


the future. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 


“YANKEE TOOLS 


make good mechanics better 


North 


Bros. Mfg. Co., Phila. 33, U.S. A 


Established 1880 





A. S. WILLIAMS, vice- 
president and general man- 
ager of the hardware division 
of Paxton & Gallagher Co., 
Omaha, Nebr., wholesale dis- 
tributors, is 70 years of age 
and has been identified with 
the hardware business for over 
52 years. Born Oct. 22, 1875, 
Mr. Williams entered the hard- 
ware field in 1893 when he be- 
came identified with the whole- 
sale firm of J. H. Fall & Co., 
Nashville, Tenn. Starting as 
an order clerk, he advanced to 
the positions of invoice clerk, 
house salesman and_ finally 
traveling salesman. In 1898 he A. 8, WILLIAMS 
decided to enter a larger field, 
boarded a train for Chicago and applied for a position 
with Hibbard, Spencer, Bartlett & Co., wholesale hardware 
firm of that city. His original position with his new firm 
was in the pricing department. From that he advanced 
to the claim department eventually becoming a territorial 
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manager, a position which necessitated considerable trav- 
eling. After 12 years with that organization, he went with 
the Paxton & Gallagher Co. in 1910 when that company 
was just entering the hardware field. For a number of 
years he was engaged in buying most of the company’s 
hardware lines. He was then made general manager of 
the hardware division and was finally elected to the posi- 
tion of vice-president of the company: Mr. Williams has 
never held public office preferring to devote all of his 
energies to business. 


COLEMAN G. WEISS, 
of the advertising and catalog- 
ing departments of the Strat- 
ton & Terstegge Co., Inc., 
Louisville, Ky., wholesale 
hardware distributors, round- 
ed out a half century of ser- 
vice with that organization on 
Oct. 8. Mr. Weiss started with 
the firm when he was 15 
years of age and had his intro- 
duction to the hardware busi- 
ness in the order department. 
Back in those days he only 
had to worry about 1200 items. 
Now he has over 23,000 of 
which he has to keep track. 

COLEMAN G. WEISS In commemoration of his 50th 
anniversary with the firm he 


was presented with a wrist watch by W. H. Terstegge, 
president of the company. | 


LESLIE L. PEARCE, 
manager of the stove depart- 
ment of the Louisville Tin & 
Stove Co., Louisville, Ky., is 
77 years of age and is the 
oldest employee of the com- 
pany both by virtue of senior- 
ity and age. He completed a 
half century with the firm last 
December. Mr. Pearce entered 
the employ of the company in 
December 1895 as a tinworker. 
The company at that time was 
small but it grew—and so did 
Mr. Pearce. In 1907 when it 
moved to its present location on South 13th St., Louis- 
ville, he was a traffic manager. On the anniversary of his 
50th year with the company, he was the guest of honor 
at a dinner attended by the directors and their wives and 
was presented with a diamond studded 50-year-service pin. 
Mr. Pearce has always been interested in religious work 
and for the past 22 years has served as superintendent of 
the Virginia Avenue Methodist Church Sunday School. 


LESLIE L. PEARCE 
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MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


if you have your own brand, or if 
you wish fo establish your brand 
and gain extra profits and an im- 
portant new asset, look to Lasting 
for finest quality paints and allied 
products. Our customers include 
foremost jobbers, exporters, chain 
stores and large retailers. Mammoth 
production assures smooth and 
speedy cooperation. Our adver- 
tising staff will design your labels, 
# you wish. 


QUICK, SMOOTH SERVICE 
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LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, VARNISHES, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 $. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 
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Voluntary steel rationing — On 
the eve of the steel workers’ strike, CPA 
“voluntary rationing” 
warehouses are 


announced Jan. 19 a 
system, whereby steel 
asked to restrict delivery of a substantial 
portion of their current stocks of steel to 
such essential needs as emergency repairs 


manufacturers may sell these screen goods 
fitted with the new types of screen cloth, 
billing the items at no higher than the 
existing ceiling prices for the same goods 





va ve 


and up to 25 per cent on one type of com- 
petitive sink faucet. 
« 7. * 

Radio receiving sets — Price 
Regulation 599 issued Oct. 30, 1945, and 
reviewed in these columns Nov. 22, 1945, 
has been amended by OPA, effective Jan. 


with 16 x 16 mesh galvanized wire. The 
differences in price, if any, when the new 
prices are established by OPA, may be 


26. ‘he regulation establishes retail ceil- 
ing prices for manufacturers by the use of 


various percentage mark-up factors in three 
price groups. It sets forth, also, discounts 
from the retail ceiling prices by which dis- 
tributor’s ceilings are set in the same three 
price ranges. There is no _ significant 
change in the consumer prices. Howevei. 
OPA raised by $1.00, the valuation estal. 
lished as the upper limit of the medium 
price range; it ruled that manufacturers 
of sets for export or for sale by a mail 
order house need not pre-ticket such sets 
with the retail price; and it set specific 
mark-ups above manufacturer prices for 
sales by mail order houses distributing 
under their own brand names. 


charged and collected by the manufacturer, 
after their announcement. 


essential services by 
hospitals, public utilities, 
food processing, police and fire depart- 
ments, and other extremely vital factors 
affecting public health and safety. An 
emergency priority plan, in effect during 
the strike, was directed, under Priorities 
Regulation 1. It suspends all outstanding 
“AAA,” “MM” and “CC” ratings for steel. 
Only directives or new emergency “AAA” 
ratings issued by CPA after Jan. 20, are 
being honored under the new directive. 
All steel warehouses, fabricators and others 
with inventories of steel mill products, and 
who are ordinarily in the business of sell- 
ing such items, are requested to “ration all 
deliveries so that no customer will receive 
more than is needed for immediate use. 
By so doing, to stretch their stocks to last 
over the longest period possible for those 
uses for which the items have custom- a 
arily been sold.” Included in the industry t 

3 

| 


and maintenance, 
transportation, 


Brass plumbing fittings—Effec- 
tive Jan. 21, OPA has authorized an adjust- 
ing of ceiling prices under Price Regula- 
tion 591, listing 13 groups of brass plumb- 
ing fixture fittings, trimmings and repairs 
with percentage increases authorized on 
each group over the price to each class of 
purchasers, in effect on Oct. 1, 1941. These 
increases vary from 5 per cent on repairs 
to 17% per cent on certain types of faucets, 





Wholesale Hardware Sales « 
fd Geographic Divisions, for fennanes:. 1945 














SALES REPORTED 


SALES YEAR-TO-DATE c 





rationing program are bars, ingots, billets, 
slabs, skelp, pipe, tubing, rails and track 
accessories, plates, sheets and strip, rough 
steel castings and forgings, structural _ SRG RS. 
shapes, tin and terneplate, wire rods, wire Dec. | Nev. 
products, and rough gray iron and malle- 
able ‘ron castings. 


| 
| 
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Percent Chan 


DIVISIONS — 19: Thousands of Dollars 
| Percent 
Change 
from 


12 mos. 
1944 


Twelve 
Months 


1944 
(Add 000) 








$482, 406 


12,224 ‘= 
75,720 
81,322 
046 
58,033 
25,027 
57,745 
13,910 
93,379 


U. S. TOTAL $27, 
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Screen and combination doors 
—window screens — Effective Jan. 22, Pacific an 
OPA has issued an order under Price 
Regulation 381, stating that it is preparing 
special net prices on screen doors, combi- 
nation doors and extension windows, made 
with 14 x 18 mesh screening, both galva- 
nized and bronze and with 16 x 16 mesh 
aluminum screening. Since the new quota- 
tions are not ready, and since this is the 
time when manufacturers should be mak- 
ing shipments to distributors for the 
Spring season, the order provides that 
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Bureau of the Census Prepared in Business Division by Current Wholesale Trade 
a Includes 36 reports received too late to be incorporated in ne Bureau published release. 

b Number does not apply in ail cases to the year-to-date figur: 

c Includes reports received too late for inclusion in qredme a maathdy totals. 





States comprising regions: 
New England—(Conn., — ates, N. H., R. L, Vt.) 
Middle Atlantic—(N. J., N. Y., 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(Iowa, Kan, Minn. .» Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va. W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La. Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
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Pride of ownership ! 


Faithful performance over years of trouble-free service 
creates the kind of loyalty that makes its owner a strong 
booster for his Goulds Water System. 


pe of com- 
On thousands of farms, in thousands of suburban and 


semi-rural homes, Goulds Water Systems are building a price- 
less reputation for dependability and low-cost operation. 


— Price 

1945, and : : ‘ ‘ 

22, 1945, Our good name linked with yours provides a combina- 
sctive Jan. tion of selling power that you can capitalize as a mighty 
etail ceil- important asset in your business. 

ear When you sell a Goulds, you sell it with full confidence 
ye that you are making another well-pleased customer —a 
which dis- customer who is likely to follow its purchase by buying 
ame three other items of equipment that utilize running water on 
significant the farm or in the home. 

hugines With a complete line, there is a dependable Goulds Water 
a System to serve every need—for shallow well or deep well 


e medium 


operation, for service from pond or stream, from near-by 
ufacturers 


or distant source—in any capacity. 


GOULDS PUMPS INC. - SENECA FALLS, N.Y. 


stributing 


The Famous 
Goulds Jet-O-Matic 
Domestic Water System 


Goulds "'Cid”’ Shallow 
Well Pumping Unit 


Goulds "'Cid"’ Deep 
Well Pumping Unit 
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OUI WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 






















































ek 


a 


a 


a 


ee 








Plastic “Vimlite” glazing—Cela- 
nese Plastics Corp. has announced the 
availability of its new all-plastic glazing 
material being offered as a companion to 
its wire-mesh Vimlite fabric. Plastic Mesh 
Vimiite roll prices suggested are as fol- 


lows: 
To Retailer To Consumer 
36 in. x 100 ft 35.05 $43.25 
36 in. x 50 ft 17.25 21.65 
36 in. x 25 ft 8.75 10.80 
* . * 
Toys and games — Price control 


has been suspended by OPA on all toys 
and games, except as to metal wagons 
longer than 18 inches, and as to veloci- 
pedes, tricycles and miniature automobiles. 
Controls will remain on the wheel goods 
until the danger of sharp price increases, 
and of the diversion of still-scarce metal 
and rubber, is past, OPA states. The 
other releases, under price order 126 be- 
came effective Jan. 28. 
” a a 


Distributors’ ceilings—An auto- 
matic individual adjustment scheme has 
been announced by OPA, for wholesalers 
and retailers who are required to absorb 
their suppliers’ price increases on a large 
number of consumer articles. The move 
sets a limit on the amount of increases any 
seller will be required to absorb. This 
was done by supplementary price order 


145, effective Feb. 2. 





Wholesale Hardware Inventories » 


By Geographic Divisions, for December, 1945 


















































END-OF-MONTH INVENTORIES (Cost) » | STOCK-SALES RATIOS b 
DIVISIONS Decamber 1588 Thousands of Dollars 
vs. 
¥ of 

Firms Dec. Nov. Dec. Dec. Nov. Dec. Dec. Nov. 
1944 1945 1945 19-4 1945 1945 1944 1945 
U.S. TOTAL....... 161 +21 +7 | $35,278 | $29, $32,922 196 181 156 
New England........... 11 36 +6 829 608 780 240 158 205 
Middle 42 +12 +2 4,768 4,258 4,681 190 184 188 
East North Central...... 23 +32 +6 6,999 5,316 6, 178 172 138 

West North Central...... 25 +28 +9 7,563 6,020 6,956 192 181 1 
Pee 21 +12 +14 2,361 2,104 2,064 156 187 116 

South Central. ..... 4 +H +12 839 641 747 173 138 

West South Central. .... 13 +22 +12 5,607 4,607 5,022 230 202 166 
Sy 6 —18 +4 594 723 128 181 108 
fabegdcestedesdie 10 +16 +4 5,728 4,923 5,500 181 217 

Bureau of the Census Pr ee Feteaes Titties te Gaver Caieatte Tate 


a Includes 26 reports received too late to be incorporated in 


Census Bureau 
b Stock-sales ratios are obtained by Gividing the casdis by the enles tor on Whantheal ecg of rane. 





Other OPA rulings — New gas 
and electric cooking stoves, now beginning 
to reach retail stores, have been placed 
under OPA dollar-and-cent ceilings at 
1942 levels. A resulting typical price for a 
standard electric range is $189, and for a 
gas stove is $95. Retailers and whole- 
salers of cast iron sash weights are author- 





ositive-Action 


Bob Float 





AVAILABLE in %"’, 
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Made of Brass, Precision-Machined! 


Designed for long wear, precision-machined bob float valves 
won't chatter, leak or drip. They are equipped with adjustable 
actuating levers.to maintain varying water levels.- Removable 
plungers permit easy replacement of soft-rubber disk and 
leather cup-leather. Threaded outlet shank simplifies spray and 
splash control. Write us about jobber opportunities. 


Y"",%" and 1”. 


Manufacturing Company 
3417 Crenshaw Boulevard, Los Angeles 16, Calif 


Valves 





ized by OPA to increase ceiling prices up 
to the point where their margins over cost 
equal average eperating expense rates for 
the trade. This amendment to the General 
Maximum Price Regulation was effective 
Jan. 30. Dollar-and-cent ceilings are estab- 
lished by OPA for three types of log 
chains and one type of motor vehicle tow 
chain, declared surplus by the armed forces 
and now being made available in various 
localities for civilian use, by the War As- 
sets Corporation. 
+ 6 2 


Natural rubber—CPA’s Rubber 
Division has set up some 22 consulting 
technical committees since V-J Day, to 
assist the Division in charting steps to pro- 
vide the rubber manufacturers with in- 
creased amounts of natural rubber. Such 
technical assistance, CPA says, made pos- 
sible the conversion from natural to syn- 
thetic rubbers in orderly fashion. In 1940 
only one per cent of all new rubber con- 
sumed in the United States was synthetic. 
But by the middle of 1945 consumption of 
synthetic rubber had increased to 87 per 
cent of the total. Now planning a reversed 
procedure, CPA says that when additional 
amounts of natural rubber arrive, it will 
be possible to permit the use of larger per- 
centages in rubber products, allotting in- 
creases first to the items that require natu- 
ral rubber for improvement in quality. 
Here the advice of the technical consulting 
committees will be valuable. While the 
Reconstruetion Finance Corporation has 
announced that about 8,000 tons of natural 
rubber from the liberated areas of the Far 
East have been received in New York 
City since the war ended, it is stored in 
bond and will be available to American 
industry only when and if released by the 
Combined Rubber Committee. Actually, 
to date, only 500 tons of natural rubber has 
become available to industry. 
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“Durable goods” in December— 
On Jan. 28, CPA released its figures on the 
December output of consumer durable 
goods, including: 

Electric Irons—About 350,000 were ship- 
ped in Dec., 92 per cent of the prewar rate. 
Prewar production will be reached speedily 
after the strike is settled in the electrical 
industry. 

Electric Ranges—30,000 were shipped 
during December, 58 per cent of prewar 
monthly shipments. Prewar production 
levels could be attained by May. 

Domestic Mechanical Refrigerators—De- 
cember shipments reached 150,000, about 
half the prewar rate. Prewar production 
could be reached by June. 

Domestic Washing Machines and Ironers 
—December shipments were estimated at 
65,000, about 40 per cent of prewar ship- 
ments. 

Sewing Machines—About 5,000 were 
shipped during December, about 11 per 
cent of the prewar rate. It may be possi- 
ble to reach prewar production levels by 
June. 

Alarm Clocks—About 900,000 were ship- 
ped during December, about 90 per cent 
of the prewar rate, which will be reached 
by March. 

Domestic Radio Receiving Sets—Ship- 
ments during December totaled about 100,- 
000, about 8 per cent of the prewar 
monthly figure. 

Warm Air Furnaces—Shipments during 
November and December were about 60,- 
000. The minimum requirements in 1946 
are estimated at 710,000. Production is 
expected to reach only 425,000. 

Residential Oil Burners — Production 
reached 16,000 units in October, slightly 
above the prewar production. 

* * * 

Washing machines — Makers of 
washers comment that production in their 
plants will very shortly be at standstill un- 
less the strikes of steel and electrical 
workers are settled. Washing machine 
manufacturers had expected to bring pro- 
duction up to prewar levels in January. 
However, strikes forced January output be- 
low that of December, when some 65,000 
domestic washing machines and ironers 
were shipped, or about 40 per cent of pre- 
war output. Washer and ironer manufac- 
turers are still protesting as inadequate the 
7.7 per cent price raise, over 1941 prices, 
allowed by OPA. The industry advisory 
committee on washing machines is prepar- 
ing a new formal protest against the ceil- 
ing which, they say, leaves the entire in- 
dustry “in the red.” Retailers and dis- 
tributors are forced to absorb the 7.7 per 
cent manufacturers’ increase, so that recent 
lots of washing machines have been reach- 
ing the public at their 1941 prices. 

a * = 

Reconversion housing — CPA’s 

new housing regulation, P. R. 33, which 
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SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels « Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions ¢ Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co.; Division of Greenlee Bros. & Co., 1802 Herbert Avenue, Rockford, Illinois, U. S.A. 


--- BY CRAFTSMEN 











































GREENLEE 
SPIRAL SCREW DRIVER 





The true craftsman naturally demands a lot in a tool... 

and he gets it when you sell the GREENLEE Spiral Screw 

Driver. For it is sturdily constructed of highest quality ; 
materials for long, hard service. Special phosphor bronze 
drive nuts reduce friction to a minimum. Quick-action 
shift button provides easy, positiveadjustments... knurled 
collar quickly locks for final drive. Perfectly balanced... 3 

beautifully finished in polished chromium with hard- 
wood handle. Sell top quality — sell GREENLEE! i 


\ 
EFGREENLEE® 
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Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scienti- 
fically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They’re a and checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 





The same characteristic Forsberg standard of qual- 
ity in a popular line of WHALE BRAND Hack 
Sew Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They're priced right, moreover, to give 
you over-the-counter action. 


SPEED UP SALES 
WITH THIS 
SILENT SALESMAN 
Order the fast moving Deal 
No. 1012 and get this Coun- 
ter Display FREE! It holds 


sales making folders, as well, 
for your counter. 
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@ MFG. CO., BRIDGEPORT, CONN., U.S.A. 













| became effective Jan. 15, and the first of 


its directions to channel searce materials 
into between 400,000 and 500,000 moderate 


| and low-cost housing units for veterans was 


issued. It establishes the methods by 
which lumber and millwork will be chan- 
neled into the housing program, and pro- 
vides for the part which sawmills, distrib- 
utors, millwork and flooring manufacturers, 
and housing contractors are required to 
play in providing 9 billion board feet of 
lumber in 1946 for housing to which vete- 
rans will be given special preference. This 
was outlined on page 176 of the Jan. 17 
issue of Harpware Ace. Sawmills, begin- 
ning Feb. 1 and in each succeeding month 
thereafter, must reserve from their total 
lumber production 40 per cent of their 





expected softwood lumber production in 
the form of “housing construction lumber” 
and 100 per cent of their flooring grades of 
hard maple, oak and pecan. Each month’s 
reserve must be held until the 20th of that 
month for delivery to certified orders in 
preference to all other orders (except AAA 


| ratings). On or after the 20th day of the 


month, any of the production reserve not 


| taken on such orders may be sold to other 





| rated and unrated orders. 


* * * 


Plumbing for HH housing — 
Following the “lumber” direction, CPA on 
Jan. 18 issued three more directions to 
P. R. 33, to channel bathtubs, cast iron 
radiation and cast iron soil pipe into the 
Reconversion Housing Program for vete- 
rans. These provide “set-asides” of the 
three lines by jobbers or distributors, to 
maintain adequate reserve stocks to fill 
HH rated orders for the housing program. 

Starting Feb. 1, 1946 distributors and 
jobbers must set aside 60 per cent of their 
inventories of bathtubs and cast iron soil 





pipe and 70 per cent of cast iron radiation, 
This amount must be held for a period of 
21 days for fillmg HH rated orders. There. 
after the distributor or jobber must con. 
tinue to set aside from each shipment re. 
ceived the same percentage for HH rated 
orders and each such set-aside must he 
held for HH orders for the 21-day period, 
after which any of the materials remaining 
may be sold against other rated orders or 
against unrated orders in accordance with 
Priorities Regulation 1. HH ratings are 
not extendible by jobbers or distributors 
to producers of the three lines. 

The Jan. 18 rulings also provide that a 
producer of any of the three lines covered 
may elect to accept orders from persons 
other than distributors, jobbers or manu- 
facturers of pre-fabricated housing. In 
that event, however, starting Feb. 1, 60 per 
cent of bathtubs and cast iron soil pipe 
and 70 per cent of cast iron radiation 
which a producer may sell directly to other 
than jobbers, distributors or manufacturers 
of pre-fabricated housing must be sold on 
HH rated orders. 

Cast iron soil pipe production in Janv- 
ary was expected to approximate 26,500 
short tons, more than double the amount 
made last June, when production had fall- 
en to 12,638 short tons. Throughout the 
late 1945 months, the rate of manufacture 





kept rising steadily. 
* ¥* . 

Building materials rated — The 
latest three directions issued by CPA to 
Priorities Regulation 33, will channel gyp- 
sum board and lath, common and face 
brick, structural tile and concrete blocks 
into the Reconversion Housing program for 
veterans. -On gypsum board and lath, the 
HH ratings shall not be extendible by the 
distributor to the producer, nor shall there 





Wholesale Hardware Collections 
on Accounts Receivable « 


By Geographic Divisions, for December, 1945 
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| ACCOUNTS RECEIVABLE Collection Percentages b 

Percent C 
DIVISIONS | December 1 Thousands of Dollars 
vs. 
7 Fae & ee ee 

Firms Dec Nov. Dec. Dec. Nov. Dec. Dec. Nov. 
1944 1945 1945 1944 1945 1945 1944 1945 
U.S, TOTAL <a +10 — 2 | $24,685 | $22,415 | $25,125 109 106 106 
New E re 18 +17 0 667 571 665 88 92 87 
Middle Atlantic. .. . 61 +9 0 5,094 4,679 | - 5,102 98 95 90 
East North Central... 38 +17 +1 5.149 4,419 5,077 109 102 110 
West North Central...... 31 +9 —2 3,750 3,442 3,832 129 120 126 
South Atiantic....... 28 +15 +2 2,336 2,036 2,280 112 105 112 
East South Central... 9 +22 —15 629 514 743 122 116 108 
West South Central... | 20 +15 —3 3,288 2,861 3,378 113 115 109 
acs acunadhee 6 +45 +10 501 346 457 91 101 93 
Sa ae | 17 —8 -9 3,271 3,547 3,591 104 98 97 

Bureau of the Census Prepared In Business Division by Current Wholesale Trade 

a Includes 20 reports received too late to be incorporated in Census Bureau published release. 


b Collection percentages are obtained by dividing the col 








lections by the accounts receivable for an identical group of 
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be any actual set-aside. 
dealers must accept HH rated orders on a 
combined square footage besis up to two- 
thirds of their sales after that date. Sales 
or deliveries of the products of the in- 
dustry by a dealer to another dealer shall 
not be considered as sales in calculating 
this percentage. On brick and tile and 
concrete blocks, the HH rating, granted to 
builders who have qualified under the 
moderate and low cost housing program 
are extendible to producers. After Feb. 1, 
a producer must accept HH rated orders 
received before the 20th of any month in 
preference to any other except AAA orders, 
up to 60 pr cent of his scheduled produc- 
tion for that month. If HH rated orders 
are not received in sufficient quantity to 
absorb 60 per cent of any month’s produc- 
tion, the remainder of this production may 
be sold on other orders, and no physical 
set-aside is required. If an HH rated 
order is received by a producer after the 
20th of the month in which shipment is 
required or if at least 60 per cent of the 
month’s scheduled production has already 
been shipped on orders so rated, the pro- 
ducer is not required to accept the order, 
but must promptly notify the customer of 
the approximate date on which shipment 


can be made. 
. * € 


Cadmium again restricted—Jan. 
29, CPA announced a new order M-389, 
again placing restrictions on the consump- 
tion of cadmium, because of the excess of 
demand over supply and a resulting severe 
drain on the government stockpile. During 
the war, cadmium was under the restric- 
tions of order M-65, which was revoked 
Aug. 20, 1945, because it was felt that the 
increase in production was more than suf- 
ficient to meet all peacetime uses. Cad- 
mium (a by-product of zinc smelting) is 
being produced at the rate of 8,000,000 lbs. 
per year and consumption in 1940, the last 
full year of peacetime production, was 
only 6,000,000 Ibs. 
metal for electro-plating, and as a corro- 
sion resistant, have multiplied. It is also 
extensively used in automotive bearings, 
and as an ingredient in certain colors and 
chemicals. Effective Feb. 1, 1946, manu- 
facturers will be permitted to use 90 per 
cent of the amount of cadmium they used 
in 1941. At the same time, inventory re- 
strictions have been tightened, with manu- 
facturers now allowed a 30 days inventory, 
instead of the 45 days supply previously 
permitted. 


However, uses for the 


© . * 


Revisions in inventory—On Jan. 
22, CPA announced its monthly revision of 
Priorities Regulation 32, under which in- 
ventories are limited to prevent hoarding 
or pre-emptive buying. Bristles, formerly 
controlled by Materials Order M-51, are 
now limited to a 120 day inventory. Paper 
and paperboard, formerly limited to a 90 
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STATESMAN 
NYLON 
Bait Casting Line 





Here is an honored member of the famous STATESMAN 
Fishing Lines — respected, admired and loyally supported 
by hosts of fishermen— made by the originators of Oil 
Fly Lines and Oil Tapered Lines. 


This approved Bait Casting Line is smaller in diameter, 
test for test, and so smooth that it arouses comment 
everywhere. STATESMAN has that “extra” length of life, 
is not affected by salt water, does not kink. 













Profits are always better with Quality Lines 
“Ask Your Jobber Salesman” 


Size ak ee ee OS J I H F E D 

Test i«s6ss es 15 20 25 30 35 

List per Spool . . 1.15 1.35 1.60 1.85 2.10 2.35 
(50 Yards) 


BRAIDED AND GIVEN SPECIAL PROCESSING BY 


NORWICH LINE COMPANY, INC. 
NORWICH, N. Y. 
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The urgent need to protect harvested feed grasses and farm 
% equipment has never been more keenly felt. Fultex water- 
| proofed tarpaulins and covers are proving their value daily. 
We also manufacture BACK BANDS, COTTON TWINE, 
TRUCK COVERS, TENTS AND OTHER Cc ANVAS ETEASS. 



























‘Fulton Bag & Cotton Mills 


since 1870 


DALLAS MINNEAPOLIS 
KANSAS CITY, KAN. 


Manufacturers 


ST. LOUIS 
NEW ORLEANS 


ATLANTA 
NEW YORK 
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For Early March Delivery 


A deluxe portable grill 
that 
cooks, broils, barbecues 


the PORTA- GRILL 
95 
or | RETAIL 


O.P.A. APPROVED 


* Folds down completely into 
hendy suitcase size—18x20 
inches 


* Has convenient revolving spit 
© 15x19'/2-inch grill 


AT LONG LAST . portable charcoal 
burning grill, with spit, that will delight 
the heart of all—young and old alike. 
You can't help but sell ‘em! Buyers to 
the Housewares and Appliance Shows 
raved about this Porta-Grill. 

The abnormally low price makes this 
grill even more exciting and desirable. 

Now . . . get your order in today for 
prompt, early delivery. Phone, wire or 
write and be the first in your territory 
to use this PORTA-GRILL for more and 
better business. 


40% DISCOUNT TO DEALERS 
DEPT. HA2 
CA ‘ ALC 4 DE 
39 So. LaSalle St. * Chicago ry 


Cavalcade brings you tomorrow today 
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Shavon 
SCREW ASSORTMENTS 


330 PIECES 
STEEL 
HEAT- 

TREATED 









SIZES: 
s/i@x 
te %x 


8 
SOCKET SET SCREW 
AND WRENCH ASSORTMENT 


One of the popular assortments 
made up for the hardwareman. 
Wide selection of best-selling 
sizes in ‘colorful counter-dis- 
pensing packages. Fast-moving 
items with high profit margin. 
Compact stock—small invest- 
ment. 
Quick Refills Available 
Order Direct or 
From Your Favorite Jobber 


Shanon Gt andl Shoat Co 


BOSTON 10, MASS. 








204 





day inventory, are now held to a “mini- 
mum practicable working inventory.” At 
the same time, lubricated plug-type iron 
and steel valves are exempted from P. R. 
32 inventory limitations. 


« . * 


The new mail-order catalogs— 


| Increasing availability of “back again” 





merchandise is evident from the newly 


issued Spring and Summer general cata- 
logs by the leading mail order concerns. 
Sears points out that its issue is the larg- 
est in the last 25 years. Such critical 
items as vacuum cleaners and steel kitchen 
cabinets make their initial postwar appear- 
ance, but still missing are such “in de- 
mand” items as washing machines, electric 
stoves, electric refrigerators, sheets and 








SALES OF 1,020 INDEPENDENT RETAIL HARDWARE 


DEALERS IN THE UNITED STATES 
December, 1945, Comparisons 





Dec."45 Dec.’45 

















No. vs. vs. 

stores® Dec.’44 Nov.’45 Dec.’45 Dec.’44 Nov. 45 

:. rer 1,020 +24 +16 $10,523,722 $8,521,651 $9,096,164 
1945, $121,125,622; 1944, $107,221,926 
12 months, 1945, (a) showed 13 per cent gain over 1944 
Percent Change 

Number Dec.’45 Dec. 45 Dollar 

of firms vs. vs. Sales 
States by Regions reporting © Dec. 44 Nov.’45 Dec.’45 
New England 59 +28 +17 711,999 
Maine .. 8 +18 +11 75,374 
New Hampshire 5 +41 +12 190,438 
Vermont 5 + 8 +20 53,545 
Massachusetts 26 +31 +22 292,478 
Rhode Island c Poker. 
Connecticut ¢ oy 
Middle Atlantic 118 +20 +14 1,105,509 
Pennsylvania 5 118 +20 +14 1,105,509 
East North Central 314 +26 +20 2,808,724 
oe eal a 96 +23 +19 873,616 
Indiane ..... aa ae +34 +22 458,038 
Illinois .... 69 +26 +12 503,852 
Michigan ..... 35 +34 +28 350,969 
Wisconsin 63 +19 +23 622,249 
West North Central 130 +24 — 1 651,613 
Iowa ay 39 +18 +7 240,470 
Missouri 29 +38 —19 140,999 
Nebraska . 32 +25 + 4 123,422 
Kansas an 30 +21 +7 146,722 
South Atlantic 43 +22 — 3 515,975 
South Carolina 8 +31 0 78,881 
Georgia , 19 +22 — 8 189,854 
Florida .. ss 16 +20 +1 247,240 
East South Central ll +38 +11 137,857 
Alabama ... / ll +38 +11 137,857 
West South Central 92 +23 +16 905,304 
Arkansas 15 +27 + 5 154,602 
Oklahoma . 31 +25 +32 291,431 
 - rere 46 +22 +11 459,271 
Mountain ..... 62 +20 +9 726,224 
Montana 12 +30 +16 138,234 
Idaho ..... 10 +18 + 2 82,784 
Wyoming 5 +10 +11 56,416 
Colorado 20 +23 +12 126,491 
New Mexico 4 +14 + 5 220,482 
Arizona 4 +22 +14 35,908 
Utah c be 
Nevada 4 +25 +9 46,179 
Pacific ...... 191 +23 422 2,960,517 
Washington 24 +23 +13 277.908 
Oregon 22 +16 +17 293,830 
California ».. 145 +23 +24 2,388,779 
id easels s':e bedslguc eas ll +30 +35 69,994 
Les Amadion, Cal................ 14 +26 +21 246,178 
NS a. s  adeeed wen 7 +22 +19 82,624 

S| OY SR ere aR Ser 

San Francisco, Cal................. 19 +11 +26 351,236 
SS & aera cer 7 +25 +11 87,387 





Note: (a) includes reports received too late for inclusion in previous monthly 
totals. (b) Number does not apply in all cases to the year-to-date figures. (c) Insuf- 
ficient data. Compiled by the Bureau of the Census, U. S. Department of Commerce. 
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"es on the air... 


= |, Wome Owners by the 
critical 

itchen ] iC r. ; 

soe Thousands are Buying e af MAD TREAT 
electric YOURSELF T 0 

ts and A BETTER CROP.” 


— THE ORIGINAL TELESCOPIC ALL-STEEL “NEW RADIO SPOTS 


ARE BASEMENT POST WITH BUILT-IN JACK 





in farm papers base 





NEW ADVERTISEMENTS 
in your window . 7 


von nn eet 


Treat Your $e 
cir 
recat yours 
roa BETTER — 


NEW STREAMERS 
on your counter. ée 


LEVELS AND SUPPORTS 
SAGGING FLOORS 


Corrects the Cause of Sticking 
Doors and Windows—Plaster 
Cracks — Squeaky Floors— 
Raised Baseboards. 


FOLDERS 





to heli you sell. , 


New Improved CERESAN* - 2% CERESAN* 
ARASAN* + SEMESAN* - . SEMESAN JR.* 
SEMESAN BEL* - TURF FUNGICIDES 


These nationally known seed disinfectants will 
add a good extra profit to your business. The 
Du Pont promotion will also help you sell them, 
sell treated seeds and custom treating service. 
Write for full details. E. I. du Pont de Nemours 
& Co. (Inc.), Dept. 17-2, Semesan Div., Wil- 
mington 98, Delaware. *nEc. U. 8. PAT. OFF. 


NATIONALLY ADVERTISED 
in The Saturday Evening Post 


Pat. 
Pend. 


(ash-tn ON THE BIG DEMAND 


Order Now for 
Quick Delivery 


Thousands of dealers 
have been quick to fea- 
ture this new, unique 
home maintenance 
penne. Profit, now, 

y displaying and sell- 
ing Tel-O-Post in your 
store. Rush your initial 

















order, today. 
TEL-O-POST COMPANY Ss PIE, 
) Iasut: 140 ASH ST. AKRON 8, OHIO | EED REATMENTS. 


L LIVING... THROUGH CHEMISTRY vi 
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MICROMETERS 
FOR EASY 
MEASURING 
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| nylon hose. 


Some officials state that the 
availability of merchandise has not shown 
the rate of improvement expected but 
they note betterment in such other for- 
merly critical lines as aluminum cookware, 
auto seat covers, electric alarm clocks, heat- 
ing supplies, innerspring mattresses, radios, 


| steel furniture and electric appliances. 


. * + 
Independent retailers’ sales — 
Sales of independent retailers were 24 per 
cent higher in December than for the pre- 


ceding month, and gained 6 per cent over ! 


| the corresponding 1944 month, the Census 


Bureau reports. 
* * * 


The employment picture Un- 
employment in December reached 1,950,- 


| 000, an increase of more than 250,000 from 
| November, says the U. S. Commerce De- 


partment. Four months earlier, just before 
the end of the war with Japan, the level of 
unemployment stood at 83,000. The de- 
partment’s estimate of unemployment for 
December does not include persons not 
actually looking for work, so it excluded 


all persons idle because of labor disputes, | 


illness, vacations, bad weather or tempo- 
rary layoffs, if they expected to return to 


work within 30 days. In December, the 


total number of persons working stood at 
51,360,000, according to the Department’s 
estimates. 


Civilian Goods Trickle 


Disproves Predictions 


Price Policy, Strikes and 
Sabotage of Materials 
Are Factors Involved 


By SAMUEL A. TOWER 


N OT too long ago, one or two 
months back, Government off- 


| cials charged with charting the course 
of civilian production were expecting | 


that by this time a torrent of automo- 
biles, radios, refrigerators, washing ma- 
chines and similar items would pour 
from the factories at a rate more than 
twice as high as that of pre-war days. 

There was an inevitable time lag as 
the gigantic plants producing for war 
demobilized and went through the proc- 
ess of retooling for peace, but it was 
five months, two weeks and four days 
since the shooting with Japan stopped 
and still John D. Small, head of the 
Civilian Production Board, said: 

“We stand at the threshold of the 
greatest prosperity the United States 
has ever known. We have the plants, 
the know-how, the skilled labor and the 
demand. We have prosperity within 
our own hands.” 


Big Step in Between 
Between standing at the threshold | 


| and getting beyond the door may be | 








AN 
Initial Volume 
AND 
Repeat Sales 


Builder 


Plastic Impregnated 
APRONS 


only $ 


© WILL NOT PEEL, 
CRACK OR STICK 
© WATER AND GREASE REPELLENT 


© WASHABLE 


9 


ISPLAY and sell these most attrac- 

tive Aprons. You'll please the most 
choosy and satisfy the most particular 
customer. 


They come in a variety of colors— 
bloe, pink, green and white, with con- 
trasting ruffle and pocket. | doz. ass't 
to box. 


Phone, wire or write NOW! 
Immediate Delivery 


40% DISCOUNT TO DEALERS 
DEPT. HA-! 


CAYALCADE 


39 So. LaSalle St. * Chicago 3, lil. 
Cavalcade brings you tomorrow today 
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KEEP 
SAVE FUE 






Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MortTitTEe 
pliable plastic 
tape around 
windows, doors, baschenieta, 
etc. It’s easy! It’s sure! 


HH} bo 
See Spas 


Higher West of 
Reekles and 














At hardware, paint, 
dept. stores and 
lumber yards. 





4. W. Mortell Co., 508 Burch $t, Kankakee, Ill. 
Above is one of the advertisements 
running in national and trade maga- 
zines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 
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only a step, but in the case of consumer 
\ goods it is a step of huge proportions. 
But at the present time production 
ne is not only far below expectations, 
but way under pre-war levels and 
it is with a tinge of optimism that of- 
Ps ficial estimates suggest that the pre-war ci OLD 
; shi 
productive rates can be achieved by 10 MASONRY end CONCRETE 
mid-year. a Ane 
d Factors retarding the boom were de- : ee 
nate scribed by John D. Small, head of the LEAD AND FIBER TYPES 
‘, Civilian Production administration as Sica tata inns, 
follows: Work stoppages resulting from serow Anchors for busly 
ement-lab i tes: ing woodscrew holes—for 
19 — — a Sapa; eomage fostenings in brick, tile, 
Retail of a number of critica] materials; and pean’ in many marble, slate and wood 
wage-cost factors. a" Woodruff's comes sale ferving—end tard ateoet- 
P ni ° . 
Furthermore, it must be remembered _- 2 epecial one for 008 tenses | a 
[PELLENT mixtures rovide the y : 
that pre-war rates represent merely a — and mixed to P pendable and easy to use. 
yardstick and fall far from the de- tie nm &¢ oo a ae . ne 
ae ae sired goal, for more goods than in the highest ne tee provides complete, hole, insert woodscrew 
» the most ‘ loci Woodru and tighten. No setting 
sseelanliee pre-1941 days are needed to satisfy grasses. ren determining each i a ceeaak and tate 
pent-up demand and to maintain full practical materi pone * aeed act be plamb. Goeth 
f colors— production and employment. er’s needs --° an . fiber ond lead types ex- 
with con- custom with national #” eave ate poe en 
: you : is tightened. vailable 
doz. ass't Steel All Important customers to on ante now for J in « wide variety of sizes. 
| Obviously the most important deter- Jocal advertising: oday for details. 950 955 
rent is the strife between employers cedtes profits. Write t Ask your Jobber NOW or Write for Catalog. 
fery and workers, particularly in the steel - THE PAINE CO. 
: industry, for this metal is a controlling .ED DIVIS Ss SS ee ene See eee 
ALERS + " “oa ihe age : SE Offices in Principal Cities 
factor in the production of civilian 
goods. Wwe % 
. pre is affecting all industry 4 MILFORD, CONN: 
is rapidly growing more serious, r. 
sa cascatine DEVICES 
Coupled to steel are the strikes in | and HANGING 


the electrical appliance field and 
the largest segment of the automotive | 
industry. | 

At the present time production of 
all the items which have béen appear- 
ing only in visions during the wartime 
era is not only far below earlier expec- 
tations, but way under pre-war levels, 
and it is with a tinge of optimism that 
official estimates suggest that the pre- 
war productive rates can be achieved 
by mid-year. 

All forecasts, however, are predicated 
on the early attainment of a substan- 


tial measure of industrial peace result- 

ing from the settlement of current dif- Ma LINE 
ficulties. What is feared is a series of gor eee 
new disputes, going down the line from 

the major producers to the sub-sup- Covers All Needs 


pliers. and Simplifies 





Output Is Necessary 














Production is the key to the Admin- your stocks 

: istration’s present crisis. With the views | 

of John W. Snyder, Director of the | 

425 Office of War Mobilization and Recon- | 
5 version, apparently in the ascendancy, A tool for every digging and shovel- 
-A,+ the official pilots of the reconversion ing job—but no slow oe aioe that sell 
Sanada once-in-a-blue moon! Feature the 
movement seem to have started a race simplified MAGOR line —a line of 


to restore output before a rise in the 
cost of living sets in. 
The present course seems to be to 


best sellers only. Fewer numbers 
mean simplified selling effort for you 
.. Simplified inventories, too. All 





4 : : iced t t ° ofit. 
akakee, lil. foster production by granting increases Se 
tsements to producers in the hope that the 
: Sud. awaited flood of goods will materialize 


before the delayed reaction of higher 
consumer prices, nullifying wage rises 
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tE AGE 


The first Automobiles 
in America carried 
Tool Kits made by 
WALDEN WORCESTER. 


The New Automobiles will carry less 
tools: But the Mechanics—will need 
New Tools designed by WALDEN 
WORCESTER Engineers to meet the 
New requirements. 


Send for Catalog No. 
141 picturing a full line 


STEVENS WALDEN, 
468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 
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INC. 


| to a large extent, takes place some 


months later. 

“There has been a growing feeling 
throughout the country,” said the CPA 
head recently, “that price increases 
would be the worst thing that could 
happen. To my mind, lack of produc- 
tion is the worst.” 

Mr. Small called for a “realistic and 
flexible” pricing policy, thereby indi- 
cating the remedy which his agency 
felt would solve both the shortage of 


materials and the hesitation of pro- | 


ducers over wage-price policies. 


“Priced Too Tightly” 


As an illustration, he said that be- | 


fore the war there were fifty-two soil 


pipe foundries working while only | 
twenty-eight were going now, and at- | 
| tributed the drop to the fact that “they 


were priced too tightly.” When soil 
pipe was given an advance in price, 
production started up rapidly, he 


| added. 


For the present, CPA is following a 
policy of channeling scarce equipment 


| and materials to the industries in great- | 
est need, thereby assuring a situation | 
whereby shortages do not become ag- | 


gravated. 


Observers felt that prompt renewal | 
| of the Price Control Act, extending the 
| life of the Office of Price Administra- 
tion, and continuation of CPA, through | 
| renewal of the Second War Powers Act, 


were actions that Congress ought to un- 
dertake at once, to let industry know 
where it stands and do away with all 
the reported stalling and hoarding 
“in one fell swoop.” 

With labor troubles; with shortages 


| of sheet steel, lead, ball bearings, frac- 


tional horsepower motors and the like; 
with economic uncertainties, and with 
the necessity of filling pipelines, here 
is the way shipments of consumers’ 
items looked at the end of the year: 


Car Output Way Off 


Only 83.792 automobiles were built, 
one-fifth of the forecast made by the 


industry soon after V-J Day: 


Shipments of radios showed produc- 


| tion running at 8 per cent of the pre- 
| war rate. 


Vacuum cleaners were being made 


| at 58 per cent of the 1941 rate. 


Refrigerators were produced at about 
half the pre-war output. 
Shipments of washing machines were 


| about 40 per cent of pre-war. 


In practically every category produc- 
tion of consumer durables was crawling 


| along at about the same rates, but there 
| was still room for optimism and it was 


expressed thus by Mr. Small: 

“The continued high level produc- 
tion of raw materials and semi-finished 
products and the low level of output of 
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JUST WHAT YOU'VE 
BEEN WAITING FOR... 


A Concentrated 


SOAP POWDER 


IN ECONOMICAL 2-LB. PACKAGE 


© Combined soap powder and softener 
© A very little goes a very long way 
® Ideal for laundry and household 


NOW you can sell your customers 
SOAP POWDER .. . a quality pow- 
der that is most economical in use. 
Acclaimed for its almost effortless 
use, its marvelous sudsability, you 
can now build your SOAP POW- 
DER sales to a new high for it’s 
available! 


24 2-lb. packages in a handy ship- 
ping carton ... get your order in 
NOW! — Take care of your cus- 
tomers right away! 


Immediate Delivery 


33% DISCOUNT TO DEALERS 
DEPT. HA3 


CAYALCADE 


39 So. LaSalle St. * Chicago 3, If. 
Cavolcade brings you tomorrow today 























HEAVY DUTY POCKET KNIFE, ONE BLADE 
$7.50 per Doz. 


AIDACO 

5 INCH POLISHED BLA 
5SE #S6SE 
$16.20 $18.00 
Per Doz. Per Doz. 





4"" BLADE #K300—$15.00 PER DOZ. 
Terms: Cash Net 10 Days 
We Guarantee beck Hf Merchandise 


It materiel te wnaralable, we reverse the right 
substitute equal or higher cost merchandise iter 
asture at Ne Extra Charge 


BERNARD GOLDWEBER 


MFRS. REP. 
1133 » New York 18, N. Y. 
tkins 


WHOLESALER® INQUIRIES SOLICITED 
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THIS IS NEW! 


Luminous—Plastic 
HOUSE NUMBERS 
/ eye 

| catching 


NOVELTY 
APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 


doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


110 WEST 271) STREET, NEW YORK 1. N.Y 








"Trade Mark Registered U. S. Pat. Of. 











SOLID STEEL 


RODS 


Production of the fast-selling Premax 
Solid Steel Rods has started. Because 
of the tremendous amount of orders on 
hand, we cannot yet supply them in the 
quantities desired as fast as you would 
like to have us. Our output is increas- 
ing daily and soon we hope to have 
these best sellers in quantity. In the 
meantime, keep in touch with your 
jobber. 


Fremax Products 


Division Chisholm-Ryder Co., Inc. 
460! Highland Ave., Niagara Falls, N. Y. 
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finished products can only mean that 


| work-in-process stocks are accumulat- 


ing at a very rapid rate. 
“If a substantial measure of indus- 
trial peace can be achieved, finished 


| products should flow into retail chan- 


nels at an accelerated rate from now 
on.” 

There was a ray of sunshine break- 
ing out, even through the clouds.— 
Reprinted from The New York Times 


by special permission. 





Watch That Muzzle! 


HE Dahlen-Sathra Hardware Co. 
of Williston, N. D., has many cus- 
tomers who are hunters and, with this 
in mind, has issued an interesting four- 
page folder entitled “Watch That Muz- 
zle!” The second page gives “The Ten 


| Commandments of Safety” for the per- 


son out shooting. They are as follows: 
1. Treat every gun with the respect 
due a loaded gun. This is the cardinal 


| rule of gun safety. 








2. Carry only empty guns, taken 
down or with action open, into your 
automobile, camp, and home. 

3. Always be sure that the barrel 
and action are clear of obstructions. 

4. Always carry your gun so that 
you can control the direction of the 
muzzle, even if you stumble. 

5. Be sure of your target before you 
pull the trigger. 

6. Never point a gun at anything 
you do not want to shoot. 

7. Never leave your gun unattended 
unless you unload it first. 

8. Never climb a tree or a fence 
with a loaded gun. 

9. Never shoot at a flat, hard sur- 
face or the surface of water. 

10. Do not mix gunpowder and al- 
cohol. 





Gun Sights 


LTHOUGH a novice may not realize 
it, the sights of a rifle or shotgun 
are not parallel with the bore of the 
gun. In other words, the bullet does 
not follow a path parallel to the line 
of aim. If the sights and the bore were 
parallel, a shooter would never be able 
to hit the target at which he is aiming, 
according to Merton A. Robinson, chief 
ballistician of the Winchester Repeat- 
ing Arms Co. division of Olin Indus- 
tries, Inc. 

Because the two: are not parallel, a 
bullet usually crosses the line of aim 
before it hits the target. As the bar- 
rel is below the sights on the top of 
the arm, the bullet starts out below 
the line of aim. It rises above it a 
short distance from the gun muzzle 
and meets the point of aim at the tar- 
get, if your sights are properly set. 








BURGESS 
Black and White 
POWERHOUSE! 


This Burgess ad stands right out 
and shouts ‘“‘BURGESS BAT- 
TERIES”’ to your customers! 
They’ll see it in The Saturday 
Evening Post, American Magazine, 
Liberty and 21 other best-read 
magazines! 


says HOMER G.SNOOPSHAW 









BURGESS 
BATTERY 
COMPANY 


FREEPORT, 
ILLINOIS 


HEARING AIDS 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR 
STRIPES * REMEMBERED 
BY THEIR SERVICE 
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SpeedWay announces that an 
even better and more complete 
line of Speed Way Electric Tools 
will soon be available to you at 
the same attractive pre-war 
Speed Way prices. Already com- 
ing off the line, these are tools 
worth waiting for. Ask your 
dealer about them Now! 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave. 
Cicero 50, Ill. 
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¢ The wire of a 

thousand uses 

attractively 

packed for con- 

venient han- 
dling in 1/4, 1/2 and 1 lb. boxes, and 5 lb. 
coils. Manufactured under strict labo- 
ratory control from original steel to 
finished product. Sizes .003” to .200” 
diameter. 


Cae Tee Pe 


SI a A ENE ne 





JOHNSON STEEL & WIRE Co.1NC. 


NEW YORK AKRON DETROIT CHICAGO LOS ANGELES TORONTO 








Selling 
Is the Biggest Job 
Before Us 


(Continued from page 145) 


pacity is the first one to reach out for 
more knowledge. This applies in the 
business world, as it does in the class 
room. 

The wholesale dry goods house oper- 
ates at about 15 per cent and the gen- 
eral-line wholesale grocer at about 9 
per cent. The reasons for these differ- 
ences are understandable to anyone 
who analyzes the various operations 
and it is also understandable why one 
house operates at lower cost than an- 
other house even in the same trade. 

We consider it an exciting assign- 
ment examining your systems, and seek- 
ing out a quality of operations that will 
be welcome knowledge to all members 
of a trade. We have been pleased with 
the reception we have had in the vari- 
ous trades in which we have worked. 
Perhaps one reason for this pleasant 
contact is that we are looking for the 
good things in a business and not for 
the bad. 

A student of wholesaling could spend 
hours in discussing the functions of 
wholesaling, the economic utilities pro- 
vided by the wholesaler, management 
policies, trading areas, lines of mer- 
chandise, etc., but it seems to me that 
all of the economic justification for the 
wholesaler can be boiled down in just 
one word—selling. 


The Biggest Job 


And selling today is perhaps one of 
the biggest jobs we have before us in 
this country. I have often said that in 
the post-war period production will be 
no problem but there will be a tre- 
mendous job of finding markets and 
selling gods to keep our factories 
going, our employment high, and the 
distribution and consumption of goods 
great. At times there have been ques- 
tions of our ability to produce because 
of certain difficulties we seem to be 
facing on the production iines, but 
sooner or later it seems to me that both 
our capacity to produce and our ability 
to produce will be quite evident in spite 
of present difficulties. We see some of 
the old pre-war products again making 
their welcome appearance on the mar- 
ket every day. It seems manifest that 
in the long run the supply situation will 
be no problem. 

The demand for goods in all lines is 
now great and we can expect a gen- 
erally favorable business activity for 
some years to come. As we supply a 
starved market with goods that are 
quickly taken up by consumers who 
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2 Sizes 


Fill Most Needs 
BASSICK 


| “DIAMOND 
\ a DART” 





For quick and easy action — 
And profit for yourself; 

Offer Bassick Casters — 

They move right off your shelf. 








‘Diamond Dart”’ Casters, the qual- 
ity casters for household furniture, 
let you satisfy most customer needs 
with an inventory of only two sizes. 
Order these numbers from your job- 
ber—5258 x 42 and 7258 x 42. 

Bassick Patented two-level ball 
race construction gives easy swivel- 
ing . .. means satisfied customers 
—who come back to you for other 
requirements. So, take advantage of 
the known quality of Bassick 
**Diamond Dart’’ Casters. 

“Diamond Dart’? Casters fit 
Bassick Detachable Metal Bed 
Caster Sockets. Buy the sockets 
separately (packed 1 set per box), 
and you do not need regular metal 
bed casters in stock. 

THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation, 
Chicago, Ill. Canadian Division: 
Stewart-Warner-Alemite Corpora- 
tion of Canada, Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
-»»MAKING CASTERS DO MORE 
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have been used to these goods in the 
past we next must turn to the problem 
of creating additional demand for many 
of the necessities, conveniences, and 
luxuries that have always been in under- 
consumption by many of our people. 
In other words, as soon as automobiles, 
ice boxes, and shoes are supplied to 
those who have been used to them in 
the past, we must then reach out to 
<find a market among those people who 
have not been accustomed to these 
necessities, conveniences. and luxuries. 


Ability and Desire 


Obviously, it takes more than a de- 
sire on the part of consumers to create 
a potential market. The ability to buy 
must be coupled with a desire to buy. 
This seems to point to a great respon- 
sibility, perhaps on the Government's 
part, to first determine the areas in 
which consumption of these goods is 
low and then to analyze the resources 
and facilities of these areas to deter- 
mine ways and means for encouraging 
economic activities in those areas which 
will give people buying power, who 
never had it before. Then the educa- 
tional job and the selling job comes into 
play. No distributor in his right senses 
would expend substantial effort and 
money in sales promotion and advertis- 
ing in areas where it is known there is 
little capacity to buy. And _ having 
created a capacity to buy, the job is 
only half done. If a person, for example, 
never has been accustomed to wearing 
shoes, he might very well take his buy- 
ing capacity into fields that will do 
nobody any good. If he doesn’t think 
he needs shoes or cake, it is somebody’s 
job to show him why he does need them. 

During the last depression in the 
early thirties, we witnessed a mental 
attitude on the part of salesmen, sales 
managers, and top executives—an atti- 
tude of accepting the inevitable. No 
business available, and no use to go out 
after it. There were some individual 
concerns in this period, however, that 
did not accept this inevitability of de- 
feat and actually applied greater effort 
in their selling programs. Some of 
them were quite successful. 


Must Be Aided 


Selling must be implemented and 
aided, however, by a smoothly operating 
organization. Internal details in a house 
must be in order if full advantage is 
to be taken of the selling activities and, 
in our studies of the details of ware- 
house systems, we must not lose sight 
of the fact that these all contribute in 
one way or another to a better and more 
aggressive job of selling. 














This jovial fellow is on our payroll © 
—but he’s working for you. He is — 
the registered trade mark of JUICE 
KING home juicers, and stands for 
superior quality in materials .. . 


workmanship . . . design. He is your 
assuranve of fast turnover and a pro- 
tected profit — your customers’ war- 


ranty that they are securing the fin- 
est home juicer made. NATIONAL 
ADVERTISING on JUICE KING 
appears in Ladies’ Home Journal 
. . « Good Housekeeping .. Better © 
Homes & Gardens. 


These important features con- 
firm JUICE KING'S leadership: 


1. Single Stroke Handle. 2. 
Juice-All Strainer. 3. Deep- 
Well’Cup. 4. Interlocking Cup, 
Strainer and Base. 5. Steel 
Handle. 6. Open Design. 





NATIONAL DIE CASTING CO. 


Touhy Ave. at Lawndale, Chicago 45, Ilinois 
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The Future of “Electrical Living” as Westinghouse Sees It 


(Continued from page 134) 
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In this bedroom, planned by the 
Westinghouse Better Homes Depart- 
ment, the local light for reading in 
bed comes from long, thin fluores- 
cent tubes concealed in the bed re- 
cess. Similar tubes, behind frosted 
glass panels on each side of the 
center mirror section, provide sha- 
dowless illumination at the vanity 
table. The other lighting is ob- 
tained by window valences and 
floor and table lamps. 


o O 





Here one finds kitchen and laundry 
in a single room. Automatic elec- 
tric washer and electric clothes 
drier complete their work and shut 
themselves off when through. Water 
is handled automatically — no 


splashing or dripping. 





NO. 258 


“NAILS at SCALES” 


Model No. 25B (with scales) : 
Steel sections are mounted 
vertically one above the other 
on heavy steel tube set rig- 
idly into a heavy metal base. 
Sections do not sag or get 
out of line, and each shelf 
section rotates freely cither 
direction on ball bearing as- 
sembly when fully loaded. 
Finish — Olive green baked 
enamel unless otherwise spec- 
ified. 

Scales — Extra equipment. 
Complete consists of Spring 
Balance Hanging Scale, Scoop, 
Chains, Scale Arm and Hold- 
ing Plate. 

Model No. 500A is for heavy 
duty. 


THE FRICK-GALLAGHER MFG. CO.— WELLSTON, OHIO 


PIONEERS IN DEVELOPMENT-DESIGN MANUFACTURING INSTALLATION OF ROTATING EQUIPMENT 
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eck Puts Your Merchandise Out 


In The Open = Saues Vine... Wakes Sates 


“REVOLVO” all steel, rotating, sectional Mechanical operation brings stock to the 
equipment makes storing, displaying and scales, the light and to the user or the 


selling bulk merchandise efficient. 


In one compact, accessible space 


VOLVO” saves 40-50% ‘of floor normally waste. Ideal for nails, rivets, washers, fittings 
required by other methods. 






NO. NBC-240 


Counter Model No. NBC-240 has two ro- 
tating cabinets 41” wide, 3-sections, 12 
compartments each, a total of 24 compart- 
ments with capacity of 125 Ibs, nails or 
similar stock per compartment. 

Model No. NBC-12 consists of one rotating 
cabinet 41” in diameter, 3-sections, 12 com- 
partments, with counter 42” long by 32” 
wide by 36” high, made of steel with lam- 
inated wood top covered with Government 
standard green linoleum. 





salesman and purchaser. Saves valuable 


“RE- time in handling merchandise — eliminates 


or any similar items. 


ALL STEEL NAIL COUNTERS 


Counter models — Merchandise is on display and accessible 
from either side. Counter used for scales, cash register, 
wrapping, displaying or serving. 

(SHOWN BELOW) Heavy Gauge Steel in 3 ft. Sections, 
Neutral Green Finish: Each Section has Nine Removable 
Nail Bins with a Capacity of 124 Ibs. of Nails. 

Size, Each Section 3 ft. Long, 3 ft. High and 24 ins. Deep. 
Weight 254 Ibs. per section. Total 9 ft. Long— 27 com- 
partments. 
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Place Orders NOW for Your 
Bonham Model C Cultivators 





























4 arg WE ARE SHIPPING within one week orders placed now for the 
yading in Bonham Model C Cultivator. This efficient garden tool is 
<-oped rugged and dependable. It has the patented PISTOL GRIP, 
d frosted which delivers a direct pushing thrust and is easier to hold 
2 Se than convential grips. The wheel is 16 inches in diameter, 
@ vanity wide rimmed, with spokes welded through the rim for greater 
ae > rigidity and permanent roundness. Three-way adjustable tool 
5. bar. Standard attachments include 5-tine cultivator, 10-inch 


sweep and deep furrowing tool. 


Price $4.85 F. O. B. Salt Lake City. 10c per unit 
freight allowance on all orders of 12 or more. 
Shipping weight 17 pounds . 


INQUIRE ABOUT OTHER BONHAM GARDEN TOOLS 








tip Z Le 
GZ jj Z Yy Zw ZAZ Y y 
cy  DULILAL Yip p mpany — 

Yj jpeg ddjdsjdéndsiééédéddéénsézs£sé£ Yj 


MANUFACTURERS OF EQUIPMENT FOR HOME, FARM AND GARDEN 
P.O. Box 128 * Sugarhouse Station * Salt Lake City, Utah 


——— & Add A Kay-Tite Waterproofing verartment to your store 





































FOR— ‘ . 

ut LR | _ ee @ Cellar Walls and Floors Start this IDEA off with 
5 Ie : Y]) i) @ Concrete masonry a 

les ie) | @ Cinder block vais the Following Order: 

@ Retaining walls 
to the @ Brick Wolls—Piers Six 10-lb. cans White KAY-TITE 
af the oa AND 
ane . ——— Six 10-lb.-cans Gray KAY-TITE 
a © Pump and boiler pits, | TOTAL SELLING PRICE$34.80 
ERS ohana COST TO You __ 20.88 
mht - + ot sendin store | YOUR PROFIT | $13.92 
ci a. Lk... mor. YOU can stand squarely back of KAY-TITE...It will 
— i! tar for pointing up brick & positively prevent the seepage of water....It's guaranteed 
Yes ‘i ee masonry, also to patch con- + do the job...Anyone can apply it. Goes on like paint. 
































"somite eneacamnanantamme FILL IN THIS COUPON AND MAIL TO-------------------- 

: KAY-TITE COMPANY, West Orange, N. J. 

| Please send us the $20.88 KAY-TITE DEAL 7 

' F. O. B. Our Store all f 

1 ATERPROOF | ' 

' : Name cde wg | 

sers are always enthusiastic boosters. They | ane ' 

will boost your store as the place to get real } REX All 

waterproofing satisfaction...KAY-TITE is pock- | Address Fr. A KAL 

ed in 10-Ib. cans, colors Gray and White. A ' ty = 

10-Ib. can will waterproof 100 to 150 sq. feet. | y 7 ECOnr H 

‘ ' ’ eer ' 

lO Write for Complete information | Jobber's Name 2 ! 
Send your Jobber’s Name ! 
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“Cool Grip” Iron 


Features exclusive “air ports” between 
the heating unit and upper shell to protect 
hand from rising heat; a “wrinkle proof” 
heel permits ironing backward and forward 





with equal ease; beveled point for ironing 
under buttons; cool smooth Bakelite han- 
dle; finger tip control for heat adjustment 
to every type of fabric and also cuts off 
current. Iron weighs 4 lbs. Chromium 
plated sole plate with white enamel hood, 
the Universal Glider iron comes with six 


, foot permanently attached cord. Operates 

' at 1000 watts, ac only. Landers, Frary & 
Clark, New Britain, Conn. 

‘ 

: 

' D.D.T. Powder 

i In Self Dispenser 

4 


; Designed with a rubber dome and a 
‘ metal spout, this “Flexi-Cap” dispenser 
distributes the D.D.T. powder in a light 
coating over the surface, maker states. 
Touch of the finger on the rubber dome 


Sere 





causes the powder to puff out. Single ap- 
plication said to be effective for several 
months. Powder contains 10 per cent 
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D. D. T. and meets all requirements of 
U. S. Department of Agriculture, it is 
claimed. Designed in three colors, the 
package fits the hand and retails at 25 
cents. Safeway Chemical Co., 5699 Wal- 
worth Ave., Cleveland 2, Ohio. 





Lubricant in Tubes 


“Lubriplate”’—waterproof, white, semi- 
fluid lubricant for sporting, office, factory 
and home use—is now available in small 
nozzle-tipped tubes, each packaged in a 
counter display case. Lubriplate Division, 
Fiske Brothers Refining Co., 129 Lock- 
wood St., Newark 5, N. J. 


“Red Devil” Pot Cleaners 
Again in Productin 


Red Devil Tools, Irvington, N. J., an- 
nounces that its pure copper pot cleaners 
are again in production. Knitted, as form- 





erly from pure copper mesh, these pot 
cleaners are somewhat larger than average 
and will not splinter or shred, maker states. 
A colorful display box, for counter or win- 
dow, holding 24 cleaners is now regularly 
sr pplied. 


“Hellcat” Model 


Realistic % in. scale model of the Grum- 
man “Hellcat.” Has 31% in. span. Retails 
for $3.50 in kit form. Cleveland Model & 
Supply Co., 4509 Lorain Ave., Cleveland 2, 
Ohio. 





Display Kit 


The three-plane display shown is a part 
of the “Pyrex” display kit which also con- 
tains a mounted reproduction of the firm’s 
national ad in full color; a newspaper mat 


— 


ov REX 


LOR BOWLS 





for local tie-in advertising and a combina- 
tion mat proof and advertising schedule 
giving the appearance dates of the adver- 
tising in national magazines and local Sun- 
day papers. The display piece is in full 
color and holds a set of the new color 
bowls on the platform. Suitable for counter 
or window display. Corning Glass Works, 
Corning, N. Y. 


Faucet Repair Dispenser 
The Edward O'Malley Valve Co., 7604 


Greenwood Ave., Chicago, offers a colorful 
display carton holding 12 2X faucet repair 





sets. Each set together with five bibb 
washers is mounted on a separate card 
with simple instructions. 


HARDWARE AGE 














wn is a part 
ch also con- 
of the firm’s 


wspaper mat 


- 





a combina- 
ig schedule 
' the adver- 
1 local Sun- 
= is in full 
new color 
for counter 
lass Works, 


nser 


+ Co., 7604 
; a colorful 
ucet repair 





five bibb 
arate card 


RE AGE 


















FAN ATTACHMENT 
FOR CHAIRS 


U. S. PATENT No. 857,669 
ISSUED JUNE 25, 1907 






































AIR CONDITIONING 
The Inexpensive Way 


No hookup. No vents. Just rock and feel the breeze. 


It's not often that the easy way is the best way. But this is the case 
with DEXTER-TUBULARS. Just drill two holes. No old-fashioned, 
laborious mortising. At a saving of one-third the time a better 
product has been installed — a product you can depend on to give 
lasting satisfaction because it is backed with a written Lifetime 
guarantee. 


And there's more to help you clinch the sale: the Dexter Bit 
Guide. It's a precision tool, so simple that it can be used by 
anyone. It just clamps on the door, and guides the boring straight 
and true. 


Dealers build sales and goodwill by loaning this tool without charge 
to carpenters and builders. It's another reason why displaying and 
featuring DEXTER-TUBULARS makes volume sales and good profits 
for you — wins the goodwill of your customers so they come back 
for more. 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 


TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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Catalog No. 1199 Bit Guide Set. Furnished with 
15/16” diameter bit. For use in Installation of 
all Dexter-Tubular Locks and Latches. 





215 





Pe ee a 


ew 


Pee OOK os 


et Reel ee 





“VISIBLE GLASS 
MAIL BOX 


NOW! IT HAS 

ENDURING ALUMINUM 

HARDWARE ACCESSORIES 
instead of Steel 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 






FEATURES 


®@ Contents Are Visible 


@ Saves Time, Unnecessary Trips 
and Exposure in Bad Weather 

®@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 


we sol, Al 





Hardware ‘ 
@ Large Capacity, 12-in. Deep 
@ Distinctive On Any Home 





For Quick Sales and Good Profits, the “Visible” Glass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful mew Household Specialty 
which has no competition 
“Glass Retains Its Beauty Always” 

Profit by large postwar home building program. Don't 
overlook this profitable business. Stock and display now. 
National advertising in leading home magazines is rapidly 
increasing the already large demand 


ORDER MODEL No. 32-Al 


GEO. F. COLLINS & CO. 


SAPULPA OKLAHOMA 











FOR YOUR CUSTOMERS .. 
the NEW ALL-PURPOSE 
LIQUID CLEANER they've 
been hearing & reading about 


CAVALCADE 


. just a tablespoon in a gallon 
of warm water, the dishes are put 
in, washed as usual, then rinsed and 
set to one side—a few minutes and 
they’re dry and sparkling, no resi- 
due, no water marks. 

. . just 2 tablespoons in a gallon 

of warm water, you wipe up your 
floors, furniture and other waxed 
surfaces—lightly rub with a dry 
cloth and you have all the polish of 
a newly waxed surface. No, it doesn’t 
take the wax off—it does cut and 
take the dirt! 
. «+ try it on the Car, painted or 
enameled surfaces and the result 
will amaze you! ... and your cus- 
tomers! 

. in laundry, everywhere in the 
house—it can’t be beat! 

Supplied in % pints, pints and 
quarts—phone, wire or write your 
order today! 


Immediate Delivery 
33% DISCOUNT TO DEALERS 
DEPT. HA4 


CAYALCADE 


” 
39 So. LaSalle St. © Chicago 3, il. 
Covolcode brings you tomorrow today 











\ J 











Window Ventilator 


“Air-In”—uses translucent plastic-cov- 
ered wire mesh in the form of baffles, fixed 
vertically over a single layer of copper 





| screening and the whole mounted in a 


feather-weight aluminum frame, to provide 
protection against drafts, dust, snow, and 
rain. Frame has channels for adjusting 
the ventilator to window sizes up to 36 in. 
and for catching dust. Salmonson & Co., 
1107 Broadway, New York City. 


Grease Desolvent 
Silver Cleaner 


“I. C. Degreaser”—a chemically formu- 
lated liquid, free of abrasives, recom- 
mended by the maker for removing grease 
from glazed surfaces which might be 
harmed by scouring or scrubbing. Re- 
moves grease by dissolving it. Also dis- 


| solves the film or scum of milk and can be 





used for washing greasy windows, walls, 


WHATS REW 





and woodwork. “Dippo” silver cleaner, a 
compounded white powder which dissolves 
in hot water. Measured into special foil 
envelopes and packed in an attractive sil- 
very box, carrying directions for use. Silver 
is cleaned by dipping, rinsing, and drying. 
Interchemical Corp., Trade Sales Division, 
Fair Lawn, N. J. 


Portable Food Mixer 


All-purpose mixer with five speeds. 
Weighs 3% lbs. Operates on thumb touch. 
Improved stainless steel beaters. A.C. or 





D.C. 110-120 volts. Miracle Electric Co., 
36 S. State St., Chicago 3, III. 








Package-Display 

“Vita-Band” for plant seedlings has been 
newly packaged and new display pieces, 
illustrated, have been created for this prod- 
uct. Made of waterproof, mold-resistant 





fiber resin, “Vita-Band” has been improved 
by the addition of a self-feeding feature. 
These plant bands are square open bottom 
pots that may be set in a flat or wooden 
box. Bird & Son, Inc., East Walpole, 
Mass, 


FOR GROWING 


Larly Plants 
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HOTEL McALPIN 
HOTEL BRESLIN 
200 FIFTH AVE. 





“Scotch” Tape Package 


Keyed to the product’s name, the new 
dispenser carries a brilliant over-all Scotch 
plaid design. This design, in addition to 
being used on dispensers and large roll 




























1107 BROADWAY 
and ather 
PERMANENT 
SHOWROOMS 


TOY MANUFACTURERS of U. S. A.. Inc. 
200 Fifth Avenue, New York 


















For nearly 100 years, people have 
telied on Brooks Hooks and other 
hardware items for security and cop- 
venience in home building construc- 
tion. The line has grown steadily 
over the years in quality and ingenu- 
ity and now emerges from World 
War II ready to meet the most exact- 
ing reconstruction demands. 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROGKS # HOOKS’ 
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containers, is being carried out in window 
displays and streamers, counter display 


containers and sales literature. 


Mining & Mfg. Co., St. Paul, Minn. 


New Lamp Package for 
Westinghouse Lamps 


A new lamp bulb enabling housewives to 
take home an assortment of lamps in a 
single easy-to-handle unit has been de- 
deloped by the Westinghouse Lamp Divwi- 
sion, Bloomfield, N. J. Not much larger 
than a small box of cleansing tissues, the 
new carton holds two each of 40, 60 and 
100 watt size lamps. Window in the top 
of the new package exposes carton’s con- 
tents. Measures 16 by 5% by 2% in. 





Aluminum Locks 


“Luster Sealed”—resist staining, tarnish- 
ing and corrosive effects of weather, retain- 
ing indefinitely a satin silver appearance, 
maker states. The “Luster Sealed” process 
is an adaptation of the “Alumilite” process 
developed by the Aluminum Co. of America 
for producing extremely hard, corrosion- 
resistant surfaces on aluminum. Schlage 
Lock Co., 20 Blanken Ave., San Francisco 
| 4, Calif. 
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Sell the right 


crayon for your 
. customers Job 


Tue Old Faithful ‘'5000"' marking 
crayon will mark the end of all your 
customers’ marking problems as it 
marks quickly and clearly on all 
rough and glazed surfaces. American 
Crayon specialists have developed 
this all around marking crayon to 
fill the demand for a_ versatile, 
strong, legible marker. 


"5000" is the favorite general 
marking crayon because it does its 
job easily and with time saving 
efficiency. 


Write for your FREE copy of the 
American Industrial Crayon guide 
fer complete information about other 
American Crayons designed for 
Shecific industrial needs. 


Dept. HA-9 
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The 
HAMMOND 


Line 


Profitable to handle! 
Quick turnover! You stock 
it and we'll send in the 
customers! Our products 
are nationally advertised 
in home, farm and garden 
publications, as well as 
Sunday newspapers over 
the country. 

Slug Shot 

Grape & Rose Dust 

Copper Solution 

Weed Killer 

No-Crow 


Potato Mix 

Stab. “‘75”’ Dust 

Egg Preservative 

B. B. Dust 

Dikilz (D.D.T.) 
WRITE TODAY FOR PRICE- 


LIST, DEALER AIDS, 
ELECTRO SHEETS 








HAMMOND PAINT 
& CHEMICAL CO. 
46 Ferry Street 
es NEW YORK 














FOLDING 


CHAIRS 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 











ASCO 


LEATHER and SADDLE SOAP 


Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 


e 
FAST SELLER 
25¢ 50c 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 
Ask your jobber or write te 


ASCO CHEM. CO., 641 Lexington Ave., B’kiya. 














WHATS NEW 


New Steel Wool 
Household Package 


American Steel Wool Mfg. Co., Inc., 
42-24 Orchard St., Long Island City 1, 
N. Y., now offers this newly-designed steel 





$7644 WO eR Paes 





wool package containing 16 units of house- 
hold steel wool rolls. This is the first of 
a new series of packages developed for the 
company by one of the nation’s outstand- 
ing package designers. 





Redesigned Tape Rule 


“Tufboy” steel tape rules now embody 
refinements in shape and finish. The case 
while smaller and lighter in weight, is 
made of high quality zinc alloy, stream- 





lined and nickel-plated. Blade comes in 
either 6 or 8-ft. lengths, tempered spring 
steel. Graduations on both edges are edged 
for permanence and easy reading. Master 
Rule Mfg. Co., Inc., 815 E. 136th St., New 
York, New York. 


| Toy Turbine, 
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Consists of two 2-0z. jars (the boiler and 
the burner) encased in a red or green 
metal jacket. Steam issues through a jet 
in the boiler and activates a rotor blade. 
One filling of burner with alcohol is said 
to spin the rotor and the flywheel 30 
minutes or longer. Two cardboard disc fly- 
wheels with each turbine; one with pat- 


MIT 





tern and one blank so that youngster can | 


draw his own design. Packaged in color- 
ful container. Collier-Fawley Mfg. Co., 
761 First-Central Tower, Akron 8, Ohio. 








HY ORAULIC 


Jacks 
Templeton, Kenly & Co. 


Chicago (44) Ill. 
Better, Safer Jacks Since 1899 














_WOOD JOINERS _ 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, ‘epairing 
screens, garden furniture, frames, etc. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18), tii. 
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COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 











CO 
+> NEW — 
SUPER VALUE 


NAIL CLIPPER 
Rett ZG 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 

















Remember When It's 


STOVES— 


Oil—Gas—Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID B. TAYLOR CO.., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 
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aR ROSE 
FOOD 


HARDWARE STORES 
SOLD THOUSANDS 
OF PACKAGES IN 1945 


Because 
1—Fills a Specialty Need 
2—Solid carload  {! 

to Chicago 

distributor & 

that's $6,000.00 
3—Beautiful Pkg. 


4—Nice -List and 
Discount 


5—Most Highly 
Adv. Specialty 
1 Lb. @ 20¢ 
" @ 65¢ 











3-Col. = 
Package 
10 Lb. @ $1.15 
25" @ 2.50 
100 Lb. @ $8.50 
WRITE FOR 
POSTER, LEAFLETS, ETC. 


GOULARD & OLENA, inc. 


I1@OLIBERTY ST... NEW YORK,NY. 
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LOAD BINDERS 


Pat. 
PENDING 







SMOOTH HANDLE 
STEEL LOAD BINDER 


MIDGET 
(1 swivel) 14” chain 























E 
(1 swivel) 34” chain 
DIXIE 
(2 swivels) 14” chain 
MALLEABLE IRON 


LOAD BINDER 
Heat Treated 






LONE STAR No. 1—14 Ibs. 
(2 swivels) 44” and 54” chain 
LONE STAR No. 2—1614 Ibs. 
(2 swivels) 34” and 5%” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 






No. 1 —10!Ibs. 

(2 eae," 76" ond 7a” 
No MYlb 

(2 swivels) a er a's 6 chain 


chain 


STEEL CONSTRUCTION 

WIRE STRETCHERS 
No. 90—3 Pulley ,plain or roller bearings ,24” rope 
No. 75—4 Pulley ,piain orroller bearings, *4” rope 
No. 80—4 Pulley ,roller bearings, 4” rope 


DURBIN-DURCO 


Manufacturers o f Certified Specialties 
Drop Forged and Malleable Iron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. 








Tool Window Trim 


Printed in eight different colors and 
measures 37 in. high by 24 in. wide. 
Mounted on heavy cardboard with a 
double-wing easel. All in one piece, it is 





easy to install in window. Tools in the 
display are not actual tools, but are photo- 
graphic reproductions. Stanley Tools, 
New Britain, Conn. 





Westinghouse’s 
Lamp Digest Book 


As part of its “Know How” Lighting 
Series, Westinghouse Electric Corp., Lamp 
Division, Bloomfield, N. J., has issued “The 
Incandescent Lamp” a digest of facts and 
data, describing the elements, working, 
parts and uses of incandescent lamps. De- 
tails are given on bases, shapes, finishes, 
life. special lamps and other factors of 
interest to dealers and distributors. Several 
pages of charts give data as to what bulb 
to use for various applications. 





Plastic Decoys 


“Victor Veri-Lite” plastic decoys are life- 
like having been reproduced from live 
ducks in each species with accurate color- 
ation. Decoys ride high in water and are 
full size; plastic impregnated by a special 
process which is said to assure overall 
strength with no wood in the base to ex- 
pand, crack and leak. They come balanced 
and equipped with a strong anchor line 





swivel placed in the proper position. When 
heaved into water after tying on the anchor 
cord, maker states they immediately right 
themselves. Animal Trap Co. of America, 
Lititz, Pa. 









ALLIGATOR 

















































It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Belt Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unit. List......$5.60 


Fotr sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing List per carton Belt 
No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 years the most universally 
used belt lacing in the worl 


FUTONS; 


TRADE MARR 


STEEL BELT LACING 
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Toy “Handie Talkie” 


Said to be an authentic scale model of 
the original Motorola “Handie Talkie” 
used in front line warfare. The all-plastic 


WHATS NEW 





toy model has an extendable aerial and 
canvas hand-strap. The talk-and-listen 
switch serves as a clicker device for code. 
Galvin Mig. Co., 4545 W. Augusta Blvd., 
Chicago, Ill. 
Key Kit 

“Hallowell”—for driving socket set and 


cap, Phillips and slotted head screws. All 
bits are held in the plastic handle. Tool 
can be used as straight handle screw driver, 
angle wrench, and ell handle wrench by 








insertion of the necessary bit. Swivel 
chuck snaps into place in five different 
positions. Standard Pressed Steel Co., 
Jenkintown, Pa. 


Dust Goggle 


Equipped with acetate eye cup to permit 
wider angle of vision. Thin wire mesh 
screen on inside of each side shield gives 
maximum protection against fine dust par- 





AMBROID CO., INC. 


EST 1910 


305 FRANKLIN ST., 


BOSTON 10, MASS 


Send Name of Your Jobber. We Send Free Sample. 








ticles, maker claims. Eye cups individu- 
ally shaped to conform to contour of right 
and left eye. Ventilating system extends 
over a larger area to reduce possibility of 
fogging. Equipped with clear AO Super 
Armorplate lenses, the goggle’s retaining 





rings are of solid fiber. Also available 
with rubber cushion, on request. American 
Optical Co.. Southbridge, Mass. 





Chime Broadside 


The A. E. Rittenhouse Co., Inc., Hone- 
oye Falls, N. Y., has published an attrac- 
tive, illustrated broadside covering its line 
of chimes and explaining the company’s 
promotional plans for its 1946 line. 





Bumper Jack 


No. A-100—precision made for free posi- 
tive action for all makes of cars. % in. di- 
ameter; 32 in. long, bright steel. Low ad- 
justment 8% in.; high adjustment, 30% 
in. Lever, base, and lifter, aluminum 
finish, Edward W. Daniel Co., 4054 St. 
Clair Ave., Cleveland 14, Ohio. 





Aluminum Alloy Pulls 


“Hollymade” pulls of aluminum alloy 
are rustproof and maker states these 
brightly polished pulls have airplane 
strength and durability though only 1/3 
weight of other pulls. Ready for imme- 





diate shipment, they may be secured 
through local wholesalers. Pacific Plastic 
& Mfg. Co., Inc., 4865 Exposition Blvd., 
Los Angeles, Calif. 
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ARMSTRONG - BRAY 
GEAR AND WHEEL PULLERS 
Prompt Shipment 


Essential Tools 


because they save hours of time, prevent 
costly breakage and long shut downs. 


STEELGRIP Standard Rigid Arm Gear and 
Wheel Pullers are of improved design. 
Will not slip from work. Arms are forged 
and heat-treated. 2-arm, 3-arm and spe- 
cial models. 12 types and sizes. 


CHAINGRIP Universal Pullers pull wheels, 
solid gears, pinions, etc., even at con- 
siderable distance from end of sheft. 
Proof-tested chains have both chain hooks 
and special pulley hooks. 3-ton and 12- 
ton capacities. 


Write for Catalog Sheets. 
ARMSTRONG - BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway Chicago 30, U.S.A. 




















cad 
ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 





BABY SWING 


Ne. 96. They will be in big de- 
mand this fal and winter. Cash 














NO. 23 
PLAID 
BIKE 
SEAT 
COVERS 
Made from high-grade fibres, cloth walls 


with drawstring, eotton padded. Made for 
comfortable riding. 





SPRADLING'S Inc. 
ST. LOUIS, MO. 


Alabama Gem Dandy 


Gem Dandy is the name of this new 
household churn, which is said to whip up 
| 1% lbs. of butter “at the flip of a switch.” 








Has ac motor and aluminum dasher and 
weighs 16 lbs. Its glass barrel is obtain- 
able in three and five-gal. sizes. Alabama 
Mfg. Co., Birmingham, Ala. 


Sleeping Bag 


“Sub Brand 835”—features extra large 
| head flap, utility pockets, storm curtain and 
| heavy mosquito netting. Has Talon fasten- 
ers down the side and across the bottom 
plus an extra weather strip which covers 
fasteners and buttons down under the bag. 





Catalog of all items available from the 
Sun Tent-Luebbert Co., 363 Sixth St.. San 
Francisco 3, Calif. 


Knapp Clothesline 
Tightener 


This clothesline tightener, says the 
maker, can also be used to take up slack 





os , ei é : 
on tent lines, guy ropes, cable and awning 


lines, as well as a terminal. Made of alu- 
minum, with stainless steel spring. Knapp 
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Foundry Co., Inc., Guilford, Conn. 


Doable Your Sales on 
This Triple Approval! 


Mystic Foam is Approved and Guaranteed by 


| GOOD HOUSEKEEPING! 
PARENTS INSTITUTE!! 
| AMERICAN MEDICAL ASSO.!!! 


MYSTIC FOAM 


is the ONLY Up- 
holstery and Rug 
Cleaner offering 
you such high 
salability. Millions 
of homes need it 
—and millions of 
housewives are 
reading about it 
in leading home 
and women’s 
magazines. It's 
the modern, quick, 
safe way of clean- 
ing upholstery 
and rugs! 


































goo OR g REFUND o> 
‘S" Guaranteed by » 
Good Housekeeping 


Nop , ORFECTIVE OR on 
45 apvearisto WHE 


5 Point Promotion Plan 
| Brings Immediate Profits 












| If your jobber hasn't Mystic Foam, write 
| us (mentioning his name). Jobbers: Wire 
| or write. 


| P. S. MYSTIC ZIP, the kid sister, helps you make 
two sales instead of one. 


| MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 








The logical 
answer to every need 
for Builders’ Hardware 


because the complete line is so 


diversified that practically every hard- 
ware requirement for modern building is 
included. 


In this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 

withcustom-built precision. 


NAT been a favorite with the 


Mra MAL trade for years. Its inher- 


| National Hardware has 


ent quality is an accepted 
fact, proved by years of 
dependable service. 
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SELL ‘ 
VU LC A at Fluorescent Lamp objectionable odor; does not attract flies; 
. in non-poisonous and keeps indefinitely. 
Light Diffuser Agricultural Laboratories, Inc., 1145 Chesa- 
Pygmy “Fluor-O-Shield,” maker states eliminates peake Ave., Cleveland, Ohio. 
| the glare as well as the “bare lamp ap- , 
5 ina | pearance” in home and store decorative Display Ideas 
f lighting. This device casts no shadows but A new display guide issued by the Sher- 
man Paper Products Corp., Newton Upper 
Falls, Mass., presents many materials of 
interest to displaymen. The books show 
background materials and accessories for 
window and interior displays. lsc in- 
cluded are background and construction 
materials ranging from standard, color cor- 
rugateds to super-sized corrugateds, 8 ft. » 
high; and printed design materials such as d 
knotty pine, stonewall, and _birchbark. fi 
| traps the stroboscopic effect of the lamp, Copies available without charge. a 
it is claimed. Stamped from one piece of : 
AN ELECTRIC light weight aluminum and finished in Pressure Cooker . 
SOLDERING TOOL | white Benes enamel, the davies Sts all “Karen Dial O-Matic Kooker” has new fi 
for delicate soldering a fixtures and permits strip instal- type pressure control and is of sturdy two- u 
tasks, especially where lation. Installed and removed by means of as aieedinn "Wan sabia tenia b 
there is little clearance two patented snap-on clamps. Present oo Sen : P ; b 
or ee pe ete. Par- models may be installed on any standard R 
ticularly useful for me- | 40-watt (48 in.) and 20-watt (24 in.) 
ters, electrical instru- | fluorescent lamp. The former retail at . 
ments, small radios and $1.95; the latter at $1.00. Camfield Mfg. F 
"aaa Co., Grand Haven, Mich. 
OL FOR 
AMATEUR . h 
CRAFTSMEN | Wire Reel P 
Mounts on a rod or pipe and is oper- e 
ated by hand; constructed to roll up or 
pay out wire, principally barbed wire. Wire I 


© Our popular 
book “How to 
SolderPerfectly.” 


roll may be taken off after rolling. Ad- 
justable spool allows for shrinkage on in- 





May be opened immediately without wait- 








— 


: Phoscseda of side of roll so that it can be remounted on ing or cooling with water. Made of heavy 
' these books are spool for later use. Retail price, $5.95. cast, polished aluminum alloy. 444-qt. ca- h 
' already in use. Dr. Rineharts Handy Hog Holder Co., Box pacity. OPA retail ceiling price (east) a 
i 191, Galesburg, III. $12.50. Koons-Beebe Associates, Inc., 620 8 
s Fifth Ave., New York 20, N. Y. I 
; Tea Strainer | Solder Bar ’ 

Y ‘ “ » 

jag” anh _ —_ No. 846—Made of Polystyrene” to ~ Requires no iron or flux, the user simply ‘ 
; ard VULCAN Soldering sure maximum resistance to heat. Avail- heating with a match or candle the surface ‘ 
i Tools, as. well as the able in crystal and attractive kitchen to be joined. Solder bar next is rubbed ‘ 
‘ semen -perees Mercury colors. Streamlined with firm cup-grip and on both surfaces which are then pressed ‘ 
' — — or house-  s firmly together until cool. In addition to P 
7 metal, it mends articles of aluminum, and I 


<n 


Ree” 2 


ere 


And the VULCAN Sol- 
dering Tool Holder, 
which holds and guards 
the Tool and keeps the 
tip at soldering tempera- 
ture while the Tool is in 
the stand. 


VULCAN 


ELECTRIC COMPANY 


DANVERS 3, MASS. 





sturdy handle. Bowl diameter, 24% in.; 
length, 6 in. Weight, 6 lbs. per gross. 
Hutzler Mfg. Co., 4821 Skillman Ave., 
Long Island City 4, New York. 


joins wood, glass, etc. Retail for 10 cents. 
Displayed on colorful cards, containing 
one bar. Also available on large self- 
service counter display cards holding two 
dozen. Retails for 10 cents. So-Lo Works, 
Loveland, Ohio. 


Plywood Booklet 


Modern, practical applications of Weld- 
wood plywood for commercial interiors are 
described and illustrated in a new booklet 





De ee 


Makers also of VULCAN Electric Sold- 

ering Tools for productive use, Elec- 

trie Glue Pots, Solder Pots and other 
Electric Heating Devices. 





issued jointly by the United States Ply- 
wood Corp., 55 W. 44th St., New York 
City, and The Mengle Co. Installations 








Compost Developer 


Ps 


222 











“Compo”—a highly concentrated compost 
developer to speed up the process of mak- 
ing organic manure out of field and garden 
waste materials. Maker claims it has no 


illustrated are of stores, offices, banks, 
hotels, institutions, bars, and restaurants. 
Copies free from United States Plywood 
Corp. 


HARDWARE AGE 
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Pants and Skirt Hanger 


Available in one-piece unit (illustrated) 
or a two-piece unit when a variation of 
width is desired. Unit consists of two 








E 


strong steel brackets easily mounted to 
closet moulding or wall. Extends 6% in. 
from wall. Spring steel clips hold gar- 
ments firmly. Brackets finished in lustrous 
black baked enamel; clips, white nickel 
plated. Said not to mark garments. Holds 
five trousers or five skirts. The one-piece 
unit is made up of the regular two-piece 
brackets, spot welded to a flat steel back 
bar. Mounted with two wood screws. 
Wilbar Sales & Engineering Co., 549 W. 
Washington Blvd., Chicago 6. 





Floor Covering Patterns 


Bird & Son, Inc., East Walpole, Mass., 
has issued a 47-page catalog of 1946 style 
patterns for its “Armorlite” rugs and floor 
coverings. [Illustrations are in full color. 





Electric Fence Post: 
Lawn Broom 


Fence post is a 54-in. hard steel round or 
hex post equipped with two, 3-in., adjust- 
able arms and porcelain insulators. De- 
signed to keep in the smallest pig or 
largest cattle. Suggested retail selling 
price, 50 cents. Also made is a corner 
post to go with this fence and to retail at 
$1.25. 

The TFC No. 9 lawn broom has a 14-in. 
round and %-in. cold drawn, oil tempered 
steel tines. Handle is replaceable. Sug- 
gested retail selling price, 60 cents. Ten- 
nessee Fabricating Co., 1490 Grimes St., 


P. O. Box 2148, Memphis, Tenn. 

—e 8 
W/V fo 
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The Rost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 


















SIEBRING 


Sp 
CULTIVATOR 
SHIELDS 


F/T ANY 
Standard 
Make of 
Cultivator! 






Enables won SPEED cuTVATIVE 


Cultivating speeds of 15 to 18 miles an hour are 
practical even the first time over corn or soy- 
beans. Protects plants perfectly ... even when 
ground is wet. Prevents any comege from 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
adjustable, STURDILY constructed of hea 

wrought iron. Immediate delivery NOW! 

Write for circular and 


SIEELING 


1104 Main Street 





































WILCOX’ WELDLESS DROP 
“FORGED STEEL TURNBUCKLES 







































ing Program. ie z 
Great Leaders — Good Sellers, they build 
REPEAT BUSINESS ond MORE PROFIT for you. - 
Furnished Self-Colored or completely Hot-Dip Gal- 
vaatbell fason the Uorends). 


In normal quantities we can usually ship promptly 






"should be a MUST in your 1946 Sell- 
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WHY do it 


the hard way 





BY POWER! 


You can use your cwn 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


" Motorize your stocks and dies!" 
Let the Oster No. 422 Power 
Vise Stand take over the time- 
muscle-wasting job of cutting 
off, reaming, and threading 
pipe. Get the work out faster, 
tter, and without effort! 


No. 422 weighs only 140 pounds 
(it's the lightest weight, motor 
driven, power pipe machine 
obtainable!) ... easy to handle 
. «+ sets up in two minutes .. . 
always ready for action in the 
shop or on the job. 


Standard range is !/g” to 2” 
pipe. Range with special, uni- 
versal drive shaft is 2!/,” to 6”. 
Write for FREE illustrated cata- 
log. Mention “List No. 22-A." 


THE OSTER MFG. COMPANY 
2028 E. 61st St. e Cleveland 3, Ohio 
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WHATS NEW 


“Speedster” Scraper 


Maker states scraper is free from vibra- 
tion and tends to eliminate all chatter 
marks. Equipped with hardwood handle 





© 








| and double-edged steel blade. Blade has 


patented blade release—by turning a wing 
nut with fingers. Blade may be extended 
sideways and held securely in place. Hyde 
Mfg. Co., Southbridge, Mass. 





Night Glow Buttons 


“Radi-Glo” — contains genuine radium, 
it is claimed, thus these buttons will glow 
in the dark without recharging. Mounted 





24 on a colorful counter card. Retailer’s 
cost per card is $3.60; resale value, $6.00. 
Lustrolite Cleveland Corp., 6927 Carnegie 
Ave., Cleveland 3, Ohio. 





H ermaphrodite Caliper 


Maker claims it has been improved and 
made more rigid by use of round legs and 
stiff spring and because of the tapered fit 
between the spool and legs. Precise ad- 
justment is easily made with adjusting nut 
and screw. One leg is reversible by loosen- 
ing the “firm-grip” chuck. Scribing point 
easily replaced. Comes in both 4 and 
6-in. sizes. No. 600. Nork Products Co., 
5897 So. Main St., Los Angeles 3, Calif. 























ABESTO coLp 
ROOFING ADHESIVES* 


WHEN YOUR CUSTOMER USES 
ABESTO ONCE, HE’LL USE 
IT THE NEXT TIME—and 
what’s even better, he'll think 
“QUALITY” when he thinks of 


your store. 


A reliable item brings its own 
valuable profit in repeat sales— 
and the reputation for customer 
satisfaction it brings builds a sol- 


idly growing business. 


*ABESTO is the dependable 
“STEP-AHEAD” roofing adhesive 


for new construction and repair. 


Its more efficient method of ap- 
plication and superior quality puts 
it a STEP AHEAD in the roof 


adhesive field. 


Write for our circulars and 


roof specification sheets. 


ABESTO MANUFACTURING CORP. 


Dept. H-! 
MICHIGAN CITY, INDIANA 
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All steel, hot 
dip gaivanized 
CLOTHES DRYER 


Y/ ep) 


retail 





at Chicago! Sturdy, 
lightweight, remov- 
able, rust-proof — lasts 
& lifetime! Sells fast! 


I 
KAMKAP inc. 


200 5th Ave., New York 10, N. Y. 









Salety 





THE BELT HOOKS WITH THE 





application, 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold each 
hook in perfect alignment (both be- 
fore and after application) but also 
cover and protect belt ends, pre- 
vent fraying and assure long life. 
It’s the all purpose belt-lacing too. It 
ean be applied in factories and shops 
not only with shop lacers but also in 
the field with the pocket Tu-Way 
Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5390 N. Menard Ave., Chicago 30, U. S. A. 
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Perfect Alignment not 
only before but after 


Packaged “Handee” 
Abrasive Saw Blades 


ABRASIVE 


Directions for mounting the blades and 
hints on cutting jobs are on the back of 
each packet. Chicago Wheel & Mfg. Co., 
1101 W. Monroe, Chicago 7, Il. 


Le John Fans 


Have induction type motor—no brushes 
or mechanical starting devices and said 
not to interfere with radio reception. 





Blades are bright finish sheet aluminum 
shaped to give maximum breeze capacity 
and perfect balance. Non-oscillating but 
easily adjusted for up-and-down position. 
Come with 7-ft. length of plastic covered 
cord and Underwriters’ Approved plug. 
Base and motor house either black or 
maroon; fan guard and cord in harmon- 
izing or contrasting color. Le John Co., 
916 Fifth Ave., Huntington, W. Va. 





Garden Cultivator 


Sturdily constructed but light enough to 
be handled by women. Two longer rear 
prongs can be used independently by low- 
ering position when in use. 10-gage carbon 
steel throughout. Three front tines, 3 in. 
long; two rear tines 3% in. long; overall 
width of tines, 6 in. Green enamel finish 
with natural hardwood handle, 1 in. stock, 
48 in. long. Ferrule riveted to handle. 
McRoberts & Tegtmeyer, 55 Liberty St. 





ee 


“Handee” blades are now individually 
packaged—one blade per packet and each 
packet making a colorful display in itself. 
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The matched sets of 
Juice-O-Mats and Ice- 
O- Mats you saw at The 
Housewares Show are now 
available—and they are beau- 
ties — both! 

New patented features 


make them a perfect poir— 
the pride of Americo’s kitchens. 
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MINUTE MOP 
Line of Cellulose Sponge 
Products 
















© Minute 
BATH 
TUB 


BRUSH ~- 


69c 


Tops for cleaning the beth 
tul easier and faster. 
stretching, straining and 








irksome bending over. 

hands dry, yet works 

, dirt-catehing lather, 

Made of DuPont Cellulose 
wood 


. 18” long. 
Shipping weight, per gress,» 
50 Ibs. 














@ Minute 
LAVATORY 
BRUSH 





does away with unt messy fixt % 
Measures 4%" 1 4“ x “ih. Shipping weight, 
per gross, Ibs. 





@ Minute | 4 
DISH 
MOP 


"Fin Model" 


rice 3OC 


— ingenious method yet 
coffee makers, 











one aun wit ae ela 
handle, resembling « paddie-wheel, that washes 
clean a8 you twist handle. Packed im counter dis- 
play RY 4 12 mops. Shipping weight, per 








There's a ready market await- 
ing this handy, efficient 
housekeeping device that 
windows —_ = LB 
ces WOrk, Especia ‘ul 
clean small, "TT win- 
dows. Wood block measures 

5%” = 1%”, with a handle 
18” long. Packed one gross 
to the case. Shipping weight, 
47 lbs. 


Send in your order new to yeur Jobber and 





\ foare bow’ cam it te to cash fa 60 on new, extra 


with the steady-selling, famous Minute 
\ 3 _— Sponge Line that’s distributed 


MINUTE MOP CO. 


——~ !3 E.23rd.St. 


in the 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Association 
of, May 15-17, 1946, inclusive, convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers 
Association, meeting jointly with the Na- 


| tional Wholesale Hardware Association and 


the Southern Hardware Jobbers’ Associa- 
tion, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 


| New York 17, N. Y., is secretary-treasurer, 


American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer, 


| National Wholesale Hardware Association, 
| and T. W. McAllister, 814 Metcalf Bldg., 


Orlando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association. 

American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 
permanent showrooms and at the Hotel Mc- 
Alpin and Hotel Breslin. Horatio D. Clark, 
assistant director, Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth Ave., New 
York 10, N. Y., is manager of the American 
Toy Fair. 

Arkansas Retail Hardware & Imple- 
ment Association, convention, March 18-19, 
1946, at Marion Hotel, Little Rock, Ark. 


| George L. Turner, 322 E. Markham St., 


Little Rock, Ark., is secretary. 

California Retail Hardware Association, 
convention, Feb. 19-21, 1946, inclusive, at 
the Hotel Whitcomb, San Francisco, Cal. 
Le Roy Smith, 417 Market St., San Fran- 
cisco, Cal., is secretary. 

Carolinas, Hardware Association of 
the, convention, May, 28-29, 1946, at Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte 1, 
N. C., is acting secretary. 

Florida Retail Hardware Association, 
convention early in May, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Georgia Retail Hardware Association, 
convention early in May, 1946, Ansley 
Hotel, Atlanta, Ga. William W. Howell, 
Waycross, Ga., is secretary. 

Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, at 
Sherman Hotel, Chicago, IIl., C. G. Gilbert, 
1321 Merchandise Mart, Chicago 5, IIl., is 
secretary. 


Intermountain Association, conven- 
tion, Feb. 25-26, 1946, at the Hotel Utah, 
Salt Lake City, Utah. Leon L. Weeks, 
Chamber of Commerce Bldg., Boise, Idaho, 
is secretary. 

Michigan Retail Hardware Association 
convention, Feb. 19-21, inclusive, Pantlind 
Hotel, exhibit at Civic Auditorium, Grand 
Rapids, Mich. H. W. Schumacher, 1112 
Olds Tower Bldg., Lansing, Mich., is 
secretary. 

Missouri Retail Hardware Association, 
convention and exhibit, March 5-7, 1946, 
inclusive, at Jefferson Hotel, St. Louis, Mo. 
Louis C. Kreh, 323-324 Wainwright Bldg., 
St. Louis, Mo., is secretary. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association 
and the Southern Hardware Jobbers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is secretary-treasurer, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ Asso- 
ciation and T. W.McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is secretary of the 
Southern Hardware Jobbers Association. 

Nebraska Retail Hardware Association 
convention, Feb. 19-21, 1946, inclusive, at 
Fontenelle Hotel, Omaha, Neb. C. A. M. 
Coy, 325 Insurance Bldg., Lincoln, Neb., 
secretary. 

New England Hardware Dealers’ Asso- 
ciation, convention and exhibit, Feb. 20-22, 
1946, inclusive, at the Statler Hotel, Bos- 
ton, Mass. Russell R. Mueller, 189 Dart- 
mouth St., Boston 16, Mass., is secretary. 

North Dakota Retail Hardware Asso- 

ciation, convention and exhibit, March 26- 
28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 
Miss Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., is secretary. 
South Dakota Retail Hardware Asso- 
ciation, convention and exhibit, Feb. 19-21, 
1946, inclusive, in Sioux Falls, S. D., meet- 
ings and exhibit, Coliseum—convention 
headquarters, the Cataract Hetel. Earl Er- 
landson, Cottonwood, S. D., is secretary. 

Southern California Retail Hardware 
Association, convention and exhibit, Feb. 
26-28, 1946, inclusive, at Municipal Audi- 
torium, Long Beach, Calif. A. C. Kam- 
meier, 112 W. 9th St., Los Angeles 15, 
Calif., is secretary. 
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ARMSTRUNG BROS. 





Threads of Lathe-cut 
Smoothness 


aA Le | 





d from sp oil-tem- 
pered Chrome - Vanadium Tool 
Steel, with hob-cut teeth “backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 

Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 

They fit all standard make Stocks 
or Threaders—"Adjustable," "Re- 
ceding" or “Solid"—come in all 
pipe sizes from !/4" to 2". 


ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


e 0° 4 Je e 


314 N. FRANCISCO AVE. « CHICAGO. U.S.A 





Eastern Sales Office: 199 Lafayette St., N. Y. 
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| Jackson Hotel, Nashville, Tenn. 





Southern Hardware Jobbers’ Asso- 
ciation meeting jointly with the National 
Wholesale Hardware Association and the 
American Hardware Manufacturers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
T. W. McAllister, 814 Metcalf Bldg., Or- 
lando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association, 
and George A. Fernley, 505 Arch St., Phila- 
delphia 6, Pa., is secretary-treasurer of 
N.W.H.LA. 

Tennessee Retail Hardware Association, 
convention, Feb. 18-19, 1946, at Andrew 
Morris 


| Jones, 315 Kentucky Hotel, Louisville, Ky., 
| is secretary. 


Triple Mill Supply convention, May 


| 6-8, inclusive, 1946, at Atlantic City, N. J., 





with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and the Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, Pa., is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 

Virginia Retail Hardware Association, 
convention, Feb. 25-27, 1946, inclusive, at 
the Hotel Roanoke, Roanoke, Va. G. T. 
Omohundro, Jr., Scottsville, Va., is secre- 
tary-treasurer. 

West Virginia Hardware Association 
convention, Feb. 25-26, 1946, at the Stone- 
wall Jackson Hotel, Clarksburg, W. Va. 
Sam H. Diemer, Box 363, Fairmont, W. Va., 
is secretary. 


Correct Answers to 
Test Your Hardware Sense 
(Questions on page 131) 


1—Answer. Margin 33.6 per vent if 


competitive price is met. 


2—Answer. The dealer could sell 1% 
pr. of 4x4 butts, cylinder front door lock 


| set, one push button, one letter box plate, 








one door knocker, three house numbers, 
one chain door fastener. 
3—Answer. 10 gals. of material needed. 
4—Answer. 60 bags will be needed. 
5—Answer. Net amount of sale $8.75. 








Latest News on 


RECONVERSION 
on page 190 











TOOL OF 
1008 USES 








The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Fits the hand comfortably, ae balanced. 
Weighs only 12 ounces—it’s “non-fatiguing”’ 


tool. And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 


Operates on AC or DC, current at 25,000 r.p.m. 


$18.50 


Nationally advertised, 
with 7 accessories 





ULTRA DE LUXE SET 


4 ao seller the year round. Every man 
boy wants this set. Strong case 
contains Handee and 45 of the most popular 
—— + grind, drill, polish, cut, rout, carve, 
saw, sand, sharpen, engrave. 

Nationally advertised at $25.00 


BUILD A STEADY BUSINESS 


IN ACCESSORIES 
with this new Display Case 








Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
c ete display. He can actually see 87 different 
varieties of accessories with prices marked. 
Storage space inside for 

It’s a real money maker for dealers. 

Write today for special deal on 
Accessory Case and contents. 


CHICAGO 


WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA 
Chicago 7, Ill. 


MAKERS OF QUALITY PRODUCTS FOR 50 YEARS 
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Peel Die 


Meu $¢-Way 
LUNCH MAKER 


IMMEDIATE 
DELIVERY! 













GUARANTEED for a lifetime of service . . . 
four appliances, all chrome plated, conven- 
iently combined into one . . . prices include 
an 8-cup coffee maker and all accessories, 
©O.P.A. DEALER COST (incl. tox): 

eee $6.60 each 
PP Ws oe ces sessa 6.12 each 


TO RETAIL AT $9.98 (OPA. Retoil Price) 


ZENITH ELECTRIC 
APPLIANCE CO. 
129 CROSBY STREET - NEW YORK 12, N.Y. 


REWER 
SoS ae PHONE: CANAL 6-5164 











—— 


The Extra 
VALUE 
Kindler Wick 


Woven of 


Brass-Wire-Inserted 


Asbestos Yarn 





Lights Quicker—Lasts Longer 


Long recognized as the Quality Kindler Wick for 
oil burning heaters and ranges. 





Sold by leading wholesalers. Ask your Jobber or 
write for details. 


ASBESTOS TEXTILE COMPANY, INC. 
167 W. Wacker Drive, Chicago 1, Ill. 


Fast-moving — Nationally Advertised -— Franchised 


BUILD PROFITS FOR 1946 


LUMINALL 


It pays to sell the Luminall 
line of emulsion water- 
thinned paints. They are so 
easy to apply and so satis- 
factory to the user that they 
build good will in addition 
to profits. Nationally adver- 
tised since 1933. Protected 
by dealers’ franchise. Sell 
Luminall for high light reflection and low cost. Sell Ultra 
Luminall when washing is important. 





X-CELL-ALL X-CELL-ALL 


REMOVER LIQUID 
Made in the popular paste BRUSH CLEANER 


form as well as liquid. A Will renew brush caked 
fast-acting remover that with old paint without 
does not raise the grain. damage to bristles. 


Dealers and jobbers are invited 
to send for complete details. 


NATIONAL CHEMICAL & MFG. CO. 


3614 South May Street Chicago 9 








SHAKE A BIGGER PROFIT OUT OF THESE 


greater customer satisfaction. Give 
them a display near your cash 
:; Semone ‘and see how the 


Modglin “UNDIE- PINS” co coh ted fem 
. Trade Mark Reg. = of lasting 
vaiue. ; 


SEND FOR CATALOG describing other profit-makers from the 
makers of Modglin Combs and other molded plastic items. 
Or See Your Jobber! 


MOLDED PLASTIC PRODUCTS 


3235 SAN FERNANDO ROAD -:-LOS ANGELES 41, CALIFORNIA 
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MEET AZZ DEMANDS 
with 
CONGRESS 


PULLEYS 
Special — 


BIG 50 PULLEY 
ASSORTMENT IN 
27 POPULAR SIZES 


Your Cost — $15.00 
Your Profit—$11.40 


3 COLOR DISPLAY 
With Mounted Pulleys 





Get this complete deal from your jobber—the complete 
assortment, 50 pulleys, individually packed in three 
colored, eye-catching, dust free boxes. Sizes from |!" 
to 5" dia. Includes 27 popular sizes and handy inven- 
tory control card. Handsome 3 color display, 19" x 13" 
included. Congress Pulleys are superior in performance, 
design and finish. Your best bet for customer satisfac- 
tion and repeat sales. 


Write for name of nearest jobber 


CONGRESS DIE CASTING DIV. 
Detroit 12, Michigan 















QUICK PROFIT 
BIG VOLUME! 


dandy 


ELEETRIE 
CHURN 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. Gem 
Dandy is nationally advertised in farm 
journals, has strong popular appeal, fea- 
tures that reduce farm-home drudgery. 
Slow-speed, long-life motor. Sanitary 
aluminum base, shaft and dasher. Neo- 
prene covered supports and electric 








Retail Price 
Standard Model 


cord. Easy to operate, easy to clean, $14.32 
produces 15% more butter in 15 minutes. 
DeLuxe Model 
Ask Your Hardware Jobber $17.32 


or Write To — 


ALABAMA MANUFACTURING CO. 


180! First Ave. N. Birmingham, Alab 
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Get THE PLUS Sales 
that Go with 
HOPPE’S No. 9 


If you are not handling Hoppe’s No. 9 you are 
missing a lot of sales. And, if you ARE han- 
dling it but are not offering Hoppe’s Patches, 
Hoppe’s Lubricating Oil, Hoppe’s Gun 
Grease and Hoppe’s Gun Cleaning 
Packs, you are missing a lot of addi- 
tional profits. 

Tie up with The Hoppe Line 
this year. Make nineteen forty-six a banner 
twelve months in gun cleaner sales. Get your 
order in to your jobber early and then take 


sis 4 full advantage of Hoppe demand and Hoppe’s 
consistent advertising. 


Frank A. Hoppe, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 
































MORE ENCHANTING THAN 
ALADDIN’S LAMP 


TODDELITE glows with rainbow colors to soothe and charm 
every child. 

More than o toy . .. a pet for children to "adopt" 
educational, animal shape, either lamb or dog. 

TODDELITE is also a practical lamp . . . just enough light in 
nursery to please the child and keep mother from stumbling 
around. Also used for — light or ornamental dressing table 
lamp. A lovely gift for child or grown-up. Operates with AC or 
DC. In individual carton (minimum shipment 12); list price $5.00. 
Shadow Box demonstrator free with each order for 12 or more. 


Order now! 


FLORENCE DISTRIBUTING COMPANY 


EXCLUSIVE SALES AGENTS 


4011 W. Harrison St. Chicago, Ill. 
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Question’ "Whal is the revolutionary new “BISSELL’”* . 
feature announced at the Housewares Show? 





Answer: ‘‘Bisco-matic” Brush Action 


the sensational improvement that production permits. 
makes new ““BISSELLS’’ the hottest 





When yours arrive—try ’em out. Just 
Sweeper ever: push with the palm of your hand—or 


This fully automatic brush—the most with two fingers holding the handle— 
revolutionary invention in carpet and see how the new “BIssELLS” sweep 


sweeper history —will be applied to the clean without any pressure whatever! 
better BissELL models as rapidly as Brother, how they’ll sell! 


BISSELL CARPET SWEEPER CO. Grand rapids 2, Michigan 


“REG. U.S. PATENT OFF. 


§ eStIé Bina 
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"Stock CINCY 


All Metal 

40 oz. can 
, ~4 with 

eee ut Se lls / 7 tight-fitting 

replaceable 





SIZES: Ano tio 40 oz. sizt cover. 


CINCY PRODUCTS CO., CINCINNATI 
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@ Columbian’s Water Pail as it 
ed comes off the press would be 


COLUMBIAN’S ; a pias raphe it ~e 
= pe peed nr > saan tt Columbion label. To the sturdy, seamless 


steel shape is added two coats of easy-to-clean Porcelain 
Enamel; neat, box-type ears; a heavy bail and a polished 
i bailwood with grooves to fit the hand. No wonder Columbian's 
Pails are preferred by farmers and by housewives. 
No other line offers so much value for so little. 
PORCELAIN ON STEEL ENAMELEDWARE 
A Product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 





PORCELAIN 
ON STEEL 

















— AND SEND SOME MORE 
OF THOSE WONDERFUL 


BS POT CLEANERS! 
Ke 
weiccit 





A 
> 


such as these appear in every 
issue of 


GOOD HOUSEKEEPING 


They tell millions of housewives 
about HANDY MANDY! 


HANDY MANDY is preferred 





because it is gentie on hands 
and yet scours pots and pans 
sparkling clean in a jiffy. A 
big, durable, soft-wovencop- 
per pad that can't splinter. 
HANDY MANDY 
10c of grocery, hard- 
ware and 10c stores. 


Order some today! 
TRIANGLE MFG. CO., Chicago 6 








HANDY MAND 


FEBRUARY 14, 1946 


YOU can cash in by displaying 
“the pad that’s kind to hands.” 


Order Today! 
TRIANGLE MFG. CO. 


123 N. JEFFERSON ST., CHICAGO 6 


Sole Manufacturers of 


Vy 
os 


STAYS SPARKLING CLEAN! 
HANDY MANDY’s wide-open mesh per- 

mits pan and pot scum to flow right 10c 
through. Grease can’t lodge. Fastidious 

housewives demand big HANDY MANDY at grocery, hard- 
because this glistening, soft-woven cop- ware and 10c 
per scouring pad not only scours faster, po oy Avoid 
and lasts longer, but stays sparkling clean. substitutes. 








Ne TRIANGLE MFG.CO., CHICAGO 6 
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Tt pays to feature 


ALLEN 


Garden and Lawn Accessories 


Now that sprinklers, nozzles and garden 
accessories are again available, sales will 
jump tremendously ... Every home owner 
is a prospect. Get set for the big demand. 











On Your Mark... 


Set Mow! 


STOCK UP 


WHITNEY $11", 


ed LAWN SEED 


WHITNEY'S 
Catia. tu 





... and put this mass display on the job 


their fast-growing seedlings have 


RL 7 non sr ag Ser won praise from coast to coast. 
ney Super-Refined Lawn Seec ’ j > WwW y re is 
—one of your biggest spring profit ah a oe be ee! oa pace 
items. These nationally advertised car: Abang ge) igor eg larga ocak 
seeds are tops in popularity among tomers will thank you! Write 
| lawn enthusiasts: — their high 0w for prices and full details on 
germination, freedom from weeds, the mass display and other mer- 


chandising ideas. 











WHITNEY SEED CO., Inc., BUFFALO, N. Y. 















Rom. — j 
Allen “BUSY” Lawn Sprinkler 
Here’s one of the best water distributors on the | 
market. It’s equipped with the improved, quiet- 
running “Ideal” sprinkler head. Perfected compo- 
sition bearings have no metal to metal parts. Allen’s 
BUSY drenches lawns with an even, rain-like 
mist. Attractive appearance adds to sales appeal. 





















Oo RE Ee 





' : (as ——O 
| fe 
: 
... The LINE of UNIVERSAL ACCEPTANCE 
— The dealer who sells the Jackson Line has the advan- 
ALLEN Cast Brass FLAT SPRAYS saci sistas it tieteidl ti Gaia . 
This popular Flat Spray throws a fine, fan-shaped . SP SNES Se See Oe a ee 
‘ spray—just where wanted. Solid cast brass body demands but also the acceptance of the Jackson name 
' with sheet brass top... fine perforations. Efficient, as an additional sales advantage. Acceptance has been 
; dependable—sells on sight. won on the merit of the products themselves .. . and 
ORDER FROM YOUR JOBBER! requirements have been met promptly. 
4 


Ask for the name of the nearest Jackson Wholesaler. 
Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 


W.D. ALLEN 


Established 1887 


MANUFACTURING CO. 


566 West Lake Street 28 Warren Street 
Chicago 6, Illinois New York City 7, New York 
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HOW 10 MAKE MONEY 
~ WATROUTANY 
ven rezston | [NVESTMENT 


flexibility, it has all the advantages of 
the all-hard blade plus these . . . 


@ 't will not shatter or break re- 2 

gardless of how it is punished. f—h-—# 1 

@ it is safe ... anyone can use 
it safely on any job. 






































































@ It cuts faster, lasts longer, costs 
less. 


@ it has “Easy-Starting Teeth,” 
exclusively MILFORD. 


















































Stewart Railings for stairs, porches and balconies are made in a 
wide variety of designs, or built to specifications. 


Your Stock 


ie. It will pay you to sell and display the 
NOW FLEXIBLE REZISTOR . . . the hack saw 
blade you can recommend to everyone. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 


Bracket and Pier Lanterns 
are made in various 
sizes and metal combi- 
nations, 






Window Guards (Iron or 
Wire) are made to fit 
any size or shape of 
opening. 


















PROFITABLE HARDWARE STORE ITEMS | | ome 
a conn tdaan, eos a 


vas tents, tarpaulins, canvas ay, 


et 
aN Dr 









automobile tops, linoleum, 
venetian blinds. Dries in 2 
or 3 hours. Not oily or 
greasy. 


CELLTITE Damproofing water- 
proofs, preserves stone, con- 
crete, stucco, tile, brick, 
plaster, wood, plastics, base- 
ments, silos, gymnasiums, 












cement walks, driveways, ‘ 
plastered walls. Stewart Chain Link Wire Fence is made in various heights and weights. 
EASILY APPLIED— Iron Fence will be available soon. Style OTH shown above. 
LONG LIFE 
































RAIN SHED Waterproofs 
boots, shoes, canvas, leather, 
clothing. MAKES SHOES . 
SHINE BETTER. MAKES @ All profit is clear when you sell Stewart Products because 


a a ae Se you have made no investment. Most of the products manu- 
factured by Stewart are naturals for hardware dealers, and 
many of them are cashing in on this opportunity. Here’s how 
it works. You send for literature and familiarize yourself 








“ALL THREE EXCELLENT 
ITEMS"’'—LIQUID WAX 


CHEPS SADDLE SOAP a 
cleaner and preservative for 
boots, shoes, saddles, leather 





with Stewart Products. Then you send us your inquiries for 
ET —, — B... . ~~ fence and other metal specialties. We do the rest and pay 
Taumen sesamiae tical product.” g - you a commission. Simple, isn’t it? Write today! There’s no 
Ui ¥/ B4EPS SHOE PASTE water- obligation whatever. A few products are shown above. 
proofs heavy duty leather There are scores of others in iron, wire and bronze. 
4s Wien bots, mde Use 
oes, , saddles. 
y by farmers, miners, fectery THE STEWART IRON WORKS CO., INC, 
sors SHoes workers. 1337 Stewart Block Cincinnati 1, Ohio 
CRMVRS LEATHER * Experts in Metal Fabrications Since 1886 
— A SUPERIOR 
zs PRODUCT" 

















Sold by jobbers everywhere. 
Inquire of salesmen. 


Mfg. by 


NEATSLENE COMPANY, Omaha 


FEBRUARY 





8, Nebraska 
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Torchy Turner reminds you... | 


WHAT EVERY DEALER 


nite 


OUGHT TO KNOW: 


TURNER 


VELA 
TORCHES 


All key parts on Turner Toreéhes must 
undergo special tests during production.. 
For example: tanks are pressuré-tested 
under water to detect the slightest leak; 
i pumps are tested for stéoke and effici- 


ency; joints are fire-tested, 










i | After final assembly, every Turner Torch 
must pass an actual burning test under 
regular operating conditions. 





Superior features of Tarmer Torches in- 
clude: blow-proof pump construction; 
double-rolled and soldered safety seam 
which locks the bottom to the tank shell; 
socket-wrench construction of the -hexa- 
gon feed pipe inlet which makes turning 
impossible and guatds against leakage. 


|THE TURNER BRASS WORKS, SYCAMORE, ILLINOIS 
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Read what these men say 
about the new 


eer ge 


Famous Minnesota 
Guide says: 


“I want a Champion because as a guide I've got 
to have the best—in performance and reliability. 
The Champion is definitely my choice.” 


Wisconsin Resort 
Owner says: 


“I want the new Champion because it is the first 
motor I've found that anyone can start and anyone 
can run. That's mighty important when different 
people use them every day.” 


Great Lakes 
Fisherman says: 


“I want a Champion because I fish for a living 
and I must use dependable and sturdy equipment 
to get the best results. It’s a Champion for me— 
the motor I can absolutely depend on.” 


Champion Outboard Motors Co. 


2633-27th Avenue South + Dept. D2 
ih Mi ry 





ad ed 





A fifth Navy “E” has been 
awarded the men who 
will make the New 


, Blue Ribbon Champion 
MMU i, Wttimaa > 
"117 





MUMAMMUTOIMMMM 
Nee ree a 


sere Milt CHiute cata yy Hii 
“ 


Plan to sell the Blue Ribbon 


CHAMPION 


OUTBOARD MOTOR 


tat e- 
Ayer cate /Ultt i 
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DESIGN AND COLOR attract your customers’ 
attention, but quality is what closes the sale. A de- 
sign may be pleasing. A color, attractive. But if 
quality is lacking in materials, in workmanship and 
finish, the product becomes a floor fixture. 


Whitney Hampers have Quality that turns “Just 
looking, thank you” into “I'll take that hamper”. 

Whitney Hampers are well designed, finished in 
the full range of the U.S. Government Bureau of 
Standards colors for bathrooms. And Whitney 
Hampers are made of the finest materials available 
by skilled workmen to give long service. 

The promotion of Whitney Hampers means faster 
turnover and better profits 
in hampers . . . builds up 
customer confidence in the 

. quality of other merchan- 
dise in yqur store. 


Preferred in the past 
Preferred in the future 


Whitney 
HAMPERS. 


JUVENILE FURNITURE . CRIBS 
BABY CARRIAGES 


FL. A. WHITNEY CARRIAGE CO. 
$ Since 1858 


LEOMINSTER, MASSACHUSETTS 


FEBRUARY 14, 1946 














LARGEST COMPLETE 
‘LINE of NATIONALLY ADVERTISED 


Furnishings for Fun At Home 


PORTA-POKER 
GAME TABLE 


THERMO-SERVER 


CLUB POKER TABLE 


DUELETTE DOMINOES & CHECKERS 


OVER 52 FAST-SELLING ITEMS 
ADVERTISED IN 21 MAGAZINES 


ASON-WILLIAMS' home entertainment items are established best 

sellers. . . Nationally Advertised. Pre-tested for sales 
appeal. Through more than 22,500,000 Sales Messages annually, 
consumers are told and pre-sold on Mason-Williams' profit-makers. 
When in Chicago, visit our convenient factory showrooms. Mean- 
while, WRITE FOR CATALOG H-I5. 


MASON-WILLIAMS CO. 


663 N. WELLS ST., CHICAGO 10 
SHOWROOMS OPEN THROUGHOUT THE YEAR 
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MODEL 125 
i” DRILL 





MODEL 143-T 
¥%" DRILL 







ao us? 


For drilling wood, metal and plastics. Small, compact and 
light-weight—but has the power and stamina to do a man’s 
size drilling job. Has special steel alloy gears and self-lubri- 
cating bearings. Easily serviced without dismantling. 14” 
model comes in two speeds and operates on 110-volt AC-DC 
or 220-volt AC-DC. %” models also available. 

Ask your Jobber for these nationally advertised products. 


MALL TOOL COMPANY 7702-South Chicago Avenue, Chicago 19, Ill. 
%& 25 YEARS OF "BETTER TOOLS FOR BETTER WORK." 


PORTABLE 
POWER TOOLS 


IAL. 
FENCE 
fofeo] mate) & 8 4 -h5 














a LABORATORY TESTED! 


Electrite is laboratory and field tested . ‘ 
double checked to give dependable service! Has 
automatic current control, special phosphor- 
bronze armature blade, efficient open type trans- 
former, oversize contact points of tough Fasaloy 
+ «. and many other big features. Manufactured 
by Electrite Fence Co., Whitewater, Wis. "'Old- 
est Established Electric Fence Company."' Write 
Dept. 300. 


DE LUXE MODEL 


Com: dete with signal bulb, 
built In lightning arrestor, 
ground clamp, special 
switch for dry soil, double 
fusing, automatic control. 
Model 32! (110 volt) sells 
at $26.50; Model 623 (6 
volt) sells at $19.95. 





Onder from your jobber / 


nm e 
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Patterns are 
available for 
practically all 
plows, listers, 
middlebreakers in 
No. 1 soft center or 
No. 2 crucible steel 
of the highest quality 
obtainable. Send today 
for catalog and trade 
prices. 


Semin m 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 





























Embossed type 


Featuring 









Attractive new 
series of pictures 
lithographed on 
#1 Cem metal blanks per- #5 Flue Stopper 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 





Specifications for the complete line 


° Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Gem 8-17/64” 6” or 7” Wires 3 Ibs. 7 oz. 43 ths. 
= * 935, en * 5 tbs. 62 Ibs. 
Sala 7-29/32” ar * 3 tbs. 7 oz. 47 Ips. 
— 5-34” 4” = 2 Ibs. 28 ths. 
25 Flue 8-17/64” Adjustable Bands 3 ibs, 13 oz. 47 ths. 
fr >, @, @w 7” 


PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING €0., Rockford, Illinois 





HARDWARE AGE 
















































Best ce FISHING REELS 





Day by day in ever increasing numbers 
we are producing the famous “Reels by 
Ocean.” You will soon be able to supply 
Baitcasting, Fly and Saltwater Reels to 
your trade with the exclusive features 


found only on these popular fishing reels. 


Ask Your Jobber Now 


OCEAN CITY MANUFACTURING CO. 


A and SOMERSET STS. 
PHILA. 34, PA. 














THEY’RE HERE! 
RIGHT NOW! 
IMMEDIATE DELIVERY! 








HEAVY (8 GAUGE) 
52-S ALUMINUM 


FRY PANS 


Mirror finish outside. Sunray finish 
inside. Steel Handle. 


SOLD THROUGH JOBBERS 


Write, wire or phone your jobber 
today. 


SPUN ALUMINUM PRODUCTS CO. 
565 Fifth Avenue, New York, N. Y. 
PLaza 3-9255 














Qar close supervision 














“Order it Monday 
Get it Friday” 


Rubber Tired 


TRUCK 
a $295 


for 
Bags 
Boxes 
Cartons 
Tanks 
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These sirens — ee of every detail a 
y 
nen -. gnexcelled qual? 
are the prot , in 
{ America’s Jargest textile ~ qurability—e conomy. 
) 
jegel-controlled 
tis, They are Riegel 
mills. raw cotton crue mate or 
in one plant—from 
to finished glove. 
For Ever¥ Job” 





WY. 17, 0. 











RIEGEL TEXTILE CORP. 
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Ponies 
K “HANDEE” ... Best known 
egs —widest used truck of its 
type on the market. Many 
Cases thousands in use, and near- 
and on ly all sold by mail up to 
2 this time. Light in weight— 
Delivery 28 lbs.—easily handled but 
Teush extremely sturdy. Full 600 
rucks lb. capacity. 5 x 2” rubber 








tired wheels; ht. 44”, width, 
nose, 14”; curved cross 
straps. 


Send back express col- 
lect if not 100% satis- 
fied. f.0.b. 1% 10 days. 







ORDER FROM 


HANDEES CO. 
Dept. 140A 
Bloomington, Ill. 


237 





: 





a o 
, 
Es 


SS 


SE PE 


a i AE AE EDIE 





— 


a 


The floor sander rental business is 
a money-making business. The 
proof is in the records! Thousands 
of retail merchants throughout 
ee have found this out. 
small investment for {fl 
sanding machines—an added aie 
_ to customers—brings big profits 
wy two sources: machine rentals 
that are all profit after the equip- 
ment has paid for itself (usually 
within the first year) and extra 
profits from increased sales in floor 
finishing materials of all kinds 
It is not unusual for th , 
: e record 

~ yes 1000% return on the ro 
nal investment i 
con over a period of 
*The rental records illustrated above covering a 


period of 4 
ware, Ohta Che t by H. A. Travis Hard- 


Write for complete in- 
formation on how to make 
money in the fl 
rental business. ne 

THE AMERICAN FLOOR 
SURFACING MACHINE CO. 


522 So. St. Clair St. 














DEARBORN 


WORLD'S FINEST, SAFEST 





Increase your profits. 
w Dearborn, the complete line of 
vented and unvented heaters offering 
outstanding Safety and Convenience 
features plus Matchless Performance 
It’s the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


> 

Ultra-smart Appearance—Air Insulated 
Cabinets— H1-Crown Burners — Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants — A- A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
q They Offer a Talkable — Visible and 
‘ , Baleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


e cabinet never gets hot. Yes, you 
ik. No scorched cur- 


Air Insulated Cabinets end the fire hazard. 
is the 


Th 
can install it against the Wwall—tight. No blistered Ww 


tains. No seared fingers. No burned furniture. ‘The syphonaire chas 
cabinet feature is 8 major con- 


secret. It’s patented. Dearborn’s famous cool 
tribution to safety. . 


NAT. BUT. 
mre PRO. 
Mix GAS. 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 


convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


1700 West Commerce St., P. 0. Box 5527, Dalias 8, Texas 

















merican 


NOW AVAILABLE 
HAND GARDEN CULTIVATOR 


2 Heavy Duty. All Pur- 
pose, Handy 5-Prong 
Cultivator. Sturdily 
constructed, yet light 
enough to be handled 
by women. The two 
| longer front prongs co" 
be used independently 
by lowering position 
4 when in use. 












Fees ei id 
ce with ferrule attached from 10 gauge steel with 


In one pie 


hardwood 1x48" long handle. 


SPECIFICATIONS 


10 Gauge Carbon Steel throughout; One piece spe- 
cial feature of Prongs and Ferrule; 3 Rear Tines 3” 
Long; 2 Front Tines 33," Long; Overall Width of 
Tines 6"; Green Ename Finish; Attractively labeled; 
Natural Hardwood Handle |" Stock 48” Long; Fer- 
rule Riveted to Handle. 
Standard packing 36 to carton. Weight 85 Ibs. 
Deliveries in about two weeks from receipt 
order. Consult Your Jobber 


RETAILS AT $1.15 
McROBERTS & TEGTMEYER 


55 Liberty Street, New York 5, N. Y. 




















HARDWARE AGE 














s in sales 


SELL 


Insulated 
|} — Auto- 
Chassis— 
.A. Ap- 
hat make 
standing. 
sible and 


JRE 








OR 


Il Pur- 
$-Prong 
Sturdily 
t light 
andled 
1@ two 
ngs can 
ndently 
D0sIition 


| with 


spe- 
$ mz 
h of 
sled; 


Fer- 


Ibs. 
+ of 


counter selling 
easel carrying 
25¢ size 
* 

All year ‘round 
advertising in 
national 
magazines 
* 
Garden page 
advertising 
in newspapers 










PLanla 


Striking 8-color ‘ 







% 
v, 
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Grows Everything BETTER 













aNLABBS 


HARDWARE MEN! 
Here’s Your Opportunity 
For Year ’Round Profits 


Make up your spring order today. Include the 
(1000 tablet) Garden Package. There’s a 
constantly increasing demand for this $3.50 
size, and the $1 size is always a big seller. 50c 
size is also available. Order from your whole- 
sale surely, house. Plantabbs Company, Balti- 
more 1 aryland. 


AB 


PLANT FOOD TABLETS PLUS B' 

















id 


particulars. 
“Berry” 


board. 


Get your share of the purchases made by home and profes- 
sional woodworkers, craftsmen, etc. Our dealer proposition 
offers extremely generous discounts. Write today for full 


Rotary Wood Planer 
With Patented “‘Angle-Set” Blades 


Does 5 woodworking jobs—planes, panels, 
tenons, rabbets and routs. Patented, 
‘‘Angle-Set,” hollow-ground blades cut 
beneath surface with a shearing cut. No 
tearing, as would occur if blades were 
set vertically. Takes only 30 seconds to 
plane, parallel and finish an 8” x 24” 


TWO AMAZING 
M) 
WOODWORKING 100. 


TO USE ON A DRILL PRESS 








LIST PRICE 


$7.50 








Nationally Advertised 








"Berry" 


sanding dises. 


Rotary Disc Sander 
With Patented “Flex-Top” 


Produces controlled, uniform surfaces. 
Perfectly sands flat work. Produces a 
smooth satin finish in a jiffy. Overcomes 
objectionable chattering, even though 
surface is uneven, 
spots—because of the patented flexible 
top-plate. Diameter 6%”. Complete with 





Write for Dealer 
Proposition 











ith knot higt 
+ uted flexible LIST PRICE 


$9.95 


H. J. BERRY MANUFACTURING CO. 
2289 Scott St. Detroit 7, Mich. 
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RETURNED VETERANS AND FAMILIES 
WANT ECONOMICAL SMALL HOME 


HEATING... w ompertee 














Serve This Great and Profitable New Market 
By Selling Vaporizing Oil Burner Appliances 
Equipped with Dependable “A-P” Constant 
Level Oil Controls... .. 


PERFORM a genuine service for the great army of returning service 
men eager to establish and enjoy modest, comfortable homes for 
their families. Tell them about the convenience, economy, and all- 
around efficiency of heating with vaporizing oil burner space heat- 
ets, floor furnaces, and basement furnaces equipped with a depend- 
able “A-P” Constant Level Oil Control that assures uniform home 
heating automatically. You will be building customer good-will 
as well as profitable sales volume! 


Leading makes of Vaporizing Oil Burn- 
et Appliances equip their units with the 
dependable, fuel-saving: “A-P’’ Constant 
Level Oil Control. It is to your immedi- 
ate and profitable advantage to feature 
this efficient equipment that affords 
smaller type homes such genuine heating 
comfort and economy. 








WRITE for new illustrated Bulletin 
describing the “A-P’’ Constant Level 
Oil Control with “Magic Pilot.” 


Illustrated is the “‘A-P’’ Model 240 WYP 
Constant Level Oil Control for water 
heaters— equipped with ‘Magic Pilot." 
The ‘Magic Pilot’’ also is available on 
other model controls for vaporizing burm 
er floor furnaces and furnaces, where a 
low pilot flame must be maintained 
indefinitely. 


AUTOMATIC PRODUCTS company 


2442 North 32nd Street, 10, Wi 


@ DEPENDABLE 01 oe 
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TORCH NO. 32-A 


Vu D e The many features originated 
G by C&L testify to their design 
leadership. 

Vu rs) The sound con- 
struction of C&L 
Torches and Fire Pots assures top performance and long life. 
Vu rs) y For more than 50 
years, C & L tools 

have been the favorite of mechanics and jobbers. 


Distributed through all 
leading jobbers 








CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 


11111 French Road - Detroit 14, Mich. 








Quick Sellers : GOOD PROFITS 
QUALITY THm# MAKE‘AND HOLD CUSTOMERS 


LINOLEUM | COLD 


PASTE WATER 
MIX 
Ready for use 

Knits to Old or 


for laying and | jew Piaster 
patching. Also 








: | Does not 
saa on aoe dialed 
oards and stair | jo6] or 
treads. crack. 
Packed: Packed: 
Pints—Quarts—Gallons 1-2% & 





. 5-lb. car- 
The Old Reliable | Sab. Also 2—5—10-4b. Bags. 





CONSUMERS Brushes 
CRACK Need the 
FILLER Best of 

OR WOOD PUTTY! Care 

Mixes smooth, 

dries hard and DAISY 


stays put—will| will do that job. 
not chip, crack, ‘ 
shrink or peel. Retail: 

Fills holes, cracks or breaks| 3-02. cartons - ec 
in wood, stone, etc. 12-0z. package .. 25c 


5-oz. and 1-lb. cartons. Packed 1 gross to the case. 


=} PAINT BRUSH 
 oycianer 
* mmm 











CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18), MISSOURI 











Here It Is! 


A FAST SELLING SPRING ITEM 
The HANDY HOSE HANGER 


Lengthens Life of Garden Hose—Keeps It in Coiled 
Position 
Ideal, inexpensive 
method of holding 
garden hose. HANDY 
HANGER can be 
hung conveniently in 
basement, garage or 
other suitable place. 
Hot sun and kinks in 
hose cause it to wear 
out quickly—HANDY 
HANGER encourages 
householders to coil 
hose and hang it after 

use. 





FEATURES 


Comes knocked down with bolts 
for quick attachment. 


One dozen per carton. Shippiag 
weight 25 ibs. 


Holds 75 ft. ef garden hose. 

H a a ~ 12" 
“wide by 13°" hig 

Rh gg. 
finish. 





THE METALOID CO. 
5815 Kinsman Rd. Cleveland 4, Ohio 























10 
FEATURES 
OF THE 
IDEAL 
STORM AND SCREEN 
SASH ADJUSTER! 


OPENS AND CLOSES EASILY with one hand. 
LOCKS SHUT SIMPLY, swing arms upward. 
HOLDS SASH FIRMLY in strong winds. 
REMAINS SILENT for its entire lifetime. 

EASY CHANGEOVER, arms remain on frame. 
NO INTERFERENCE with double hung sash. 
STABILITY ... all arms angle formed. 

ZINC PLATED steel, bakelite washers. 
FRICTION CONTROLLED by adjusting nuts. 


SCREEN ATTACHMENTS provide extra precau- 
tion against children unhooking and falling 
through screen window. 





Paarenens 


“aT 


One set in pk. doz. in box, gross shipping carton. 
List $6.00 doz. 


Ask your jobber for free display model and stock. If he 
can't supply you write us direct. 


"*'SATISFACTION GUARANTEED" 


Ileal s3ra4s. Works 


250 E.5% STREET 
ST. PAUL 1, MINN. 




















HARDWARE AGE 


22 Million Consumer Ads a Month 


wh 


VAAN 


BRUSH-TOP i ee 


SPOT REMOVER ‘i=: is nt SR 

Why use a Cloth? SAFEWAY Brush- THE WORLD’S FASTEST SELLING CAN OPENER 
top Spot Remover brushes spots ’ 

away! That's the message going to Vaughan ¢ No. 170 

22 million customers every month in 7 
leading magazines. Give your cus- SAFETY ROLL JR. 
tomers the SAFEWAY BRUSH-TOP 
APPLICATOR PACKAGE—the plus ; Over 50,000,000 Safety Roll Jr. Can 
value. Get your share of increased p= Openers have been sold and we are 
sales and SAFEWAY's longer profit. pleased to be able to offer this popular 


Call your jobber today or write for number again. Sturdy and strong, all 
literature and details. steel and retails at a low popular price. 


SAFEWAY CHEMICAL COMPANY 
5709 WALWORTH AVENUE bd CLEVELAND 2, OHIO mete ee HAN NOVELTY MFG. CO. 
3211-25 CARROLL AVENUE CHICAGO 24, itt., U. S.A. 














The demand for Waterbury Handy Plugs has been terrific! 
The name WRIGHT has for Please be patient, for production is being 
three generations meant increased as fast as possible and orders 
top quality in woven will be filled "on time’ very shortly. 
wire products. Wright 
hexagonal netting is 
identified by the 
famous, colorful 


Rooster label. 








TO ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP 


@ No Bare Wire—No Short Circuits 
@ Easy to Attach—Handy to Use 

@ Uninterrupted Service 

@ Underwriter Approved 


f WRI Aibl sy : Write for complete Information 
<i "T1a¢@Me | WATERBURY COMPANIES, INC. 


FORMERLY WATERBURY BUTTON CO.., EST. 1812 


WORCESTER? MASS. SUPERIOR AVE, WATERBURY, CONN. 
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h 1 Ye Fully Guarani N qn 
if rn PRIDE O-LAWN* 


SPRINKLER 


Yes, guaranteed fully, for wear-proof, clog-proof 
perfect performance, on a money-back basis to 
the purchaser, without time limit. That's our guar- 
antee to you and your customers. 





~D 
=~ 


=< 


Covers an area of 40 feet with a uniform mist-like 
spray that rivals rain. 


Here's our Offer J 


Place your first order for “PRIDE-O-LAWN” 
Sprinklers with our agreement that the ship- 
ment must open up to your complete satisfac- 
tion or is immediately returnable to us. 


“=. 2-2 4, = 
2022 ont 


Heavy cast aluminum alloy throughout, with natural 
spun finished rotating disk and no-chip green 
enamel frog-formed base. 





RETAILS AT $3.45 
NET COST 2.03 
Your profit $1.42 


Individually boxed and packed 
6 units to the carton. F.O.B. Buffalo 


Order from your jobber or direct 


INLAND MANUFACTURING 
CORPORATION 


158-164 Ellicott? Street 
Buffalo 3, N. Y. 

















scythesione - 


TO KEEP 'EM Share 


Here’s the “‘sellingest’’ combination in the 
business—a 497-A Scythestone Assort- 
ment, a tool customer and a clerk suggest- 
ing, ‘‘a scythestone to keep ’em sharp.” 








Scythestones are an extra sale for the 
asking—when timed with a tool purchase. 
And they provide edge insurance and cus- 
tomer satisfaction for your tools as well. 


A 497-A Scythestone Assortment on your 
garden tool counter sets the stage. Just 
point to the smart “‘buy appealing” display 
and watch your double-up sales score. 
With the 497-A it just works, that’s all— 
ask your jobber salesman. 


— Dealer Cost $4.97° 

pode 
1 ®Slightly higher west of Denver. 
_ =BEHR- MANNING 


TROY. ie 4 
Also Quality Coated Abrasives Since 1872 





















HARDWARE AGE 
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\ ELE IIE PO OE OE LP EE RO 























* By “hot-dipped galvanizing”—a hand process that 
provides the heaviest possible coating of zinc 
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you CAN PICK UP 


New Proye™ 


FLUORESCENT ©” 


OF NICE 
A LOT ( 


iy CHAMPA - FF 


d INCANDESCENT ~ 















The demand for good lamps has never been greater 
than it is today. Everyone who.enters your store is a hot 


prospect for Fluorescent Tubes or Incandescent Bulbs. 


CHAMPION Lamps help you to make the most of this business. Here are 


three good reasons why: 


They have what it takes to keep ‘em coming back to you for lamp replace- 


0 


ments. The quality of light and the dependability in service of Champion 


| Lamps sees to that. 


They are easier to handle and sell. You just put them in and let them sell 


0 


themselves. No red tape, no contracts or restrictions. Champion Lamp 


ee 


packaging and point-of-sale display material help build maximum volume. 


| <3> They make you more money.’ Champion's modern production set-up, low 
overhead and clean-cut wholesaler-to-retailer policy keeps costs down and 


gives you every bit of profit there is in this big volume item. Try ‘em and see. 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 





CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A OIVISION OF CONSOLIOATEO ELECTRIC LAMP 





HARDWARE AGE 


























Aa 
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BRIDGEPORT BRASS 


eraso 


INSECTICIDE BOMB 


The insecticide bomb used by the armed forces 
but styled and improved for consumer use— 
the BRIDGEPORT BRASS AER-A-SOL INSECTICIDE 
BOMB—opens new opportunities for your in- 
secticide Sales and Profits! 

In test sales last fall one New York store alone 
sold more than 40,000 Bridgeport Aer-A-Sol 
Bombs! . . . In another case one distributor in 


[ 





The New-Type, Self Dispensing 









Multi-Purpose Household Insecti 


New England did a volume of business run- 
ning into six figures on this item alone! These 
sales made after the close of the active insecti- 
cide season, show the sales and profit possibili- 
ties open to you in the Bridgeport line of Insec- 
ticide Bombs. Write today for complete Jobber 
and Dealer information! 

















cide 





BRIDGEPORT BRASS AER-A-SOL INSECTICIDE BOMB 


HAS TREMENDOUS POPULAR APPEAL DUE TO THESE FEATURES: 


Multi-purpose . . . kills flies, moths, mosquitoes, 
gnats, fleas, ants, roaches, bedbugs and other 
household insect pests! 


Fast-acting formula... contains 3% DDT and Pyre- 
* thrum, for fast knock-down action and maximum 
insect-killing power! 





Non-inflammable, safe, economical and easy to 
* use, for all common household insects. 


te Straight-away spray nozzle, easy to direct for best, 
most economical use. 
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Exceeds I.C.C. specifications -for containers for 
shipment of compressed gases. 


REFILLABLE . . . This important sales feature builds 
a repeat business for you—means extra sales—and 
an economy appeal to your customer! 


DEALER KIT contains counter card, window stream- 
ers, consumer circulars, and a Question and 
Answer Book to help you merchandise Aer-A-Sol 
and increase your sales. 


BRIDGEPORT BRASS 


BRIDGEPORT BRASS COMPANY, BRIDGEPORT 2, CONN. ¢ ESTABLISHED 

























1865 
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The most particular homeowner will be 
the first to want this product of 15 years’ 
\lcoa research: Non-staining, non-rusting. 
long-lived, screens of Aleoa Alclad Atumi- 
num! He will appreciate being rid of ugly 
screen-stain forever. He'll recognize the 
importance of asking for 4/clad aluminum 





4 


SCREENS OF /-\ lo 








YOUR TOWN’S FINEST HOMES WILL LEAD THE WAY... 














not just any aluminum—to get the extra 
strength and corrosion-resistance that re- 
search has built into it. Ask your sup- 
plier for screen wire of Alcoa Alclad 
Aluminum. ALUMINUM CoMPANY OF 


"am. 


America, 1753 Gulf Building, Pittsburgh 
19, Pennsylvania. 


» 


RENE TET: 


ae 


ALCLAD ALUMINUM 








HARDWARE AGE 









PLASTIC DOOR KNOBS 
give that warm touch of friendliness 































- ° oa ¢ ° ° 

e ‘San Diego" is handsomely designed with an 

Ivory color Plastic Door Knob molded around a knurled metal 

insert. All trim and face insert are of wrought brass finished 

in Chrome, Satin Chrome, Polished Brass, Dull Brass or 

Dull Bronze, and face insert also comes in Plastic. May be had 

either with or without locking device. 

THESAN DIEGO ~ 
Design k ff 
Latchset No. M 31% the 2 
is 
4 ORDER EASELS OR MOUNTED 
DISPLAY STANDS 
, FROM YOUR JOBBER 
Rt. 
A 
4865 EXPOSITION BOULEVARD 
LOS ANGELES: 16. CALIFORNIA 

YOUR JOBBER STOCKS ‘‘HOLLYMADE” HARDWARE 

A THE LOS ANGELES The ‘‘Los Angeles'’ knob, fashioned of tough, re 
Design silient Tenite in lvory color, is smooth and pleasant 
t . 94 ‘ " 

Ne Se to the touch. It has unusual strength. ‘‘Hollymade 

, AGE Plastic Door Knobs will not tarnish, and they can 





be kept bright and new by an occasional washing. 











Nationally Advertised in, DOAULY P ackage 


| 


AMERICAN HOME - LADIES’ HOME JOURNAL. | 
McCALL’S - WOMAN’S HOME COMPANION | 
BETTER HOMES & GARDENS - HOUSEHOLD | 


BERLOU 


wages Modern War against For Your 


IVI O T be ~ |i | «Paper Specialty Department 
(ots Milapacr HANDY PACK 
| 


Each of these eye-stopping” bargain beau- 
ty packages” carries interesting illustra- 
tions to show your customers timely sugges- 
tions for table settings as well as the variety 
of Place Mat or Doily designs available. 






























Two styles of packages — one containing 


G r 
SMA MAE TF 


MOTHPROOF a A 100 MILAPACO Doilies, 5”, 6”, 8” 10" 


S .! or 12” in size, and the other package 
Si containing 100 Place Mats with the full 


i" size design shown on the carton cover. 








BERLOU Mothproof is in a class by itself. . . PRODUCTION of MILAPACO Handy 
Packs is being increased as rapidly as the 
ar paper supply situation permits. And new 
National advertising, displays, literature, liberal | paper products for the future are being 
PMs...paid by BERLOU... assure you steady, | readied at MILAPACO. Look for them! 


likewise its sales-clinching 5-Year Guarantee. 


year-round volume, big profits. Stock BERLOU 


Guaranteed Mothproof without delay! 


regents | MILWAUKEE LACE PAPER 
For detailed information, write BERLOU MANU- 
FACTURING COMPANY, Marion, Ohio. In Canada: C OM PANY 


’ 7 Established 1898 
THE BERLOU COMPANY, LTD., London, Canada. 


BERLOU scious’ 
MOTHPROOF 


248 HARDWARE AGE 


1306 East Meinecke Avenue ° Milwaukee 12 


Branch Offices and Warehouses 
98 Bleecker St, New York 12, N.Y 
1018 Sante Fe Ave., Los Angeles 21, Calif 
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Yous WMbddage 


Itis your message, if you’re a Kyanize 
dealer determined as we are that in 


paint products only the best will do. 


- It is your message if you intend to 


identify your store as Kyanize head- 
quarters to the readers of these, the 


nation’s leading magazines. 


BOSTON VARNISH COMPANY 


Boston - Chicago - Los Angeles - Montreal 





LADIES’ HOME JOURNAL 
Circulation 4,238,776 


BETTER HOMES & GARDENS 
Circulation 2,384,433 


THE AMERICAN HOME 
Circulation 2,355,839 


COUNTRY GENTLEMAN 
Circulation 2,024,871 


Self-Smoothing 


WLLL 4 





ALWAYS 
IN 
SEASON 


BECAUSE— 


BLACK LEAF 40 
har So Wang Uses! 


BLACK LEAF 40 sells steadily because It has so 
many uses. Gardens, both flower and vegetable, 
LEAF 40 to protect them from 
aphids and other soft-bodied sucking insects. 
Every poulfryman at times needs the product to 
destroy chicken-lice and feather-mites. In proper 


FOR 

Poultry 

Gardens 

Drench for Sheep 
and Goats 
Vegetables 
Flowers 

Fruits 

Shrubs 


We Advertise I# 
.- + You Sell It 


Tobacco By-Products & C 


Louisville 2, 





need BLACK 


Most farmers and gardeners can use 
BLACK LEAF 40—hence are prospective customers. 


hemical Corp., Incorporated 


combination it is used to control stomach worms 
In sheep and as a dip for ticks and scab on live 
stock. 


— 












{ Larsor 


STORM SASH AND 
SCREEN HARDWARE 





No. 44 Spring Sash Hanger 
No. 55 Sash Operator 
PACKED SEPARATELY 




















SEE YOUR JOBBER 
Kentucky 











CHAS. O. LARSON CO. STERLING, ILL. 








They Look for the Leaf on the Package 











Size of Duck: 
91/, inches to 
tip of wing. 
Weight: 
60 Ibs. per 
doz. pairs. 


BEAUTIFUL BOOKENDS 
ON BRONZE COLOR BACKS and BASES MADE OF COMPOSITION ... 


IN EXQUISITE NATURAL COLORINGS 











Wild Ducks 





Race Horses 
Size of Horses: 


8 inches high. 


$36.00 


Per Doz. Pairs 


Weight: 
Packed: 60 Ibs. per 
1/12 Doz. Pair In. doz. pairs. 

















No. 4713Z 





No. 4714Z 








No. 4367Z 














high. 





LEO KAUL 





4 


Size: 4 inches wide, 312 inches 
Weight, 5 Ibs. to the doz. 


PORTING 
2ENCY ia 


The Hand Colored Notes come in three différent colors, Blue, Green and Red. The set consists 
of a twig, and the removable canary salt and pepper shakers, all three made of porcelain. 


$7.20 per doz. sets. 

Packed: '/, doz. sets in. 
(Assrt. colors). $6.60 per doz. 
Sets in 6 doz. lots. 


MARKET STREET 


CANARY THREE-PIECE PORCELAIN SALT & PEPPER SETS 
THEY ARE THE BEST EVER! 





No. 4570Z. The Same Number Put Up in 
Individual Gift Boxes. 


$8.00 per Doz. Sets. 
Packed: 2 Doz. Sets in Assorted Colors. 
$7.40 per Doz. Sets in 6 Doz. Lots. 








We carry a Tremendous Assortment of GIFT GOODS ranging 
in price from.$1.80 to $90 per doz. Complete Set Z of illus- 
trated Price Lists mailed to any HARDWARE STORE on 
application. 


and 335 SOUTH 
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THIS DISPLAY MEANS 


Prr0fe€0 ron os 













This 7x 12 display card sells Carlson 

rules. If you haven't received your 

supply of the fast selling Carlson 

line, write for the name of your local 

jobber who will supply you promptly. 
CARLSON & SULLIVAN 

501 W. Foothill BI., Monrovia, Calif. 









Sell C€artson ) RULES 















profit item 


These popular-priced Junior 
Stilts sell like lightning 
wherever shown. Every child 
wants them —and they are 
priced to show you a hand- 
some profit. 

Made of hardwood, 6 ft. long, 
steps adjustable to different 
heights. Smart red top and 
bottom, black steps, attrac- 
tively varnished. Weight 414 
Ibs. per pair. Priced to retail 
at $1.65 per pair. 


Jobbers: Send for CATALOGUE show- 


items now available. 


ing many po 


NOCKONWOOD INDUSTRIES, LTD. 


Dept. H, Bloomfield, lowa 












































Keyalbdle '\SHInG Robs 
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EELS and ACCESSORIES 





FISHING RODS 






FLY ROD REELS 


Sand Spikes 


One piece style. List price 
$1.00. DeLuxe 2 piece col- 
lapsible chrome finished 
sand spike. List price $2.00. 






Royalbilt Line e« 


FEBRUARY 14, 1946 


Light, strong sturdy rods for every purpose. One and 
two piece styles in both 4 and 5 ft. lengths. All steel 
rods, cadmium finish with guides and special new end 
tip. Fine finish wood handles. Wt. 6 oz. List price, $2.00. 


“Lord Weldon,” flyweight; precision-built. Center shaft 
steel bearing lapped and ground for free silent casting. 
Aluminum spool. Holds over 50 yards of line. Single 
action; almost silent drag. Fully guaranteed. Green 
baked enamel finish. List price, $3.50. 


Write for Catalog and Discounts 


1335 Folsom Street 


Reel Seats 


Steel; zinc-plated. Tapered ° 
sliding bands to hold large Immediate 
or small reels. List price Deliveries 


$2.00 per doz. 








San Francisco 3, California 
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«00% 


ALL YOU NEED.. 


ont 


STOCK THE 7 
POPULAR-PRICED 
NUMBERS 
AND SECURE 
MAXIMUM VOLUME 
AND 
TURNOVER 





TOOL 








Length 16” “ 
Width 7°; Depth 7” 


Ne 2016 — One of 7 Sizes representing 
th (BEST-SELLING and MOST oe 


cane Shi 


MASTER METAL 
PRODUCTS, INC. 







291 Chicago St. 










A perfect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft 54” turned down to 42” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Ill. 





























Buffalo 4, N.Y. | 


No. 26 Steetal Deal 
da QUANTITY 
SALES 


QUICK 
PROFITS 







FRAMES and BLADES 


Frame with Five Blades Retails for Only 50c 


This deal is a proved leader of real quality and one that will quickly 
pyramid frame and blade sales. Each of these well merchandised dis- 
play cards carries one standard Trojan Frame plus an assortment of 
quality, oil-hardened and tempered Trojan Blades. Teeth are filed and 
set. Blade assortment in this deal will completely satisfy sawing of 
wood, metal, bone and plastic. Lists at 50c. Order from your Jobber. 


No. 27 Assortment 


A full, stock assortment of blades for re- 
placement in the No. 26 Frame should 
be carried in your stock. This assortment 
consists of 1 gross quality Trojan Blades 
including: 3 dozen No. 3 (for wood), 2 
dozen No. 5 (for thin metals), 3 dozen 
No. 22P (for wood, bone, plastics, etc.) 
and 1 dozen No. 420P Hack Saw Blades. 
No. 27 Retails, with full profit, for $6.00. 


30-day deliveries 


aff 
No.3—Lock Loop-End Blade. 





No.5—Lock Loop-End Blade. 
oft. 





No.6—Lock Loop-End Blade. 
aff 





No. 22—Pin End Blade. 


No. 420P—Pin End Blade. 


A) q 4534 Palmer Street 


Houston & Merton W. Claire Shaw 


200 Church Street 1270 Bush Street 407 McGill Street 





ACKERMAN, STEFFAN & CO. 


Chicago 39, Illinois 


iw New York: San Francisco: Montreal: 
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_ ARE YOU CASHING IN ON 
THE HEATING SEASON? 












cf Fevtre yi? nesses DIAMOND 
meat DIAMALLOY 
Featherweight Adjustable 
WRENCHES 
‘etail 
‘will 





Sinclair Radiator Shields sell on sight. Housewives are buying 
eight them for every room in their homes for cleaner heating and to 
save their drapes and walls. 


Adjustable to fit any size of hot air register. Wall and floor 








pol- models. Handsomely lacquered, steel construction. 

rage Attractive counter displays available with orders. 

—all Order from your wholesaler or write to 

tive 
Cass Avenue and Broadway 
ST. LOUIS 6, MO. 








HEAVILY LOADED DRAWERS 






BALL BEARING 


DRAWER 
SLIDES 





A tool for the particular mechanic, made by 








— - f 7 one of the largest manufacturers of war time 
capes oj I tools for the government. 
<oage —— Drop forged from special alloy steel care- 
jibe. fully hardened and tempered, individually 
‘a tested, wrapped and sealed in individual 

cartons. 

Write for our new fool catalog. 

es for re~ No. 361 Drawer Slide 
e should e Large, heavy drawers pull out at a touch. M O N D C A 4 K 
portman BIG No sticking or jamming. 
n Blades 





= | me 6 HORSESHOE CO. 








ics, etc.) closet drawers, easily reached. . 
; Blades. a Tagg om © Drawers easily lifted out, but cannot fall 4610 Grand Ave. Duluth, Minn. 
nanan eae ; out. 
li abi- 
ts, slide-out © Standard lengths from 15” up. 
. CO. meen. WRITE FOR BULLETIN No. 39-30 









19, WMinois 








ra GARDEN CITY PLATING & MFG. CO., INC. 
| Street OGDEN BLVD. & S TALMAN AVE. - CHICAGO 8, ILL. 
E AGE 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. : 


| Tehing the 
“TAKING THE MYSTERY OUT OF Mystery 





BUILDERS’ HARDWARE” Out =. s 
uILD 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY BARDWARE 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Cardboard-Bound Edition Has Been Made Avail- 
able At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 


agen w. snownert 






Coen om 
aoe 


Aublered by WAROWARE AGE 








If you are one of the many hardware men who have always 


Here are some of the features and wanted to know more about Builders’ Hardware—and how to 
profitable ideas In this book that will make more profit from its sale—but could not because of the lack 
mean more dollars for you! of information on this subject—“TAKING THE MYSTERY OUT OF 

BUILDERS’ HARDWARE” is the book for you. 
220 pages—page size 8/2 x Il inches— 

sturdily bound to withstand hard usage. You will get the benefits of the author's, Adon H. Brownell, life- 
How to bring prospects into your store. time experience in successfully selling, buying and manufacturing 
Suggestions on making bids that will mean Builders’ Hardware. You will be shown how to quickly and easily 

more sales and profits to you. set up a Builders’ Hardware department capable of servicing all 
How to cash in on the sale of replacements the needs of your community. 


end “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


A working Blue Print, size 25 x Il‘ inches, The experienced architectural hardware consultant will want 
Glossary of more than 300 Technical this book for its use as a handy reference work. The beginner will 
Builders’ Hardware Terms, Cross Refer- want it as a text book to use as the only complete home study 
ence Inder, etc. course in this subject ever published. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- Your clerks, too, should have this new book. They will become 
ware Display Rooms. more valuable to you and more valuable to themselves by read- 








ing and studying it. 





MAIL THIS COUPON TODAY! 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 


Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 
here ...., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per 
copy in Canada and Foreign Countries. 


IS <0. 8 ood «less acca aR eMeMe all tore Wl atau ak hak area ee: «oa a ow serake de edhe Sinteke:.« o/m Rk PRE a Oe 
Re ote ae Gee ad. wvlaseudchanssaneiee a eve rte rs 


([] Check here if you enclose payment, in which case we pay postage. 
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For 65 years, Porter Cutters have been almost 
self-selling. Performance has persisted in adding 
luster to the name. Today, a given Porter Cutter 
is recognized as the preferred tool for the pur- 
pose for which it was engineered. 


H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER 4c 











Yes, we’re back on the job... again filling the 

= needs of people who insist on sure, depend- 

“ able USALITE Flashlights and Batteries. 

)2 Very much in evidence in the USALITE line 

: » is the experience of many years in quality 
maf > flashlight and battery manufacture .. . plus 

s the added knowledge gained in supplying 
huge quantities of USALITE Flashlights and 
Batteries to our Armed Forces. 

There’s profit, customer satisfaction in sell- 
ing USALITE Flashlights and Batter- 
ies. Order from your jobber today. 

“A” & “B" Batteries for Portable Radios 









SwiveL: 
HEAD 

FLASH- 
LIGHT. 
AN EX. 
CLUSIVE 
USALITE 
PATENT. 
NO. SW-22 








NO. 75 CELL 
FRESH DATED! 


FLASHLIGHTS oeeee BATTERIES 


UNITED STATES ELECTRIC MFG. CORP. Factory and Exec. Off.: New York 11, N.Y. Branch Off.: Chicage?, Ili. 


1946 





FEBRUARY 14, 


Simply Show Customers 
&) HOW ONE EXPANSIVE BIT TAKES 
‘A THE PLACE OF MANY OTHER BITS 


AND — Conn. Valley Expansive Bits 
Make Good Work Easier, because: 






1. Easier Cutting, smoother holes. . . result of spur 
on head 







. Positive pull given by no-clog point threads 


3. Non-slip cutter...result of clamp under tension 






4. Keener edges... handsharpened 






5. Wright type has direct, micrometer adjustment 


FORSTNER -tux BITS 


For Boring Any Arc of a Circle 










Sell pattern-makers and woodworkers. This 
bit is especially suited as it bores accurately 
leaving a polished hole. Furnished in hand 
brace shanks, from %” to 2”, and in 
machine shanks from 4” to 3”. 
















The Home of Expansive Bits 







One Takes the Place of Many 
Other Bits 




















i jai i 

























FAST SELLING Because 
They Are FAST CUTTING 


® Pulpwood @ Mine Timber 
‘@ Poles & Ties © Firewood 

For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 


Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 


































[Petroleum Solvents 


Plant and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp. of Canada, Ltd., Dominion Square Bidg., Montreal 


SILOO Fuel Oil Tank Solvent cleans 
clogged pipe lines, oil strainers and 
burners quickly and economically 
—is safe and easy to use. 


CORPORATION 











| (NOW AVAILABLE! 
HAUCK FLAME GUNS 


for burning weeds, brush, etc. 


Every farmer, fruit grower, estate owner, poultryman, nur- 
seryman needs this HAUCK FLAME GUN. Destroys weeds 
and brush along fence rows and irrigation ditches. Splits 
rocks, burns tree stumps, sterilizes poultry houses, and has 
hundreds of other uses. Easy and inexpensive to operate. 











Burns kerosene. Does the work of 4 men. Thousands of 
satisfied users. This is a real quality product, engineered 
and manufactured by the largest producer of flame guns. 
The HAUCK FLAME GUN offers good profit pos- 
sibilities for alert dealers. Write today for 
pl te infor ti 





HAUCK MANUFACTURING CO. 
127 TENTH STREET * BROOKLYN 15, N.Y. 
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I'll Be Back When My 
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Bigger Job Is Done 


CHORE GIRL will be back again— 
when copper is available for clean- 
ing use. In the meantime, don't | 
forget her. Your customers won't. | 

After the war, housewives | 


AW 








CHORE GIRL ite rr nom He 


METAL 


will appreciate this famous 


TEXTILE CORPORATION 


Grange N. 4. 





| 











Hold-E-Zees do 
the job better, 

faster. They excel 
wherever screw- 


drivers are used. ~S 
Gripper instantly re- 

leased by spring action, 

sliding up out of way when 


not in use. Highest quality ma- 
terials throughout. 
UPSON BROS., INC., 86 Exchange St, Rochester 4, N. Y. 














For PEACE 


and PROSPERITY 


— BUY BONDS 














Bridgeport 





Keep your eye on 


. . . for new ideas in scissors and shears 
that set a new pace in sales! 


ACME SHEAR co. 































BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 


We aim to keep BENGAL’S Colors-in-Oil the 
finest colors in America. High tinting strength, and 
true tones. 

Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In %-pints and 
quart cans. 


FRE Write TODAY for free 14-pint sam- 
ple and dealer prices and discounts. 


Jobbers—Write for special offer 
BENGAL CO., 214 St. Nicholas Ave., N. Y. 27, WN. Y. 
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A PROFIT MAKER AS 
IN, 


STOVOIL 


REMOVES 
RUST 
PREVENTS 
RUST ON 
GUNS—TOOLS 
SCREENS 
STOVES—OVENS 
ALL METALS 


Ask your Jobber — or write 


SUPERIOR LABORATORIES + Grand Rapids 4, Mich. 


CLEANS 
POLISHES 


Liberal discount 
















On and Off in a Jiffy 


WITHOUT REMOVING 
MOTOR FROM BOAT 


Fishermen buy it on sight! An 
entirely new type trolling plate 
that gives slower speed while mo- 
ter runs faster and surer. Fits all 
motors. Nothing complicated, no 
changes to be made. Thousands of 
enthusiastic users. Adv 

national sportsmen publications. 


U.S. PAT. NOS. 
2,226,007 
2,265,625 









* Retails for only $1.00, giving 
dealers a neat profit. If your jobber can’t supply you, write us. 


PETERSON SALES COMPANY 


382 N. E. LINCOLN 


MINNEAPOLIS, MINN. 

















t AGE 







EXPORT OFFICE 
NEW ORLEANS 





c—— 
. LEVELS 
Adjustable T ype 


FITTED WITH 6 CAT’S EYE VIALS 
ss OTHER LEVELS FOR EVERY USE 


HALL LEVEL & MFG. WORKS 
1119 E. 4th ST. — AUSTIN, TEXAS 







Tesoe wane Oot veane 





bec ~ 
PRECISION LEVELS 
arr 


a 


















A PROFITABLE FAST-SELLING 
ITEM FOR HARDWARE 
DEPARTMENT AND CHAIN STORES 
KLEE outstanding success 
in hardware and 


houseware departments. Colorful 
moulded plastic. Rustproof. Fits any 
faucet. Instantly purifies drinking 
water and makes it crystal clear. 
Not to be confused with an ordinary 
wire strainer. 


THE FILTER-KLEEN MFG. CO. 


314-322 Chelsea St., Everett? 49, Mass. 


FILTO-KLEEN for 7 
years has met with 


TO 
Fit /\\ 


FILTO-KLEEN filter 
with 1 doz. filter pads 
retails for $1.00. 
(Adapter for smooth 
faucets, 25¢ extra.) 
Refill pads, 6 doz. 50¢. 











—— ae 


VYMAKER : 


Genuine Pin-Tumbler 


PADLOCKS 
800 900 


114" across case 1%” across case 


SLAYMAKER LOCK CO. 
SINCE 1888 © LANCASTER, PA. 
World’s Largest Padlock Producer 












PRUNER #60-9” (illustrated) 


All steel construction. Cutlery steel blades, 
heat-treated. Tool steel hooked anvil. Hollow 
handles of hammered, hardened steel. “Shake- 
proof” lock washerassembly. 

opening safety latch. An excel- 
lent general purpose pruner. 


gardeners. 


set cutting blade, sturdy ash 
dous cutting leverage. L 
and 30”. 


“Lopwell’”’, long-handled 4 


OTHER 
BERNARD PRUNERS 


Parrott head type 415-6”. 
Bs _ Ideal for flower garden use 
and light pruning. Just the thing fo 


runer #75. Off- 
andles, tremen- 
engths, 20”, 24”, 26” 










PRUNERS — 


Once again BERNARD pruners are avail- 
able. The same fine quality that has earned 
BERNARD its reputation for quality. Ship- 
ments are going forward as rapidly as pos- 
sible. Order immediately through your 
jobber for early delivery. 


BERNARD 


WM. SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 
1002 Chapel Street, New Haven 9, Conn. 





‘or women 
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YEAR-ROUND PROFIT LEADERS 


from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There’s 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 

Nott Products offer you 
easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 

Check your stock, and 
order NOW—don’t lose this 
chance to make easy profits. 


Their ian Meal 
gat-Not 
WlOl Uh 22 \Tey c 

moLe-NOTS 
RAT-NO 
T- 
PASTE 
ROACH-NOTS 
ANT. x 


We Help You Sell with free 
mets ond electros, displays 
that STOP your customers. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 


Write for latest Catalog Sheet. 
Dealer and Jobber Discounts. 
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MAKE SURE 


| 


OF 
MORE BUSINESS 
NOW ! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1860 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 per M. 


9952 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $11.00 per M. 


4613 Hardware Retailers whose sales are 
$20,000.00 to $30.000.00 Annually. 
For $11.00 per M. 
17426 Hardware Retailers whose sales are 
less than $20,000.00 Annually. 
For $11.00 per M. 
31991 Hardware Retailers (Complete List). 
For $10.00 per M. 


9970 Lumber Yards 
For $11.00 per M. 
793 Department Stores handling Hardware 
and Housefurnishings. 
For $11.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names and less than 10,000 
are purchased, the price is $12.00 per M names; 
when less than 2000, $14.00 per M. 

All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 95c per M for the cards. 

We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 


HARDWARE AGE 











CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 


@ Here are five big favorites from the CHAIN FITTINGS 
—— line of — — Sprayers CLAW EMERGENCY TIRE CHAINS 
an usters . . . favorites with the con- 

sumer because of their dependability and CLAW WE CARES 
their easy-to-use features... favorites CM LIBERTY COIL CHAIN 
with dealers because of their consumer CM LIBERTY MACHINE CHAIN 
acceptance and demand, resulting in fast 

turnover and more profits. If you don’t CONVEYOR CHAIN 





already stock and sell Dobbins Superbilt . . . DREADNAUGHT TIRE CHAINS 
see your jobber today for the Complete Line! DIXIE TRACE CHAINS 


® DOBBINS MANUFACTURING COMPANY 
* DEPT. 201, ELKHART, INDIANA HARNESS CHAIN 
% 


HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN AGCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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OD SELLS ON Sion, 
“2 A 


PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 





BOOSTS 
woos \ 


STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in Y%4", %” and .” 
TROUBLES 10 sizes. Order through wholesale 

C hardware jobbers. 





COLMBIAN VISES 


THE BEST MADE 


%Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 























Easy to 
Demonstrate 


THREE GOOD NAMES 


1—WARNER Engineering and Crafts- 
manship. 

2—CHROMALOX Electric Heating 
Units. 

3—MINNEAPOLIS-HONEYWELL Au- 
tomatic Temperature Control — 
combined in this fine Heater! 


Write for folder W88, 
to 906 N. Summit St. 






























“The Models 
BEST IN 
p-38 


‘eaeraina” 
Sean Fiend 
Model 34” 
SF-85. 

an 36” 26 $4 a0 










lh round. 
advertised “3 for list 





Nationally 
jobbers L 


D MO M 
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BROODERS 


Low priced, build good will, 
yield excellent profits. 


Send Trial Order for Several Doz. 
“E-CON-O” Sr. 


300 CHICKS Save time and labor; jar ex- 
UST FOR ONLY $goo tends yond base keeping 


M ous erg 4 water clean; safe for medicine. 
lany features of high-price s 
brooders. Circular heating ele- He. 1068 gee Seg moe. 


Fiber canopy 32x32 in. Gal- ment, thermostatic control, fi- 
vanized metal gs, socket ber canopy 46x46 in. Galvanized 
and cord. metal legs, cord and plug. 


ORDER FROM THIS AD - ~ 





“E-CON-O” Jr. 


150 CHICKS 
Operates on light bulb. 
(not furnished) 
No. 569 nat aa base pony. 
36 per carton, wt. 35 Ibs. 








REGULAR DISCOUNTS 
INDIANAPOLIS 6 


NDIANA 


ANDERSON BOX COMPANY 














When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?" 
look in the General Directory Section of the "Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York City 

















or write us for details. 





‘MILLER’S AllWidth BREAD SLICER 
ALL Stainless Steel — Plastic Handle 


Meal-time slicing saves freshness and retains fuller 
flavor. Indispensable for women who bake at home, or 





ae 
> who can buy unsliced baker’s bread. 
a Specially ground thin blade cuts faster, easier and 
d i‘ straighter than any bread knife you have ever sold. gm . 
a , Guide bar adjusts easily for thick or thin slices. Attrac- $950 RETAIL 
wh tive plastic handle, red with black tip. Ask your jobber, Fair Trade Minimum 


HARDWARE AGE 
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AUTOYRE 


BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 








If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole’’— 
you know how a 
leech sticks. 


FLUID CEMENT 


REG. U.S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cement on the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson,Ks. 





















MILL-ROSE Gow sausues 
i Et ALLLG IRL RH 


FINEST QUALITY - + + LOWEST PRICE 


Phosphor-Bronze brushes for cleaning. Bristle 
brushes for applying solvents. All popular sizes 
for rifles, shot guns and revolvers. 





e@ Ask your jobber or write direct, giving his name. 


The MILL-ROSE Company + 1989 East 59th St. - CLEVELAND 
BRUSH SPECIALISTS FOR 25 YEARS 



























AKE 
FOR 90% LESS 
EEEERSS55 
EASILY APPLIED 
DISPLAY CARDS & DISPLAY LOOSE LEAF 
SOLD DIRECT OR THRU JOBBERS 


LET YOUR 
cusromens (EE EE [4444 
THEIROWN EE EE | 4444 
SIGNS | EE E §555 

Lustrous BLACK DORDERS AROUND GOLD 
Stock Binder Free with Initial Order for 

Two to Six Sizes for $20.22—Sells for $33.70 
0 EAL, 2 Fartian , ,.8W 
























jo OF: ST. — £’ 










® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING © SALT WATER FISHING 












FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x !!/-inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete, Black enamel 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 

WEIGHT: 56 Ibs. per set of 

four posts. 


ORDER THROUGH YOUR WHOLESALER 











Immediate Delivery 


CHENEY METAL PRODUCTS CO. Dept. H Trenton, N. J. 














HERE’S A REAL 


SPRING FEATURE!. 





KEES SCREEN DOOR GUARDS os fithtan’ 


Yes, Kees Screen Door Guards are a universally popular seller 
every spring. They protect screen cloth against pushing, bagging 
out, and pulling loose. —— to fit doors up to 36” wide. 


5 


Write for 
KEES 
Catalog 
Today 


F. D. KEES MANUPACTORING CO. 


Box K-8 Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN vey es COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 











FEBRUARY 14, 1946 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





_ *BOXED DISPLAY RATES 
| $8.00 Per Column Inch | 





Set solid, maxim 50 words....... 5.00 
” _p Aiindlhaaiieamitittiliecscccs... . -10 Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
Positions Wanted 5% discount for 4 or more consecutive 
(Special Rate) set solid, maxi wosartagen 
° Saale 7 “0 7 bay — a 2.99 No Agency Commission allowed on Classified 
Each additional word.......... .05 Advertising. 


Allow Seven Words for Keyed Address 
or Your Address 








REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not apoumy or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless” accompanied by sufficient 
postage for g- 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 



























VETERAN, 
EXPERIENCE, Desires Manufacturers’ Lines for 
New Jersey. 
sss. K-444, care of ‘| Acez, 100 


EX-ARMY OFFICER, 
HARDWARE EXPERIENCE desires Connec- 
tion with Manufacturer or Manufacturer’s Agent 
as Trainee in any capacity or Junior-Salesman. 
Single, 
East 
opportunity 
York City. 
WARE AGE, 
N. Y¥. 


10 YEARS HARDWARE SALES 


Large Clientele. Commission Basis. 


New York 17, N. 


5 YEARS RETAIL 


26 years of age, 2 years College. Desires 
Coast Placement but will travel if good 
is offered. Residence now in New 
Address Box K-466, care of Harp- 


100 East 42nd St., New York 17, 
















SALESMAN, VETERAN, GOOD BACK- 
GROUND, 
pliances, Radios and Hardware, is seeking Posi- 
tion with good concern. Willing to travel, desires 
to represent wholesalers and manufacturers. 
ons B. Ross, 
me We 


EXPERIENCED in Electrical Ap- 


Ad- 


910 Park Avenue, New York, 

















NORTHERN CALIFORNIA SALES REP- 
RESENTATIVE AVAILABLE to Established 
Reliable Manufacturer on salary 

is. 
sponsible gentile family man. 
for permanence and 
outline proposition. Address Box K-473, 
Harpware Ace, 

7. BR. ¥. 


and expense 
age 38. re- 
Offer sincere effort 
reasonable return; please 
care of 
New York 


Derienced sales executive; 


100 East 42nd St., 






















WANTED BY LARGE HARDWARE FIR 
IN FLORIDA pr rere : x 
enced in taking off 
answering please state age, 
tional 
Box K-459, care of Harpware Aazr, 
42nd St., 


Hardware Man experi- 
schedules and estimating. In 
experience, educa- 
background and salary required. Address 
100 East 
New York 17, N. Y. 


WANTED YOUNG MAN CAPABLE OF 
HANDLING Window Displays, Interior Displays 
and Advertising for Large Hardware Firm in 
Florida. 
salary required. 
Harpware Ace, 100 East 42nd St., 
17,N. ¥ 


In reply state 
Address 


age and 
care of 
New York 


experience, 
Box K-458. 














full 


particulars. Address 
Harpware 
3... F 


SALES REPRESENTATIVES WANTED. 
calling on Hardware Store Buyers, with Complete 
Line of Raincoats and Sports Rain Jackets. 
mission basis. 


Give 
care of 
New York 


Mention territory covered. 
Box K-461, 


Ace, 100 East 42nd St., 
















262 








RCRA SING SALES-EXPORT EXECU. 
TIVE 


AILABLE on reasonable notice. 
om, and industrial 

supplies, construction earth 
v purchasing agent on $30,000,000.00 proi- 
ect. Prefer ow willing to 
serve as assistant os _— — —— 
one contemplating ing . wo yore. ot 
interested in light hardware lines but willine to 
locate anvwhere. ress Box K-411. care of 
eA Ac. 100 East 42nd St.. New York 








SALES MANAGER—ASSISTANT SALES 
MANAGER. Need ‘two Live Men To Increase 
Hardware Specialty Sales for Old Established 
Firm near Chicago. Some field work. Good 
future. Write fully, giving starting salary. Ad- 
dress Box K-472, care of Harpwarz AGE, 100 | 
East 42nd St.. New York 17, N. Y. 


SALESMEN WANTED CALLING ON POP- 
ULAR HOMECRAFT SUPPLY DEALERS 
and Paint Stores to sell Beam Compasses, retails 
for $3.50, Stencil Knives, retails for 25 cents, 
aiso All Metal Pencil and Knife Combination re- 
tails for $1.25 for Drattsmen, Patternmakers and 
Photographers. Exclusive territory and liberal 
commission. Apply Mark Specialty Co., Dept. 
- A. 14, 406 ‘Temple Building, Rochester 4, 
i Oe 





TEXAS SALESMAN WANTED TO CALL 
ON Hardware, Mill supply, Electrical and Plumb- 
ing Jobbers for Nationally Known Manufacturers’ 
Agency. Our lines are established in the South- 
west. Salary and expense basis. We are interested 
in obtaining your services only on a full time, 
long time basis. We prefer that you live in the 





Southwest. Address Box K-460, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 
a. Be 


SALES MANAGER WANTED by Well 
Established Eastern Wholesaler of Hardware and 
Electrical Appliances. Also a few good terri- 
tories open for good salesmen. Give full details 
in your letter. Address Box K-476, care of 
aR Ace, 100 East 42nd St., New York 
Je Me Be 





WANTED-—-EXPERIENCED_ RETAIL 


| HARDWARE SALESMAN with Builders Hard- 


Must be able to merchandise 
contact contractors and 
Ray Myers, Secretary. 
Decatur, Illinois. 


ware Experience. 
hardware department, 
architects. Write H. 
Morehouse & Wells Company, 








LINES WANTED—HARDWARE OR 
HOUSEWARES. Complete Representation on 
Good Lines to Reliable Manufacturers, straight 
commission basis. Territory: Llinois, Indiana, 
Kentucky, Western Ohio, also Michigan excepting 





Detroit. ART WEST, 409 Robert Ave., Rock- 
ford, Ill. Phone Main 7643. 
MANUFACTURERS’ AGENT SEEKS 


HARDWARE MILL SUPPLY AND SPE- 
CIALTY LINES Metropolitan New York and 
Middle Atlantic States. Twenty-two years in ter- 
ritory as hardware, tool and kindred lines sales- 
man. Former retail hardware dealer. War ser- 
vice as chief expediter on restricted government 
project. Commission arrangement only. Address 
Box K-455, care of Harpware Ace, 100 East 
42nd St.. New York a. & Fe 


DUTCH ALLROUND EXPERIENCED 
SALESMAN with excellent relations in Europe, 
perfect knowledge of French, German, English and 
Dutch Languages, desires Sole Representations 
for sales and purchases in Europe or other parts 
of the world, in charge of reputable Manufacturers 
of all kinds of lines such as Iron & Steel, Hard- 
ware, Housewares, Tools & Machinery, Sheet- 
Metalware, Galvanized and Enameled Wares, 
Welding Lines and Materials in the widest sense, 
needed by Hardware-Jobbers, Shipbuilders, Engine 
Works, Construction Iron-Shops a.s.o. Or eventual 
Position as World Sales Representative. Please 
write to Leon Vogels, Laan v. Nieuw Oosteinde 
218, Voorburg n. The Hague (Holland). 


DANISH AGENCY AND WHOLESALE 
FIRM in Hardware Wants Agency for American 
Manufacturers and Exporters for Denmark— 
possible buy for own account. Please write 
““Hoveco” Weber & Sorensens, Reklame-Bureau, 

| Aarhus, Denmark. 


CANADIAN SALES REPRESENTATIVE DE- 
SIRES TO CONTACT AMERICAN MANU- 
FACTURERS who wish to export to Canada. Has 
good connections with the Canadian wholesale and 
retail hardware trade and also the leading mining 
and paper companies. Address Box K-468, care of 
Hardware Age, 100 East 42nd St., New York 17, 
N.Y, 


BRAZIL—RELIABLE SALES ORGANIZA- 
TION ACCEPTS REPRESENTATION on com- 
mission basis, for hardware, raw materials, tools, 
screws, nuts, bolts, wires, automotive tools and 
access. Please write to Inter Comercial e Indus 
trial Ltda.—Caixa Postal 52—S4o Paulo, Brazil. 








SALESMAN HANDLING LINES OF IN- 
SECTICIDES AND WAXES Covering Metro- 
politan New York Area is seeking Additional 
Items for hardware jobbers, independent stores 
and housefurnishing trade. References available. 
Address Box K-477, care of Harpware Acr, 
100 East 42nd St., New York 17, N. Y. 





OLD ESTABLISHED ORGANIZATION LO- 
CATED NORFOLK, VIRGINIA, Wants to 
Represent Manufacturers in the sale and dis- 
tribution of Hardware, Paint, Housewares, Stoves, 
Electrical, Plumbing, etc., in Virginia and Caro- 
linas. We can handle selling, warehousing, ship- 
ping, and delivery. Rated Dun and Bradstreet. 
Also interested in jobbing. Address Box K-474, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURERS’ AGENTS OPENING 
SALES ORGANIZATION on Pacific Coast. In- 
terested in Representing Lines of Merit. Twenty 
years’ experience in field contacting both Whole 
sale and Retail Trade. Address Box K-463, care 
of Harpware Acr. 100 East 42nd St., New York 
17, N. Y. 





LINES WANTED. Hardware. Housewares. 
Aluminum Ware. Small Electrical Items. Hickory 
and Ash Handles, to sell to jobbers, large hard- 
ware dealers. farm variety stores on com- 
mission in Oregon, Washington and Tdaho. 2° 
years’ hardware selling experience. Can furnish 
the very best of references. Address Box K-475. 
care of Hanvware Ace, 100 East 42nd St.. 
New York 17. N 





a WANTED FOR NEW ENGLAND 


Hardware Automotive, 
and Chains. 
Dun 


and rated. 
Sales Ce., 


Bradstreet 
610 Newbury St., Boston 15, Mase. 





COLOMBIA AND PANAMA MARKETS.— 
Manufacturers’ Agent with United States refer 
ences offers complete Sales representation for 
Colombia and Panama Republics, commission 
basis. to manufacturers of —— hardware. 





Colombia Republic. 


HARDWARE AGE 
























Classified Opportunities Section... 








MANUFACTURER’S AGENTS WANTED 
in all States East of Mississippi by Established 
West Coast Wheel Goods Manufacturer now en- | 
gaged in national advertising campaign. Must be 
established, substantial representatives having con- | 
tacts with major toy and hardware jobbers, Ap- 
ply giving full information on experience and 
background and lines now handled and territory 
covered. Address Box K-462, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 
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SALESMEN WANTED — CHROME CABI- 


NET HARDWARE FOR PROMPT SHIP- 
MENT. RETAIL HARDWARE AND 
LUMBER DEALERS. MEN MUST HAVE 
GOOD ACQUAINTANCE WITH THIS 
TRADE. TERRITORY OPEN OHIO, INDI- 
ANA, ILLINOIS, WISCONSIN. IMPORTANT 
TO STATE EXACT TERRITORY NOW COV. 
ERED, FOR HOW LONG, AND LINES NOW 
CARRIED. ADDRESS BOX K-464, CARE OF 
HARDWARE AGE, 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 





pert yrtrery FIRM, ESTABLISHED MANY YEARS, 


OF neew AGE, 100 EAST 42ND 8T., NEW 
YORK 17, N. 








MR. MANUFACTURER 
DO YOU WANT VOLUME SALES? 


We are Manufacturers Representatives calling on the 
Wholesale and Retail Hardware, Lumber and Building 
Material Dealers and Can Produce Volume. We are 
able to place New Items of Merit. Write at once to 
Box K-467, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line of Leather Dog 
Furnishings and Paint Brushes. All 
territories open. State full particulars. 


Address Box K 450, care of oy? gg aes 
100 East 42nd St., New York 17, 








WANTED 
SALES REPRESENTATIVES 


To cover Indiana, Illinois, Wisconsin, Missouri, South 
and Southeast Carrying Line of Items for Wholesale 
Hardware Trade and Items for High Class Gift Shops. 
Commission basis. Write advising territory desired 
and experience. 
Address Box K-471, care of ee tate J AGE 
100 East 42nd St., New York 17, 











ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver St., New York 4 
with its established world wide sales 
organization solicits offers of manu- 


facturers of electrical appliances 
and houseware lines. 








SOUTHEASTERN MANUFACTURER'S 
REPRESENTATIVE NEEDS TWO MORE 
HARDWARE LINES for North Carolina, South 
Carolina, Georgia, Alabama and Florida. Complete 
and aggressive coverage. Regular contacts, wide 
experience in sales training, thoroughly familiar 


1 with the south. Address Box K-457, care of 


Harpware AGez, 100 East 42nd St., New York 
7, a Ek 


GAS RANGE ACCESSORIES 


AVAILABLE NOW 


WE BUY SURPLUS OR.. DISCONTINUED 
PARTS. CONTACT US. 


REQUEST OUR PARTS CATALOG #146 


A. Lesser, Inc., N. Y. C. 9, N.Y. 

















Distribution—Present and Postwar 
Established—Reliable—Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
New York - Phitadelphia - Detroit - Chucage - Cievetand - Louisville 
Covering ali classes of jobbers. We will carry the 

accounts or you cap bill direct 








Write for further information ond references 








PACIFIC NORTHWEST AND 
ROCKY MOUNTAIN STATES 
An Able and Active Agency 
Established Connections 
Complete and Faithful Coverage: 
Industrial 
Hardware 
Automotive 


FREDERICK JOHNSON COMPANY 
Manufacturers’ Agents since 1929 
Branch Smith Tower 
Denver, Colo. Seattle, Wash. 











NEW PRODUCT 
WANTED! 


A-A-A-| manufacturer with 85 salaried full time 
representatives covering every town and city in 
the U. S. calling on paint, hardware, syndicate, 
variety and department stores, desires exclusive 
representation of an additional item prefer- 
ably in— 


HOME DECORATION HOME[SPECIALTIES 
HOUSEWARES PAPER PRODUCTS 


We are not jobbers, now have only two prod- 
ucts and want one or two more good sellers. 

We have three warehouses strategically lo- 
cated from coast to coast from which we ship 
our own merchandise, sales volume of which is 
in excess of $5,000,000 a year. 

Correspondence invited from reputable manu- 
facturers or individuals who have a product 
needing intelligent merchandising and develop- 
ment for profitable sales. Interested only in 
an exclusive tie-up. 


Address Box K-470, care of ge I AGE 
00 East 42nd St., New York 17, N. 


FOR SALE—WESTERN INDIANA RETAIL 
HARDWARE STORE, Established 104 years. 
Large corner three story brick building, for sale or 
rent. Did $66,000 business in 1945. Inventory 
and fixtures $30,000. Reason for selling, present 
owners wish to retire. Complete information to 
qualified buyer. Reply Box K-436, care of HaArp- 
~ Ace, 100 East 42nd St.. New York 17. 





MANUFACTURERS’ AGENTS WANTED 
IN ALL STATES WHO CARRY ACCOUNTS 
EXCEPT VIRGINIA, NORTH CAROLINA, 
SOUTH CAROLINA, TENNESSEE, KEN- 
TUCKY AND ALABAMA. CONCRETE 
BLOCK MACHINES, RETAIL $139.50. rot 


vi 2109 CAMILLE AVE.. RICHMOND 





FOR SALE 
POLISH JOBBER AND WHOLESALER 


Standard and Advertised Brands. Est. 
1899. Wonderful opportunity for Ex- 
soldier. Reason for selling, other interests. 
Address Box K-465, care of HARDWARE AGE 
1@0 East 42nd St., New York 17, N. Y. 








MANUFACTURERS DESIRING POST-WAR TRADE 
AND REPRESENTATION IN AUSTRALIA 
Representatives of Ayers & James Pty. Ltd., 
with Branches in all Australian States, will be 
visiting the U.S.A., in March, with a view to 
Contacting Manufacturers desirous of Export 

Trade to Australia. 
Address Box K-456, earo of panewane —_ 
100 East 42nd St., New York 17, N. 











FIRM OF MANUFACTURERS’ REPRESENTA- 
TIVES IN COLOMBIA, SOUTH AMERICA, 
WISHES TO SECURE AGENCIES 
for Colombia on a Commission Basis for 
U. S. Manufacturers of Hardware and Ma- 
chinery, and Similar Products, Unimpeach- 

able Standing. Excellent — 
Interested please wr 
Capps & Parra Ltda., pn “Aaree 4754 
Bogota, Colombia, South America 








ADDITIONAL ITEMS WANTED 


SUCCESSFUL ESTABLISHED MANUFACTURERS 
AGENCY, FOUR SALESMEN, INTERESTED IN 
ADDING QUALITY REPEAT LINES, CONSIDER 
ANY PART OF QHIO, INDIANA AND MICHIGAN. 


HEADQUARTERS TOLEDO, OHIO 


Reply CAM NORTON COMPANY, Inc. 
2261 GLENWOOD AVENUE, TOLEDO 10, OHIO 




















WANTED AT ONCE! 


Firm or Individual to Buy 
Hardware on Commis- 
sion Basis for Large 
Canadian Store. 


Write Box K-469, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Stating References and Rates of 
Commission 











FEBRUARY 14, 


1946 




















Sell the Perfected : 
2-4D WEED KILLER 


Weedeath aaeiouee 
| EASY 10 mix! EASY TO USE! FASY T0 SFLL! 


Packaged in Popular Sizes — WRITE OR WIRE DEPT. (T) NOW! 


HOWARD HANSON & CO., BELOIT, WISCONSIN 


Agricultural Chemicals and Hormones 











‘‘VITAL CAULKING GUNS 


HAVE NO EQUAL" 







Since 1912 these Orig- wu (“tw - Peroe FO 
inal Glazing and Caulk- ‘ (a —_ 
ing Guns hove ‘main- i 
tained their quality and 
leadership. Unsurpassed for use with cartridges or 
bulk material. 


A GUN FOR EVERY NEED 


All styles and sizes. Leakproof, easy to fill and operate. 
They help you sell caulking compound and plastic material. 
Repeat sales tell the story. Write— 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. 


Cleveland, Ohio 





SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 





BROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. (No exposed stitching to deteriorate.) Has 
bill divider, 2 utility pockets, replaceable 8 window pass card 
holder. No, 412L155 new low victory price $7.80 per dozen. 





WHOLESALE DISTRIBUTORS SINCE 1993 
217-225 W. MADISON STREET « CHICAGO 6 








& FLOORS - CREATE QUIET | 


Leok for name 
“Domes of Silence” 














Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Fleors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








' 
Aik your Jobbe 


OMES of SILENCE | 














MAKE MONEY FROM WEEDS! | Qudex Se Adwentinera 


A D 
Abesto Manufacturing Corp. .... 224|D-O Decal Company ............ 26! 
Ackermann-Steffan & Co. ........ 252 | Dalglish & Company, J. M...... 105 
BAIRD. TROGE GOs occccccsiccccases 256 | Damascus Steel Products Corp... 258 
Adirondack Chair Co. ........... 218 | Dearborn Stove Co. ...........-. 238 
Aermotor Company .............. 73 | Decatur Pump Co. .............-. 178 
Alabama Manufacturing Co. ... 229| Delaval Separator BRE cc ccelokeg: 
Albert Lea Foundry Co............ 34 | Delco Appliance Div. .. - 
Allen & Ge. e., S._ b...ccccocs 143 | Diamond Calk Horseshoe its cos 253 
Allen Mig. Co., W. D........... 232 | Dobbins Manufacturing Co. ..... 259 
Aluminum Company of America.. 246| Domes of Silence ................ 264 
Aluminum Cooking Utensil Co... 98| Dominion Electrical Mfg., Inc... 
Aluminum Industries, Inc. ........ 79| Dow Chemical Co. .............. 147 
PORRIGE GOs co ccescccccsccsscccs 220 | Drake Electric Works, Inc. .. 142 
American Cabinet Hdwe. 7 138 | du Pont de Nemours & Co., Inc., 
| American Chain & Cable Co.. 116 E. I.—Nylon Bristles 56 
American Crayon Co. ......... 217 | DuPont Semesan Co., Inc. . "80, 205 
American Floor Surfacing Mach. Durbin-Durco.... iaceen . 219 
Mb: - Gidbsecacsmnteibchscanabs-wuss 238 
American Pad & Textile Co....60, 103 E 
American Safety Razor Corp.... 161 | Eagle Lock Co. bonnes, ae 
American Steel & Wire Co. ...... 65| Edin Electronics Compan y +L) 
American Thermos Bottle Co., The 48/ Edison General Elec. Appliance 
American Wire Fabrics Corp. .. OE, Mi EG svidsacesssesesacsaweecs 32 
- Ames Baldwin Wyoming Co... a 2 rere rrr ee 
MmBweeR GAs GSO. cccsccccesccses 260 | Electrite Fence Co. ........... . 3% 
Arbee Products Co. ............. 41 | Electro-Line Products Co. bs 88 
Archer-Daniels-Midiand Co. ..... Estate Stove Co., The tina ae 
Armstrong Bray & Co............ 221 
—s, meee ae Co..... "i 2 4 F 
Asbestos Textile — nc... 228/| Ferry Cap & Set Screw Co. ..... 183 
Asco Chemical Co. ............. 218| Filter-Kleen Mie. Ge. ...... 257 
Associated ae Growers, Inc. 195 | Fireline Stove & Furnace Lining 
Atkins & Co. EC. ............. 5 (aoe 100 
Auto Arc-Weld FManufacturing « Co 108 | Firestone Industrial Products Co. 59 
Automatic Products Co. ........ 239| Flexible Steel Lacing Co. ....... 219 
Autoyre Co., The ...........+.++ 261 | Florence Distributing Co. ....... 229 
Formica Insulation Co. .......... 68 


Forsberg ee SS ee 
Frick-Gallagher Mfg. Co., The... 212 


8 
Baker Manufacturing Co. . 142 —— Div., General Motors 
Bassick Co., The ......... ~ 5 Seren crear . 
Behr-Manning Corp. ... . 242 Fulton Bag & Cotton Mills ....... 203 
SEE GS savanecéeeecss sakes ee 
eee, Semen Ce. sdabeed = } 
erry Manufacturing Co., H. J.... 239) 
Bissell Carpet Sweeper Co......... 230 | Serden City rating & e- oe 
Echos Gn. the 213 | Garrett Co., Inc SS ee 19 
no soggy Sones Pag a aaa 249 _ Div., American Sosety Razor - 
wor rer 7 9 nena Squlppaiaaaaammamienad B.A ar ee a 
Old English Products 4 General coe Co. os 
Plastic Wood Div. .......... 17] tome Di. te ete 
Three-In-One Oil ............... 186| General Motors Corp., Truck & 
Briddell, Inc., Chas. D........... 1 |“ Ceach Div. ......... geeeee 45 
Bridgeport Brass Company . . 245 Gephart Mfg. Company .... " 261 
Bridgeport Hdwe. Mfg. Corp. | Gilbert Clock Co., William L... 94 
Oerent es Glad Rag Products Corp. . oe U2 
i & Stretton ¢ Corp. seeeeeees a Globe Sporting Goods Mfg. Co... 60 
Buffalo Fo mg eat Goldweber, Bernard ........ .. 208 
Bur rgess Battery Co. 209 y mars gh —. oo 
hemical Products Co. acct wt ee a 
— Neck Saw Manufacturers, 
i ieee rere .. 152 
c | Greenlee Tool Co. ............... 201 
Camillus Cutlery Company . 165 H 
“a & Carbon" Chemicals 72 | Hagn Ci SE ov onnctdinvadecs 264 
Carborundum Co. ..........008- “10-11 + nag & ly Works....... = 
Carlson & Sullivan ......... MN) asec ag ORT 
Cavalcade Industries, Inc new meng | Paint & Chemical Co. fo 
4 . 106, 208, 216 landess Company ............... 
Champion Lamp Works ......... 244 oo & iy sagen sks EAS = 
Champion Motors Co. . " 934 ae — i a higairaatae Reales 5 
Cheney Hammer Corp., Henry i Builders’ Ha 254 
Cheney Metal Products Co. ..... 261 Direct Mail Reee Se dtasas susdcees 258 
Chicago Wrest & Mig. Co. ..... 27 Hauck Manufacturing Co. ...... 256 
Chisholm-Ryder Co. ............. 209 H oe eee Wire Wk | 
Cincy Products Co. ......... ; 239 | Hazard Insulated re B.- 2+. 76 
Clark Mfg. Co., J. L. 234 | Hodell Chain Co. ............... 2 
Clark Co., J. pelea kas 5 Hoppe, Inc., Frank A. .......... 229 
Clayton &' Lambert Mfg. Co..193, 240 | Hudson Mfg. Co., H. D. .......... 38 
Clemson Brothers, Inc. ........... 150 
Cleveland Cap Screw Co. ....... 97 ! 
Cleveland Chain & Mfg. Co..... 159| Ideal Brass Works ............... 240 
Cleveland Model & Supply Co.... 260 | Industrial Management Corp. ... 104 
re oy FP 63 | Ingraham Co., The E. ........... 160 
Collins Company ................ 158 | Inland Manufacturing Co. ....... 242 
Collins & Co., Geo. F. ae 216 | International Appliance Corp.... 76 
Collot Supplies, A. M. “eens 218 | Irwin Auger Bit Co. .............. | 
A b astings 
_. Pease 146 J 
Columbian E gq & Stamping Jackson Manufacturing Co. .... 232 
cola aes — Senceasesanests = —. . —- ee 70 
columbian Rope Co. ......... , oart Manufacturing Co. ........ 17 
bian Vise & Mfg. Co. . 260 | Joh Steel & Wi Inc. . 21 
par aang McKinnon Chain Corp.. 259 Jed id Co., , A, H. a me oat ” 
Congress Die bays hy ~- . 229 
Connecticut yenev. fg. C 255 K 
Consumers ae Ay a Fe SP | cn icdeercakb bean adensns 225 
Cook Co., ar 218 | Kaul Importing Agency, Inc., Leo. 250 
coreie Gibines SGN DAs. cccovess 61 ag Soneuy regtiengnanwede 213 
PG, Wise W crcsedeveecossecde 30 | Kees Manufacturing Co., F. D. . 26! 
Corning Glass Works ............ 47 | Keystone Brass & Rubber Co. .... 100 
— Gentleman, Curtis Publi. - = & om Mathias ............ 86 
Dh c.decansbeesetstnagesncnseunse nape & Vogt Mfg. Co..... ..... 145 
Covert Manufacturing Co. ....... 89 | Koons Beebe hAeendiahen, One... .. OFF 
Crescent Bronze Powder Co. 189 | Koppers as Inc. . Seis ae 
WEED. MEL. Goncetecccodces 54|Kyanize ...... F ieee ae 
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. 31 
Larson Co., Charles O. . 250 
Lasting Products Co. ....... P 197 
Leavitt Machine Co. ....... .. 265} 
Leech Products Co. .........-.... 26! 
wg Ree ee 157 
—_ Engineering & Mfg. Co., 
8 7, SER Ee 15 
Libbey: Owens-Ford Glass Co. 3% 
Liberty Distributors .............. 113 
Lincoln Engineering Co. ......... 87 
Lindemann, A. J., & Hoverson Co. 107 
Lionel Corp. dkenianareis .26-27 
Lockwood Resdeinns Mfg. "Co... 19 
Lowe Brothers Co. .............. 42-43 
Lufkin Rule Co., The : 206 
Lustrolite Cleveland Corp. 94 
M 
Magor Car Corp. .............. 207 
Majestic Tool Manufacturing Co. 252 
_ ko 2 eer ee 236 
Marshalitown Trowel Co. ........ 261 
Mason-Williams Co. ............. 235 
Master Metal Products, Inc. .... 252 
Master Rule Mfg. Co., Inc........ 62 
McCormick & Co., "Inc. (Red 
PI MIO cidtins idusesscesons 35 
McGill Metal Products Co. ...... 223 
McRoberts & Tegtmeyer 2 


Mercury Aircraft, Inc. 
Metal Textile Corp. ..... 
Metaloid Co., The 





Meyercord Co. (Trimz Div.) paaxe 106 
ee aaa 261 
Miller, Inc., Robert E. .......... 264 
_ lg "eS . 260 
Millers Falls Co. ............ 22 
Milwaukee Lace Paper Co. 248 
CE GN GE, cic cccscccccecee 226 
‘eee 228 
Monarch Hardware Div. of — 
ton & Lambert Mfg. Co. 193 
Moore Push Pin Co. ............. 265 
Ss... eae 206 
Mullins Mfg. Corp. (Youngstown 
ge ee ee 71 
Myers & Bro. Co., F. E........... 102 
Wiyette Poem Ce. 2... ce.sccccsces 221 
N 
National Brass Co. ... 215 
National Chemical & Mfg. Co.... 228 
National Die Casting Co. 211 


National Ideal Co., The  asesees 
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National Manufacturing Co. 


National Milker Sales Corp...... 


Neatslene Co. 


New Bacon Manufacturing | Cai... 
New York Wire Cloth Co........ 
Noblitt-Sparks Industries, Inc. ... 


Nockonwood Industries, Ltd. 


Noma Electric Corp. ........ sie 
North Bros. Mfg. Co. ........... 
Norwich Line Company .......... 


Nott Manufacturing Co. 


oO 
Oakland Engineering Ce. ......... 
Ocean City Mfg. Co. ........... 
CE Gn TI. ib nctacscsssncsse 


O'Malley Valve Co., Edward 
Oster Manufacturing Co. 
Owens-Corning Fiberglas Corp. 


P 
Pacific Plastic & Mfg. Co., Inc.. 


a Se Pere 


Paragon Utilities Corp. Be 
Parker Manufacturing Co. ....... 


Patterson-Sargent Co. ... 
Peal es Co. 
Pearl-Wick Corp. 


Pecora Polat Co. ..............0. 


Pennsylvania Salt Mfg. Co. 


Perfection Automatic Machine Co. 


Perfection Stove Co. ........ 


Peterson Sales Company — 
Petroleum Solvents Corp. ....... 
Pioneer Gen-E-Motor Corp. ..... 


Pittsburgh Plate Glass Co. 
Paint Division . 


Pennvernon Division ............ 


Plantabbs Co. ...... 

a, a. Sere 

Plomb Tool Co. ..... 
Popular Mechanics Magazine 
Porter, Inc., H. 

Premax Products Div. 
Proctor Electric Co 


° 
Queen City Valves, Inc. 
Queen Stove Works, Inc. 


Ray-O-Vac Co. ...... 
Red Devil Tools ....... 
Reflecto Letters Co. . 
Remington Arms Co., Inc. 
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Reynolds Metals Co. ........ 
1 -nards-Wilcox Mfg. Co. 

| Riegel Textile Corp. 23 

| Rineharts, Dr., Handy Hog ‘Holder 2 


Co. 
Rite- Way Products Co. ..... 
Rittenhouse Co., a 
Rival Manufacturing Co. 
Robert Manufacturing Co. 
Rose Manufacturing Co. 


Royal Electric Co., Inc. iiioec 
| Royalbilt Line ...........-. 


s 
Safety Belt Lacer Co. ... 
Safeway Chemical Co. ... 
Samson Cordage Works .. 
Samson United Corp. .... 
Sandvik Saw & Tool Corp. 
Schalk Chemical Co. : 
Schollhorn Co., William 
Seidelmann, Ernst ......... 
Sharon Bolt & Screw Co. . 
Sheffield Bronze Paint Corp. 
Sherwin-Williams Co., The 
Shirley Corp. ...... 
Siebring Manufacturing Co. 
Silex Co., The ..... 
Simonds Saw & Steel Co. 
Simplex Manufacturing Co. 
Sinclair Industries ........ 
Slaymaker Lock Co. ...... 


Socony-Vacuum Oil Co., Inc. 
Solventol Chemical Products, 


Somar Specialty Corp. 
Sonneborn Sons, L. ...... 


Spang-Chalfant Div. of National 


| aera 


| Speedway Manufacturing Co. 


Spradling's, Inc. .. 
Spun Aluminum Products 
Stanley Works, The ..... 
Star Mfg. Co. Div. Illinois 
if ) ae 
a Oe ee ee 
Stevens Walden, Inc. ...... 
Stewart Iron Works ...... 
Superior Fastener Corp. ... 
Superior Laboratories .... 
Sylvania Electric Products 


| T 
Tanglefoot Co., The ..... 
| Taylor Co., Inc., David B. 


Taylor Instrument a 
Tel-O-Post Co., The .... 
Templeton, Kenly & Co. 


Tennessee Valley Associated Mor- 


SE ‘vec anscgpsiasieses 
Textile Mills ............ 


Thompson & Son Co., Henry S.. 
Tobacco By-Products "& Chemical 


Corp., Inc. 


Toy Manufacturers | of the US. A.. 


Ds. etdabebnthakan 
Triangle an “Co. 
Turner Brass Works, The 


Twix Manufacturing &. Inc. 


U 
Underhill, Clinch & Co. 
Union Hardware Co. .... 
Union Pacific Railroad .... 


United States Electric Mfg. Corp. 
United States Plywood Corn. 
(Weldwood Div.) ............ . 


United States Steel Corp. 
Upson Brothers, Inc. ... 
Upson-Walton Co. ...... 


Vv 
Vaughan Novelty Mfg. Co. 


Victor Electric Products, Inc. 
Vital Products Mfg. Co., The 


Vulcan Electric Co. ... 


Ww 
Waterbury Companies, Inc. 


Whitney Carriage Co., F. A. 


Whitney Seed Co., Inc. .. 
Wickwire Spencer Steel Co. 


Wilcox Crittenden & Co., Inc. 


Wiss & Sons Co., J. 
Witt Cornice Co. ... 
Wood Shovel & Tool Co. 


Woodruff & Sons, Inc., F. H. 


Wooster Brush Co. 
Wright Steel & Wire Co., 


x 
X-Acto Crescent Products Co., |! 


Y 


= | Yale & Towne Mfg. Co. 
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| Yoder Manufacturing Co. 


Youngstown Kitchens Div. a 
268 | Youngstown Manufacturing, Inc... 
267 | 


209 | ‘ zo 
137 | Zenith Electric Appliance Co. 



































NOW AVAILABLE 


HANDY WIRE REEL 

















Makes it easy to handle barbed 
wire. Mounts on pipe or shoft. 
After wire is reeled, rods are ad- 
jvstable to allow spool of wire 
to slip off easily. When using 
reel to pay-out wire, rods may 
be inserted in spaced openings 





to permit spool of wire to slip on easily even if 
it shrinks in storage. RETAILS FOR $5.95. Liberal 
discount te dealers. Write for details. 


ADDRESS DEPT. A 


Sole Distributors 


DR. RINEHART'S HANDY HOG HOLDER CO. 
P. O. DRAWER NO. 191, GALESBURG, ILLINOIS 











The Dexter Universal Lathe Chuck, a 
lever operated scroll chuck that sells 
at a price low enough to put it 
every home workshop. Sizes 2”—6”. Ac- 
strong and serviceable. 
backless model does away with adapters. 
Built by the makers of the famous Dexter 
Valve Reseating Machine. Write today for dealer prices 
and full information. Every home craftsman, garage or 
repair shop is a prospect. 


THE LEAVITT MACHINE COMPANY 


MASSACHUSETTS 














Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. 











Twin Pin- ups for Profits 


ORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 
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+4, Pa 
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resenting Our 194k Line of High Grade 
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“BRASS PRODUCTS: 


TO MEET YOUR PLUMBING SUPPLY NEEDS 
= Your Ingutriep Invited=— gz 


urers >FOR OVER SO YEARS 


Manu fee of ya QUS LEADER INJECTORS wf JECTORS 


3%" & 2%" BRASS STRAINERS 
22426 BRASS Poe a ae 
MLS — ALSO 205% 


QWUEEN CITY VALVES, inc. 
1203 FINDLAY STREET 


Cincinnati 14 Ohio 

















lasiox ... a WINNER all- teas 


HIS transparent coating sells fast . 


at a real profit to you. 


PLASTEX brushes on... levels out into a 














CAMBRIDGE 





Plastex Company 


glearhing protective coat that restores and 
beautifies any porous surface. Ideal for 
linoleum, table and bar tops, furniture, 
woodwork. Recommended for beach 
wagons and marine use. 


PLASTEX is made from pure Tung Oil. It’s 
non-skid . . . resistant to alcohol and heat. 


PLASTEX needs NO waxing 
- NO polishing 
. NO scrubbing 


Counter displays, pamphlets, samples of PLASTEX 
applied on both wood and linoleum furnished free. 


—WHOLESALERS— 
GOOD TERRITORY STILL AVAILABLE. WRITE 


MASSACHUSETTS 
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No. 335 


% qp-9 


RETAIL 
Battery Operated 





No advance in price—defies imitation! 
No. 335 Red Dewi ELECTRIC FENCER 


Even better than the pre-war model—nothing to wear out. New wheel type contact uses 
current instantaneously—centrifugal force does the rest. The revolving wheel is the only 
moving part—its rod and bearings are of stainless steel for long wear. Another feature 
is the standard, readily replaceable platinum contact points. Uses any standard 6-volt 
battery. The voltage is high, but low amperage makes the effective intermittent shock 
absolutely safe to livestock and humans. Not affected by powerline failure. Nothing to 
oil or grease. Sealed against elemerts. 


LET CUSTOMER SEE IT WORK 





The strong glass top lets them “see it work.” You can KEEP YOUR EYE ON 
even shock them into buying. The No. 335 RED DEVIL . RED DEVIL TOOLS 
ELECTRIC FENCER is nationally advertised in four colors 

In December RED DEVIL announced the 
in the “Farm Quarterly”; also advertisements in the return of RED DEVIL ROLLER PAINTERS 
“Saturday Evening Post,” etc. The No. 335 is packed in J y the g ine RED DEVIL POT 
complete in one carton with complete accessories and CLEANERS—fhose big, pure copper 


(not scrap) kitchen companions that 
won't splinter, shred or mat. Now the 
, z top selling, low priced electric fencer 
etc. Also recommended for residential, estate, public —No. 335 RED DEVIL. Next month 


instructions on how to set up a single wire fence. You 


sell 6-volt hotshot battery—fence posts, barbed wire, 


and industrial property protection. watch for another exclusive RED DEVIL 
fast turnover item... and there are 


A product of Red Devil Tools ° more coming. 


IRVINGTON 11, NEW JERSEY, U. S. A. 








@ NOW COME PACKED IN COUNTER DISPLAY CARTON 
Colorful and compact — place near traffic center of 
store and watch it sell LEAKPROOFS by suggestion! 


@ DISPLAY MATERIAL THAT MULTIPLIES SALES 
Window displays, window and interior streamers —sent 


free on request. 


@ HARD-HITTING NATIONAL ADVERTISING 
The best advertised flashlight battery, appearing in full 
color in leading national magazines, pre-selling for you. 


Leakproofs Are Now Available in Unlimited Quantities 


RAY-O-VAC COMPANY 
MADISON 4, WISCONSIN 
RAY-O-VAC (CANADA) LIMITED, WINNIPEG, MANITOBA 


OTHER FACTORIES AT LANCASTER, OHIO © SIOUX CITY, IOWA © FOND DU LAC, WIS. © CLINTON, MASS. © WILLIAMSPORT, PA. 
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